








NOW is the time to push these 


EASY-TO-SELL Samson 


UN A Ase Te ; Me 
> WHALE CLOTHES LIN 


A solid braided cotton | i | is hi 
excellent quality ... made of good cotton yarn 
and 50% stronger than ordinary lines. Twelve 
50-foot hanks in a display carton, individually 
wrapped, connected in pairs. 


E-ROPE CLOTHES LINE . 


multi-strand wire line, testing over 330 pounds 
strength, protected by a gleaming white plastic 
bver .. . cleans with a whisk of a damp cloth... no 
etch, no rust. Packed twelve 50-foot hanks in a 
orful display carton, usually several connected. 


Order from Your Jobber Today 


BOSTON 10 
SAMSON corvace works f25080..0 

















FASTER TURNOVER! 
MORE PROFITS! 
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TIE-IN WITH NYLON 
POPULARITY AND THESE 
NEW WOOSTER VENDERS 




















No. 802 Wooster Foss-Set “Softip” Nylon Varnish Brush 






Packed Approximate 

Per a Per Doz. 

Width Length Thickness Box Oz. 
1A” 2%” yy” 12 J 8 
Zz 24%” %,” 12 2 3 
2V,” 2%” a” 12 2 14 
ee 2%" 1h” 12 3 10 


No. 812 Wooster Foss-Set “Easyflo” Nylon Wall Brush 





Packed Approximate 

Per We. per Doz. 

Width Length Thickness Box Lb. Oz. 
3” 2%” Ye” ‘ 4 3 
31)” 314” Ye” 6 5 3 
3g” %” 6 6 0 


‘Length’’ Given Means Approximate Length of Filament Clear of Ferrule. 


ERE are two sparkling, new Wooster Brush 
Venders carrying the new Wooster Foss- 
Set Nylon “Softip” Varnish Brush and the “Easy- 
flo” Nylon Wall Brush. Both are quality Wooster 
Brushes designed and priced for the pocketbooks 
and use of the non-professional brush consumer 
—the household painters. Stock these brushés! 
Display these sales-catching counter venders! 
The combination of Nylon and Wooster Quality 
in paint and varnish brushes spells faster turn- 
over and more profits. Order from your Wooster 
Distributor — today! 





GuamanTee 
Fi: im aaneTne® 


































WOOSTER BRUSHES 


foSS- SET THE WOOSTER BRUSH COMPANY WOOSTER + OHIO OOSTE 


BRUSH MANUFACTURERS SINCE 1851 NYLOW 


iF IT‘’S WORTH PAINTING IT'S WORTH A WOOSTER BRUSH BJ HARDWARE 





WOOSTER “SOFTIP’’ NYLON VARNISH BRUSH IDER 
Neat, attractive, sales-impelling display of «he new 
Blue and Silver Handled Wooster “Softip” Varnish 
Brushes. This vender contains: 





Quantity Size Type of Brush 

—_—_eoe — —_——————— 
3 11%” “Softip” Varnish 
3 iad “Softip”’ Varnish 
2 214” “Softip” Varnish 
2 3” “Softip”’ Varnish 


Approx. Shipping Weight 3 Lbs. 
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812 
“EASYFLO” 







WOOSTER “EASYFLO” NYLON WALL BRUSH VI —A 
fitting companion to the “Softip” Vender and a match for 
its selling power. Each “Easyflo” Vender contains: 


Quantity Size Type of Brush 
3 3” “Easyflo” Wall 
3 3 wy “Easyflo” Wall 
3 4” “Easyflo” Wall 


Approx. Shipping Weight 4 Lbs. 12 Ozs. 
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sow u eM OTB Sales 
by stocking EWEL LOCKS 


It’s a trick you can easily accomplish with YALE cabinet locks. 








ALL YALE “3-Way’’ Cabinet Locks can be used in any of '®. 
three positions—as a drawer lock, as a right-hand cupboard 
lock, as a left-hand cupboard lock. Whichever type the 
customer wants (or even if he doesn’t know which type he 


wants) —the one lock answers his purpose. e LEFT. | 
HAND 


DRAWER LOCK 
f 





And—you need only one-third the inventory to sell 


CUPBOARD LOCK | 
as many locks. 





But you'll sell more YALE “‘3-Way” Cabinet Locks because 
the “3-Way” feature is one that your anaes. | 


HAND 
customers appreciate, too. 
CUPBOARD LOCK 











Have your jobber supply you with YALE 
“3-Way” Cupboard and Drawer Locks. 





Pin-tumbler Cabinet Lock (5591—shown) is changed by O @ 
releasing a catch and rotating the cylinder. Disc-tumbler 
type (4651) changed by removing a screw and turning 
= plug. (Both types available with deadbolt or spring- 
bolt.) 





O 


~~ 
a @ AN [L a mane THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD, CONN., U.S. A. 











She name Yale helfis make the sat 
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AN OPEN 
LETTER TO 
THE TRADE 








PHOENIX TABLE MAT COMPANY 


1315 W. CONGRESS STREET * CHICAGO 7, ILLINOIS 


PHONE CHESAPEAKE 3-0100 





Manufacturers of Aristo Mats. The famous all-purpose stove, table and general household mats 





To Every Distributor of ARISTO-MATS: 


I extend my sincere congratulations to all dis- 
tributors of ARISTO-MATS, and my deep appreciation and 


thanks to each and every one of your salesmen, for their 
excellent cooperation and performance, resulting in more 
than 10,000 new retail outlets for ARISTO-MATS during 
the first three months of 1950. 


To the more than 10,000 additional dealers, now, for 
the first time, handling ARISTO-MATS, the World's finest 
quality and most beautiful stove and all-purpose utility 
mats, a most hearty welcome to each and every one of 
you. ARISTO-MATS will become, as they have for the many 
thousands of other dealers, one of your most profitable 
items, as the consumer demand for ARISTO-MATS has been 
built upon years of manufacturing only the highest 
quality products and our consistent year-round national 
advertising program. 


Again, congratulations to each and every distributor 
for your successful participation in Phoenix Table Mat 
Company's merchandising program, and my best wishes for 
your continued success. 


Cordially yours, 
PHOENIX TABLE MAT COMPANY 


[Lev emon po 


President 
BGershon,v 
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New ARISTO-MAT 


Display Merchandiser 


WILL TRIPLE 
YOUR PROFITS 








Now...get more ARISTO-MAT sales with 
the new PD-1 display merchandiser. Stur- 
dily constructed of steel, takes up only a 
few inches of counter space, and packs a 
“Giant Wallop” in “EYE CATCHING 
BUY APPEAL.” ARISTO-MATS are 
used by millions of housewives from 
coast to coast, on STOVE TOPS, 
table tops and under electrical 
appliances; to protect fine sur- ‘ Seated 
faces from heat, scratches, spilled foods, . 
knicks, chips and stains. ARISTO- 
MATS are available in a wide selection 


of patterns and sizes, in a price range FREE TRIPLE PROFIT 
to fitevery pocketbook. MERCHANDISER 3S5 DEAL 


With 1 dozen fast selling assorted Aristo-Mats, 








— 






















Pre-sold through NATIONAL ADVERTISING which contains the 17 inch by 19 inch size only. 
on a full 12 month schedule in... YOUR | FAIR TRADE YOUR 
cost RETAIL PRICE PROFIT 

e Better Homes & Gardens 
e House & Garden Ys Doz. 401 FLORAL QUEEN $4.66 $7.16 $2.50 
@ Heese Beastifel Ys Doz. 1010 CANDY STRIPE 2.67 4.00 1.33 
e@ American Home 
© Good Housekeeping Ys Doz. 1200 Chrome Master 5.12 7.92 2.80 
@ Ladies’ Home Journal $12.45 $19.08 $6.63 











e@ Woman's Home Companion 


@ McCall's © Parents’ Fair trade prices, Chrome Master $1.98 


Floral Queen $1.79, Candy Stripe $1.00 
Slightly higher in states west of the Rockies. 













om ror -~ 
=" Guaranteed by» 
Good Housekeeping _ 
= IP > 


\ 
wor as aovearisto WOES 
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es 
“if PHOENIX TABLE MAT COMPANY 


* 
<<g0y 1315 West Congress Street ¢ Chicago 7, Illinois 
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ALL-ALUMINUM SCREENS 


ror EASY SALES sano GREATER PROFITS 






























































ror METAL 
WINDOWS 


Attached with 
WING CLIPS (at 
no extra cost). Af- 
ter installation, no 
screwdriver needed 
to change or remove 


ror WOOD 
WINDOWS 




























No ladder needed— 
Reinforced by cross 
brace, screens can 


















be hung or remov- 
ed from inside the 
house. Very light 
weight. Easily 
handled by Mrs. 


Housewife. 


screen for windou 
washing. Flips oft 
instantly. No loose 





















screws to get lost. 





Because they are light in weight, they are easy antee for uniform top quality and freedom from 
to Handle — Demonstrate — Deliver. (Many consumer complaints. 


customers will take them home in their own cars.) a a a oe Le a ae 


Made of rust-free aluminum and packaged in a available from stock — shortest delivery time on 
handy carton. Do not deteriorate while in the special orders. You can take al] your screen prob- 
warehouse. Take up minimum stockroom space, lems to Fabrico. 


because carton of 10 screens is under 5” thick. 


Manufactured by modern methods—assembled DISTRIBUTORS INVITED 
on a production line — by people with a decade For samples, prices and information on available 
of experience in aluminum screens: Your Guar- franchises, write to 


Screens & Fabricated Metals Corp. 


DEPT. H, NORTH BERGEN, N. J. 
IN ANY QUANTITY — IN, ONE QUALITY — THE BEST! 








Light Weight. Screens are easily han- Corner Locks give wedge-fit without 
dled—quickly installed. corrosive effect or discoloration. 
Rolled Tubular Section. 18x14 mesh 
Alclad aluminum screening combines \- _— 
Why consumers corrosion - resistance with maximum 
strength. Held at maximum tautness by No Stains, no discoloration of walls, 
&9 for specially-designed aluminum spline. Pre- woodwork, draperies or blinds. 
cision engineered for maximum strength 
FABRICO and rigidity. Hardware Included—complete with 


rust-resisting hanging or attaching de- 
vices. Can be used also to 








ALL-ALUMINUM hang storm windows. Ya 
WING CLIP f 
SCREENS peal I for casement 
Rugged Strength. p . , , 
rotective — A glowing cigarette or 


Will Not Red-Rust. windswept burning leaves will not harm 
REGISTER APPLIED FOR Need No Painting. No upkeep. the screen. 

















—— 
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QUALITY 


BEAUTY 


PROFIT MARGIN 


MANUFACTURED BY 


KWIKSET LOCKS ARE BUILT TO TAKE !T! Kwikset’s simplicity of design 
and rugged construction assure years of trouble-free service. Individual 
lock parts are precision-built from highest quality wrought brass, 
bronze, stee] and tough, durable Zamak No. 5. . 

KWIKSET LOCKS ARE DISTINCTIVELY STYLED! Simple beauty and clean 
modern design make Kwikset locks perfectly suited for both traditional and 
modern homes. Style makes Kwikset locks a credit to any home... 

and to the architect or builder who puts them there. 


KWIKSET LOCKS ARE LOW IN Cost! Kwikset’s advanced manufacturing 
techniques make cost-saving volume production possible ... keep unit 
costs down... make possible top quality locks at rock-bottom prices. 


KWIKSET LOCKS MAKE MONEY FOR you! Kwikset locks are fast-moving 
profit-making items. They are priced for volume sales . . . at a price that 
means a substantial profit for Kwikset dealers. Kwikset’s outstanding 
sales features build steady repeat business. 


DISTRIBUTORS 


etko 


INDUSTRIES, INC. 


1107 East Eighth Street 
Los Angeles 21, California 













Pittsburgh Fence Campaign will 
make your Cash Register O/VG / 











Your cash register will play a are being directed to you for all 

happy tune of increased business their fence and fabric needs. 
and profit if you take advantage of We have new literature, news- 
al the big promotional campaign now paper mats, direct mail folders, 
Y gc alent = under way to create a demand for window streamers, wall charts and 
a i Pittsburgh Fence with your other point-of-sale material. Get 
HH Pari dl, customers. them and identify your store as 
Farmers, poultrymen and home headquarters for Pittsburgh Fence. 
owners in your territory are learn- Call your distributor today—be sure 
ing about the extra quality of Pitts- you have adequate stocks of the 
burgh Fence in their national, re- complete line. Pittsburgh Steel Co., 


gional, state and local papers. They Dept. HA, Pittsburgh 30, Pa. 











a product of 


Pittsburgh Steel Company 
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SALES HELPS THAT SELL! 


Feature a SANDEE Feather-Lite GARDEN 
HOSE department! Ask your jobber, or 
write us about the Feather-Lite display 
stand. Also free window streamers, cuts, 
mats, envelope inserts, and the "'How- 
to-Sell” Manual. Here’s YOUR chance to 
sell more Garden Hose, make more money, 
and build better satisfied customers! 


THE-IN WITH 7H/S POWERFUL CAMPAIGN 


HE greatest national advertising campaign in SANDEE history is now 
T in full swing. For the THIRD consecutive year, SANDEE Feather-Lite 
GARDEN HOSE is being featured in America’s most prominent national 
magazines. The 1950 campaign is appearing currently, not in one or 
two, but in SEVEN BIG MAGAZINES with a combined circulation of 
about 17,000,000 copies..about 75 to 85 MILLION readers a month! Every 
Garden Hose prospect in your community is getting the forceful Feather- 
Lite sales messages. CASH IN. Feature Feather-Lite GARDEN HOSE in 
windows and best display locations inside your store. Remember, Feather- 
Lite is GUARANTEED! . . has a structurally stronger rib finish, and 
pull-proof brass couplings. It’s “the finest Hose you can buy”. . order a 
liberal supply from your jobber NOW. 


WORLD'S LARGEST CUSTOM EXTRUDERS OF PLASTACS t 
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MORE POWER than ever! 
GREATER VALUE than ever! 


Again in 1950, Chevrolet is the outstanding leader in 
the entire truck field! Chevrolet brings you more power 
—and more value—than ever before. These 1950 P*L 
trucks are the most powerful trucks Chevrolet has ever 
built! 


Chevrolet—and only Chevrolet—leads the field in 
popularity, performance, payload and price. Chevrolet 
—and only Chevrolet—has earned the right and proved 
its right to leadership. 


See your Chevrolet Dealer today. He sells a P*L truck 
for every trucking job. And every one gives you MORE 
POWER ... GREATER VALUE... than ever! 


CHEVROLET MOTOR DIVISION, General Motors Corporation 
DETROIT 2, MICHIGAN 


Out in front with all these Flies Features: 


© TWO GREAT VALVE-IN-HEAD ENGINES: the New 105-h.p. Load-Master and the 
improved 92-h.p. Thrift-Master—to give you greater power per gallon, lower cost 
perload © THE NEW POWER-JET CARBURETOR: ther, quick leratio 

response © DIAPHRAGM SPRING CLUTCH for easy action engagement ® 
SYNCHRO-MESH TRANSMISSIONS for fast, smooth shifting ©®© HYPOID REAR 
AXLES—5 times more durable than spiral bevel type © DOUBLE-ARTICULATED 
BRAKES—for complete driver control © WIDE-BASE WHEELS for increased tire 
mileage ® ADVANCE-DESIGN STYLING with the "Cab that Breathes” © BALL- 
TYPE STEERING for easier handling © UNIT-DESIGN BODIES—precision built. 





10 








CHEVROLET 


P-L 

ae 

ADVANCE-DESIGN TRUCKS 
+ a 

Popularity Loaders 


The public’s overwhelming preference for 
Chevrolet trucks is proof of owner satis- 
faction earned through the years. Beyond 
question, Chevrolet P*L trucks are the 
nation’s leading choice in the entire truck 


field. 


| ao Le 
erformance Leaders 


The new Chevrolet PeL trucks give you high 
pulling power over a wide range of usable 
road speeds—and on the straightaway, 
high acceleration to cut down total trip time. 


Pawtoud Leudess The 


rugged construction and all-around econ- 
omy of Chevrolet P*L trucks cut operating 
and repair costs—let you deliver the goods 
with real reductions in cost per ton per mile. 


Price Le 

rice Leaders from tow 
selling price to high resale value, you're 
money ahead with Chevrolet trucks. Chev- 
rolet’s rock-bottom initial cost—outstand- 
ingly low cost of operation and upkeep— 
and high trade-in value—all add up to the 
lowest price for you. 
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\ : There's plenty of eye-appeal, 
sales-appeal and profit in the 
great new Philadelphia line. 
Make mowers BIG BUSINESS in 
1950 by selling Philadelphia... 
the best mowers money can buy. 


NEW COLONIAL 





The Philadelphia Dealer Data Kit, 
containing prices, complete mower 
details and pictures of free sales 
helps, is yours without obligation. 
Write for your free copy today! 







ie =? = BETTER PRODUCTS 


~ 








ne 


be sea 


FALCON 





INDEPENDENCE Aristocrat of hand 
mowers. Pressed steel side frames and tie 
shield for strength, with 10” die-cast alu 
minum wheels for light weight. Ball-bearing 
mounted revolving cutter, semi-pneumatic 
rubber tires and steel handle. Width of 
cut 16”. 


FALCON—Power means profits when you 
sell this 21" power mower. Features a | h.p. 
Briggs & Stratton engine with power trans- 
mitted by two heavy duty chains through an 
automotive type double friction clutch. Sim- 
plified controls attached to sturdy tubular 
steel handle. Cutting height “2” to 2/2”. 


NEW COLONIAL Here's a lot of mower 

the workhorse of the line. Features five- 
blade, ball-bearing mounted revolving cutter, 
full 10” cast iron wheels riding on solid 
rubber tires. Steel tie rod always keeps 
mower in perfect alignment. 





PHILADELPHIA LAWN MOWER DIVISION 


Coldwell-Philadelphia Lawn Mower Co., Inc. 


GENERAL SALES OFFICES: N. Washington St., Greenfield, Ohio 
Factory . . . Newburgh, N. Y. 
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JUST 
ANNOUNCED! 


The Year’s Best 
PROMOTION PLAN 


For Power Mowers 


TO BUILD 
SALES FOR YOU 


The 


PHILADELPHIA 
SERVICE 
CERTIFICATE 
PLAN 


——— 
oF Service Certificate a 
(A 








With each Philadelphia power 
mower you sell you give away 
a certificate worth $2.50 in 
sharpening or service. It’s 
your gift to the customer—yet 
Philadelphia stands all the 
cost! Requires no bookkeep- 
ing on your part. Use it as a 
sales-clincher, to put you 
ahead of all competition! 


SEND COUPON Today 
FOR FULL DETAILS 
and FREE DATA KIT 


PHILADELPHIA LAWN MOWER DIVISION 
Coldwell-Philadelphia Lawn Mower Co., Inc. 
N. Washington St., Greenfield, Ohio 

Please send FREE Dealer Dato Kit and details 
of Service Certificate Plan 


NAME........ 



























THEN AS NOW eee 


The reputation of a local craftsman was based solely on the quality of his pro- 
duct. Now as then—™ not how much but how good” still applies to the quality 
hardware manufacturers of today. 

Annually over six hundred of America’s best manufacturers welcome the op- 
portunity to display the newest in hardware and allied lines at the NATIONAL 
HARDWARE SHOW, the proven show known throughout the world as the symbol 


of quality merchandise. 
New York City-— Grand Central Palace — NATIONAL HARDWARE SHOW are 


indelibly established in the minds of buyers as the crossroad of the hardware 


world. 
Write, wire, or phone for floor plans and complete data on the industry's greatest 


trade show. (only manufacturers may exhibit). 


OCTOBER, 2nd, 3rd, 4th, 5th, 6th, 1950 


GRAND CENTRAL PALACE =" NEW YORK CITY 


NATIONAL HARDWARE SHOW 


331 MADISON AVE., NEW YORK 17, MURRAY HILL 2-4802 
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Wood Screw Assortment 
with new “HANDI-SERVE”’ 
Counter Merchandiser 


woon \ SCREWS 
-_ 


— 


me: ey FS 


a Ty 18 different sizes and diameters of 
sth < 4a wood screws...packaged in durable 
san. re pcs mBEPE A 

> o two-ply cellophane envelopes for con- 
= 


“Handi- 


Serve’’ counter merchandiser offers 


Foch venient “selection by color’. 
= 
value of multiple display and rotating 


axis makes self-service easy. 


{ 
sag 44 = it at 
HM ap, Atk 


eee | 
BY COLOR 


ORDER 


k POIMTS THE WAY 


1.2, wo. N-150 


Beautiful Cabinet 
Hardware Assortment 
That Sells On Sight 


This well-balanced assortment 
includes only the finest items 
in National Lock's extensive 
cabinet hardware line. Attractive finishes include bright 
chrome, dull chrome, dull bronze, bright brass and dull brass. 
Here's distinctively-styled hardware that answers every de- 
No. N-150 reduces inventory... 


mand. increases profits. 


A COMPLETE 
oe eee ee eee ee 2. 


FROM YOUR 
Phe} :3:3 3) 


BUILDERS’ 
™ | ~ HARDWARE 
HINGES 
A Broad Line of Quality- 
Built, Widely-Diversified 


Popular Builders Items 


> 


—_ 
SASH LIFTS 


i 


BUTTS 


NM 


HARDWARE AGE, APRIL 20, 1950 


Catches, pulls, butts, hinges, sash hard- 
ware, chest hardware, latches, supports 

. everything your customers could 
possibly call for in builders' hardware. 
An extensive, quality-built line avail- 
able “all from 1 source’. You'll find 
a brisk demand for these fine 


National Lock builders items. 


NATIONAL LOCK COMPANY 


ROCKFORD + ILLINOIS 


DISTINCTIVE HARDWARE... ALL FROM | SOURCE 


NATIONAL 
TUTCH LATCH 


Automatically Opens 
Doors at a Gentle Touch. 
Easily Applied to Wood 


The newest, smartest innova- 
tion in cabinet hardware. Easily 
applied to wood cabinets with 
swing door. Tutch Latch auto- 
matically opens door at gentile 
touch of finger, wrist or elbow. 
A fast-moving, profitable 
unit you'll want to handle. 


MERCHANT SALES DIVISION 









DUTCH | 
BRAND 














Offers a 
whole Electrical Fy 
Tape Department y j 
on Your 
Counter! 








: 


Friction tape dispensers with 





sell friction tape 


for you! ITH 





































V-B 

Order from your don’t ha 
jobber today! moving 

/ odd sizes 

Here is the finest point-of-sale display on the quent de 
market today for friction tape. It revolves for self- is pick 

servicing—it displays DUTCH BRAND Fricton Tape Alterna’ 

prominently—it holds four different sizes *—it requires Chart—l 


“special 


you'll fir 


only a few square inches of counter space. Of 


most importance, it sells friction tape. 


If you already have a dispenser, do like thou- 
sands of others are doing... keep it well stocked 


and out front where it sells. 


If you do not have a DUTCH BRAND Friction Tape 
dispenser, order one today and put it to work for you. 


SENIOR SIZE illustrated 


Available in two sizes 


of No. 2 DUTCH BRAND Friction Tape . . . the Senior 
Model holds 24 rolls each of No. 1 and 2, and 12 rolls 
each of No. 4 and 8 DUTCH BRAND Friction Tap 


Manufacturers... Rubber Products... Est. 1910 
CHICAGO 19, U.S.A. 
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Less inventory- 
quicker turnover 


with Goodyear FHP Belt Assortments 


ITH the new Goodyear FHP __ belt named that will do the job. 
V-Belt 


don’t have to carry 


assortments, you 


any slow- Lhat means lower inventory. 
c . 


because you can handle more 


moving special-size belts —the 
odd sizes for which there isinfre- Jobs with fewer belt sizes. Dealers 
report up to 20% faster turn- 
over with the 1950 Goodyear 


V-Belt And they 


tell us the new SerVomatic—only 


quent demand. All you need do 
is pick up Goodyear’s handy 
Alternate Replacement Belt 
Chart—look for the listing of the 
and along side of it 


assortments. 


“special” counter display in V-Belt mer- 


you'll find a standard Goodyear — chandising— boosts sales to all- 





THE 


THe Goopyveark Tire & RuBBER Company. Eve 
Please send me full details on your 1950 FHI 
like a FREE COPY of your Alternate Replocen 
Names 

Firm Name 


Street Address 
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‘ Dept. 742€. 
> V-Belt Sales and Merchandising 


ent Belt Chart. 






and uses minimum 


time highs. 


counter space (114 sq. ft.) to 


develop maximum sales. 


Write today for full details on 
the 1950 Goodyear FHP V-Belt 
sales program. And ask for your 
FREE COPY of the handy Alter- 
nate Replacement Belt Chart. 
Send the coupon to Goodyear. 


Akron 16. Ohio. 


ODFSYEAR 


think youll li 


We r ou’ ‘ 
GREATEST NAME IN RUBBER “THE GREATEST STORY EVER TOLD 


Feery Sunday IBC Netwe 


Akron 16. Ohio 


Program. I would 


State 
tM. 1 Gu lire & I 
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ATLANTIC CITY=-1950 


Housewares ‘| 
and Home Upplianee 


Manufacturers | 


Exhibit 





a To 14 
Mody th thru tte 
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Get your share of extra lamp bulb sales during General Electric’s 


RIGHTEN-UP TIME 
PROMOTION 


NATIONWIDE ADVERTISING IS 














yrs) = BUILDING DEMAND 
4 ° From now ’til May your neighbor- 
hood customers will be reading 
ny i about General Electric’s Brighten- 
' Up Time promotion featuring a 
<> ee 238 “Spring Shower of G-E Lamp Val- 


ues!” Full-color ads are backing it 
up in the Post, This Week, and 


Parade. Plus spot radio announce- 





cenenar Gp ELecTaie ments and commercials on the Fred 
- Waring television show! 


SPECIAL DISPLAYS TO HELP gw 
~ agers \Kup with the } 
YOU TIE IN! ea eR OF FS Lamp Package 
tom 


If you don’t yet have your special 
tie-in package, call your G-E lamp 
supplier today. You'll get plenty of 
bright streamers, price cards, and 
colorful display pieces. Use ’em 
all. . . with a mass display that 
features the General Electric 4-lamp 
package. For extra sales and easy 
profits this Spring, tie in with 
Brighten-Up Time. 





A NEW KIND OF LAMP TO SPARK SALES! 
General Electric's new White lamp gives softer shadows 


and less glare, because it’s “all-over bright’. 100-watt 
size, now being featured in G-E consumer advertising. 


You can put your confidence in— 


Be sure to see 

the Fred Waring 
television show 
every Sunday night. 
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GARDEN HOSE with tough neoprene cover 


has long life. . - gives your customer better value. 


Hose gets a lot of abuse—dragging over rough surfaces, lying 
in oil and grease in the driveway, left out in the yard in all 
kinds of weather. But when garden hose has a cover of 
Du Pont neoprene, it takes the toughest treatment and comes 
back for more. For neoprene resists cracking from sun and 
heat . . . doesn’t soften and get sticky from contact with 
grease and oil . . . keeps its toughness and elasticity despite 


rough handling. That’s why many leading manufacturers , 


put a neoprene cover on their top grade lines ... why many 
furnish a tag with each length which tells your customer the 
many years of service he can expect from it. 
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POINT OUT THE UNUSUAL SELLING 


Tue first robin brings out impatient gar. 
deners, and putterers eager to make long. 
neglected home repairs. You can turn this 
enthusiasm into profits by featuring neo- 
prene products in your store. For neoprene 
gives you sales-clinching talking points 
that help move articles off your shelves. 





FAUCET WASHERS 


of neoprene are 
tough, durable... give your customer better service. 


Inferior, leaky washers are a constant source of annoyance 
and irritation. Customers remember the store that sold them 
But a tough, durable neoprene washer gives long, satisfac 
tory service that reflects the superiority of articles you sell 

in tests, neoprene faucet washers have been osed 
487,000 times without a leak ... 
washers were still in good condition! For neoprene with- 
stands the abrasion and cutting action of valve seats has 
low permanent set. It resists both ice-cold and boiling-hot 
water. And it does not crack or soften with age. 


using water at 200 °F. And the 
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ov sales... 
carunes of NEOPRENE 


HOME WORK 


GLOVES with exclusive features of 
NEOpPrene give your customers long-lasting protection. 





Almost every time they’re worn, household gloves are ex- 
posed to deteriorating influences. Weather and abrasion out- 
doors . . . cleaners, greases, detergents and solvents in the 
house .. . all are notoriously destructive to ordinary gloves. 

But it’s a different story when you sell gloves made with 
Du Pont neoprene. Out in the garden, fabric-lined neoprene 
gloves resist deterioration caused by sunlight and heat .. . 
stand up under abrasion and rough use. And indoors, house- 
hold gloves made with neoprene withstand hot soapy water, 
harsh cleaners, oil polishes and cleaning solutions. That’s 
why leading manufacturers use neoprene in their top-quality 
gloves . . . and why it will pay you to stock them 





- APPLIANCE CORD 
of neoprene resists 


heat, fats, cleaners... he/ps you sell your customers. 


Used in the kitchen or bar, electrical appliances such as these 
Oster mixers are bound to come in contact with oils, fruit 
juices, alcohol and hot soapy water. Such conditions usually 
mean short life for the rubber cord . . . but not here! This cord 
is protected by a jacket of Du Pont neoprene. Neoprene 
resists all these deteriorating influences . . . withstands flex- 
ing, abrasion and aging . . . assures trouble-free service. 

Just as so many manufacturers have found it profitable 
to use neoprene-jacketed cord, you'll find it pays to mention 
neoprene’s advantages when you are talking to your cus- 
tomers. For the neoprene story impresses people . . . em- 
phasizes the superior quality of the products you carry. 





Tune in Du Pont “Cavalcade of America” Tuesday nights—NBC coast to coast 


. 
Ask your supplier about these and other outstand- 


ing rubber products made with Du Pont neoprene. While 
Du Pont doesn’t make any finished products of neoprene, 
we'll be glad to put you in touch with a supplier. Write to 
E. I]. du Pont de Nemours & Co. (Inc.), Rubber Chemicals 


Division M-4, Wilmington 98, Deiaware. The rubber made by Du Pont since 1932 


FREE / The Neoprene Merchandiser 
BN 


Unusual new products . . . prod- 





uct improvements . . . valuable 
information that can help boost 
your sales of rubber goods. Write 
E. I. du Pont de Nemours & Co. 
Suns. Caltinn Cheniieils the. BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


M-4, Wilmington 98, Delaware. 


REG. U.S. PAT. OFF. 
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Arvin Irons! 


Model 2300—Arvin Dual-Contro! tron with exclusive 
Arvin Magic Watchman. No more risk of scorching 
if too hot; no more effort wasted if it’s too cool. 
8-ft. cord. Weighs only 3 lbs. Reversible for right 
or left hand ironing. Underwriters’ listed. 


Model 2200—Arvin Automatic Iron. Automatic heat con- 
trol for all fabrics, from room temperature to 600°. 
Fast heating, fast step-down, saves ironing time. 
Cool comfort-grip handle. Rod-type 1,000-watt em- 
bedded heating element. Underwriters’ listed. 


LESS 40% in master carton of three 


Here’s one guarantee that does NOT 
leave dealer holding bag! Every Arvin Iron 


comes with registration card and guarantee attached. Terms 
of guarantee are plainly stated. Customer deals directly with 


factory —no headache for the dealer. 


THE MOST SENSATIONAL OFFER IN ELECTRIC IRON HISTORY! 


WEAR Curae 


on both these top-value 


Model 2300 


Model 2200 





PLUS THESE BIG PROFIT MAKING PROMOTIONS! 


An Arvin Thrifty ’50 | 
combination offer! 





$4.50 retail saving on Arvin 
Automatic Toaster and Lazy Susan! 


Regular $21.50 Arvin Automatic Toaster—regular $5.95 crystal- 
pcs ee ehh Lazy Susan—make a sensational $27.45 value for 
your customers at a clear saving of $4.50! Toaster has cushioned 
»0p-up, heat control, hinged crumb tray, insulated base and 
1andles, and exclusive Arvin Sta-Warm Shelf! 


Pull customers in with the sensational I'combina- > > ii 


tion price of only 
ADVERTISED IN A FULL PAGE IN LADIES' HOME JOURNAL FOR MARCH! 









not : 
A 
— =< Y 


Every woman 


is a prospect! 


Arvin Chartsing Hostess Party Package 
GIVEN with every Lectric Cook! 


NOW every customer who buys the famous Arvin Lectric Cook 
from you will receive, during this limited offer, the generous 
Arvin Charming Hostess Party Package containing full size 
coteen of Kraft’s American Cheese, Swift’s Prem, Duff's 
affle and Pancake Mix, and Log C abin Sy rup - 
plus a collection of tested recipes! It’s a sure > Z 4 
profit builder at only. aie 


SEE COLOR PAGES IN APRIL ISSUES OF LADIES’ HOME JOURNAL 
AND WOMAN'S DAY! 


SEE YOUR DISTRIBUTOR NOW! 


Arvin Electric Housewares Division ¢ 
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NOBLITT-SPARKS INDUSTRIES, INC. 


© Columbus, Indiana 
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This A-P COMFORT MASTER Model 
240-ED Automatic Control Set is com- 
plete, easy to install on any heater using 
A-P Manual Controls. 


Op) COMFORT MASTER svromanie contro 


Now Spring can be a peak sales season for you on 
OIL HEATER ACCESSORIES! Your heater custom- 
ers are beginning to add up last winter's oil costs — 
and wondering how they can save money next year. 
A-P COMFORT MASTER Automatic Control is one 
answer, and if your salesmen act fast, they'll have 
another ready-made sales argument in almost every 
home . . . wastefully overheated homes caused by “‘for- 
getful” hand control in mild Spring weather! A 
COMFORT MASTER can lick that problem easily 


Check This Coupon 
Today.... 


—~ 4 ~<% 
DEPENDABLE 
Controls 


STANDARD EQUIPMENT ON LEADING 
OIL BURNING APPLIANCES 
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—and quickly prove its worth in adding steadier 
heating comfort, greater convenience, and lower fuel 
consumption. 


So, get out your old customer list. Give your sales- 
men all the sales aids on A-P COMFORT MASTER. 
Let them prove how easy it is to make EXTRA SALES 
to every owner of an Oil Heater using A-P Model 
240-D, U, or Y manual controls — most heaters made 
since 1939. 


AUTOMATIC PRODUCS COMPANY 
2442 North Thirty-second Street 
Milwaukee 10, Wisconsin 


We're interested in extra Spring Oil Accessory Sales. Please 
send us all SELLING MATERIAL, DISPLAYS, FOLDERS, AND 
COMPLETE INFORMATION on A-P COMFORT MASTER AUTO- 


MATIC CONTROL SETS. 











announces the largest, most powerful 
sales-building campaign ever put behind 
garden hose—starts this spring to your customers 

























IG full-color ads in Life, Saturday Evening Post, Better 
Homes and Gardens — 35,000,000 hard-hitting sales im- 
pressions, tens of thousands of them right in your neighborhood! 
To make it easy for you to make this advertising advertise you, 
B. F. Goodrich supplies a complete merchandising tie-in plan, 


And only B. F. Goodrich offers you this complete hose line: 


Koroseal—the fastest-selling hose in America. 


Thousands of people know about Koroseal. If, however, they 
want a rubber hose, they prefer one made by the same manufac- 
turer. They'll like B. F. Goodrich Garden Club. It’s lighter than 
most rubber hose, yet strong and long-lived. Attractive sage 
green. Full-flow coupling. 

For heavy duty, there’s BFG Maxecon—for golf clubs, parks, 
estates. 


For your price market, offer Signal—a hose that’s still 
well made, excellent value. 


And there's the hose that has zoomed to 






national prominence and leadership— 
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@ LEADS THE FIELD 





@ BUILDS STORE TRAFFIC 
@ WINS LASTING CUSTOMERS 


K OROSEAL is the most popular, fastest-selling hose ever 
* made. Dealers everywhere say a Koroseal hose display in 
the window brings in scores of people who buy the hose and 


many other profitable items. Koroseal Auilds business. 


Koroseal is Ys to 2 lighter than other hose, it can be left out in 
the sun, it doesn't need to be drained, it isn’t cut even if a car 
runs over it. So, you see, Koroseal makes gardening easier—a 


powerful sales argument to men and women. 


It's colorful—bright red or brilliant green, in new multiple- 


sided shape, with polished chrome-finish couplings. 


Couplings are reattachable so if hose is accidentally damaged, 





anyone can cut out the damaged section, and reattach the 


coupling. 








Koroseal is packaged for your convenience and that 


ping, no delay. 
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of your customers—all ready to carry out, no wrap- 


Koroaeal Trade Mark, Reg, U.S. Pat. OF, 


Fair trade price is $9.35 
for 50 feet, $13.20 for 75 feet 


Here's the hose line for faster sales, 
bigger profits! 
Tell your B. F. Goodrich distributor 
you, too, want these 
extra hose profits 


Or write The B. F. Goodrich Company, Industrial 
and General Products Division, Akron, Ohio. 


ante 


B.E Goodrich 





















Gor health and comfort 
during the summer months 


— prepare now with 


SCREEN HARDWARE 


THE PROPER INSTALLATION of screens 
on doors and windows is a safeguard 
against the intrusion of flies and insects. 





































People are buying-conscious now for this type of hardware and they appreciate the 
need for immediate screen protection. Note the many fine hardware products in the 
National line designed specifically for screens and storm sash. 


The No. 86 Nois-Less Storm Sash Adjuster Set (illustrated) holds sash securely in any 
desired position. The No. 90 and No. 91 Screen and 
Storm Door Sets are complete with everything required 
for a first-class installation. 


. No. 126 Adjustable Half-Surface Spring Hinge is also 
=~ made in a Full-Surface type and 
: is one of the newest additions 
to the popular National line of 
builders’ hardware — your stocks 
are incomplete without these 
® sales leaders! 








Ah or a 
No. 86 Nois-Less Storm Sash 


Sanne No. 90 No. 91 No. 126 Adjustable 
Half-Surface Spring Hinge 


== 9 
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Screen and Storm Door Sets 
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TELL THEM WHY...ANOD THEY’LELE BUY! 





PURITAN 


SOLID BRAIDED | 
| 


fx 


_— 
“a 








Tops for extra long life and durability. 






Sa 


For nearly half a century ee 






—_— 








Smooth running over pulleys. No kinking. 





expert buyers have bought 





Free of all foreign materials. 







Puritan products with \ 
Breaking strength above Government 





confidence. Puritan qualit 
standards. 






holds your customers 






because it holds \ Available in 6 practical sizes. 


Sold in hanks, tubes, reels and coils. 






on the job. 


A satisfier for over 40 years. 










For those extra sales... 
<a ~~ or 

Os > 

* Guaranteed by “\ 


Good Housekeeping 
a . 


Puritan Sash Cord for clothes 
line, well rope, plow line, 






children’s swings, etc. 






M x 
OF as apvennisey WES 


Write for additional literatureand saleshelpson ee 
the complete Puritan line which includes Puritan Maid, § §§§§ #P  ____xssssmmemiemmm 
Eclipse and Planet Clothes Line, Puritan, Regal, 
Kendale, Southgate and Magnolia Sash Cord. 


PURITAN CORDAGE MILLS, INC. (Manufacturers) Louisville 6, Kentucky AMMSt Meh gsshL MMM LL AT 
——__," ©4%* ___ ATHENS, GEORGIA 


me Toot occce cee 
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ALUMINUM INDUSTRIES, Inc. — 


PERMITE £225 





PERMITE Ready-Mixed Aluminum Paints 
Three popular types enable you to meet every customer’s 
demand for good aluminum paint. Permite Chrome 


Finish Aluminum Paint is a top-quality, general purpose 


aluminum paint for use on any surface. Permite Outdoor 
affords the longer protection which people expect of a 
specialized outdoor aluminum paint. Permite Hot-Seal, for 
hot surfaces, withetends heat up to 1000° F. 


PERMITE Extra Quality Varnishes 

Permite Varnishes are made to the same high-quality 
standards as Permite Aluminum Paints. Each is free- 
They all dry hard; are 


Supplied in seventeen 


brushing, and has good body. 
elastic, flexible and durable. 
different types for floors, woodwork, furniture — for all 
interior and exterior uses. Special wood preservative and 
sealing oils are also included in the complete Permite line. 


PERMITE Finishes in Spray Cans 

Permite Aluminum Enamel and Permite Spra-Plast (a 

clear, plastic coating), for use either inside or outside. 

are supplied in convenient self-spraying 12 ounce cans. 
They are time and labor savers for home, shop or farm. 
No brush, no skill needed. 
for a smooth, even finish. 


Just press button on top of can 
These modernly packaged Permite 
finishes sell on sight. 


© Get a stock of Permite from your Wholesaler. Use 
Permite "point-of-sale" material, and win extra sales. 


CINCINNATI 25, OHIO 


Paint and Varnish Division 


: 2542” ALUMINUM PAINTS 
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61 Million Advertisements 


this Spring and Summer 


to help build your Volume and Profits 


Tes-un with our tremendous advertising 
drive this spring and summer in the 
nation’s leading consumer magazines. 
Stock plenty of Gum Turpentine. Dis 
play Gum Turpentine in the attractive, 
handy containers which are known to 
millions of homeowners, and painting 
contractors and master painters all over 
the country. 

Gum Turpentine is the standard, fool- 
proof paint thinner that always gives 
best results. Don’t forget to recommend 
Gum Turpentine as an excellent house 
hold cleaner for floors, woodwork, furni- 
ture and for all metal and porcelain 
surtaces. 

Order this profitable item ‘from your 
distributor today. Be sure to specify Gum 
Turpentine. 


AMERICAN TURPENTINE FARMERS ASSOCIATION 


General Offices: VALDOSTA, GEORGIA 








Sell the Best 
... sell 


Gum Turpentine 







} PURE 

} SPIRITS i 
i," UUM 
Tur entine 
} 

' accert we suestir es 
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There’s always a 


Bib SPRING 
DEMAND 


“ 5] FILES You can turn a shopper into a buyer in 


a hurry with this abrasive file of a hundred and 
one uses. Many ways better than an ordinary file 
around the home and shop. Moves fast— packs 
plenty of profit. N { 





in a Profit-Making Line 


The 
mat 
ing 


on 


* 66 SHARPENER Any housewife will tel! you thata ren 










good sharp knife is a work- saving essenti: al. You can ofte 

tell her how easy it is to get and keep a sharp cut- the 

ting edge—and pick up an extra sale when you do. pail 

and 

De 

SCYTHE STONES It’s surprising the number of pro 
scythe stones you can move when you display this CA 
item with any type of farm and garden tools. . 
CARBORUNDUM’s name and reputation are pet 


known business-builders. 


Abrasives by Cc AR 


“Carborundum” is a registered trademark which indicates manufacture by The Carhorundum Company 
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Not ONE... but 
TWO PROFITS in 


FLOOR SANDING RENTALS 








There’s a surprisingly large—and profitable — 
market for floorsanding rentals. And, it is pay- 
ing off “2-ways” to dealers who are cashing in 
on it. In the first place, there is the profit from 
rentals of floorsanding equipment. But that is 
often less than half of the profit picture. It’s 
the extras that add up. Extras such as varnish, 
paint, brushes and stacks of floorsanding discs 
and sheets. 


Dealers are finding it easy to ring up these extra 
profits. They are using displays and booklets by 
CARBORUNDUM to show how easy and inex- 


pensive it is for anyone to do a good floorsand- 


TRADE MARK 
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ing and refinishing job. And, they are stocking 
cut sheets and edger discs by CARBORUNDUM 
in convenient, easy-to-use packages to save time 
and effort in furnishing the right abrasive for 
every floorsanding requirement. 


You, too, can put this sales-making material 
to work. Ask your CARBORUNDUM jobber 
to supply you with displays and booklets 
when you order packages of cut sheets and 
discs by CARBORUNDUM.. Get your full share 
of profits from the floorsanding rental trade. 
Coated Products Division, The Carborundum 
Company, Niagara Falls, New York. 











HIGH PROFITS and SATISFIED CUSTOMERS FOR SURE...when you sell 


‘(HIGH-PRESSURE 
Aerosol INSECT-O-BLITZ 


at Low Pressure Price! 


For the first time this well-known Aerosol is NOW 
AVAILABLE IN HIGH-PRESSURE! 












 WEW | VALVE...Finger-tip control to end the 


hard work of moth proofing —opens and closes at 
the touch of the finger. Unique Safety-Lock fea- 
ture prevents any loss or waste of pressure or fluid. 


fou KILLING POWER...High Pressure 


causes a much finer dispersion of these death deal- 
ing particles. They stay suspended in the air much 
longer and actually float into every crack and 
corner of the home—under furniture—behind cur- 
tains and drapes — to knock down and kill flying 
insects you can’t even see. Kills more insects and 
kills them quicker—by actual laboratory test. 


THE 100% KILLER... Actual laboratory tests show the 


following results (complete report available on request). 


81% KILL af 





100% au | | 56% KILL: | 





Insect-O-Blitz Formula A Formula B 
High Pressure Bomb (32 pound pressure (36 pound pressure 
achieved 100% kill bomb) killed 56% bomb) somewhat 
in 24 hours. in 24 hours higher pressure, 

killed 81% in 24 hrs. 





HURRY...Warm weather ] 
means FLIES — BUGS and 
INSECTS —- a housewife 
buys aninsect bomb fo1 


HIGH-PRESSURE AEROSOL INSECT-O-BLITZ KILLS 'EM QUICK 
AND SURE—MAKES OTHER LOW PRESSURE BOMBS OBSOLETE 


only one reason—to see 





these insects drop—and _ 
drop fast—She will be §@ 
shopping soon 5 


4 
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So 
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MORE dealers are 


making MORE sales 
and profits 


with SHERWIN-WILLIAMS 
paints than any 
other brand! 


AND HERE ARE 6 GOOD REASONS WHY: 


e ONE PAINT LINE that meets customer's complete 
requiremen ts 

e BEST RECOGNIZED NAME in paint makes selling easier 

e NATIONAL ADVERTISING that keeps dealers in the 
public eye 

e SALES HELPS that are proved merchandising assistants ~ 

e RESEARCH LEADERSHIP that provides the right paint 
products 

e SHERWIN-WILLIAMS believes in its dealers 














it pays to be a 


SHERWIN-WILLIAMS DEALER 


There is a limited number of dealerships available. Write us for 





full information. The Sherwin-Williams Co., Cleveland 1, Ohio. 
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NEW Legh BUILDING PRODUCTS 
Now added to the famous Leigh Line 
of Building Products | 





All Metal FLOWER BOXES 


Here is a truly attractive flower box that will add sparkle to any 
home. It costs less than the ordinary wood box and is mighty 
easy to install. No cutting or fitting, just screw to the wall. 
30" long, 634" deep with a 10" projection. Complete with 
screws. 
Finished in infra-red baked enamel, 2 coats. 3 colors — Tile Red, 
Blue or Green. 
Built of corrosion resisting DOUBLE-PROTECTED Steel. Packed 
2 per carton, OR, REF 
quer — | 
fe Guaranteec 


Screen Door PUSH BARS Good Housek 


+ 
tor as ADVERTISED 











Smart styling and rugged construction make the Leigh PUSH 
BARS a necessity on screen doors. 


Built of heavy gauge steel for hard usage. Painted two coats of 
gleaming white enamel. 2 sizes — for 32" and 36" screen doors. 


The finest in Permanent Metal Door 
Cancpnies and Window Awnings 


Leigh Door Canopies and Window Awnings are designed 
and priced for the average home. They are beautifully 
styled and built in one-piece construction — no assembly 
problems. Built of heavy gauge corrosion resisting DOUBLE- 
PROTECTED Steel. Available in 3 infra-red baked colors 
—Tile Red, Blue or Green. 

DOOR CANOPIES — to sizes 48” and 54” widths. 
30°° projection, 6 deep. Complete with screws and 
brackets — Packed one per carton. 

WINDOW AWNINGS — three sizes 30° 36" and 
42° widths. 20° projection. Inside of awnings are painted 
white for lighter rooms. Complete with screws and 
brackets — Packed one per carton. 


OTHER LEIGH PRODUCTS 


_ 
































Triangle Clothes 


Ventilators Chute 


Package 
Receivers 


~~“ Ceiling 
Ventilators : ‘i A out 
a . utes 
Roof | ay ae 


00 7 
Ventilators = ——— 
Aristocrat = 
Mail Boxes - 7 ats 


‘ Grille 
Attic A Guards : fT = 
. Built-1 ) = 
Ventilators Brick Mail ah i 
Ventilators Foundation Ventilators | 


Write today for the LEIGH catalog and your nearest LEIGH Building Products source. | 









































BUILDING 
mena! AIR CONTROL PRODUCTS, INC. 


COOPERSVILLE AGE STREET MICHIGAN. 
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| LDURA aLumMiINUM 
P. LIBERTY sronze 
OPAL calvanizep 


Hor 4s ADVERTISED were 
© SEND FOR COMPLETE 
INFORMATION ON THIS NEW 
DISPENSING RACK 

















DISPLAY 
CARD 


J suoces MAIL COUPON TODAY! 


Pe ee oo 


NEW YORK WIRE CLOTH CO. 
445 Park Ave., New York, N.Y. 


Send me complete information on your new Dispensing Rack ; 
also send selling aids checked below: 


"| Newspaper Mats (] Display Card 


| Folders _| Surface Measuring Table Book 


Street .. 








HAVE YOU HEARD 


ABOUT PLYMOUTH’S PLAN TO BOOST YOUR ROPE SALES? 


The foider pictured on this page 

opens up the whole story —ad- 

? TH vertising, a motion picture, dis. 

_— aw! wiew plays, booklets, merchandising 

more” helps. Fill in and return coupon 

if you have not yet received 

your copy, and see how easy it 

is to pile on the Plymouth band- 

wagon and get MORE rope 

profits. 

This is how the Plymouth 

promotion works for you... 


helps you round ‘up 


—it presells your customers 
on the lower cost per month 
of Plymouth Rope 

—it helps you sell more rope 
per customer 





—it pays off with bigger rope 
profits than ever for you 
The first phase of this Plymouth 
4 promotion push is well under 
helps way. Priming the market, for 
wonuas aor me pa) you right now is an all-out na- 
_ : tional advertising campaign 
that’s penetrating general and 
important industrial consumer 
fields . . . saturating them with 
more than 30,000,000 timed 
impressions on the Plymouth 
lower-cost-per-month story. 
Order your Plymouth pro- 
motion folder today and cash 7 
in on the biggest promotion 
ever to blanket the rope market. 


Plymouth Cordage Company, Plymouth, Massachusetts 

Yes, I’d like to boost my rope sales. Send me copies of the 
Plymouth Promotion Folder. 

Name 


Street or RFD 


re: a 


~ 
! 


THE ROPE YOU CAN TRUST © 
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DIETZ No. 2 D-LITE (Cold Blast) 


with rising cone burner 


SPECIFICATIONS 


ef EC OTS 13% inches 
ee ere .10 C. Power 
Burner... ext oe atarete No. 272, 1 inch 
Wick eer Tce ae 
Burns ; he eas’ ....45 hours 
Globe. . ‘ertresccun i ae 
ID isiccatrdineniios darencewoy Half Dozen 





DIETZ “MONARCH” (Hot Blast) 


SPECIFICATIONS 


Height oa 1312 inches 
Light... 4 C. Power 
Burner 7 No. 411, % inch 
Wick ; yo No. 1 
Burns ; 30 hours 
Globe Fitzall Loc-Nob”’ 


Package One Dozen 





DIETZ LANTERNS THE 
STANDARD OF THE WORLD! 


Since 1840—for well over a century, 
DIETZ LANTERNS have maintained 
an unmatched leadership in design and 
performance. Ever sensitive to chang- 
ing times, ever alert to improvement, 
DIETZ has always kept step with the 
times. 


Among the notable features of the 
Streamline series are the broad non-tip 
base, improved top, all parts are 
curved to spill off wind and rain. Now 
supplied cold-rolled coated steel, gray 
enamel finish. 


Control of flame permits a choice of 
abundant portable light or a low con- 
trolled glow without deminishment, 
or failure. 


Greatest economy of fuel consump- 
tion. DIETZ LANTERNS burn dry 
to the last drop, without interruption. 






R.E. DIETZ COMPANY 
= NEW YORK 


DIETZ “PIONEER” 
Electric 
ESTATE LANTERN 
Nationally advertised. Authentic 
Design from om ete og For 
driveways, entrances, walks, gar- 
dens, doorways, summer homes 

or dock lights. 

22” high. Black weatherproof 
finish. Frosted glass globe. Uses 
any size light bulb. 

2%" pope a tapers to 
2%” — attached to 
ped, pipe, or brachet 

Retails for $15.00 in the East. 















































DIETZ “BLIZZARD” (Cold Blast 


with rising cone burner 


SPECIFICATIONS 


I ye et 1.4% inc 
RN CAS gia aie eae red 10 C. Powg 
Burner..... Sak aeineins .No. 272, | ind 
Roti cists kane clad No 

SRA So aii. ma cere ss caret . 45 ho 

Globe.................Fitzall Loc-Not 
MINIT 55 gs socscsn: ican coure- es ctaetore Half Dow 


DIETZ “LITTLE WIZARD” (Cold Ble 


with rising cone burner 
SPECIFICATIONS 


AE eee er eee 112 inche 
MPa ect awsansensten ss 6 C. Pond 
MID i SC dcr aioe oar ete aves No. 211, % 

RS pac kd So camee neers ; 90nee 

I 5s a ist wrk pantera awe cae 30 how 
eee “Little Wizard Loc-No® 
SRT ti ee ces One Doi 





OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE, NO PRIVATE BRANDS 
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SELL THE ANIMAL CHAIN 


Sowe the Beat” 





COW-TIES 


Completely assembled. Weldless as well 
as electric-welded (shown) in most 
popular styles and lengths, sizes 2/0 to 
7/0. Packed 6 or 12 per carton. 











HALTER CHAINS 


Strong and light. Welded (shown) or 
weldless, adaptable to both large and 
small animals. Completely assembled; 
6 or 12 per carton, sizes 6 to 6/0, in 
preferred lengths. 









DOG LEADS AND CHAINS 


Bulldog (weldless) pattern, completely 
assembled. All popular sizes and lengths, 
cartons of 6. Also in assortments of 12 
boxed with attractive display hanger. 





for farm, home or industry—you can sell Hodell 


A high regard for a good reputation has been 
woven into the links of every chain manufac- 
tured by Hodell. For 63 years, this reputation 
has been our most carefully guarded asset. In 
animal chains—as in every other type of chain 


Chain with assurance that it “serves the best’’ 

Hodell Animal Chains also include Tie-Outs, 
Kennel and Exerciser Chains, Anti-Cow Kickers, 
Dog Couplers and Chain Choke Collars. 


¢ Hodell is the name for dependable chain « 


Jack, Sash, Safety, Ladder, 





‘ (Cold Ble 
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HODELL CHAIN COMPANY 


* CLEVELAND 3, OHIO «x 
ESTABLISHED 1886 — A division of THE NATIONAL SCREW & MFG. COMPANY 


Sprocket, Pump, Liberty 
Machine, Proof Coil, Liberty 
Coil, Passing Link, Bulldog, 


Samson, Flat Link, Register 


HARDWARE AGE, APRIL 20, 1950 




















N .. amd get Quick Steck Twunever with 
WARREN-TEED sledgu 


TAKE YOUR CHOICE ° Pride yourself on efficient management? If so, you've 
found that quick stock turnover is gained only by attention to 
small savings and details. And Warren Tool’'s time-saving 
space-saving, money-saving packaging minimizes your stock 
problem. Also, attractive exteriors of these packages help mer- 
chandise Warren-Teed Sledges . . . and these rugged sluggers 
- are built to work anywhere, with anything from lining fence 
posts to muddy oil fields. Their faces are precision ground, 
| and their eye-catching factory finish is protected from unsightly 
nicks and scratches. 

Order today (a carton or a carload) Warren-Teed sledges 
conveniently packed in corrugated cartons clearly marked for 
quick identification. Whether you select handled or non- 
handled Warren-Teed Tools, you'll like the way your inventory 
and storage work is eased by our new unit packaging. Better 
yet, you'll like your increased profits! Order now. 





Write today for Catalog No. 12. 


Top illustration shows four sledges 
with handles inserted. Also shown is 


a carton of non-handled sledges. 
Both are easily shipped and quickly 
ita JOBBERS &QX EVERYWHERE 











ae ae ee ee ON OR Fa On OR a On. ww men) | 


General Offices Warren, Ohio 


General Sales Offices 105 W. Adams St., Chicago 3, Ill 
Export Division . 30 Church St. New York 7, N. Y. 
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the New aud Keuolutiouary 


AUGER BIT 


CUTS FASTER! CUTS WITH LESS EFFORT! 
CUTS SMOOTHER HOLES! RESHARPENS EASILY! 
COMPARISON PROVES IT IS BETTER! 


No other Auger Bit is so expertly machined and hardened. It 
differs in design, but it performs better—The Whitman & Barnes 
Auger Bit is guaranteed. 


-INDIVIDUALLY PACKAGED 





















Each AUGER BIT is individually boxed 
and then packaged ten to a size ina 
colorful cardboard container. 


Sizes are: ¥" to 1s" by 1éths, 14%" 
and 1%”, 


-AUGER BIT SETS 


Each set is contained in an attractive blue and yellow plastic 
roll, and then packaged in a cardboard box. Two sets are 
available—one set consists of one each: ¥%", Y2", %", %", 
Y%" and 1”. The other set contains one each: ¥%", %«", Y2,” 
He", Ve", Ve", %", He", Ze", He” and 1”. 











f enitaaw @ bateiit NE 


“CUTS wom EBs Emon ~ 
aceenatny mage | } 
| “O07 2-sccremey | 












Wane | 
| ey Re Se ny | 













] 


-~AUGER BIT MERCHANDISER 


When WHITMAN & BARNES AUGER BITS 
are placed on display in this practical con- 
tainer, sales will increase many times. The 
colorful yellow and blue of the packages 
and rack create interest and draw the 
attention of your customers to them. An 
investment in this MERCHANDISER AND 
ASSORTMENT will pay dividends! 


Costs and suggested selling prices provide 


satisfactory margins of profit for both whole- 
salers and retailers. <WiB> chiekeous offal 


WHITMANs BARNES 


PLYMOUTH, MICHIGAN 


NEW YORK e* CHICAGO « LOS ANGELES + HOUSTON 
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aour customers 
saw this Disston 
Advertisement 
in the February 
18 SATURDAY 
EVENING Post. 


Readers of PoPUuLAR 
MECHANICS will see this 
Disston Advertisement 
in the May issue. 


HENRY D 

























YOUR STORE .is 


TON. 


THE SAW MOST CARPENTERS USE 


Disston 
SATURDAY 
to sell y« 
hardware 
and hardy 


In the May 6 issu 
your customers u 
read THE Postu 
see this Disst 
Advertisement 


HAND SA 


ur hardwareman 
n always be counted on 
serve you well. 
proves this when 
ells you a Disston saw 
s the right man 
Ik to about your tools 
other hardware needs, 
se he knows 
pportance of 
Y merchandise. 


Disston cros 
and skew ba 
for plastere 
Flooring sa 
dovetail, be: 
coping, and 


a 
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HACK SA 


4 


aoe 
Disston Ha 
For machin 
Speed Steel 
Duraflex* 

Hack Saw 
price range 
hand saw. 


ns. 
a sor 


ow 


1g Anest wood turning set fi 


jonol of home crafteworker 

are 

oY 
s, INC. 
u. 5 
3, Oot 


\ 
Govget 


” 
cow * Me 


tT 


= tA” ond Ve 
De ify’ Speot Point Chisel 
artieg Tool 

ior the 
Disston 
profess 


FREE The instructive Disston 
| tells 

Too! ond File Monuc 

con to choose and we tools 

Write for it 

HENRY DISSTON & SON 


5, fa. 
ny, Prladeiphic 35 
460 Tacony 30 Fraser AVS» Teranto 


in Canada, write 2-2 oO 


This is the Disston Ad- 
vertisement in THE Post, 
April 22nd issue. 











Here 
sellin; 
Learr 
“cling 
Based on the same theme—know your 
hardware retailer—this Disston Ad- 
vertisement will appear in both the 
April and June issues of COUNTRY 
GENTLEMAN, and the May issues of 
THE Farm JOURNAL. 


ISSTON & SONS, INC. 


Disste 
Steel 
strict 


temp 
454 








is getting a BOOST! 





he May 6 issu 


r customers wh 


7 THE Postwi 


this Disston 


vertisement 





your 
Ad- 
1 the 


Disston’s new advertising campaign in THE 
SATURDAY EVENING Post really rolls up its sleeves 
to sell your customers the idea that you—their 
hardware retailer—are the man to see for tools 
and hardware needs. In addition to the campaign 


in THE Post, advertisements with a similar theme 
—ads that directly support you—are running in 
THE COUNTRY GENTLEMAN, THE FARM JOURNAL, 
PoPpuULAR MECHANICS, and POPULAR SCIENCE. 
Your best customers see these ads. 


DISSTON TELLS THEM 
Yo hefp you sell them / 


Disston advertising works to make customers think of your store as tool headquarters. 
Naturally, in promoting the sale of tools through your hardware store, we hope to 
stimulate interest in Disston tools. Here are the items we are mentioning as being 


available at your store: 


HAND SAWS 


. oe 
oe nn 
asl RAN AA ARABIA AAAS AR AARON NVA NNR 


Disston cross-cut and rip saws, both straight 
and skew back e Disston toolbox saw eSaws 
for plasterers, pattern makers, plumbers e 
Flooring saws, and small saws such as 
dovetail, bead, cabinet, mitre-box, compass, 
coping, and keyhole e Also nests of saws. 


HACK SAW BLADES AND FRAMES 


a: 


bh 

| mmm ablg 
Disston Hack Saw Blades in various types e 
For machine and hand use e Made of High 
Speed Steel, Disston Di-Mol, Chromol*, or 
Duraflex*—depending upon intended use e 
Hack Saw Frames in various styles and 
price ranges e Also, Disston metal-cutting 
hand saw. 


GARDEN TOOLS 





Pruning saws of various types e¢ Pruning 
shears e Lopping shears e Hand pruners e 
Garden trowels e Hedge shears e Grass shears 
e Grass slashers e Spring rakes e Grass hooks 
e Sheep shears e Tree pruners. 


FILES AND RASPS 
——— en 


In sizes and shapes for every use e Mill 
files, Taper files, Band Saw files, and mis- 
cellaneous saw files ¢ Files for the machine 
shop and for special purposes e Wood rasps 
for every use e Special tooth patterns such 
as milled curve, Superfine Swiss patterns, 
and files for the die maker. 


HOME WORKSHOP TOOLS 


fg 
tan 





¢ 4 


Disston tools for the home workshop in- 
clude hand saws of various types « Files « 
The complete line of Disston DeLuxe Cir- 
cular Saw Blades—rip, cross-cut, and com- 
bination « Dados e Band saws ¢ KEY- 
STONE* made by Disston Circular Saws ¢ 
Also, Disston Wood Turning Chisels. 


TROWELS 





Finishing trowels for plaster and cement ¢ 
Brick trowels e Cementer’s trowels ¢ Plaster- 
ing trowels e In a complete range of stand- 
ard sizes and weights. 


*T'rade Mark Reg. U.S. Pat. Off. 





DISSTON SALES POINTS YOU CAN USE: 





NTRY 
es of 








Here are facts about Disston products you can use in 
selling the entire Disston line—saws, files, and tools. 
Learn them, use them—they make powerful sales 
“clinchers’’! 

Disston Steel—One of your best sales points! Disston 
Steel is made by Disston, under Disston’s own system of 
strict quality control. Disston Steel has hardness and 
temper that make Disston tools last longer, work better! 


Disston Skill—The product of more than a century of 
making better tools! Disston workmanship on Disston 
Tools means better-made products for every use 


Disston Reputation—Professional acceptance is always 
a strong sales point! Disston is the saw most carpenters 
use, and other Disston products have earned their 
reputation for quality and durability through years’ 
of professional use. 








454 Tacony, Philadelphia 35, Pa., U.S. A. 


Toronto 3, Ont. a 
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TOUGH 


IS THE WORD FOR 


NGERSOLL SHOVELS! 


LOOK TO... 


INGERSOLL 


Alloy Steels « Armor Plate « Clutch 
Plate Steels « Tillage Steels « Soft 


Center Steel « Shovel Steels « Knife 
é Steels « Saw Steels, including 
Hack Saw Blade Steels « TEM-CROSS 


Steel Stainless Steels « INGACLAD 
Stainless-Clad Steel 





Cy ey A Ti) yee’ : a | a j "ae 


Borg-Warner Corporat! 
New Castle, Indiane 


Plants: New Castle, Ind. © Chicos 


Kalamazoo, Mich 
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BOOSTERS! 





TO HELP YOU promote sales of cyrus SUES 


Federated’s new and exclusive 





CASTOMATIC bar solders, we offer —e 

you without charge this 16” x 22” eta 
easel-back 3-color counter display On Hy 
card. It lists the advantages of CAST- oo we 
OMATIC .... a revolutionary solder Cnn, 

of exceptional uniformity that is a Vey 


automatically cast on patented ma- 
chines. The card includes a pocket 
for literature which will interest your 
customers and help you sell CAST- 


OMATIC solder. 
he 
c) eM, 


























TO HELP YOU inform your sales- 
men about this newest development 
in bar solders, Federated will send 
a representative to show a 15-min- 
ute CASTOMATIC slide film to 
your salesmen at their next meeting. 
Write for details. 


UT TTII 




















TO HELP YOU acquaint your cus- 
tomers with CASTOMATIC, Feder- 
ated offers these booklet-blotters 
which you can distribute with your 
name imprinted. 24-page miniature 
booklet attached to blotter explains 


CASTOMATIC fully. =) 


Write now on your business letterhead for POSTERS « FILM SHOWING « BLOTTERS 
ALL THREE WILL HELP YOU SELL FEDERATED CASTOMATIC BAR SOLDERS 
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AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N.Y. 
orporatlc 
Indiano 
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Goins Telorall Spring Kewndp 


ROPE THOSE HOUSEWARES SALES WITH THESE ITEMS 







ADJUSTABLE SHORTENING 
MEASURE... Nota gadget, but a use- 
ful easy-to-clean kitchen item ... Attrac- 
tive grey and yellow box brightens up 
any counter. An eye-catcher that sells it- 










| self...saves time...money...and 
| guesswork. Works like cake pan... easy 
to clean... Available in assorted colors. 






Suggested retail 49¢. 










MISTMAKER .. . With the first sign of 
spring, you'll find sales for Federal’s newly 
designed Household Utility Sprayer... Has 
STYRON plastic cap and handle for rust-free, 










long-life operation... ‘'Mistmaker"’ has 
many everyday springtime spraying uses for 
{ windows... plants... moth-proofing... 






deodorizing. Also perfect for dampening 
clothes. Available in attractive red, yellow, 
green and blue. Descriptive two-color dis- 
play collars free with each standard pack. 
Catalog #516 Order today. Suggested retail 49¢. 
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Catalog #383 
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“You 

point 

talog * 92 — 

Ca g 9 8 A COMPLETE SET OF THESE PRACTICAL ACCESSORIES Hear 

WILL PLEASE EVERY HOME MAKER GOO 

HOU 

IT’S NEW... Federal’s ‘11 Best Sellers." Here's a winning housewares combination together with Federal’s re- color 

designed window/counter display ...a housewares sales department in itself... stimulates self-service buying... look 

creates related sales ...no hidden price labels ... one purchase will sell another... Just put it on the counter, or in these 
the window ... Total retail value $52.38. West Coast $55.74... Window/Counter Display comes free with each assort- 

ment order. 3842” x 55” x 10”. Orde 

see i 


For complete details see your jobber, our representative, or write for illustrated catalog sheets and price list. 
Representatives in New York, Denver, Emmitsburg, Md., St. Louis, Memphis, Seattle, Louisville, Pittsburgh, Detroit, 
Atlanta, Minneapolis, Dallas, Kansas City, Los Angeles . . . Listed under Federal Tool Corporation in your Redbook. 













FEDERAL 
DP, ms Y 
HOUSEWARES 






FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45 
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**You’ll find the set in this package... .’’ Those seven words 
point the full power of MIRRO national advertising at YOU ! 


They are quoted from a full-color advertisement of the MIRRO 
Heart Cake and Mold Set that will be read in PARENTS’ . 
GOOD HOUSEKEEPING ....FARM JOURNAL.... and 
HOUSEHOLD during the next few months. Coupled with a 
color-picture of this package, they tell millions of women to 
look for the Set on your counter. It’s up to you to be sure 
these women find it there. 


Order and display the package immediately. As soon as women 
see it, you'll sell it! 


Suy from your MIRRO Jobber 














F Guaranteed by 
Sood Housekeeping 












1750 


(West $1.65) 


MIRRO 


THE FINEST ALUMINUM 


ALUMINUM GOODS MANUFACTURING COMPANY ~ MANITOWOC, WISCONSIN 


FIFTH AVENUE BLOG . NEW YORK 10 
WORLD'S LARGEST MANUFACTURER OF 
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Here’s proof that 
this amazing bar- 
gain offer can 
skyrocket your 
profits! 


The Simoniz Mop Display has 
proved to be a sensation in dozens 
of stores throughout the great 
Chicago area and Bloomington, Ill., 
where it was tested. The astonishing 
results showed that this special deal 
increased sales of Self-Polishing 
Simoniz up to 40%! You can expect 
to equal or exceed this record! 
And you'll also boom sales an all 
other items in your store! 

This bargain is so irresistable that 
you'll need plenty of Self-Polishing 
Simoniz on hand. So play safe and 


order a 'arge supply —now! 


\ NO CHARGE... 
SIMONIZ\DELUXE DUST MOP 


su 


~ 


SELF-POLISHING SIMONIZ PAYS BIG PROFITS! 





SIZE 


YOU PAY YOU SELL YOuR 
PER CASE PER CASE PROFIT 





DISPLAY 


when you order just 3 cases of 


SELF-POLISHING 
oIMONIZ! 


Tests prove this sensational ‘Bargain 
Display” boosts sales up to 40% ! 
Now you can offer your customers this 
$2.35 value Simoniz Deluxe Dust Mop for 
only 98c with a coupon from any sized 
can of Self-Polishing Simoniz—a saving 
of $1.37! The display is absolutely free 
with a minimum order for three cases of 
Self-Polishing Simoniz—the display mop 
is yours, without charge, to sell for an 
extra profit after the special offer is with- 
—* drawn! No ‘'paper work" to bother with 


SS —all mops sold are shipped 


J * direct to the customer from the 
~~ 


Hn LY \N Simoniz Company! 


/ 
‘Aud 
4 
' 
. 


bial 
12 Quarts 7.90 11.76 3.86 
6 % Gallons 6.70 9.54 2.84 


4 Gallons >| 8.30 | 11.92 | 3.62] THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS 


24 Pints $9.45 $14.16 $4.71 
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for regular promotions 


99 
the popularly priced .. . fast selling 


or 


scissors and shears assortment no. 757 


with FREE DISPLAY CABINET 
retail value of this assortment $63 


Eliminates Inventory Problems . . . Easy To Sell From 
UNCONDITIONALLY GUARANTEED, WITH SLOW SELLERS 
EXCHANGED FOR FAST ONES... ANY TIME! 


For Catalogue Sheets, further information on this AND OTHER 
ASSORTMENTS, write: 


Moy CUTLERY CORP.. 151 West 19th St., N.Y.11 


17 
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NEW ASSORTMENTS... 
Outdoor Cooking Equipment 


No. 600 Stainless Steel Asst. 


Newly-designed, rust-proof, stainless steel outdoor 
cooking tools with handsome branded wood 
handles and rawhide thongs. Assortment 
of*seven items is packed in colorful 

yellow display container ready 

to set on your counter. 














(> ( COME AND GET IT!) 
s) Outdoor Cooking 


EQUIPMENT 






No. 500 Display Asst. 


An immediate hit at the Housewares Show, this 
new assortment includes 9 fast-selling items dis- 
played on a sturdy, space-saving fixture. Color- 
ful yellow display card and matching window 
banner are attention-getters for this popular 


outdoor cooking equipment. 


Also, New Gridiron Asst. 
Supplement your Outdoor Cooking Equipment 


Department with this assortment of five charcoal 
stoves complete with individual luggage-type 


carrying cases. 


See your jobber salesman... OR WRITE, WIRE OR PHONE HIM FOR COMPLETE DETAILS 


THE WASHBURN COMPANY 


WORCESTER, MASS. @© ROCKFORD, ILi. 


2 REMMI. 
ANDROCK 
ell 
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Wherever Your Customers Live 


90,000,000 ADS ARE TELLING ABOUT WORLD-FAMOUS 
WINCHESTER ARMS AND AMMUNITION... 


That’s right, Mr. Winchester Dealer. In 1950, no matter 
where in these United States your customers live, they will 
see some of the 90,000,000 Winchester ads... be pre-sold 
before they come into your store. , 


If you’re gunning for more business, remember these ads hit 
the bullseye every day. They not only help you sell world- 
famous Winchester guns and ammunition, but many, other 
closely related hunting and sporting items you sell. 


FREE! Booklet showing free dealer sales aids, including mats and 
electros available for your own local advertising. Write Dept. 324-A, 
Winchester Repeating Arms Co., Division of Olin Industries, Inc., 

New Haven 4, Conn. 


,. WINCHES TER 


DIVISION OF oun, INDUSTRIES, INC. 


New How 4 sw £3 Connecticut 


RIFLES - CARTRIDGES - SHOTGUNS + SHOTSHELLS - FLASHLIGHTS + BATTERIES - ROLLER SKATES AND OTHER PRODUCTS 
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Chder “Thermos” brand quart vacuum bottles now. 


ee 
ED | cnn nen ncn nmmeneeutisasseneensesoteen senna rememerns ste 





You'll want the complete variety of styles and prices. 
You'll find “Thermos” brand the favorite this 
year, as always. Your customers prefer the Thermos 
brand vacuum-insulated glass filler which keeps 

hot things hot (or cold things cold) most efficiently. 
(nd they like, especially, the four Atherlite cups 


nested on top of models No. 2484 and 34QA. 


Build your “outdoors” display around Thermos— 


the brand of vacuum bottles they ask for. 


THE AMERICAN THERMOS BOTTLE CO., NORWICH, CONN. 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London fo 








Quart Model No. 7Q—Steel seamed case, lithographed finish 
— black with cream and red stripes. Polished aluminum cup. 


. Retail Price, ea. $2.30 
Dealer Cost, ea. 1.52 
PROFIT, EA. .78 


Quart Model No. 2480—Polished aluminum case—seamless, 
horizontally-ribbed, non-rusting. Polished aluminum cup. All 
parts replaceable. 








Retail Price, ea. $2.50 
Dealer Cost, ea. 1.67 


PROFIT, EA. -83 


Quart Model No. 2484—Same type long-lived barrel as No. 
2480. Topped by four nested, heat-resisting, breakproof 


Atherlite cups. 
Retail Price, ea. $3.49 


Dealer Cost,ea. 2.30 
PROFIT, EA. 1.19 


$OOO08 6 OFS C PEE OOH EH EVOL HE Ee UH EE HE HHT Ht metee irseemnenetmnnennnREnNeeIR ; 


Quart Model No. 34QA—Steel seamed case, lithographed 
finish — buff with red and black bands. Four nested, heat- 
resisting, breakproof Atherlite cups. 
Retail Price, ea. $2.98 
Dealer Cost,ea. 1.98 


PROFIT, EA. 1.00 


H 5 M f) Stated Capacities Approximate 
| S BRAND VACUUM BOTTLES 
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THE LEADER 


— AMG ys 


GIVES YOU MORE ! 


More selling features ... more values! More sales 
. more profits! That’s what you can count on in 
Ocean City Reels and Montague Rods. It’s the line 


to sell because it’s America’s biggest selling line! 


This year’s Jower prices make it more attractive 
than ever before. Order now through your jobber. 


Montague Hollostee!l Rods — 
Tops with bait-casters for 
that extra power and dura- 
bility. One-piece tip of rust- 
resistant Hollosteel, detachable 
grip. Stainless steel guides. 
Metal butt cap. 5’ or 5%’ ina 
choice of models. $10 to $20 


Ilustrated—" Fishkill” $3510 B—$10 


Ocean City 1600 Reel — Finest 
level-wind bait-caster for the 
money ! Handsome aluminum side- 
plates, lightweight spool with alu- 
minum flanges. Oilite bearings. 
Antu-backlash control. $5 





OCEAN CITY REELS 


OCEAN CITY MFG. CO., A & SOMERSET STS., PHILA. 34, PA. 


MONTAGUE RODS 


MONTAGUE ROD & REEL CO., MONTAGUE CITY, MASS. 
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THE ONLY COMPLETE LINE 
Fly Fishing— Reels $1.50 to $10; 
Rods $6.50 to $55 
Bait-casting Level-wind reels 
$2 to $20; Rods $5 to $25 
Salt-water, Lake, River Reels 
$4 to $27.50; Rods $6.50 to $25 
Big Game Fishing—Reels $20 
to $125; Rods $20 to $82.50 


Write to Dept. 62 


>: for free Catalog 








/m taking millions of 
consumers into my workshop- 


sell HOME- 
Z™ ‘Tools a 


" Order these Tools NOW al 
your rH OME-U 4s LITY Distributor! 


6” Bench 
Grinder 


$38.00 


Drill Kit 
























Rep Leland in 
“COPPER CANYON” 
color by Technicolor 
A Paramount Picture 





Vy" 






5” Sander- 
Polisher $99.99 


SS 
Ye" Electric 
Drill $ 3 5.95 






6” Electric Saw 


$54.90 
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“UTILITY 














to help you 
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~ EYE: CATCHING STREAMER 


to Attract Customers to Your Store! 






MERCHANDISING BOOKLET 


Packed with free sales helps—news- 







SMASHING ADVERTISING 


to Millions of Consumers in The 
Saturday Evening Post (June 3rd issue) 
and Better Homes & Gardens (June 
issue)! We give you a full-size reprint 
of this ad to display in your store! 


paper mats, radio scripts, display ideas. 


FREE Ray Milland Display Piece for 
Dealers owning a Home- Utility Mer- 
chandiser! 


HOME-UTi ‘UTILITY 


Products of The BLACK ~Ly DECKER Mfg. Co., Dept. H653, Towson 4, Md. 





Sold Throug 
Leading 
Distributors 
Everywhere 
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Here's added sales appeal 


for the products 


you sell! 


n the products 


HEN customers see the U’S‘S Label 
on steel products that you display, 
they know immediately that the product is 
made of good steel. And, because they’re fa- 
miliar with it, they know that they can trust 
that label, and the product that bears it. 
When customers feel that way—you’ve 
gone a long way toward making a sale. 
Consumer surveys show that customers 
prefer products that bear the U-S’S Label. 
And throughout the country, merchants 
have proved, beyond doubt, that it helps 
their sale of steel products. 
For the U-S’S Label is backed by a pow- 


UNITED STATES STEEL 


you display will help you 


sell more of # 








erful advertising campaign that’s reaching 
millions of your customers through radio 
and their favorite magazines. This cam- 
paign, along with United States Steel’s un- 
surpassed reputation, has made the U-S’S 
Label the most widely-known mark of 
quality steel in the world. 

Put this label to work for you. Just do 
two things: 1) Insist that the material you 
buy has the U-S’S Label and 2) Point out 
the label to your customers as their guide 
to the highest quality steel. United States 
Steel Corporation, P. O. Box 236, Pitts- 
burgh, Pennsylvania. 


CORPORATION SUBSIDIARIES 


UNITED STATES STEEL 


hem, more 4 
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°°A Straight Line is the Shortest 
Distance between Two Points” 


that’s AXIOMATIC! 


and it’s also axiomatic to say that 

BLAKE & LAMB, a straight line 

of Steel Traps, supplies the hard- 

f ware trade the most direct route to 
— ee consistent profits. 

Blake & Lamb Long Spring Wie ¥ ? 
There are six standard sizes of Blake & Lamb 
Long Spring Traps. Nos. 0, 1 and 1% are itt BLAKE & LAMB 
equipped with single long spring. Nos. 2, 3 and afford the dealer a line with which 


4 have double long springs for double strength. he ene eaect anil tenet ony term of 
competition. 











—— millions of trappers 
have learned that BLAKE & LAMB 
not only catch more fur — but last 
almost twice as long. 


| BLAKE & LAMB 


users know what they want — and 








Blake & Lamb Under Spring know the place to buy what they 
Eight standard sizes of Blake & Lamb Under want is their local hardware dealer. 
Spring Traps. Nos. 0, 1,142 and 21 are equipped 
with single under spring. Nos. 2, 3, 4 and 44 from any angle 


have double under springs for double strength. 


“BLAKE & LAMB 
ARE WINNERS’ 


The Steel Trap of the Hardware Trade 











THE HAWKINS COMPANY 


AMERICA’S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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Yes sir, Mr. Western Dealer, one thing’s sure in 

1950 . .. morning, noon, and night, 24 hours each day 

... almost 50 million Western ads in your customers’ 
favorite magazines are in there pulling for you. 


These ads not only help you sell more SUPER-X and 
XPERT shot shells and cartridges, they also promote the 
sport of shooting itself. This helps your turnover on all 
shooters’ supplies on sale in your store. 


FREE! Booklet showing free dealer sales aids, including mats and 
electros available for your own local advertising. Write Dept. 315-A, 
Western Cartridge Co., Div. of Olin Industries, Inc., East Alton, II. 


TRADE-MARK 


WORLD CHAMPION AMMUNITION 


DIVISION OF foun INDUSTRIES, INC. 
East Alton } Illinois 





SHOT SHELLS «© TRAPS AND TARGETS 
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*Exclusive Davis FLEX-A-MATIC 
CLUTCH 


A V-Belt Automatic Transmis- 
sion! Eliminates necessity for 
separate clutch-control lever 
Fully automatic. Safety release 
manually controlled. Clutch 
controlled by throttle lever 
Precision-made unit. No ad- 
justing required 





DAVIS UNIT BOXED! 
Exclusive Patented Commercial Package 





quality: 


SENSATIONAL DAVIS 50/50...$79.95 —Today’s big. 
gest value in an 18-inch power mower! Every quality feature 
your customers want plus the new, exclusive Davis Flex-A- 
Matic Clutch—simplest, safest, most foolproof clutch on 
any mower! 





—Briggs & Stratton or Clinton 1.1 H.P. Engine (Optional) 
—Hyatt Automotive Precision Roller Bearings 
—Semi-Pneumatic Rubber Tires 

—Flex-A-Matic Clutch with Full Safety Release* 


PRICED TO CAPTURE THE MASS MARKET! 


HEAVY-DUTY MODEL B&S-18 OR C-18...$99.95—En- 
GINE OPTIONAL. Briggs & Stratton or Clinton 1.1 H.P. engine or 
Continental 1% H.p.... Single V-Belt DRIVE serves as clutch 
ROLLER CHAIN DRIVE countershaft \to reel. CONTROLS: Direct, 
conveniently located hand lever for V-belt idler. Finger-tip 
throttle control. TIMKEN TAPERED ADJUSTABLE ROLLER BEAR- 
INGS on reel shaft. CRUCIBLE CHROME ALLOY BLADES. Exclusive 
DAVIS SINGLE-SCREW ADJUSTMENT. Cutting width 18”. 


HEAVY-DUTY MODEL ¢€-22...$109.95—ENGINE: Conti- 
nental 1% H.P. with new governor control. Simple, accessible 
DUAL V-BELT DRIVE serves as clutch. ROLLER CHAIN DRIVE coun- 
tershaft to reel. CONTROLS: Direct, conveniently located hand 
lever for clutch. Finger-tip throttle control. TIMKEN TAPERED 
AN Prices ADJUSTABLE ROLLER BEARINGS on reel shaft. CRUCIBLE CHROME 
Plus Freight and Tax ALLOY BLADES. Exclusive DAVIS SINGLE-SCREW ADJUSTMENT. 
Today’s best buy in a heavy-duty mower with 22” cut! 


Competitive New 4-sguare 


MODEL 31 MODEL 63 
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e Outstanding Value at Low Price e Automotive  . | New—Improved—Smartly Designed  10-Inch 
Roller Bearings e Solid Rubber Tires—10” Wheels—Semi-Pneumatic Rubber Tires 
Wheels e 5 Blades—High Carbon Steel e Automotive Roller Bearings e High Carbon Steel 
Sizes: 14 and 16-Inch Cut — Davis Unit Boxed Blades e Size: 16-Inch Cut — Davis Unit Boxed 
e Color: Comber Green—Scarlet Trim e Color: Canary Yellow — Comber Green Trim 
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BIGGEST VALUE IN AN 18° POWER MOWER 





HAND MOWERS — ALL PRICES 


You can’t beat this “‘trio’”’ for sales. . 


advertising .. . 
all three... 


Model for model, hand or power, you'll find the complete 


Davis line unsurpassed in features and quality . . . and priced 


to sell to economy-conscious customers. . . 


And sales-stimulating national advertising in American 
Home, Better Homes & Gardens and House Beautiful helps you 
get a bigger share of the lawnmower business. . . with Davis! 


See your Jobber today . 


. or write us for full details: 


G. W. DAVIS CORPORATION 


RICHMOND, INDIANA, U.S.A. 


4 -sguare 


MODEL 61 


All-Sharp Equipped (Self-Sharpening) e 10- 
Inch Wheels—Semi-Pneumatic Rubber Tires 
Automotive Roller Bearings e High Carbon 
Steel Blades e 16-Inch Cut—Davis Unit Boxed 
e Color: Canterbury Biue—Scarlet Trim 


1950 


Whispering 


MODEL 88 


Silent—Beautiful—Streamlined e Davis Single- 
Screw Adjustment e Rubber Roller Mounted 
on Hardened Steel Pins e All-Sharp Equipped 
(Self-Sharpening) e Heavy-Lipped-Edge Cutter 
Blade e Precision Automotive Roller Bearings 
e Metal Handle—Plastic Grips e 16-Inch Cut 
—Davis Unit Boxed e Comber Green—Gold 
Trim—Chrome Plated Hub Caps 


. quality plus price plus 
and the sensational new Davis 50/50 gives you 


Silent as a Whisper—Free Reeling e Beautiful 
Streamlined Styling e Davis Single-Screw Ad- 
justment e Rubber Rollers on Sealed Ball 
Bearings e All-Sharp Equipped (Self-Sharpen- 
ing) @ Precision Automotive Roller Bearings e 
Metal Handle—Plastic Grips e 16-Inch Cut— 
Davis Unit Boxed e Chrome Plated Handles, 
Reel Shields, Hub Caps e Color: Comber Green 
—Gold Trim 
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/ Reaching millions each % 


week with the 


BIGGEST 
CONSUMER 
CAMPAIGN 


‘ in the paint field! 





: Acme White Lead & Color Works, Detroit « W. W. Lawrence & Co., Pittsburgh « Lowe Brothers Co., Dayton « John Lucas & Cow 











BEST SELLERS ! 


year 

















‘PRE-SELLING” PROGRAM IN THE INDUSTRY 
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by promoting aggres- 
sively in your market! 
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Iphia « The Martin-Senour Co., Chicago ¢ Rogers Paint Products Co., Detroit *« The Sherwin-Williams Co., Cleveland 













Ideal for use on Millers 
Falls new No. 914 or any 
Y4-inch drill. Comes com- 
plete with 5” rubber pad, 
2 sanding discs and lambs- 
wool polishing bonnet. 


» No. 2120 
| $8.95 
















Exclusive 100° Angle Drive offers big 1: cnnoag 
sales plus in Millers Falls new in Wr i 
Buffing and Sanding Attachment O 


Here’s an accessory with instant appeal for every owner of 
a ¥4” Drill. Helps make new customers, too, because it 
multiplies the jobs a drill can do. Exclusive 100° drive per- 
mits ample clearance on level surfaces — makes it possible 
to polish the car, sand floors, remove paint, wax furniture 









easier ... quicker... better. We’re building demand through e Cu: 
ads to the Saturday Evening Post’s 4,000,000 readers and in in mir 
leading science and homecraft magazines. Today — order a stretch 
supply from your jobber and cash in on this salesworthy last?” 
new Millers Falls Tool. Bs 
MILLERS FALLS COMPANY ° GREENFIELD, MASS. Wire $ 

Cyc 


MILLERS FALLS a @C 39° Ge 





Screen 

TOOLS ok 

As { 

ore ; galvar 

SINCE re > service 

= oA Anc 

1868 Sill ap ae famili 

gti ne, RS, tatey for m¢ 

\ 

You’re missing sales if you’re not stocking these other new E 


fast-selling Millers Falls UTILITY Electric Tools 






No. 2912 
VERTICAL 
BENCH STAND 





































No. 914 No. 912 
VYa-INCH DRILL te, anes a 4 $16.80 
HORIZONTAL No. 3914 
$19.85 BENCH venta $3.00 DRILL KIT $39.75 $35.00 
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@ Customers for screen cloth usually have three questions 
in mind when they step up to the counter: “Is it easy to 
stretch ‘square’. . . will it look well in the frame. . . will it 
last?” 

You can quickly answer such questions to any customer’s 
satisfaction when you show him Cyclone “Red Tag” Insect 
Wire Screening. 

Cyclone’s double-wire selvage makes it easy to obtain a 
square stretch. Cyclone lies flat without curling—wh‘ch also 
makes it easy to install. Straight, parallel wires give Cyclone 
Screening an even mesh—assuring your customer of good 
looks in his screen job. 

As for lasting—either Cyclone bronze cloth or the heavily 
galvanized cloth speak for themselves in terms of satisfactory 
service. 

And don’t forget to clinch the sale by pointing out the 
familiar Cyclone “Red Tag” that has stood for high quality 
for more than 50 years. 


All Cyclone “Red Tag” Screening complies with all require- 


ments of Commercial Standard CS 138-47 issued by 
National Bureau of Standards of U. S. Dept. of Commerce. 


CYCLONE FENCE DIVISION 


(American Steel & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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CYCLONE “Red faq” 






INSECT WIRE 
SCREENING 






SCREEN TIME IS HERE! 


@ Demand for Cyclone Insect Wire Screening soon will be at 
its peak. Sales are going to be heavy, so display this item 
where your customers can see it. Stock your shelves with a 
complete selection of widths, meshes and finishes. Equip your 
counter with a convenient skate for unrolling, measuring and 
cutting 

Don’t be caught short on this fast-moving spring item 
Check your stock and call your jobber today 


HARDWARE PRODUCTS 


HARDWARE CLOTH - INSECT WIRE SCREENING - LAWN FENCE - GATES - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 
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National Advertising 


assures you 


MOWER PROFITS 
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e LOWEST PRICES 
e FINEST MATERIALS 
e PRECISION CONSTRUCTION 


Plus 


Hard Hitting National Consumer Adver- 





tising in Saturday Evening Post, Colliers, 
Country Gentleman, Better Homes and 


Gardens, Parade and the American Home 


Cash in—on EXCELLO’S complete line of 
fast moving, lawn mowing equipment. Lib- 
eral profit margins plus powerful merchan, 
dising aids —far reaching National Adver- 
tising, Sales Promotion and Dealer Helps. 


Economical — to buy and to operate! They 
are gaining ever increasing, nation wide ac- 
ceptance. 


EXCELL with EXCELLO — Get your share 


Sturdy and easy to operate — powered with of power mower profits in 1950. The list of 


the nationally famous Briggs and Stratton, 
air-cooled, 4 cycle, governor controlled en- 
gines, they turn work into play. 


Excello distributors and dealers covers the 
nation —and is constantly growing. Make 
1950 your biggest Mower Profit year, with 
EXCELLO. Order from your jobber or write 
us today for complete details. 


Caretakers of the Nations Lawns 


EINEKE & COMPANY 


SINCE 1902 SPRINGFIELD - ILLINOIS 


Superior design — finest materials precision 
assembled by skilled craftsmen, they provide 
long life with trouble free service. 
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your customers sell themselves when they 


see the name Firestone 


on garden hose 
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They'll buy it because it's 
labelled Firestone... they'll 
buy it because it has all 
these features. Put the 
power of the Firestone 
name...and Firestone 
service to work for you. 
Ask your hardware 
supplier for Firestone 
Velon garden hose, in 
Hunter green, 25 and 

50 ft. lengths, on self- 
merchandising fiber board 
disc. Suggested retail 
prices $5.50 and $9.35. 
Free promotion aids 
available. Or write 
Firestone Plastics Co., 
Hose Division, 

Pottstown, Pa., for full 
information and resources. 


seeneee THs ra P f see Sevessecccescessesoesosssess 





SOLID BRASS, 
specially designed 
couplings provide 
leak-free service, 
smooth water flow. 


Promote this 
self-selling Profit-Maker 
for Sales all Spring! 


*Trademark 
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90900 0008000560090 08050805509; 








When ordering your garden hose, include your order for Firestone Velon screening in aluminum grey, forest green, bronze brown. all standard widths. 
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THESE PROFITABLE, TESTED PRODUCTS by CENTRAL STATES 





















PRO-TEK-TARP 


(patent applied for) 


$4.95 List di 


An unusually low-priced 
tarpaulin of genuine, 
water-resistant Sisalkraft. 
6 x 20 ft., with patented inter- 
locking feature so two or more can 

be combined to make any size cover. One size in stock fits 
every need as haystack and material cover. Complete with 
ropes inserted through rust-proof grommets. 












FROZEN FOOD 
AND REFRIGERATOR 
SHOWBAGS 


24 transparent bags of 
strong, moisture-proof 
polyethylene. Can be tied 
orheat-sealed. Reusable. 
Colorfully packaged. 
Pints 79c, quarts 89c,. 
chicken bags $1.29 list. 
Also assorted sizes of 
| 7 and 12 bags to retail 
at 49c and 89c. 





Two heavy 30 x 40 in. 
sheets of transparent 
plastic in a tube. Walls 
are protected against 
dirt, water and grease. 
Dispenser unit with color- 
ful display card holds 16 
Plasti-Mat packages. Also single sheet 25 


x 40 in. in picture box to retail at 39c. PLASTIC STORM WINDOW 


(potent applied for) 


$1.00 List 


Protection against cold and 
storms for a fraction of the 
cost of storm sash. Fits any 
standard window. Transpa- 
rent plastic with nailing strips, 
nails and simple directions. 
In cartons of 36, including 
free counter display with actu- 
al miniature plastic window. 






































STORM DOOR 


(patented) 


$1.00 List = 


This sturdy, specially 








| 
| 


























treated, creped water- 
proof cover quickly turns 
a screen door into a storm 
door. Resists cold, wind 
and rain, fits any size 




















(2) 
i 
i 
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door. Has transparent 





plastic eye-level window. 
Complete with framing 
strips and tacks. In 
display cartons 
of 25. 











Lt 








WRITE FOR SAMPLES AND PRICES 


TTY 


CENTRAL STATES PAPER & BAG C0. 


5221 Natural Bridge « St. Louis 15, Mo. 


Offices in Principal Cities 
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* Again Wheeling is using a 
power-packed advertising campaign 
to bring you more sales and more 
profits. Ads in This Week and Parade 
.. messages in Pathfinder and 
other magazines are making your 
customers Wheeling-conscious. 
Here’s your chance to tie in... 
advertise ...display...and sell! 


6 









ASH CAN—economicai, 
built to “take it.’’ 


LY 
avg 
f SPRINKLING CAN—good- 
looking, long-lasting. 


SQUARE TUB—sturdy, convenient 
.--originated by Wheeling. 





Issxg 


RUBBISH GARBAGE moP UTILITY DUB-L-TUBS DRAINATUBS TWIN-PAILS COAL HODS ASH CANS PAI 
BURNERS CANS BUCKETS PANS 
WHEELING CORRUGATING COMPANY ¢ WHEELING, W. VA. 
ATLANTA BOSTON BUFFALO CHICAGO CLEVELAND COLUMBUS DETROIT KANSAS CITY 
LOUISVILLE MINNEAPOLIS NEW ORLEANS NEW YORK PHILADELPHIA RICHMOND ST. LOUIS 
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of 
CHROMEDGE Metal Irnims 
mum) CURE ARE PROFITABLE ® 


FURNISHED IN 6 nl | 
EXCEPT NOS. 7-8, 91-B and os So 


201, WHICH ARE SUPPLIED 201 COVE STRIP ¥ er “Pieeet v0 i 


Oe TRS ORY 3/4” WIDE 7" per square foot of floor space’’ is the fre- 
v quent comment of dealers displaying the 

= 5’ LENGTHS OF “a Chromedge ‘“Twin-Four” merchandiser. 
8/2” —— SECTION 201 HAVE , Are you getting your full share of profits from 
141-XB DOOR EDGING ONE END FINISHED this fast-growing, over-the-counter business? 
OR CAP TRIM AS SHOWN ; » Look how neatly and effectively the Twin- 
FOR USE AS “i Four unit displays those fast-selling Chrom- 
maar ee / VERTICAL edge Trims. No floor space is wasted. No 
-— 3" - 4 INSIDE ungainly ‘barrel’ stuffed with hard-to- 

33 SEAM BINDER CORNER remove mouldings. 

OR PANEL TRIM 810 In addition, Chromedge give you your own 
choice of shapes, from 16 popular, consumer- 
tested mouldings in the Twin-Four group. 
You’re not saddled with a fixed ‘‘deal”’ 
that loads you up with white elephants. 
And remember, you don’t 
pay a cent for the Twin- 
Four display. It comes with 
the Chromedge consumer 
shapes you select. You make 




















WALL PANEL 
f 170 


oe NOSING | 


32 EDGE BINDING OR CAP EDGE 
e 10 NOSING 
82 








1700 0 < full profit on every foot of One “Padlock 
SAFETY STAIR | . yoy : metal, right from the start. ssthnagqarsl 
NOSING = ae For quick turnover, repeat tons for each 





business, long profits and 
satisfied customers, let the 


n ey k 
joy 


81-B CAP TRIM 44 DOOR THRESHOLD Chromedge Twin-Four dis- Bo t 
FOR ENAMELED play handle your ‘“‘carry- natiess alloy 
SURFACE COV 365 out’’ moulding business! IV individually 

rustle if 
INSIDE Call your nearby Chrom- ae ey 
é CORNER edge distributor today. sil Bical 
ratiess alloy 
1-B OUTSIDE CORNER EDGING | If you already have a floor display Ss 
FOR ENAMELED SURFACE COV. for metal trims, your Chromedge dis- a digg > 
tributor can quickly supply you with the one os 
: i: { any refill stocks of popular, sturdy, - Age 

91-8 Chromedge extruded aluminum trims : 

CORNER ' Here's what yt 















INSIDE CORNER 


FOR ENAMELED aage os wns 
SURFACE COV. ) eggs The B 








Metals Co. 


Columbus 16, Ohio 
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N individually boxed 25¢ 
rustless ~ padiocks 
N individually boxed 30¢ 
rustless ake padlocks 
"individually boxed 35¢ 
rustless alloy padlocks 
AND 
Nindividually boxed 45¢ 
rustless alloy diocks 
with long shackles (for 
locking rear doors of 
trucks, tires, duffle bags, 
bicycles, 101 other uses) 
Plus one each of the 
four padlocks in the 
miniature showcase 








0, 1950 


Here's what you take . 
HERE’S WHAT YOU MAKE . $ 5.85 


One “Padlock Town” (SM11) miniature 
tewease, plus separate display car- 
fons for each size padlock ... FREE! 


YOUR 
cost 


$11.70 


.... $17.55 


“PADLOCK 


An exciting NEW promotion to team with the sensationally successful 
Saymaker Salesmaker (SM7) ...NEW Silver Sentinel Padlocks to help you sell 


ihe mass market... and a NEW miniature showcase lithographed in six colors! 


Slaymaker's “Brass Beauties” assortment (SM7 ) 
blazed a new idea in padiock merchandising — 
a miniature showcase. It was the biggest thing 
to hit the field in years. Today and every day, 
it's paying off in sales for thousands upon thou- 
sands of hardware stores. Now Slaymaker 
gives you a new miniature showcase together 
with new padlocks— the Silver Sentinels — that 
team with SM7 as perfectly as baseball does 
with spring. 

You get four sizes of padlocks in the color- 


TOWN” 








vw 
, 


9 
Se 


HERE 
iT iS! 


It takes up only 9 inches by 9 
inches of counter space. The 
buildings actually POP UP out of 
the base. It’s a colorful customer- 
stopper with universal appeal 
... the kind of salesmaker you 


expect from Slaymaker. 


ful “Padlock Town” assortment. They're all in 
the fast-moving 25c to 45c price range. This is 
the kind of merchandise that cash registers say 
customers want right now — outstanding value 
at low pritée. The padlocks look good and are 
good. Cases are made of rustless alloy. The 
gleaming finish is actually baked in by Perma- 
Baking ... the padlocks keep their sparkling 
appearance indefinitely. Together with the 
Brass Beauties, the Silver Sentinels give you a 
quick-turnover line that's second to none. 


Advertised in Saturday Evening Post and Country Gentleman 


The Saturday Evening Post... greatest merchan- 
dising force in America ... will bring the “Pad- 
lock Town” story to your customers. And Coun- 
try Gentleman will tell it to farmers, the people 


who use padlocks most. This advertising is 
making Slaymaker an up-and-coming name. 
It's building customer confidence in, and pref- 
erence for, Slaymaker Padlocks. 


Display both “Padlock Town” (SM11) and Brass Beauties (SM7) 


Each lock in the “Padlock Town” assortment is 
individually boxed, and there is a separate 
display carton for each size. Put the boxes 
and cartons alongside the miniature showcase 
for a cracker-jack counter or window display. 
Better yet, order a fresh “Brass Beauties” 


package and display both miniature show- 
cases! Together, they take up only 16 inches 
by 9 inches of counter space. They're worth 
the spotlight in your store — by the cash 
register, on the counter, in your heaviest 
traffic area. 


NOW TURN THE PAGE FOR FULL DETAILS % & & 











ENTE CL 


_ SILVER SENTINEL LOCKS IN ‘‘PADLOCK TOWN’ (SM11) 


Gleaming rustless, padlocks in four sizes ... each size an out- 
standing value .. . each size with finish baked in by infra-red 
rays... each size displayed in the eye-catching, six-color 


miniature showcase. 


Padlock No. 111 


Size 1” across case. Highly pol- 
ished rustless alloy body. Strong, 
heavily plated steel shackle. 
Warded mechanism. 2 keys. Indi- 
vidually boxed. 1 dozen in display 
carton. Weight 11/2 Ibs. per dozen. 


Padlock No. 311 


Size 15¥¢” across case. Highly pol- 
ished rustless alloy body. Strong, 
heavily plated steel shackle. 
Warded mechanism. 2 coined keys. 
Individually boxed. 1 dozen in dis- 


Padlock No. 211 


Size 1/2” across case. Highly pol- 
ished rustless alloy body. Strong, 
heavily plated steel shackle. 
Warded mechanism. 2 coined keys. 
Individually boxed. 1 dozen in dis- 
play carton. Weight 2 Ibs. per 
dozen. 


Padlock No. 311E 


Same as No. 311 except for 
shackle (5” long). For locking 
rear doors of trucks, tires, items 
on display, duffle bags, refrigera- 
tors, gas valves, bicycles, etc. — 








play carton. Weight 21/2 Ibs. per the padlock of 101 uses. Weight 
dozen. 4 Ibs. per dozen. 


HERE’S THE “PADLOCK TOWN” PACKAGE 


One FREE ‘’Padiock Town” (SM11) 

miniature showcase, plus FREE dis- Your cost... $11.70 
play carton for each size padlock. 

12 each of Nos. 111, 211, 311, 311E You sell for . 17.55 
padlocks, individually boxed, plus 

one of each in the showcase. Total Your profit ee 5.85 
weight 12 Ibs. 


ORDER A NEW “BRASS BEAUTIES” 
ASSORTMENT (SM7), TOO! 


Remember that when you have both assortments, you have a 
padlock to offer just about every customer who walks in your 
door. With both miniature showcases, you have a display as 


outstanding as the line—in only 16 inches by 16 inches of counter 


space. The “Brass Beauties” assortment (SM7) contains four sizes 
of solid cast brass padlocks, all in the 35c to 79c price range. 
Miniature showcase and other effective display pieces are free. 
Your cost for everything is $18.85. You sell for $20.76. Your 
profit: $6.9 1. 


Order from Your Jobber — Sustvations ere 
or Mail This Coupon! actual size 


SLAYMAKER LOCK CO., Lancaster, Pa., U.S.A. 
Your new line and the “PADLOCK TOWN” showcase (SM11) 


Name 
Address 
City 


Name of Jobber 


C) | haven't yet had a crack at the ‘Brass Beauties’’ assortment (SM7) 
and its miniature showcase. Have the jobber supply me with 
of them, too, at $13.85 each. 





YOUR KEY 
TO MORE 
should do well by me. Please have a local jobber supply me PADLOCK 
with assortments, cost to me $11.70 each, retail PROFITS 
value $17.55. G | dy 


LOCK 








aker 


COMPANY 


LANCASTER, PA., U.S.A. 
World's Most Complete Line of Padlocks 





COBURN #50 


High in qualit 








Printed in U 












FOR DOORS WHICH SLIDE, 
Wrerytrees FOLD, OR RAISE OVERHEAD 





























45: 


COBURN #500 SWING-OVER GARAGE DOOR HARDWARE SET . 


High in quality yet low in price, the Coburn #500 Set is adapt- 
able to practically all types of garages; requires little head- 
room; does not interfere with passageway or floor space. For 
new or remodelling jobs. 





@ conven SLIDING DOOR HARDWARE 


Full line of hardware for numerous types of sliding doors— 
garage, barn, cabinet. Folding partition and accordion 
door hardware. 


COBURN OVERHEAD a 
MONORAIL 


Sectional design per- 
mits easy installation, 
extension or rearrange- 
ment as required. Used 
with hand chain or elec- 
tric hoist; will carry up 
to 3000 Ibs. Engineer- 
ing help available 
without obligation. 





4 


COBURN FIRE DOOR 
HARDWARE 





6 


Closes fire doors auto- 
matically in case of fire. 
Manufactured under 
the supervision of Un- 
derwriters. 





Write today for FREE catalog and prices. 


COBURN PRODUCTS DEPARTMENT 


WICKWIRE SPENCER STEEL DIVISION - THE COLORADO FUEL & IRON CORP. 


EXECUTIVE OFFICE SALES ENGINEERING 
500 FIFTH AVENUE, NEW YORK 18, N. Y. 56 STERLING STREET, CLINTON, MASS. 
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96 YEARS FASHIONING THE FASTENING HABITS OF IND 


SERVICE 


Life! 


@ PERMANENT GRIP... 
accurate, sharp threads 


@ SMOOTH FIT... 
tough, true shanks 


@ NON-SLIP... full, wrench fit 


WITH 


REPUBLIC UPSON 
oe 


"Bolts and Nut 2 


—from the more than 20,000 
members of the REPUBLIC 
UPSON Quality Line. 


* 
REPUBLIC STEEL CORPORATION 


Bolt & Nut Division 
CLEVELAND, OHIO . GADSDEN, ALABAMA 
Export Department: Chrysler Bldg., New York 17, N.Y. 

















Pak = 


BOLTS AND 
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Bute -Leite 
COPPER BEARING 
GALVANIZED STEEL 


AREA WALLS 


Brite-Lite Area Walls are specially designed to 
reflect maximum of light into the 
basement. The sparkling finish re- 
quires no paint or other protective 
coating. The rolled top edge and 
special corrugations add rigidity— 
increase durability. 

The wall attachment flanges of 
Brite-Lite are flattened to assure 
tight anchorage and facilitate 









quick, easy time-saving instal- 
lation. Holes are punched en- 
tire length of flange with top 
holes elongated for bo 
lag screws. Can be i 
when foundation is finishe® 
and back filled with earth 
immediately. Available in 
either the round or straight 
types in a wide assortment of 
sizes. 


Write today for complete information 
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Steel -Streug 


STRENGTH TESTED 
FIXED OR ADJUSTABLE 


BUILDING POSTS 


Structurally acceptable by F.H.A., 
Steel - Strong Building Posts are 
favored by construction men be- 
cause they are quick and eas 
install, and deliver satj 

performance and trim 
for the life of the building? 


No other building post surpa 
Steel - Strong in strength, safe 
appearance or economy. It is m 
from new steel, rigidly inspect 
cleaned and painted with an ever- 
lasting Rust-Ban paint that resists 
rust and corrosion in the dampest 
areas. Before you buy compare! 
















For New Homes or Old 
The Nation’s Most Popular 
ADJUSTABLE POST 


TEL-O0-POST 
NOW Redesigned 


Where you need support Tel-O-Post 
provides the answer. No other adjust- 
able post offers you the safety and 
advantages of Tel-O-Post—the original 
and best now redesigned for even 
safer, easier installation! Available in 
four sizes—most common size adj 
from 5'-0" to 8’-4”. Safe load 12 
maximum load 22,000 Ibs. 


Tel-O-Post comes in a trim si 
carton complete with full instruc 
that enables simple, easy, one-man in 
stallation. And because TeltO-Post i 
controlled from basic ore to finish 
product, dealers and users alike ar 
assured of highest quality at lowest 
possible costs. Use the coupon to write 
for any further information required. 




















Name 
Address 

City 

QO Distribute, 
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THE NEW § 


BEAVER STEEL WOOL 


AT NO EXTRA PREMIUM 


Cut inventory, save space and elimi- Packed 16 pads in a unique perfora- Yes, Beaver 8 and 8 can be sold in 
ted sleeve that easily breaks in half 
to satisfy the customer whose needs 
this new double purpose package. are for the smaller size package. stock only one package. 


atm «6UBEAVER STEEL WOOL 


$> STEEL WooLpe 
ri ae 


nate a large investment by stocking either an 8 or 16 pad size — yet you 


par mg cap is obtainable in pads, continuous 


Sells industrially or for retail use for 
painters, garages, etc. 


ribbons, one pound rolls, reels and 
Handy-Man packages. There are 


ten grades of this clean resilient 
BEAVER HANDY-MAN PACKAGE é 

steel wool. The strands have three he ideal variety store ten-center. A IE int grices for 
BEAVER REINFORCED ROTARY f ; a oe ee and nipples, 5 
FLOOR MACHINE PADS cutting edges and are of continu- ¢ price under ec 
Beaver Reinforced pads have far more BEAVER STEEL quantities ani 
wool than any other pad reinforced by ° w Ls , " 
a steel skeleton. Pads are also avail- ous lengths. No brittleness or short — _ “ da pe 

Qg Continuous length 3 ging 


able in the Redi-Made Brand in regular ° widths for indus- 
and teary dite pm. sharp pieces to mar the surface to 4” widths for ind 
SS trial use where pound 


rolls and 8 and 8 are 


or injure the hands. nedequete. 


AN | eg Pa (0) er OO) 


157 W. HUBBARD ST. 48-02 TWENTY-NINTH ST. 
eile \cleome tema aa), (el) LONG ISLAND CITY 1, N.Y. 
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+ sold in 


yet you 
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enter. A 
} impulse 


EEL 
LS 
ength 3” 
for indus- 
re pound 
ind 8 are 
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Wholesaler 
for a GRABLER 
Quick-Reference 





| SELL ewe rirmnes FAS TER! Ask your 


Pa 

















Price Card on 
PIPE FITTINGS 
AND NIPPLES 


Put this quick-reference card up in a handy place, make 
it easy to find your price for ells, tees, reducers, coup- 
lings, etc.—all Grabler Package-Protected Pipe Fittings 
and Nipples, quickly. This card speeds up over-the- 
counter sales, eliminates errors. Ask your wholesaler’s 
salesman for a copy. 


THE GRABLER MANUFACTURING CO. 
6565 Broadway °« Cleveland 5, Ohio 















Packaging, too, makes selling 
Grabler Package-Protected 
Fittings and Nipples easier 

packages are easier to stock, 
identifying labels make it easier 
to find type and size wanted, 
fittings are kept 
cleanand salable. 












— . 















Quick reference price card (14 x 22’’) gives 
list prices for all Package-Protected fittings 
and nipples, provides space for your retail 
price under each list price. Shows package 
quantities and weights. On strong stock, 
easy to write on, with firm grommet for 
hanging in convenient place. 


Sturdy master container in which 
cartons of fittings are shipped. 










Pipe Nipples 


and Nipple Assortments — Full Malleable 
Range = Pipe Sizes from Ve" to Fittings — 189 Sizes, 16 Dif- 
be a ae be 2” Inclusive; Length “Close” to ferent Types, Packaged in 
THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings * AAR 3", Hethagel Car aay Gaede. Sesptedinadip Gertens. 


* Unions ¢ Rail Fittings * Cast Iron Steam and Drainage 
Fittings + Patented Drainage Fittings * Steel Pipe Nipples * Hangers 
- Copper Tube Solder-Joint Fittinas 








Ve PURITAN a 


ALL PLASTIC a 


© SANITARY plastic bumpers 

© SANITARY plastic hinge 

© SANITARY all enclosed design 

© SANITARY uni-mold construction 


Not only the greatest value in toilet seats but 
as well the most sanitary. New, modern design 
and uni-mold construction that makes the fixtures 
a molded part of the seat eliminates corners and 
cracks that may harbor germs. And it ts available 


in seven beautiful decorators colors 


Retailing at only $8.95 
The 
; Solid Type Seat 


sg ? 


CENTURY PLASTIC PRODUCTS, INC. \\\ "="=2=™"" 


8219 ALMIRA AVENUE” -; CLEVELAND 2, OHIO FULLY ENCLOSED 


——— 
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The most beautiful line 


of bathroom cabinets ever made — 






found only in GROTE cabinets. 


Here’s a combination that 







home buyers and builders want — 






D> that will make you faster sales 
























and better profits. 














Starting with a convincing, colorful display 
in BETTER HOMES AND GARDENS, with 
more than 3!/3 million circulation, GROTE 
STOR-IN-DOOR Cabinets will be seen — 
desired — and bought in the stores that 









stock and display this outstanding model. 
Tie in with this sales-producing advertising. 
Put GROTE Stor-In-Door Cabinets on display 
in your window. Demonstrate them. You'll 
SELL them. 










The GROTE Stor-In-Door gives you the first 
outstanding convenience feature in bath- 












-In-Door No. Cl-264, featured, . : 
in Grote advertising. room cabinets: Extra shelves in the door 


: for added storage space, with every item in front, 
} conveniently at your fingertips — an exclusive 
lo GROTE feature. 
| ! 
Get an incandescent lighted —a 
‘ fluorescent lighted — and an ’ 


Name 


iI) unlighted model on display today. 
} , Order Grote Stor-In-Door Bathroom 


Cabinets from your jobber. 


Lighted and unlighted models available F 
No other lights needed in the bathroom aa Address 


with a GROTE lighted cabinet. , 
City 


The GROTE MFG. CO., INC. - BELLEVUE, KY. ee 
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Cie td 


bile... 7 


Perhaps not, but you had better prepare for those coming 
this spring and summer by ordering an adequate supply of 
National Can’s Picnic Baskets today! 

A natural sales winner in ’49, this handsome, wood-grained, 
all-metal basket is in even greater demand for ’50. 

Picnickers welcome its advantages — interior and exterior 
lithography for attractive appearance and easy cleaning... all- 
metal body to resist long, hard usage ...oak stained wooden 
handles for easy carrying ...and dimensions of 13%” x 9%” x 8” 
that provide ample space without bulk for the largest 

of family lunches. 

Have a sales picnic for yourself when you feature this 
consumer-tested, fast-selling Picnic Basket this spring! 


HOUSEWARES DIVISION 


NATIONAL CAN 


oe es ee 8 


110 East 42nd Street, New York 17, N. Y. 
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m_ABY WALKER 
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ese features 


rell Customer 


White Rubber Handle 


' Grips—Safe, supporting 


grips when used for stroll- 
ing or walking. 


No Sharp Edges— Chil- 
dren won't cut fingers or 
tear clothing on rolled, 
smooth edges. 


Shimmy-Free Forks— 
Grueling tests prove this 


castor-type fork can’t: 


wobble, shimmy or wear 


WA) (UTTIET T 


Chrome-Handle Adjust- 
able to comfortable height 
for mother or dad. Remov- 
able when used asa walker. 


Package Carrier — Roomy 
carry-all snaps on and off! 


Floating Ride—Spring sus-' 
pended seat smooths out! 
uneven streets. 








OHIO MFG. COG 
: oe 
D 10, OHIO : 


AP rofitable, NEW ITEM in 
A Populat, ACCEPTED LINI 


Reliable Brake — Conve 
ntent, positive brake hold 
the MURRAY-GO-ROUNI 
safely. 


Snap-On-Tray—Sturd 
ample footrest for strollin 
is rubber-padded to elim 
nate rattles, 


Write NOW for 
Hlustrated Folder 
and Specifications 

















Kids who want roller skates today will, in 
the very near future, want rifles and shot- 
guns, ammunition and many other products. 
That’s why it’s important to YOU to tell 
them and sell them the value of high quality. 
Every time you explain to a youngster that 
the name WINCHESTER on roller skates 
guarantees the same perfection as world- 








FREE! 


To help bring boys and girls into your store for WINCHESTER 
roller skates, we’ll send you a FREE window streamer and a colorful 
poster. Write Dept. 324B, Winchester Repeating Arms Co., Division 
of Olin Industries, Inc., New Haven 4, Conn 


MEANS 


NOW...and especially in the future 


famous WINCHESTER arms and ammuni- 
tion, you lay the groundwork for a lifetime 
customer who knows your store features 
superior merchandise. 


Customer demand for all WINCHESTER 
products speeds your selling job, increases 
turnover and profit. 

















WINCHESTER 


TRADE -MARK 


INDUSTRIES, INC. 


= Connecticut 





RIFLES > 


CARTRIDGES - 


SHOTGUNS - 





— 


SHOTSHELLS 
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FLAS 


HARD’ 























ny 
BUSINESS! 


: A full line of quality 
ROLLER SKATES 


Five popular models, each made 
with WINCHESTER precision. 
Good-looking, built for years of 
free-wheeling skating. Strong, 
steel girder frame construction; 
superior steel ball bearings made 
in our own factory. Quality 
throughout. Order today from 
your wholesale distributor. 




















a 














L$ FLASHLIGHTS + BATTERIES + ROLLER SKATES - AND OTHER PRODUCTS 


, 1950 HARDWARE AGE, APRIL 20, 1950 81 








te boing et ly is 


Supplies for pets represent a 
huge market that’s still growing. 
Smart dealers can ‘get in” on 
this business with the useful, fast- 
selling Oxco Brush-Comb. 


Customers see the Oxco Brush- 
Comb and are fascinated by its 
unusual construction. They pick 
it up, finger it and quickly ap- 
preciate its usefulness on their 
dog, their cat or even their fur 
coat! First thing you know, you 
ring up another sale. 


The Oxco Brush-Comb is avail- 


nationally 


advertised 






ROUNDED 








END 

WIRE able through jobbers as Open 
BRISTLES Stock or as part of the Oxco Pet 
SET IN Set. This Set consists of 1 dozen 






Brush-Combs, 1 dozen Master 
Pet Combs, 1 dozen Smoothie 
brushes and 1 FREE counter dis- 
play stand printed in 3 colors. 
It’s a complete Set, moderately 
priced, that lets you tap the high 
profit pet supply business with a 
very small investment. 


RUBBER 


SEASONED HARD- 
WOOD BLOCK 
AND HANDLE 









If you don’t carry Oxco’s Brush- 
Comb or the complete Oxco Pet 
Set, by all means, call your jobber 
today. He’ll gladly show you 
how to get your share of the fast- 
growing pet supply business! 


3-color counter display 


with the Oxco Pet Set 


1 buublea Fo" 66 yoor 


82 HARDWARE AGE, APRIL 20, 1950 















g 


OX FIBRE BRUSH COMPANY, INC. 
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LITTLE BROWN JUG is Fexez again!!! 
















Vie & 
)- SH 


cups. 










Plenty of hot coffee 
ond sandwiches for 
all day hunting. 










all day in 
one con- 
tainer, 


Bottom 
compartment 
could be used 
for bathing 
Ge suit, beach 

io shoes, sun 

tan lo- 


The LITTLE BROWN JUG ANTEEN 
and LITTLE BROWN JUG KAaRRYALL 
provide a utility feature that is unique. Just 
think of it—food and drink both in one 
handy container—everything needed for an 
outing party of four or more—and all 
Goh—16 Packed and carried conveniently by one 
cups of FP handle. It’s no wonder picnickers, fisher- 


ing hot coffee 


fo 'big vena, Men, hunters, bathers and sportsmen are 


wiches. buying them by the pair! 













Holds plenty of food for four 
husky outdoor appetites. 


16 Ibs. of food space! Weiners 
and buns for a big weiner roast. 





_ with May, 1950, Life Maga- 
zine, Saturday Evening Post, Better 
Homes & Gardens, Holiday, Field & 
Stream and many big city newspapers 
will be carrying the popular priced 


KANTEEN and KARRYALL ads sonomconpor-' 


ment could be 


(over 15 million circulation every wed for fishing 
tackle—top for 


month). Get your orders in to your ice ond cold 
. drinks. 
jobber—here’s that “‘natural’’ that 

comes along just now and then. THE 


HOTTEST THING IN SUMMER a 




















SPORTING GOODS SALES! is ae ae 
Descriptive literature on request. camping trip. 


tginer, 
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A portable bar ond 
buffet lunch in one 
easy-to-carry con- 






























CUP AND SAUCER 
STANDS, TWISTED 
WIRE 
Can be adjusted to show 


cup and saucer to best 
advantage. 3 sizes. Tea 





treme competition must be 





Miniature cups 





PLATE STANDS 


Small size 


$1.00 doz. 


Medium size : 
$1.50 doz. PLATE RACKS 


Large platter size For Seven Plates. 


for plates as follows: 


met. A better hanger in #321 for 4” to 5” 3 ss domi 
this price range. Made in 2 see for 5” to A Pe - A ~ 614” 
sizes. Small size for plates rte for il - dl fl for 6” to 714” 
5” to 7” and large size from 7325 for 9 te 11 22 for 7144” to 9” 

a to 11”. $1.00 doz. 7326 for 1 2’ to 12 1 iy" £3 for 9” to 10% od 


£4 for 10%” to 111%” 


SOLID BRASS. Lacquereil. £5 for 1114” to 1214” 


All sizes $2.00 doz. Indi- —-*6 for 1244” to 1714” 
vidually wrapped. _ All sizes $1.50 doz. In- 


dividually wrapped. 
ALL SOLID BRASS 
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ONLY COMPLETE LINE OF CHINAWARE DISPLAY DEVICES 


YOUR CHINA SELLS MORE EASILY WHEN YOU DISPLAY IT TO BEST ADVANTAGE 
SELL MANY OF THESE GADGETS TO YOUR CUSTOMERS 





DINNERWARE RACKS 
Racks for 20 piece set, 


cup, demi-tasse and ‘oll $2.00 ea. 32 piece set, 
miniature. All sizes $3.00 doz. on on $3.00 ea. 52 piece set, 
RACK O1.50 des. SOLID BRASS Non-collapsible Phew os. 
Racks for skel- ALL MADE FROM _ Except small size. Type $9 doz. 
eton dinner- : 
ware set, $1.25 SOLED SAAS 
ea. 
UNIVERSAL 
PLATE UNIVERSAL 
STANDS CUP AND 
Gilded, twisted SAUCER 
wire. Small STANDS 
size — $1.20 pte made 
doz. Medium gilded wire. 4 
REGAL DOUBLE size — $1.80 sizes: tiny, min- 
UNIVERSAL SINGLE MAJESTIC BRASS SPRING PLATE doz. Large __ iature, demitasse 
SPRING PLATE HANGER PLATE HANGER HANGER platter size—- and teacup—all 
slag / , - , ‘ $2.40 doz. sizes $1.20 doz. 
Individually wrapped. — a ng hanger is amg in construction. 
vs . : wanted with a lot of looks. Meets any requirement 
Gilded tips. Made where ex Sizes for plates as follows: of a plate hanger. Sizes WALL PLATE 


RACKS 
All Solid Brass 


To hang as 
many plates as 
desired on a 
wall in series. 
Small for plates 
to 6”, Medium for plates to 10”. 
First hanger 35¢. Additional 
hangers $2.00 doz. Large size 
for plates over 10”. First hanger 
50¢. All additional hangers 
$2.40 doz. All solid brass. 


Cp 


NEW LOW PRICES ON THE BEAUTIFUL AND ORIGINAL PRINCESS CERAMICS 





and saucers ~300-D Demi-tasse 2350 Demi-tasse £400 Slippers $24 doz. 2800 Wall Demi- 
$15 doz. $24 doz $30 doz. $500 Slippers $30 doz. tasse. $30 doz. pr. 
TERRITORY OPEN FOR 
ATCHER i285 
REPRESENTATIVES 
266 N.W. 26th STREET . MIAMI, FLORIDA WRITE 
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Suggest 
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ny, min- 
lemitasse 
‘up—all 
-20 doz. 
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'to 10”, 
itional 
‘ge size 
hanger 


hangers 


MICS 
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be 


prs Df CLASSIC 


HOSTESS SETS COME TO L|FF may 8 


enact aoe nena 
ae _ 


a TO HELP YOUR 
‘ a PROFITS BLOOM 


UNS 
) 


Just what the ladies are waiting for 
...Stemware and tumblers that match. 
And just in time to set a hot selling 
pace for your Spring glassware and 
Spring brides promotion! 

So smart... correct .. . elegant 
“Rose Classic” sets are at home in 
modern or traditional settings. 
They’re richly decorated in satin roses 
and 22K gold the ladies will 
find “em practical enough to use 
’round the clock. Dollar-wise shop- 
pers will go for their guarantee. too: 


yet 


Nv 
Any matching wat, J ofa hind, towed 
OO S200 
Comune SS famllerd _ a = 
9-oz. Water 5-07. 6-02. 4-o1. 
: or Beverage Parfaitor Sherbetor Cocktail 
Suggested retail prices—slightly higher in South and West Goblet Juice Champagne or Wine 


_ LIBBEY GLASS “aw OE 


stamnesotny ge nmmmemreconee rene 


Libbey Glass, Division of Owens-Illinois Giass Company, Toledo |, Ohio 
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IN THE SPRING! 


“Tf the rim of a Libbey ‘Safedge’ glass 
ever chips, we'll replace it!” 
It’s your move! Order a whopping 





supply of “Rose Classic” now! Plan 
your tie-in display featuring “Rose 
Hostess Sets and the full 
page 4-color LiFe advertisement. Then 


Classic” 


oil up your cash register and wait for 
your profits to bloom in the Spring! 
To 
Libbey Glass distributor, or write 
direct to Libbey Glass, P.O. Box 
1035-1036, Toledo 1, Ohio. 


order—contact your near-by 


14-02. Iced 10-02. 9-07. 8-02. 
Tea or Beverage ‘‘Toddler’’ or Bow! or 
Cooler or Hi-Ball Old-Fashioned Dessert Dish 


bbs 


S. 


afedge 











PRESENTING MODEL be.. 





the finest 





Another new cleaner ... another new reason for a record 
Hoover year! 

1950 is a year of big announcements—a year of good news for both 
Hoover customers and Hoover dealers. 

This spring we're not only introducing the wonderful new AERO-DYNE 
outstanding tank-type cleaner, we're also presenting another new cleaner, 
the de luxe Model 62, the finest Hoover ever built. 

Model 62 has a completely new and modern color scheme in blue and 
beige. It's styled by Henry Dreyfuss, noted American designer. New 
angle-conversion for cleaning tools and all the other features listed at 
the right make it the feature leader of the Hoover line. 

All this makes Model 62 THE cleaner for homeowners who want the 
very best. And Model 62 adds its prestige to the rest of the Hoover line 
... helping the sales of ALL Hoover Cleaners. 

It's another big reason why—like your customers—'"‘you’ll be happier 
with a Hoover!”’ 














New Hoover 
New Model 62 Model 28 Model 115 AERO-DYNE Hoover 
Hoover Cleaner Hoover Cleaner Hoover Cleaner Cleaner Iron 


86 


OOver. ever built 
















New Handisac for 


New lightw ignt y 


More mobi 


Automatic rug thicknes 








Te) 


Model 62 is one more reason 
this will be a record Hoover season! 
THE HOOVER COMPANY 


North Canton, Ohio; Hamilton, Ontario, Canada 
Perivale, England 
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J dd-/id the top seller for National 











Hardware ook and every week 





FAMOUS NAME 
IN AMERICAN 
HOUSEWARES 










aa. 


THE CONSUMER knows Rid-Jid quality—For over 30 years the best known name 
in the ironing table field. 
THE DEALER knows and prefers the Rid-Jid brand. When he sells Rid-Jid he sells 


Le Ae 


the best. ae 

° ae 
THE JOBBER knows Rid-Jid—His most dependable source proved in times of “ee 
greatest need. A complete line of products which builds profitable business. Sedling “ae 
policies the jobber likes and can support. 4 





_ No wonder the Rid-Jid line of Ironing Tables, Pad and Cover Sets, Ladders, 
Clothes Racks and Step Stools, is a top favorite with everyone—it’s built right 
to sell right! 





~ THE J.R. CLARK COMPANY 


SPRING PARK, MINNESOTA 
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Get set now for 


with the right items of 


NESCO 


Spring |r 


GET Y' 











T 
by 
HOT-DIPPED pag 
Am 
FOR HOUSECLEANING e 
Every homemaker i 
irweasttee \ Gqlvanized Ware 
designed and built for e 
easier housecleaning. 
literat 


Eve 


HAND DIPPED IN a = 


easy-t 


RUST RESISTING 


oe a ee On new Benen e 






This item was hand dipped 
in pure molten tinc @ ter 
fabrication to seal all seams 


LARGE COMFORTABLE HANDLES 
PERMANENTLY ATTACHED TO BODY 









EXTRA 
H cay leakin: nd insure % YEARS 

Give ADDED Steer Sacer attractive finish thet BUILT TO GIVE MAME RVICE 

DOUBLE ROLLED SEAMS STAY [QB RRIRSE RSE Of SATISFACTORY SE 









TIGHT AND LEAKPROOF 






This new selling label points out the superior 
features of Nesco hot-dipped galvanized ware 





@ Items shown here are excellent Spring and 
Summer sellers. Completeness of the Nesco 
line enables you to fill all other needs, too! 







@ Modern matched styling and uniform labels 
attract extra sales for you! 






@ The Nesco line is quality-built of the finest 
materials and hand-dipped in molten zinc 
for long, rust-resistant service! 







@ The Nesco brand name is nationally adver- 
tised, nationally recognized! 


Don’t delay! Order Nesco Galvanized Ware! 




















FOR LAWNS AND 
GARDENS NESCO 
sprinkling cans are 
ideal for sprinkling, 
applying weed-killer. 




































CLEMS' 

Dept. |! 

RUSH | 

FOR SANITATION a C) Pri 

complete line of gar- CL) (ste 

bage cans and pails. ‘ en 

Rat-proof, vermin- Colorful 8-piece dis- My No 

Proof and fly proof. play kit and mats now 1 Addre 

available — order $  City— 

today from your<(  <@& Syme fi i#§f “***** nr 

. NESCO Distributor!( = ##“ COMP 

Rs — - Crom 

vi uall) 

NATIONAL ENAMELING AND STAMPING COMPANY paar 
270 NORTH 12TH STREET, MILWAUKEE 1, WISCONSIN 

Sales Offices: 1430 Candler Bidg., Atlanta * 1166 Merchandise Mart, Chicago * 200 Fifth Ave., New York CLEMSON 

Western Merchandise Mart, San Francisco * 901 Ambassador Blidg., St. Louis RETAIL ( 
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DELUXE 


thousands of customers 
PRIMED FOR SALES! 
GET YOUR SHARE... 


CLEMSON'S 


"SIG or 


Thousands of Clemson mower buyers have been created for you 
by Clemson’s great Spring advertising campaign through the 
pages of Saturday Evening Post, Better Homes and Gardens, and 
American Home. Now is the time to display all three Clemson 
Lawn Machines...and get your share of these 
sales. Slip the point-of-sale display card 
(packed with machine) over the handle of 
the Clemsons you display. Order your free 
newspaper mats and consumer handout 
literature. Mail that coupon... NOW! 
Every Clemson is the biggest value you ever offered at 
its price! And no wonder when you check these Clemson 
easy-to-point-out features: Box-frame construction for 








extreme rigidity with 
light weight... Finger- 


tip, vibration-proof 
grass height and shear 











MODEL E-17 


$9995" 


Includes bracket 
to hold clippers, 
molded hand-grips 
and other special 
features. Cuts 
17-inch swath, 












MODEL 17 


$2495* 


Includes extra 
large wheels, 
semi-pneumatic 

tires, cuts 
17-inch swath. 

















CLEMSON BROS., INC. 
Dept. HA-4, Middletown, N. Y. 
RUSH ME THE ITEMS CHECKED 
[] Price Sheets 
() (state quantity) 

envelope stuffers 


My Name 





(CD Set of Newspaper 
Advertising Mats 


adjustments... 


No-bobbing action... 


Three-section roller 
for easy no-scuff 


turns... Baked, yellow 


enamel finish. 
















MODEL 16 


$1995" 


Full Clemson 
quality at a new 
low price. Cuts 
15-inch swath. 














nver 








porn (please print) 





City. State. 














COMPLETELY PACKAGED 


Clemson mowers come to you indi- 
vidually packed in handsome cartons. 
Definitely easier to stock. Eliminates 
Possibility of marred merchandise. 
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& 


CLEMSON LAWN MACHINES ARE SOLD EXCLUSIVELY 10 
RETAIL OUTLETS THROUGH RECOGNIZED DISTRIBUTORS 


saenwns §=6* All prices higher 











EVERYONE 
can use 





Clemson’s Star 
“Molyflex” is a natural to 
make new customers... because its 
extreme flexibility and “Moly” high 
speed cutting quality assure top per- 
formance ...every time...even when 
used by inexperienced hands and in 
awkward jobs. It’s shatter-proof and 
unbreakable when used in a frame... 
cuts 23.8% more metal than the aver- 
age of leading brands of high speed 
flexibles tested. 


STAR STEELRITE 
METAL MARKING CRAYONS 


Mark on hot, cold, damp, or 

grimy metals. Packaged for 

counter sales. Markings with- 
stand pickling, yet do not affect 
enamel application. 


USE THESE CLEMSON SALES AIDS 


Don’t forget, that.in addition to 
Clemson’s continuous advertising 
campaign in leading industrial pa- 
pers...Clemson’s famous Wall Chart 
and Metal Cutting Booklets are still 
available free. They’re crammed with 
metal cutting “know-how” to help 
your customers. Write for your free 
supply ... today, 


CALNSOW BATS KC 


Wade 





Makers of band and power back saw blades, 
frames, metal cutting band saw blades and 


Clemson Lawn Machines 
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J Th @ * f } * f ; es, 
4S SIGN pac Ss Cm TB Whenever a new high line is con- 
; i structed in your trade territory, 
scores of farmers start thinking 4 
i about water supply systems for 
me a ae = Bee ull the first time. They will come to 
you as new customers if you carry More dri 
DEMPSTER, America’s complete : 
line of water supply equipment. er, impr 
DEMPSTER — have been of all Tri 
the yardstick of quality for over 
70 years. They are backed by The Tru 
strong national advertising and " 
a dealer-proved dealer program. complet 
' With DEMPSTER your store can terns in 
fi be “water supply headquarters” Duplic: 
a ’ ‘ i for your whole area! 
Shallow Well True Te 
J 
hammer 
i 4, 
° . ya min 
Earn Big Profits ar dees ten “ since? 
0 increasi! 
From NEW CUSTOMERS Reciprocating 
When you handle DEMPSTER, you sell EVERYTHING for farm water POWER- 
systems! Shallow and Deep Well Reciprocating Pumps © Shallow and F - 
Deep Well Jet Pumps © Centrifugal Pumps © Steel Tanks © Wind- Centrifugal — force of 
mills © Irrigation Equipment © Distributors of pipe, fittings and Pump head, is 
plumbing supplies. , 
design. 
DEMPSTER MILL MFG. CO. 
Beatrice, Nebraska THREE-V 
SRN ‘ ness in | 
A PROVEN “SAL ak re 
the cla 
. P ; New type plug will fit FOUR-W 
cigarette lighter socket : 
of any model automo- perman 
bile. Also available pressed 
with battery clips for 
use in cars or tractors taper— 
not equipped with cig- 
eee as a flash light T R 0 U B LE LI j arette lighter. PRECISI: 
. « « dependable as your 
head lights ...as necessary T split ac 
to have asa jackin yourcar. / | : 
. 5 ; —sprir 
With the great increase in the 
EMERGENCY SPOTLIGHT number of vehicles on the road to firm 
no dry cells to go dead there is bound to be a great in- | brads « 
crease in the trouble rateamongst 
NO INSTALLATION COST your customers. Tires will need 
plug in cigarette lighter changing, inspection of motors MANUFACTURING : 
will be necessary and when it \ 
iiimn@ 47: happens at night READY RAY CORPORATION 
sdec:; »He ¢ > cafel; a N RK 
Nite entive watt provides a dependable, safe light BINGHAMTON, NEW YO Tat 
Write for name of nearest dis- TE 
tributor. Stock BMC and Br 
21 ‘ = r, B U L i} More amen into oon ak 
with polished reflector 
12’2 FOOT CORD 
reaches any part of car Brillia 
tool de 
as sho’ 
to han 
True ' 
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tor Accuracy 


More driving power, more pulling pow- 
er, improved balance are value features 


of all True Temper Hammers. 


The True Temper Nail Hammer Line is 
complete — providing all popular pat- 
terns in wanted grades and weights. 
Duplications are eliminated. With 
True Temper, you can carry a complete 
hammer stock to serve all customers 
by a minimum investment in stock—thus 


increasing turnover — increasing profits. 


POWER-CENTERED BALANCE, so the full 
force of each blow is focused on the nail 
head, is secured by carefully engineered 


design. 


THREE-WAY TEMPERING gives extra hard- 
ness in the poll for driving —with the eye 
section heat-treated for toughness—and 


the claws tempered for springiness. 


FOUR-WAY TAPERED EYE holds the handle 
permanently tight—the wood is com- 
pressed in four directions by the 4-way 
taper—and then securely wedged. 


PRECISION-SHAPED CLAWS with uniform 
split add efficiency —have a uniform bite 
—spring-tempered with beveled edges 
to firmly clutch and hold either small 


brads or large nails. 







TRUE TEMPER 
HAMMER BANNER 


Brilliantly colored—an eye catcher for your 
tool department. Fits standard hammer displays 
as shown. Nothing to assemble—doesn’t attach 
to hammer. Free on request. Write us direct. 
True Temper Corporation, Cleveland 15, O. 
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POWER CENTERED 


WY } 


i 


\ 


I= (NT 


FINE TOOLS « FISHING RODS « GOLF SHAFTS FOR OVER 100 YEARS 





HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 


GRAPHITEO 


jnds of locks 
sticking, rust 





YOU GET 




















tects all k 
st freezing, 






e Pro 
again P 
and wear sdal gf phite 


ATLAS wicks are pre- a 
Contains © lows an 


ferred by more dealers 













































° 
in America than any fluid carr! n car 

other brand. They are = netrates rap Ay. os pro- 
dan mahyhnnmcnger Fee evaporate phe 
thelr, superior quality e metal ow rm ‘or frosee eye 
and dependable service. “ ntrolled aan as show?, 





GLASWIK The leader in rep- 
utation and distribution. The 
original spun glass wick and 
the only wick that is free of 
wire. Outlasts several ordinary 
wicks. 


FLAMEMASTER America’s 
leading asbestos wick. Woven 
of wire reinforced high grade 
asbestos yarn. 


BESWIK A woven asbestos’ 
wick that gives long depend- 
able service. Economical in 
price but equal in quality to 
other wicks. Attractive display 
cartons make a favorable im- 
pression on customers. 





8630- 


THRIF-T An economical woven 
asbestos wick designed for dura- 


ble service at minimum cost. Of - Nin colorful 
special interest to the “price”’ i) 0 en ae B-12 dis ] 0—St 
mM indiy; Play ho 865 é 
market. Sh-botto 'Vidual care : 
x m metal mw Also 


TOP NOTCH Perfectly woven of 
highest quality cotton fitted into a 
metal carrier. Fits Perfection, Mil- 
ler, Savoil and other cook stoves 


““ 


and room heaters. A good “‘re- 








AMERICAN a 
pRIPLESS Olt = 








(ti tit cbitktithhdbtthhtilitlkh kkk kt htitithtihtbh ll EL A 


peater.” 
FASTHEAT “Accordion fold’ sates, rust — 
construction makes FASTHEAT a | Penetrates, lubrico™ 7 
universal wick .. . fits any stand- 4\ he finest oil on the 
ard range burner. It is a fast proofs ' and shop- 
seller and strong repeater. market for home 4! é 
| . ’ conver 5 
COMPLETE Penetrates rapidly, eat 
DESCRIPTIVE , full-bodied, long-w 3690 
LITERATURE eg “Runs in— 
ON REQUEST. proofing film. 


WRITE DEPT. A ing, rust 


" out ” 





wont ru you. 


s th . 
ge can that delivers 


FASTHE “a e selling for 
« 3 J 2 > Z A 5 1 display ‘ € ee 
A T L A . Atay ros’ — 8 4 OZ. éeontrolled flow + perfectly with 
aS i 3 List 25¢ for’ Ties ™P 
: drop-by-droP © 


poor-E ASE a 


mers 


ASBESTOS a 
COMPANY 
NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES AMERICAN GREASE STICK COMPANY 
SYS SEA A BN Se Muskegon, Michigan 


nd LOCK-E 


your custo 


{sk your jobber or write 


direct for complete catalog data. 





Your cu 
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INTRODUCTORY sts: 
MAKE °*107° 


YOU GET 60 FT. EACH OF THESE 14 SHAPES 
IN CHROMTRIM 14/60 STAINLESS STEEL 
DEAL—PLUS BONUS OF 60 EXTRA FT. 


8625—Counter Edging 8627—Decorative Strip 1% in. 
1 1/16 in. 





8650—Stair Nosing 15/16 in. 8663—Inside or Outside 


Corner >< in. x 3¢ in. 





8666—Inside or Outside 
Corner % in. x % in. 











8691—Cove % in. x & in. 


8690—Cove 3 in. x 3¢ in. 


















Look for the 
Mouldings 
in the 
Red-St riped Jackets 
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MOULDINGS 
Luasy to Biuy:- 
Laty to Aoly 


Your customers will be looking for nationally-advertised CHROMTRIM 


14/60 





YOU GET EXTRA CHROMTRIM 
($10.20 WORTH) AT NO EXTRA COST 


Consumers have clamored for lifetime stainless steel trim. 
Now you’ ve got it—in nationally advertised CHROMTRIM, 
to boot—plus a terrific introductory deal so you'll really 
cash in. You get 900 ft. of CHROMTRIM, yet pay for only 
840 ft... .60 extra feet of 8630, List $10.20. Easier to cut 
(light stainless cladding over aluminum strip, on most 
shapes) ... easier to apply ...durable, won’t rub off or 
smudge clothing. Clip coupon and mail now—offer lasts 
limited time only! 


YOU ALSO GET—AT NO COST TO YOU 
NEW, IMPROVED STOCK-DISPLAY STAND 


A complete metal moulding department 
($15.00 value). ..in less than one sq. ft. of 
floor space ...only 6 ft. high. ..open back 
permits easy removal of stock in low-ceil- 
inged stores. Minimum of investment. . . 

















maximum of display ... and maximum of 
turn-over and profits! 

All stock is visibly displayed in a series 
of 14 compartments. Illustrated price tags, 
100 instruction folders, supply of nails in- 
cluded with each deal. 


You make over 100% on each sale! 


Retail List of New 14/60 Deal (840 ft. of stock: 
ten 6 ft. lengths each of the 14 different 
stainless steel shapes.) . , 

New Stock and Display Stand ($15.00 value) . 

Bonus of 10 Extra 8630 lengths. . . ...... 10.20 


. $194.40 


no charge 


Total List Price 204.60 
Dealer Cost . 97.20 
Dealer Profit. . . . . $107.40 


J 


\ 





Offer void if not panied by this coup 





#\\ R. D. WERNER CO., Inc., Dept. HA 

{| 295 Fifth Avenue, New York 16, N. Y 

: Please ship my 14/60 deal at special price of $97.20 
METAL i (includes, without charge, Stock and Display Stand—$15.00 

: value—and 60 extra ft. of 8630). Bill through my distributor. 

a Your Name______ 

+ 

. Company______ peveiitieind 

: a —_ " 

t City — Zone State_ 

: Distributor’s Name — . City 

t 

tee 








BASSAS 








OFFER! 
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2'/2 MILLION 


PROSPECTS 


PLP? PREP L OLE 









THE CIRCULATING TUBE 
DOES THE JOB 


MO-MEES 


MINNO- 
MASON 


BE PREPARED TO SHOW THEM! 
THE MO-MEES MINNO-MASON 
WILL SELL THEM! 





Over 2'2 million readers will see Minno-Mason 


advertisements in leading sports and outdoor 
The Minno-Mason is made of dur- 
able Polystyrene plastic and metal—will fit all 


magazines. 


mason jars. A patented, specially designed tube 
creates perfect circulation inside the jar—a nat- 
ural lure that minnows cannot resist! Cash in 
on this fast-selling item—get 4 
ready for the fishing season. 
Write us for a free sample 
— oe 
name of your favorite jobber. 


and give us the 


ANTICIPATED 


LIST $1 OO FAIR TRADE 





CHAMP-ITEMS, INC. 


6191 Maple Ave. St. Louis 14, Mo. 





> 











ma 








BIG NAMES in 
HANGERS and TRACK 





FOR LARGER 
HEAVY DOORS 
(up to 750 Ibs.) 


“y 










No. 1 Flexible 










No. 2 Adjustable 










FOR MEDIUM 
WEIGHT DOORS 
(up to 450 Ibs.) 








No. 12 Flexible 


No. 14 Adjustable 


No. 222 One-Piece 





FOR LIGHT 
WEIGHT DOORS 
(up to 250 Ibs.) 


“ROLLAWAY” 


No. 3012 Flexible 








No. 444 One-Piece 


With three big names — GLIDE, SHEDWELL and 
ROLLAWAY—Frantz blankets the Door Hanger and 
Track field. Whatever your demands for rolling door 
Hardware on garage or barn, Frantz can supply you. 
Exclusive patented designs in hangers and track make 
these famous “Red Label” brands synonymous with sat- 
isfactory sales across the nation. Remember, too, you'll 
find a complete line of guaranteed builders hardware 
offered by Frantz—for more than 40 years an honored 
name with the trade. Write today for full particulars. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 


1950 
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Me Maney MULE 


y're interested in the 


if yo ™ 
at ont and Sporting — 
markets, , youll certainly 
a want to participate 
ue in the --- 


where: NAVY PIER, Chicago 
when: July 22-23-24-25 


NAVY PIER, in Chicago,.is one of the coun- 
try’s largest and most conveniently located 
exhibit halls—300,000 square feet of ex- 
hibit space. 


N OTE: this summer Chicago is also to be the home of 
the United States !nternational Trade Fair and the Chicago 
Fair of 1950. Additional thousands from all over the world 
will visit this famous vacation city another reason for 


exhibiting your line in Chicago 


folate ME isl ae di 


most reasonable 


FIRST ANNUA 
TERNATIONAL 
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exhibit space available | 
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Hardware Show. the 





tiona 


You couldn't ask for a more perfect set-up. A July show 
gives the manufacturer an opportunity to exhibit his wares at 
a time when it is easy for jobbers and dealers to get away— 
when much of their thinking is about Fall, Christmas and Win- 
ter business. And what an ideal ‘Show City"’ Chicago is! The 
convention capital of America, it is easy to get to from any- 
where. Navy Pier, the site of the Show, is ‘‘made to order” for 
exhibition purposes. Extending out into Lake Michigan for a 
cool half mile, it just can't be beat for a manufacturer-jobber- 
dealer get-together. Think of showing your merchandise, un- 
der such conditions, to the very people who sell what you 


_ make! 


it’s NEW! it’s BIG! it’s YOURS! 


Management of the Hardware Show is under the direc- 
tion of Campbell-Fairbanks, Inc., one of the oldest and most 


Yi successful concerns in the handling of trade and industrial ex- 


positions. They're backing the Show with a vigorous adver- 
tising and promotion campaign designed to arouse the en- 
thusiastic interest of jobbers and dealers all over America. 
Thousands will attend—all will be eager to see what you have 
to offer. What an opportunity! 


First Annual International Hardware Show 


28 E. Jackson Bivd. 
Chicago, Illinois 


Please send me detailed information about the Interna- } 
tional Hardware Show, to be held in Chicago July 22-23- | 
24-25; also send chart showing exhibit space available ' 


Name 
Compony 


Address 
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FAMOUS RUSSWIN 
ALL-STEEL RACK 
and PINION con- 
struction assures 
smooth, positive, 
trouble-free action. 


2 LOCK HAS AUTOMATIC 
*  THROW-OFF SAFETY FEA- 
TURE in case of accidental 
closing of door. 


ENTIRE LOCKING 
MECHANISM is housed 
within the lock case. 


4 WROUGHT STEEL CASE 
" for maximum protection. 


New Russwin 
‘‘Keynob’’ Lock 
No. 201 







5. FORGED BRASS 


BOLTS. 
7. WROUGHT BRASS 


OR BRONZE TRIM. 
, _ DOUBLE COMPRESSION 
SPRINGS for easy latch- 
ing and quick, firm knob 
action. 


Russwin No.0250 
Night Latch with 
ball bearing cyl- 
inder 


Get more by giving more 


What customer wouldn’t prefer tubular locks and latches of Russwin 





Russwin No. 
A0250 Night 
Latch with auxil- 
iary dead lock 
latch and ball 
bearing cylinder 





Russwin No. 





quality ... when he knows there’s no price difference. That’s good news 
for customers and good business for you. Now, at no extra cost, you 
can give them Russwin tubular locks and latches. Easy to install. Rever- 
sible for any hand of door. And the exclusive Russwin all-steel rack and 
pinion latch stays smooth and trouble-free for life. Stock Russwin .. . 
get more hardware business by giving more quality for the money. 
Russell & Erwin Division, The American Hardware Corporation, 
New Britain, Conn. 


SINCE 1839 


400B2K Woburn 
bath and bed- 
room set with 
easy action 
locking lever 


DISTINCTIVE HARDWARE 
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Nu-\ 
SCREEN DO 


Another sturt 
screen door gr 
can install in | 
nished in flexib 
finish, fully as 
to install. 





Nu-WAY P 


Here’s an easy 
for screen do 
sturdy and v 
push grille i 
finish is made 
doors. Pack 
End caps and 
with grille. 





ATTRACT 
SHELF 


An _§attracti: 
shelf bracke' 
Beautiful, f 
satin finish 
corrode. Sin 
uses only 2 : 
firmly. Mad 
6” standard 
shelving. 












MATIC 
ETY FEA. 
iccidental 
: 


CKING 
is housed 
ck case. 


EEL CASE 
otection. 


1950 


DON’T OVERLOOK 
THESE 

PROFIT- MAKING 
ITEMS! 


ORDER NOW! 









































Nu-WAY 
SCREEN DOOR GRILLE 


Another sturdy, attractive 
screen door grille that anyone 
can install in 5 minutes. Fur- 
nished in flexible black enamel 
finish, fully assembled, ready 
to install. 





Nu-WAY PUSH GRILLE 


Here’s an easy companion sale 
for screen door grilles. This 
sturdy and very ornamental 
ush grille in silvery satin 
nish is made for 32” and 36” 
doors. Packed 12 to carton. 
End caps and screws furnished 
with grille. 





ATTRACTIVE Nu-WAY 
SHELF BRACKET 


An attractive, yet durable 
shelf bracket for many uses. 
Beautiful, permanent silvery 
Satin finish will not rust or 
corrode. Simple to install— 
uses only 2 screws—holds shelf 
firmly. Made for 4”, 5” or 
6” standard glass or wood 
elving. 













KEEP THOSE SCREEN DOOR 
GRILLE PROFITS ROLLING 
YOUR WAY WITH THE 


FITS-ALL 


ADJUSTABLE SCREEN DOOR 


GRILLE 


“ 


ADJUSTABLE 

TO ALL SIZES 

OF SCREEN 
DOORS 





































FULLY ADJUSTABLE 
EASY TO INSTALL 
SILVERY SATIN FINISH 
STURDILY BUILT 
ARTISTIC DESIGN 








These beautiful FITS-ALL Screen Door 
Grilles have a wide sales appeal. Made of Alacrome metal, with a silvery 
satin finish that enhances the beauty of a door. Will not rust or corrode. 
Sturdy construction not only protects screen, but acts as a rigid brace 
two ways. Packed 12 to a carton. Comes complete with screws ready for 


anyone to install. 


FITS ALL 
Na2 §& NO. 2. Our No. 2 
i FITS-ALL is furnish- 
ed in pairs for the | 
lower panels of screen 
doors with divided 
lower sections such 
as the door at the 
left. Fits doors from 
30” to 36” in width. 


NO. 1 FITS-ALL 
STANDARD GRILLE 


FOR ALL DOORS 


The No. 1 FITS- 
ALL Grille will fit 
nearly any door. 
Can be adjusted 
from 18” to 37” 
between stiles as 
shown on door at 
left and door shown 
at top of ad. 





Packed 12 to a carton. 


NO. 3. Our No. 3 
FITS-ALL is for the 
lower section of 
screen doors with a 
center crossbar like 
the one at the right 
Fits doors from 30” 
to 36” in width. Pack- 
ed 12 to a carton. 











Your order will be shipped same day received! 


MACKLANBURG-DUNCAN CO.” 


OKLAHOMA CITY 14 OKLAHOMA 





GET A 


Faleon G0 a 


CUSTOMERS 


The Screwdriver ; 

with the easy 
opening screw 

|) holding clip 


FG COUNTER DISPLAY 


Attractive Parker “‘Snap-In’” Counter 
Display. Holds one Screw Driver of 
each size. Easy to set up and fill from 
stock. Attracts customers. Deal consist 


of ; 
2 each F-21/2 4 each F-5 
4 each F-4 2 each F-7 


Teach “Snap-In” Counter Disploy 


Once your customer operates the exclusive, easy 
opening, screw holding clip on a Parker Falcon Grip 
Screwdriver, and grips the semi-square Parkaloid handle 
with concave sides and smooth corners — right then and 
there you've made a loyal friend. Greater leverage, few- 
er slips of the hand and a driver that won't roll on flat 
surfaces are long sought features of this Parker small tool. 


Fy th! Parker |G 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. $. Ae 
























JL-16 HEAVY-DUTY 
CARPENTER'S BOX 





From top to bottom—inside to outside—the JL-I6 
is by far the outstanding value among carpenter 
boxes. Has more features per dollar than any 
other make. 

Note these amazing sales features: 


Clips that hold standard size levels. Two replace- 
able slotted wood blocks to protect saws. Re- 
placeable wax impregnated fibre covers for bot- 
tom to protect chisels and rasps. Two slots for 
tri-squares. TWO LIFETIME ROTO-POLISHED 
CAST ALUMINUM HANDLES, RUST PROOF— 
one on cover—one on end for shoulder carrying 
and easy removal from car. Extra heavy-duty 
hasp and swivel staple for locking and padlocking. 
Reinforced corners. Electronically spot-welded 
seams. Full length piano-type hinge. Entire top 
opens to allow full access. 


Order today from your jobber. 
Specifications—Size 32" x 8s" x 9%". Packed ia 
individual carton. Shipping weight 11'/2 Ibs. 


VE SPRING 
Waterloo .\* 


COMPRESSOR CO. 


“Waterloo Down 
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COILVMBIAN “PENNYPINCHER” 


Columbian scores again in meeting the demand for 
homeshop vises in the low-priced field. With 
Columbian quality throughout, jaw widths 3!.” 
that open to a full three inches, built-in tri-grip pipe 
jaws, large anvil surface, this low-priced vise is 
getting the call. Finished in bright ‘Columbian 
Red’’ enamel, packed in individual cartons and 
weighing 9 lbs., the Columbian ‘‘Pennypincher’”’ 
retails for only $4.00. 


COIVMBIAN 


HINGED PIPE 
VISES 


Produced in two 
types, long jaw and 
interlocking jaw, 
Columbian Hinged 
Pipe Vises are made 
to hold any round 
from !4"' up to 12”. 
The “long jaw” is designed to prevent 
crushing and scoring the finish. Lower 
pipe jaws are milled on both sides to 
provide double life and may be reversed 
without removing vise from bench. The 
“interlocking jaw’’ has replaceable jaws 
accurately milled and heat-treated for 
positive gripping and maximum life. 8 
sizes to choose from and retail from 


$9.20 up to $179.50. 


COIVUMBIAN woopworkers’ 


VISES 


. . . for schools, wood working and 
hobbyists. They are available in either 
continuous screw, equipped with ad- 
justable steel handle for quick operation, 
or the conventional rapid-acting type... 
durable, sturdily built with jaw widths 
of 6” to 10” and openings up to 12 
inches. There is a size and style to meet 
any demand. Retail prices from $5.50 
up to $22.00. 
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Dealers everywhere are using 
the new Cheney Nail pen- 
nant. This attractive little 
attention getter is paying 
dividends in increased ham- 
mer business. Use this pen- 
nant, printed in glowing 
orange, with your Cheney 
Nailer display. You will find 
it packed with your Cheney 
Nail Holding Hammers. If you 
prefer, write us direct for 
your pennants, 





Sales Representatives: 
JOHN H. GRAHAM & C0., INC. 
New York, WN. Y. 


SANFORD BROTHERS 
Chattanooga, Tenn. 








ESJAB. 1836 


HENRY@H £ M EY CORP. 4 


LITTLE FALLS, N. Y., U. S$. A. 











FOR MEI 
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DEMAND 


hightst 


Anyone who knows and appreciates 
quality in tools recognizes that Klein 
Pliers are the finest that can be pur 
chased. 


Many inferior pliers cost as mud 
or almost as much as Kleins. Your 
customers will appreciate the extri 
quality they receive in genuine Klein 
Pliers—the plus service these tools 
render. 


Klein Pliers are available in: 
wide range of sizes and types. be 
sure you have a stock of these mort 
popular styles on hand for your cus 
tomers who appreciate the best. 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., 
New York 


— 
The New Klein Catalog giving @ 

full information on the conplete _ 
Klein line will be sent on re- 


quest. KE mi 
. — 


= 
= 


T AV 
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CHICAGO- 
LATROBE 
TOOLS 


A PLUS VALUE — 
FOR YOUR CUSTOMERS 


A PROFIT MAKER 
FOR YOU! 


Easy Cut Auger Bits. Cuts 
twice as fast. Attractive 
dispenser sells the popular 
sizes. 








Ys inch shank Wood 
Bits. Fast cutiing for use 
in Y% inch electric drills. 
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e Spiral fluted Masonry 








Individually packaged 


Drills for faster cutting. 
| and in sets. 


26 assortments of popu- 
lar sizes in metal Fold- 
ing Cases. 














10, 195° 
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GET YOUR COPY 
OF OUR NEW COMPLETE 
HARDWARE CATALOG 


















Handy Drill Set in duo- 
purpose stand. Hang 





it on the wall, stand it 
near your work. 



























 K | 

‘ 00 | 

‘ é | 

| 

y | 
QQG0 | 

g | 

4 SA ba A | 
ene | 





Drill dispenser — a must for 
every hardware store. Your 
silent salesman for High Speed 
and Carbon Assortments. 


CHICAGO-LATROBE 
411 WEST ONTARIO STREET 
CHICAGO 10, 


ILLINOTUIS 


Double Circle Fools ! 


DRILLS». REAMERS « COUNTERSINKS 
COUNTERBORES « CARBIDE TOOLS . SPECIAL TOOLS 











The Famous WYTEFACE steel Tapes 


é 


lus an eye-catchin A aiden 


Counter Display Unit 


are creating hardware-profit NEWS! At 





Drafting, 
Reproduction, 
Surveying Equipment 
and Materials, 
Slide Rules, 
Measuring Tapes. 


WY TEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 






ara 








saves you inventory space ... makes your counter work 
easier. For instance... 


1. Your customers see the actual easy-to-read, black-on-white tapes. 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4. Sales features printed on the back help clerks. 

Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis- 


play. You'll sell more much faster. 
*Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,209. 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK ©® HOBOKEN,N.J. © CHICAGO ° = ST. LOUIS 


102 


DETROIT * SAN FRANCISCO © LOS ANGELES ©* MONTREAL 
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Best By TEST ESTABLISHED 1848 
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| HIG CARBON SOLID STEEL SNIPS 
| REGULAR PATTERN 


FOR STRAIGHT CUTTING =| 
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HIGr CARBON INLAID BLADES | 
REGULAR PATTERN 
FOR STRAIGHT CUTTING 






| es 


= = [== | ! 





53” high x 2412” wide; 
Approx. shipping weight 72 Ibs. 








Ths Digalyy Selle Sujts. 727! 


WISS NO. 1 SNIP PANEL 


Here is the best snip “salesman” ever developed. Not every 
dealer, of course, can use a panel of this size, BUT EVERY 
DEALER WHO HAS IT ON HIS FLOOR CERTAINLY DOES SELL 
SNIPs! 

Snips are mounted on attractive jade green plywood panel. 
Stock number and description of each item is clearly marked 
on gold and black decals, which also show the heaviest gauge 
metal each snip will cut. IT’S EASY FOR YOUR CUSTOMER TO 
CHOOSE EXACTLY THE RIGHT SNIP FOR HIS PARTICULAR NEEDS, 
and the information is invaluable to sales clerks when cus- 


tomers need help in selecting the right tool for the job. 


Contents—1 pair each Retail Price 


INLAID BLADES 


No. Size 
5 17” Bulldog regular pattern straight cut. .$ 7.50 
7 14%” Regular pattern straight cut......... 5.75 
8 13%” Regular pattern straight cut......... 5.20 
9 12%" Regular pattern straight cut......... 4.60 
10 11%” Regular pattern straight cut......... 4.20 
18 13%” Combination pattern.............. 5.7§ 
19 12%” Combination pattern............6. 5.20 
SOLID STEEL 
A-16 16” = Bulldog combination pattern........ $ 5.50 
A- 9 12%” Regular pattern straight cut......... 2.75 
A-10 11” Regular pattern straight cut......... 2.50 
A-11 9%” Regular pattern straight cut......... 2.20 
A-12. 8” ~— Regular pattern straight cut......... 1.90 
V-13. 7” Combination pattern.... ......... 1.75 
V-19 13” Combination pattern.............. 3.30 


COMPOUND ACTION SNIPS 


M-1 10” EE oe cot ra iv eens anewn eee $ 4.25 

Sa ae rr ee 0 Os 

M-3R 10” Cuts straight—with rubber grips..... 4.85 

BX Yi Cable cutter—no notch....... 2.50 
TOTAL RETAIL... .. $73.95 
DEALER’S NET..... . . $49.30 
PANEL FREE 


Prices slightly higher Denver and West. 





Unique, Powerful Counter Display 
or Wall Panel No. 35 


F R E * With this Profit-Making Assortment of WISS SNIPS with inlaid crucible steel blades 











@ Shows customer 
types available. 


@ Tells customer 
what size required. 


@ Space for prices. 


@ Easel for counter 
or shelf use. 


@ Hooks for wall hanging. 
@ Stock numbers shown. 


@ Sturdy all-metal 
construction. 


@ Size only 16” x 19%”. 


@ Price and packing list 
on back. 


WIGHEST OvAatiryr 


/ | / 
'NLZ/ID CR UCI! | € STEEL Bi ADI | 





J © IMLAID Smaps 


ot 





¥ \ | 


il, Hed | 
| {| IAT (fii ow lef @ 
Mier rm as! ta.) In PA) |: 
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FOR PROFITABLE EXTRA BUSINESS, ORDER AND 
DISPLAY THIS PANEL AND ASSORTMENT! 
No. 35 Panel and assortment 








STOCK RETAIL 
QUANTITY NO. SIZE STYLE PRICE EACH 
1 pair 10 11% Reg. straight pattern $4.20 
1 pair 9 12% ‘ F 4.60 
1 pair 8 13% ‘ a 5.20 
1 pair 19 1212’ Combination pattern 5.20 
1 pair 18 13% 3 a: 5.75 


Weight: 151 Ibs. 
Combination blades ground 
and shaped so they can be 


Retail value—1 pr.ea. $24.95 
COST TO DEALER $16.64 


used for cutting curves as DISPLAY FREE 


well as straight work. 





Prices slightly higher Denver and West. 





Only WISS offers you a panel with so much 
essential information for both customers and 
clerks. Get it FREE from J. Wiss & Sons Co., 
with assortment shown. 


WISS metal-cutting snips with inlaid cruci- 
ble steel blades are the first choice of sheet 
metal workers everywhere. They are con- 
sidered the finest made. Assortment consists 
of one pair each of the five best-selling pat- 
terns. Send for catalog of the complete line 





with full description of every number. 








J. WISS & SONS CO., NEWARK 7, NEW JERSEY 
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New Model E...Only $3.95* 


HERE IS THE NEWEST DEVELOPMENT in famous W1ss 
Pinking Shears . . . the Mopet E PinK-RITE. Priced 
at only $3.95, they meet the wide demand for qual- 
ity Pinking Shears at a medium price. 

Wiss Model E Pinking Shears are perfect for sin- 
gle or double thicknesses of all light materials. They 
are constructed of a special metal alloy, fully chrome- 
plated, with inserted, replaceable hardened cutlery 
steel blades, with handles specially contoured for 
maximum comfort. Their convenient 72-inch size 
and light weight combine to make them extremely 
easy to use. These pinking shears will be nationally 
advertised in color in The Saturday Evening Post, 
Ladies’ Home Journal, Good Housekeeping, Coun- 
try Gentleman and Capper’s Farmer. 


*Orders now being taken for delivery about June Ist. 
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Quality for over a century 


id ae 






NEW LOWER PRICE 
ON MODEL C! 


The price on Wiss Model C 
Pinking Shears has been re- 
duced to $7.50. These are the 
world’s finest Pinking Shears 
... favorite of professionals 
and enthusiastic home-sewers. 
They cut the widest range of 
fabrics from sheer-to-heavy 
and multiple thicknesses of 
all medium fabrics. 






J. WISS & SONS CO., NEWARK 7, N. 3. 
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color 


keeps sales flowing 





PRO-TEX all-purpose Pads are a “natu- 
ral” for counter and window display. Their 
gay, bright colors catch the eye . . . and the 
sale. Day after day — month after month — 


they are a steady, dependable source of sales 











WHITEY MOPZUM SAYS: 














Your customer isn’t the only one 
who profits when you sell him 
WHITE equipment. No sir .. . you 
make a double profit. too. There’s 
a cash profit, of course —PLUS the 
satisfaction of knowing you have 
served your customer with the fin- 
est floor cleaning tools that money 
can buy.... 


WHITE MCP WRINGER CO., 
FULTONVILLE 2, N.Y. 











and profits. 


PRO-TEX< is by far the most complete line of 


metal-and-asbestos Stove Pads on the market. 





Available in a wide range of attractive de- 


This rugged workhorse 
combines the famous Whiie 
Oval Bucket with the 
smooth-operating Rol Ovi. 
More room to wash mop — 
and more pressure to wring 
it! Wood or steel rolls on 


signs and in all popular sizes. 


Cherry 
pattern 


















Newest addition to Ge fa- K wringer — with foot lever 
yore teeta PS operation. In 16 or 26 quart 
orative red cherries make sizes— equipped with 
ana li desi re 2 aie 
a. dak gliders as shown. SA\ 


a white enamel back- 
ground. Made in 6 fast- 
selling sizes, including 
the new 814 in. round. 


SAI 


For easier handling and 
greater floor protection, 
this White Rol Ovi equipped 
with noiseless rubber cast- 
ers has no equal. Be sure 
your stock includes these 
popular Rol Ovl outfits . . . 
they’re nationally adver- 
tised to your best customers 
in leading maintenance 
magazines. 


Send for Catalog No. 150 





Write for catalog sheets on Cherry 
and the complete PRO-TEX Line. 








Your Customers know... 
It's RIGHT... If it’s 





METAL PRODUCTS CO. 


wo 
) ‘ine: lw %e = 





ae a” 
1820 East 37th Street - Cl land 14, Ohi 
. Mss oe pe Si MAGMA COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 
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SAVES ON STROKES =" 
SAVES TIME... pi: 
SAVES EFFORT... 


TUT OR pptruno oa 


for you. Fed 
—ordinary irons 










al 
$" Guaranteed by > 
Good Housekeeping 


& ho yp 
C7 AS apvenristo WHE 













UNIVERSAL 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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jer competitive! 


Kead 


the next two pages for 
sensational news on the 
famous Universal Stroke- 
Sav-r — now America’s 
No. 1 Iron by every test 
. .. beyond all doubt. 


we oulmoded- 


» THIS... 


> ir dustry to make iron sales 
Utionary Stroke-Sav-r in ‘50 

















New ! Amazing, 


Steoke San Gon 


KES 


Fost in half! 










Entirely new in design — this amazing 
Stroke-Sav-r Iron outmodes all old type 

irons regardless of make. Bigger 
ironing surface...new Wide Low 
Bevel . . . and completely rounded 















heel make ironing faster, easier, 
effortless. New, better—even 
to its 8-foot, 10,000 cycle 
cord... 2 feet longer 

than ordinary cords. 








* 


“oy 
$” Guaranteed by @ 
Good Housekeeping 

a“ 


COMPLETELY NEW 


SOLEPLATE is scien- 
tifically stream- 
lined to teardrop 
design for getting 
into corners... for 
sweeping strokes 
and full visibility. 


0 
TAS apvertised WY 









“ ‘ederal Excise Tax and is Fair Traded 
in states where appropriate Fair Trade Acts exist. 






QUALITY AND VALUE 
SINCE 1642 
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Revolutionary ! 


éy UNIVERSAL 


LUS? A GREAT TEN OAY HOME TRIAL OFFER 


ao SE, 
to introduce this amazing new Sz2o¢zSZve Iron to your customers! 


—- without question here is the greatest oppor- 
tunity for big volume iron sales ever offered to retailers. 
Placed in customers’ homes on Universal's Ten Day Money- 
Back Trial Offer, this astounding new iron will sell itself to 
American housewives as no other electrical appliance has 
ever done. 

The Stroke-Sav-r is completely different from any iron 
you've ever sold or ever seen—it is the biggest advance in 
ironing since electric irons replaced the old “sad iron.” Truly 
revolutionary, it is basically designed for greatest ironing 
surface from the perfect circle—streamlined to teardrop form 
for easy sweeping strokes in any direction. It can be used 
with right or left hand . . . irons backward as well as forward. 
A radical, new Wide Low Sloping Bevel glides under buttons, 
pleats and ruffles from any approach without interrupting 
normal stroke. New “extra-heat” 1100 watt, cast-in lifetime 
tubular unit provides even heat coverage from edge to edge. 

Many other revolutionary improvements such as new bal- 
anced-grip handle with right and left thumb rests, new 
Hand-I-Set Fabric Dial and extra long cord make this Amer- 
ica’s outstanding Iron and most tremendous iron value ever! 


lron performance checked in actual laundries 
of Leading National Magazine for amazing 
work-saving advantages..... tried and 
acclaimed by hundreds of housewives. 
HERE'S WHAT THEY HAVE TO SAY: 


Mrs. Thelma S. Foster 
5537 Cotes Avenue 

St. Louis, Missouri 

“I've never seen anything 
like the new Universal 
Stroke-Sav-r Iron. What 
used to be a whole day's 
ironing with my old iron 
can now be done in only 
a few hours.” 


Mrs. Maria C. Walther 
5041 Copley Rood 
zs Philadelphia, Pa. 
“The new Universal 
Stroke-Sav-r Iron enables 
me to iron ruffled curtains 
in half the time that it 
took with my old iron 
It's wonderful for general 





ironing, too — saves time 
and energy amazingly.” 


Mrs. Maxine E. Fisher 
6960 Beresford Avenue 
Parma Heights, Ohio 

“I never dreamed ironing 
could be so effortless. The 
new Universal Stroke- 


Mrs. Virginia Wilson 
19170 Plainview Road 
Detroit, Michigan 

“I can’t wait to tell my 
friends about this remark- 
able new iron. With my 
old iron it took me nearly Saver is so easy to use 
15 minutes to iron a col- And its big soleplate cov- 
ored shirt... with the ers far more area 
Stroke-Sav-r Iron I can really speeds up ironing.” 
do it in 5 minutes.” 








NEW Stroke Sawn FEATURES For FASTER, EASIER 


37% MORE IRON- 
ING SURFACE saves 
strokes, time effort. 
Has 37-sq. in. sole- 
plate as compared 
to 27 in ordinary 
irons—and is much 
easier to use. 


NEW AMAZING 
WIDE BEVEL out- 
modes high-bevel 
irons. No old-type 
button notches. 
Wide sloping bevel 
glides under pleats, 
buttons, ruffles. 





Se YOUR DISTRIBUTOR TODAY FOR 
DETAILS ABOUT UNIVERSAL’S GREAT 
Save-on-STiokeo PROMOTION! 
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HEATS EVENLY EDGE 
TO EDGE. New 1100 
watt “extra-heat” 
cast-in lifetime tu- 
bular unit assures 
perfect heat cover- 
age. No cold spots 
in this new iron. 





NEW BALANCED- 
GRIP HANDLE with 
right and left 
thumb rests is de- 
signed to contour 
of hand. Air-cooled 
grip and deck as- 
sure new comfort. 


HAND-I-SET FABRIC 
DIAL is recessed in 
Stroke-Sav-r's cool 
plastic handle out 
of the way of ten- 
der knuckles — pro- 
vides accurate heats 
for every fabric. 


IRONING! 





STILL WEIGHS ONLY 
3% POUNDS. All of 
these sensational 
features are packed 
into an easy-to-use 
314 pound iron... 
perfectly balanced 
to avoid fatigue: 


— 





UNIVERSAL 


“LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. > 
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_ PROFIT FACTS 


Q. What copper pot cleaner gives you a HIGH 
profit and sells faster than any other on the 
market? 


















































A. HIGH PROFIT, fast-moving CHORE GIRL, 
the all-copper, non-rusting, non-splintering pot 
cleaner that’s kind to women’s hands. 





“Mr. Merchant: It’s the more rapid 
turnover sellers like me, CHORE 
GIRL, that make up for the slower- 
moving items in your store. My HIGH 
profit, plus the fastest sales of all 
copper pot cleaners make it good busi- 
ness for you to keep me well-stocked 
and well-displayed on your counters 
and shelves. I take up so little room 
... but I pay you a BIG profit for 
that little space. 

“Your customers know my quick- 
cleaning, no-rust, no-splinter qualities. 
They’re used to seeing my lively ads 
in Life, Better Homes and Gar- 
dens, Country Gentleman, Good 
Housekeeping, Saturday Evening 
Post, Family Circle, Farm Jour- 
nal, Woman’s Day and in Nancy 
Sasser’s widely-read Buy-Lines. So 
. . . keep me in plain sight to remind 
your patrons they need me and you'll 
show handsome profits . . . 


AND | MEAN PROFITS!” 


CHORE GIRL 


METAL TEXTILE CORP. ° ROSELLE 19, N. J. 





















Which holds more? 


pwrmet te peees ccc ee ew cnn 


the SQUARE? 







@ The diagram above gives 
you the answer. By actual 
area measurement, the 


square holds over 27% 
more than the circle! 
@sMAGIKAN was de- 


signed in the modern man- 
ner, and with a purpose— 
to offer the consumer a 
more beautiful step-on con- 
tainer with maximum func- 
tional utility. MAGIKAN 
holds more, conserves 
space, fits snugly into cor- 
ners. The trend in mod- 
ern housewares and appli- 
ances is toward squared 
design. MAGIKAN leads 


the step-on container fiele 


THE modem) 


STEP-ON DISPOSAL CONTAINER 


#Mr_ Retailer, 
plenty to talk about 


here’s. real sales ammunition, 
beauty unsurpassed, prac- 
tical utility that’s unique, and a price that’s right! 
Stock just four models, and you have a complete 
line ‘This means less inventory, faster turnover, 
and greater profits. It will pay you to stock the 


new MAGIKAN! 
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Buyers! Here's sales-making 
— eer 
news exclusive with...BLISSCRAFT! 





A sensation when it appeared on the 
market — Blisscraft’s uniquely styled butter 
dish became an immediate best-seller! 

Now —here’s the same appealing design in 
pitchers and tumblers — to capture a home- 
maker’s fancy — and suit her budget, too! 

@ Two-toned all-purpose beverage server, half clear, 
half opaque, in brilliant shades of red, yellow, green, 
and blue. 

@ With handy ice retainer spout — pours without © Matching 10 and 12 oz. tumblers in same glowing colors. 


dripping — easy to clean. ; 
e Also comes in crystal-clear plastic — the only tumbler 


®@ Made of famous, durable Styron — odorless, taste- , 
of this type on the market. 


less, chip-proof. 
@ Perfect for refrigerator storage — cools twice as e And beautiful jewel tone plastic in translucent ruby, emerald, 
fast, compact, space-saving. sapphire, amber — 12 oz. size only. 


FLASH! Just off the mold are these brand-new additions —_/ 
to the Blisscraft Matched Design line . 


Attractive 12 oz. 
Tumbler-cup... 
opaque with clear 
easy-grasp handle. 
Ideal for hot or 
cold drinks, for in- 
door-outdoor enter- 
taining, for chil- 
dren’s use. 


TICS AND WATCH THEM MOVE! Hollywood 38, California 
Writ i 


NOW for price list and catalog sheets! 
OF HOLLYWOOD 
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Multi-purpose con- 
tainer. Perfectly 
sized for refrigera- 
tor, table or pantry. 
Holds 26 oz. Red, 
yellow, green, blue, 
with raised clear- 
view lid. 


5 oz. juice tum- 
blers, clear and 
opaque. Com- 
pletes the tum- 
bler set. 














WATER 
HEATERS SELL 
THEMSELVES! 


“Put me out where folks'll see me . . I'll do 90% of 
your selling for you. All you have to do is close the 
deal . . get the signature on the dotted line! 


“That's easy, too, because Mrs. Home Maker will 
marvel at my beauty and utility . . and, the man of 
the house—who clings to the family purse strings— 
will cater to her whims when he glances at my 
amazingly low price. SUCH VALUE! 


“‘Low price, yes .. but your fair profit’s there. You'll 

profit more with the sale of Wagoner Water Heaters 
and Ranges than any similar items. 

“MAIL THE COUPON BELOW for 1950 Wagoner Book- 

let in color, showing complete Wagoner family 

- of Water Heaters and Ranges. 

It gives complete facts, too!" 


MR. W. G. WAGONER, President 
America & Southern Corp., Nashville 10, Tennessee 


Please send me booklet H-45 which describes the complete line of Wagoner 
Products—free of charge and without obligation, of course. 


a eee 





STORE NAME 





ADDRESS. 





CITY. 











Ci CHAIN 


INSWELL PROOF COlL 


INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised... known 
and preferred by chain users in every type of business. 


LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 


LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all standard 
welded chain types and sizes. 


LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT 


7. we ee ee 
BB. BB 
LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, hooks 
and other accessory fittings make ours a “one-stop” 
chain supply service. 


COLUMBUS McKINNON 


CHAIN (OR 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES NEW YORK e¢ CHICAGO ¢« CLEVELAND «© SAN FRANCISCO 
her Factories at Angola, New York, St Cath nes ntor and ha est 7 SA 
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The New 1950 


SHEAR 
MASTER 





(Model 900) 
Brings Your Customers All the Features 


They REALLY WANT! 


ROOF Col 


Powered hy 
BBB COIL 
BRIGGS & STRATTON 





4-cycle 


isiness, 12h p Engine 


IGHT LINK 





Lists at Only 


$19950 


{. 0. b. factory 





TIMKEN 
BEARINGS 





WORCESTER LAWN MOWER CO. 


* 


More Quality for Less Money Than Ever Before! 










THE ONLY 
KIND OF FARM A MODERN, EFFICIENT 


THAT DOESN'T DEEP WELL 


NEED A Bite vole wal fc 
Sultow tare PUMP 


1S ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 














ae 






Exterior view of 
Peerless Deep Well 
Reciprocating Pump 
complete with 
Fittings and Tank 








Bull frog farms don’t 

need Fulton Tarps, but there are 
5,859,169 other farms in the U.S.A. | 
that do. Every farmer is a potential 































| Deep well pumping economy 


customer for one or more triple | 
strength Fulton Tarps of | FOR FARM, RANCH AND HOME 


1,000 uses. Here is a most dependable, economi- CAPACITIES: 
cal way to lift water from deep wells. 200 to 1900 gallons 


It is one of the complete line of reli- per hour 
| able, easy-to-sell, profit-making 


| >) . 
| Peerless pumps and water systems 


that will fill all your customers’ needs. LIFTS: 
Whatever the lift, capacity, method 6” and 9” stroke 
of pumping or pressure required, one for lifts to 1000 feet 


Quick, easy-to-use, economical of the complete line of Peerless Water 


Systems will meet your customers’ 
requirements for water under pressure MOTOR SIZES: 

+ H : . | at the turn of the tap. Find out today V3 to 3 h.p. 
Fulton Tarps, nationally advertised in about the profit possibilities of the 


Peerless line. There are a host of water 


weather protection for every purpose. 


farm magazines, offer you a strong 





system customers in your territory PRESSURES: 
roloh'd-TaikiiileMelil:Miitcladalelile ttt that will see to it that your profit Up to 40 pounds 
g . dising plan grows when water flows. Write today. and higher 






that will bring tarp customers 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


| Factories: Los Angeles, California ¢ Indianapolis, Indiana 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Lovis; Phoenix; Plainview, Lubbock, Texas. 


into your store. 











WRITE FOR OUR DEALER SELLING PLAN, NOW—ADDRESS: | 
FULTON BAG & COTTON MILLS, ATLANTA, GEORGIA | 


SulLOW enc & corr0n MILLS 


ATLANTA @ NEW ORLEANS e ST.LOUIS @ DALLAS @ DENVER 
KANSAS CITY, KANS. @ MINNEAPOLIS @ LOS ANGELES 
NEW YORK, 434 BROADWAY e WINTER HAVEN, FLA. 

















WATER SYSTEMS 


THE COMPLETE LINE 
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THE PECK 





NOTHING IS 
MORE HARDWARE 


THAN TOOLS >K 
WorIH 


THIS 


— Bar 


(edit ce _ 
te ENPOSES 
————E and 
~> NC “ os m BUILDS 
MA MP See INPULSESALE 
eS VUE 
PROFITS 


TOOLS ARE MATCHED — _ IN ATTRACTIVE STAFFORD-FINISH 
INDIVIDUALLY PRICE-TAGGED -— GUARANTEED 


ASK OUR DISTRIBUTORS’ SALESMEN | 


THE PECK, STOW & WILCOX CO. SINCE 1785 SOUTHINGTON, CONNECTICUT, USA | 
| 











A YEAR AROUND GARDEN TOOL 


Quick Sales - Profits 
SEEDING 


Scatters seed evenly 
over a three foot swath. 
Adjustable for differ- 
ent seeds. Ideal for 
complete lawns, or 
sowing small plots. 























THE SPRINKLER _ 
THAT SELLS ITSELF ©. 


Red Branc 

one simpl 

Here's the fastest selling, hottest item in the |‘ *'” $2.98 for longer 
field. Watch your sales pyramid when your custo- RETAIL 

mers’ neighbors see it in action! The Avon Model Keystone 

950 Oscillating Sprinkler covers every inch of large wires of F 

areas (over 1500 square feet) slowly . . . eliminates FERTILIZING rust-resist 


Fill with powdered fertilizer. 
Pace back and forth over area, 
squeezing handle at each step. 
Fertilizer is spread evenly, with- 


puddling and run-off, provides thorough irrigation. wire cont 


It’s completely rust-proof and weighs less than 41/7 


lbs. Fully guaranteed. Fair trade retail price only aaa plus the F 
$14.95. Nationally advertised in House and Garden establishe 
and House Beautiful to bring more customers and worth cas 
more profits to your store. So, keep. 

. , SANDING aN =~ story: “‘It 


Also included in the Avon line are the #700 | In winter keep = 
Rotary Sprinkler at $4.95 F.O.B. factory and #400 | with clean, dry 


. ° : sand. It will quick- 
Garden Irrigator with head elevated | ly spread sand over — 


ie 6 Sde. eos 
4 ft. at $4.95 F.O.B. factory. | Wis and drive- 
s 


3 ways. ~ gos ie. LCR a ee ee! 
Place your stock order with your ae 
jobber now or write our home ; Anyone can operate Seed- 
. . . ‘ Give your lews th F ° ° 
office for descriptive literature. Gell Groen lnatr"soat master. Demonstrate it right 
in your store and make a 
sale. Smartly packaged it 


attracts attention on your 
FLOWER IRRIGATOR shelves. Selling at the popu- 
MODEL 400 
AVON ROTARY SPRINKLER 
MODEL 700 
THE FAMILIAR LINE OF 


lar price of $2.98, it gives 
YELLOW SPRINKLERS 
















you a good profit. See your 
jobber or write: 


-SEEDMASTER 


1214 THIRD STREET SOUTH 
MINNEAPOLIS 15, MINNESOTA 









— 





——— 


KEY! 











WORCESTER 4, MASSACHUSETTS 


A DIVISION OF GENERAL SCREW MACHINE PRODUCTS, INCORPORATED | 
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this sales sto ry 


really pays off... 









RED BRAND FENCE 





is galvannealed 


for longer life 


It’s easy and profitable to tell the 
Red Brand sales story. You can sum it up in 
one simple sentence: ‘Red Brand is Galvannealed 
for longer life.” 


Galvannealing is the special 
Keystone process that fuses zinc to the strong steel 
wires of Red Brand Fence. This forms a lasting 
rust-resisting coating. In addition, Red Brand fence 
wire contains copper for extra rust-resistance. 


Red Brand’s excellent reputation, 
plus the potent promotional effort behind it, has 
established a demand for Red Brand Fence that’s 
worth cash profits to you... . now and in the future. 
So, keep selling Red Brand by selling the Red Brand 
story: ‘‘It’s Galvannealed for longer life.” 


RED TOP STEEL POSTS 

For a complete fence line, stock and 

sell Red Top Steel Posts too. They are 
made of tough, springy railroad steel, re- 
inforced four ways. Can’t rot, split or burn. 





























| | Se 
es Wx eakses: 


RED BRAND PLAN UNCOVERS NEW BUSINESS 


The Red Brand selling plan builds your over-all business 
by developing new sales. You'll increase your 

fence business as well as boost sales on all merchandise 
you carry. Ask your Red Brand representative about this plan. 


KEYSTONE STEEL & WIRE COMPANY pPeciia 7, tinois 























Makers of Red Brand Fence- Red Top Steel Posts» Non-Climbable Fence~ Nails + Bale Ties »« Gates» Keystone Poultry Netting 
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TESTED TIPS 
THAT SELL 


HOREMASTER 


GARDEN TRACTORS 







Lisi tm -1°10),45 35 
SHOWS YOU 
ae) | ree 


it’s yours 
for the 
asking 


There’s no“mumbo-jumbo” in this booklet. It tells you 
the “do’s” and “dont’s” of successfully selling Chore- 


master Garden Tractors. These “Tested-Tips” have ' 


resulted in successful selling that has made Chore- 
master leader in its field. If you would like to obtain the 
profits available to Choremaster dealers, write for this 


booklet. One wheel garden tractor. 1, 2 
C~AY 

en and 3 H.P. models. For all lawn 
. and garden chores, snow plow- 
ing, woodcutting, spraying, etc. 


iow $] 3200 + ns 










<n aianiiggs ae age ggia Aragla nig ch ieaina 

j Choremaster Div., The Lodge & Shipley Co. j 

i 828-4 Evans St., Cincinnati 4, Ohio 1 

CHOREMasrER : [_] Please send me your booklet "Tested Tips ; 
DIVISION Q that Sell Choremaster.” i 

: (_] | am interested in a dealership. ' 

THE LODGE & SHIPLEY § ; 
COMPANY g Nome ———— 4 
828-4 EVANS ST. ; er ae ee ; 
CINCINNATI 4, OHIO + 1 
9 ee ’ 

* 
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| Black Leaf 40 is a safe, reliable, pe insec- 
ticide, backed by many years of successful use as a 






io 


spray, dust, delouser, dip, drench and repellant. 
Home gardeners, farmers, poultrymen, orchardists, 


vegetable growers, flower growers, and stockmen use 


this well-known product. 


t 


- Black Leaf 40 is nationally advertised in thousands 
of publications. It sells every month of the year, ~ 
reducing your inventory by replacing numerous |. 


seasonal, one-purpose items. It pays you to stock |» 


Black Leaf 40. 


TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 


RICHMOND, VA. + SAN FRANCISCO, CALIF. 


peviaste, pepenvaBie PEST/C/DES since 


Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 
handle with . 
absolute eo ee f 
confidence. 


Model 76A Power King 


A thoroughly dependable power job 
Completely modern design, precision 
built. Many desirable features: — Alumi- Unquestionably 











Model 550 Deluxe 


the 


num alloy castings. Tubular steel handles. finest hand mower 
Attractive baked enamel finish. 5-blade we have ever built 


ball bearing reel with take-up for wear 
20” cut, adjustable for height. Positive Popularly priced. 


Light, modern, 
smooth running 


In- 


clutch. Highly reliable power unit. Rug- vestigate this excel 


ged tires. Weight 87 Ibs. lent selling item 


Information on request. Write today! 


AST FOS MANUFACTURING CO. 
) m Springfield, Ohio 


POWER & HAND LAWN MOWERS 
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NEW PRICE BOOK 
NOW READY FOR YOU/ 


ec- Completely revised price data and 
descriptive material on the profitable Milcor Line 





Here’s a “must” for your files — a hand- The new file-size Milcor Price Book 
book to keep within easy reach at all times. gives you all you need to know to order 
It’s the new Milcor Price Book, completely and sell Milcor products. And it’s organ- 
revised as of April 1, 1950. It’s hot off the ized for instant, time-saving reference. 
press, and yours for the asking, if you are Mailing date is April first. Be sure to get 


an established dealer. your copy. Write on your letterhead today! 





Formerly Milcor Steel Company 
4063 WEST BURNHAM STREET @ MILWAUKEE 1, WISCONSIN 


Baltimore 24, Md. ® Buffalo 11,.N.Y. © Chicago 9, Ill. © Cincinnati 25, Ohio @ Cleveland 14, Ohio © Detroit 2, Mich. 
Kansas City 8, Mo, ® Los Angeles 23, Calif. © New York 22, N.Y. © Rochester 9, N.Y. ® St. Louis 10, Mo. 


New Milcor Gardeneer Tool Rack: Milcor Gardeneer Pick-up Cart: . 











Iwo MrtcoR 


Garden Leaders / 
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Low-cost — made of strong, heovy- 
gauge steel, channelled for rigid dur- 
ability. Keeps a dozen gorden or 
household tools neatly and safely in 
place. Top member is a slotted shelf 
mounted on two sturdy brackets; bot- 
tom member hos holes to receive 
tool handles. Punched to mount with 
screws or nails quickly ond easily 
on 16” or 24” studs. 





Low-cost — made of heavy-gouge 
steel with fluted sides for extra rigid- 
ity. Holds several bushel basketfuls 
in one load (measures 28” front to 
bock, 18%,” across). Balonced for 
easy handling — all weight rests 
on two wide, rubber-tired wheels. 
Double stand for perfect stability. 
Tilts to ground for loading or ynioading. 


@-187 
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Sell fast with FAST SELLING 
Carleo Quality Housewares 


Sizes 15", 18", 24", 30", 36" 


MODERN DESIGN Carlco FLOWER BOXES 


Handsome-attractive rich pastel colors: green, orange, yellow 
and blue. 
New Easter White Line. 


Durable enamel finish; all-steel construction. Reinforced cor- 
ners, drains welded in. For both outdoor and indoor use. 


PORTABLE PICNIC 
REFRIGERATORS & ICE CHESTS 


Three Convenient Sizes for Fast- 
Selling Fully-insulated, welded 
heavy gauge steel construction, 
plated hardware throughout. 
Sturdy and durable, fold-a-way 
cover, non-breakable hinges, rust- 
proof, water-tight, galvanized, 
soldered inner lining. Removable 
water-tight ice container, blue or 
green finish. No. 10—Small-size— 
17"'x81/."x11'/2"—approx. 10 Ibs. 
No. 12—'Tween  size—7?0"x10"'x 
12'/4""—approx. 12 lbs. No. I5— 
Large Ice-chest, 2134"x!0!/_"x 
14!/2""—approx. 20 Ibs. 


‘arleo BAKE-ALL 
THE ALL-PURPOSE BAKER 


For better roasting, baking, toast- 
ing and heating. Sturdy construc- 
tion, handsome aluminum cover; 
aluminized grill base with new, 
quick, heat principle. Rust-resis- 
tant, non-tarnishing. 


@ IT BAKES 
@ IT TOASTS 


@ IT ROASTS 


No. 2A—Individual packaging 
No. 2B—Bulk (nested) packaging 





Write today for complete information 


CARLISLE MFG. CO. 


Dept. HA15 138 Avon Ave., Newark, New Jersey 


Mfrs. of Portable Ovens, Humidifiers-Radiator Covers, Camp Grills, 
Window Ventilators, Floral Planters. 











“CHIEF” 
PORTABLE PIPE THREADER 


The sensational successor to the famous Quijada Model 3-A. 
Specific design improvements from stem to stern carry the new 
Chief many stridés forward in doing better, faster, cleaner 
pipe threading work. Range from '/2" to 2". Optional '/2" 
and 3%" pipe—¥%" and 1'/4" bolt. Low price. 


Self-lubricating. Fully portable. Clean ASK YOUR JOBBER OR 
work area. Full chip pan. Push-pull WRITE FOR CATALOG 
switch. Audible Thread-length gauge. 


Automatic chucking and new speed hen- QUIJADA TOOL COMPANY, e INC. 


dies—among the features carried by ° 
the new CHIEF. It will pay you to get 5474-76 Alhambra Avenue 


all details teday. Los Angeles 32, California 












MANDRELS 


In many sizes and made of strong, 
heavy cast iron at no more than average 
prices. Each MANDREL has two ma- 
chined steel-faced collars and one pulley 
and can be purchased with double or 
single ends) MANDRELS are popular 
items and good sellers. 


Write today for free catalog showing 
various sizes and types. 


PATTON 


TOOL COMPANY 


76 Merrick Street 
West Springfield. Mass 
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The wide selection of chain available to you is the secret of 
more sales for McKay “Engineered” Chain. This selection enables 
you to fill every customer request for chain used in farm, home, 
shop and factory. 


When you handle McKay “Engineered” Chain, you can sell 
your customers with the confidence that you are giving them good 
chain—made in the most modern chain manufacturing plant in 
the country with equipment that is specially designed by McKay 
Engineers. 


Tell your McKay jobber or representative the types of chain 
that are best sellers in your area and let him show you how you can 
sell more chain, more profitably, and with less effort when you 
handle the McKay “Engineered” Chain line. 


Ss 


~— 


WELDING ELECTRODES ... COMMERCIAL CHAINS . . 
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a> 440 McKAY BUILDING - PITTSBURGH 22, PA. 
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TIRE CHAINS 









} a 


Ihere’s a McKay Chain 
for Every Use 


for Farm... 





Chains - Stage Trace Chains - 
Stretcher Chains - Halter Chains 
- Wagon Chains - Breast Chains 
- Tie-out Chains - and many 
others. 


for Home... 





- Twist Link Machine Chain 
Victor Pattern Coil Chain 
Sash Chain - Repair Links - Tow 
Chains - Tire Chains - Jack 
Chains - and many others 


for Shop... 






- McK-Alloy Chain - Hi-Test 
Chain - Sling Chain - Proof Coil 
Chain - Iron Dredge Chain - 
Steel Shovel Hoisting Chain 
and many others. 














LOWER PRICES 
HIGHER QUALITY ,’ 
BETTER ae 


> | 


Soquice of Yoo Seller or Deal 


Spring is right around the corner. 
Anticipate your requirements. Buy accordingly. 


BUY THE FINEST e BUY PITEGOFF 
Don't get caught with your brush stocks down. 














ie | 


a mee 3 Comal 
Complete Lines of Brushes 


are now available 


Uy _NYLON— 


70%, Bristle 
DUOTIP with PITOLIN 
30%, Horsehair 


J 








100%) PURE BRISTLE with PITOLIN 





THESE BRUSHES MAY BE OB. 
TAINED IN ALL SIZES AND TYPES. 


-_— 


More lines of brushes are 


No. 270 HOUSEHOLD ASSORTMENT 
with FREE COUNTER DISPLAY 





PLASTIC HANDLE HOUSEHOLD ASSORT- 
MENT WITH FREE COUNTER DISPLAY 


Complete line of 
ARTIST BRUSHES 


FOR SMART MERCHANDISING .. . 
MORE SALES . . . MORE PROFITS .. . 
BUY PITEGOFF BRUSHES 

















UT-1153 
PITEGOFF BROTHERS, INC. 


320 VAN BUREN STREET ° BROOKLYN 21, N. Y 





Made 
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COLORTREAD 


RUBBER BASE 


Concrete Paint 


———— 
~~ 1 QUART — 


(OIORTREA) 


Bas apeNT | 
FLOORS MADE WITH RUBBER 


RETE P TO WITHSTAND MOISTURE, 
DAMPNESS AND ALKALINES! 



















a [GREEN | 


EASY TO USE—thins with turpentine. Solves 
the problem of painting concrete below 
grade. 


UT-1153 








BLACK 





WITH TREMCLAD ALUMINUM : 

YOU PAINT RIGHT OVER & 

RUST. TREMCLAD SPREADS & 

EASILY, SAVES HOURS & 
OF RUST SCRAPING. 











ALUMINUM 


TremClad penetrates through rust—binds rust 
to metal— prevents further rusting. PRIME and 
FINISH in one coat. 


TREMCO 


SOLD BY HARDWARE AND 
PAINT JOBBERS. WRITE US 
FOR FULL INFORMATION 


Made by THE TREINCO MANUFACTURING co. 8701 Kinsman Rd., Cleveland 4, Ohio 
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AT APPLIED FOR 


SD pracemaglie 70 


This versatile new unit is completely flex- 
ible—enables you to make seasonal or 
merchandise changes quickly, easier than 
ever before! Adaptable to any type mer- 
chandise! Attractive, open type displays 


Send today for complete information on the : : 
present a maximum amount of goods in 


Spacemaster 70 unit. Write Dept. H. A. ses a 
minimum space! 
REFLECTOR-HARDWARE CORPORATION 
WESTERN AVENUE AT 22nd PLACE 
8, ILLINOIS 





Mark your merchandise. Better in- 
formed sales personnel add sales and profits 
. make satisfied customers. Universal DISPLAY TICKETS 
Price Marking Systems are bound in per- 


manent book form to provide the utmost ° a 
convenience in pricing. Colorful, attractive The Marking Pencil 
| 


tickets available in playing card stock and 


gummed stock. Volumes for Display Tickets, | 
Bin Tickets, Moulding Tickets and Sales WRITES ON 


Promotions. Special Sets for quantity buyers. 
EXTRA HEAVY LEADS 


Also complete line of display hardware. Ask } 4 
your jobber today for Universal Price BIN TICKETS EVERYTHING | THAT DON’T BREAK 
Marking Systems. If not available write e IN 6 COLORS 
direct to Dept. E. , RED YELLOW GREEN 
LisTO’s big, thick leads make BLUE BROWN BLACK 
clear, easily read prices on every- Solid colors to the box 
a inses store. wae - glass, 
metal, plastic, paper, cellophane — 
or od — surface _vooe find Only LISTO has the 
merchandise moves faster — that “ ” 
you get your full price and profit patented"GRIPTYPE SLEEVE 
on every item in your store. This tapered metal sleeve grips 
Lara LISTO pricing saves clerks’ and the entire length of lead "Pre- 
y] SPECIAL SETS cunapanees’ iene. Cuts out loss- vents breakage and the leads do 
4 es from costly errors at time not fall out! Change leads in- 
1 FOR QUANTITY BUYERS of sale. LISTOS are quick stantly. Quickest, easiest-to-use 
and easy to use. No broken marking pencil in the world! 
leads —no sharpening need- 
ed—no wasted stubs. 
peeres> epee Marking = An EXTRA sleeve in 
: every box of leads! 





Ask your jobber, stationer or paper supplier for LISTO! 


eh 


401 WAS > at : MINNEAPOLIS 15 LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
HINGTON ais ioli7 8 5 ° IN CANADA: LIST PR Ss, LTD., VAN VER, B.C. 
AVENUE SOUTH MINNESOTA ir PeOnets, ae peers. 
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IDENTICALLY 
MATCHED COLORS 











AGA > 
WG CZ Mlisy SHS, Yj) i V 
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FLATLUX il 


tial -Meolal-eraeyeh Mocelim sleliali 
MADE WITH OIL 


SATIN-LUX 


semi-gloss enamel for 


Well tMmeolaleMm Zeleleho cela a 


GLOS-LUX 


high-gloss enamel for 
walls, woodwork, 


av) ololelelgok wma 


oe P 





%& 


You'll sell three times faster ...earn three times more 
with BPS Identically Matched Colors pouring profits 
from your shelyes. Sell a can of Flatlux and you open 
the door instantly for sales of Satin-Lux and Glos-Lux. 
One gets you two...two gets you three when youre 
selling BPS Identically Matched Colors. Write today 
for full facts on protected territory ... protected profits 
with an exclusive BPS territory Franchise. 


THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 







Please send me complete details about BPS Identically 


Matched Colors. 


Name 


Address 


/ i J 
Ye , wh, CEH 
A 
































ADD THIS FAMOUS FAST SELLING 
LINE TO YOUR BUSINESS 





COOLERS 
~ 1 Ag 
meee or 


yy JUST 


A FAN 


SNO-BREZE 
COOLS THE 
AIR TOO! 


Retail 


+ 
A SMALL INITIAL ORDER AND YOU'RE IN 
THE PROFITABLE AIR COOLER BUSINESS 
WITH THIS COMPLETE SALES PACKAGE: 
gm Tested and proven Sno-Breze units fully guaranteed. 
g Complete selling, installing and servicing details. 
2 Eye catching, interest arousing animated display. 
A Counter cards, string tags and direct mail material. 
2g Mat service and cooperative advertising program. 
100° company paid newspaper ads in leading markets. 
Heard on several coast to coast radio networks. 


Seen in LIFE, TIME, BETTER HOMES & GARDENS 
and other leading national consumer magazines. 


3O 30350 


Get this Sno-Breze sales package, NOW 


and watch your profits Snow-ball! 
MAIL COUPON TODAY FOR FULL DETAILS 













ol PHOENIX. ARIZONA DEPT. # -2 


WBranches in Los Angeles, Cal., Dallas & 
Lubbock, Texas 


, ye rush details on Sno-Breze sales package 
We are dealers Distributors [] 

B FIRM 

- ADDRESS 

§ city ZONE STATE 


41 YEARS AIR CONDITIONING LEADERSHIP 
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WITH - ° 
THIS 
LABEL 
ON 
IRONING BOARD 
COVERS 


Ever since Asbeston Ironing Board Fabric 
(woven with asbestos) was introduced back 
in 1945, it has been piling up sales records 
for manufacturers and stores who feature 
this label. Invented for life-saving in Navy 
fire-fighters suits, Asbeston now contributes 
to safe living. That’s why it out-sells other 
covers—women gladly pay a little more 
because: 


with ASBESTON you can say: 


e “It’s non-burning” e “‘It's longer-wearing”’ 
e “It gives smoother, quicker ironing” 


e “You get ‘professional’ looking work” 


Made by Textile Division © 
UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas + Rockefeller Center, New York 20, N. Y 
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* #310-Futuro Salad Set. 
Set contains one 10” bowl, 
one 7" bowl, nest of four 

5" bowls plus salt & pepper. 








COMPARE 





BURRITE BY EVERY STANDARD 


IS TODAY'S 


Merchandisers learned long ago that increasing “eye 
appeal” automatically increases sales...that's a fact 
everyone knows, but at times overlooked ...Color 
enhances the appearance ... brilliance attracts the eye. 
Burrite colors are without question the most colorful, 
permanent too... (Pure true color all the way through). 
Burrite original designs... first in consumers’ prefer- 
ence ...designed for practical needs ... modern styling 
for smartness and beauty ... Burrite products sell bet- 
ter because they look better... that kind of leadership 
is the result of one thing ... our determination to always 
create, design and manufacture select-quality merchan- 
dise that will give satisfactory service for the longest 
possible time... construction throughout is sturdy and 
rigid. Top quality products... sell faster... make big- 
ger profits...the price is downright attractive for 
today’s competitive market. Write for prices, samples 
and information. : 


PRODUCTS 






























*% #303-Futuro 
Salt & Peppers 
Dimensions: 3" 
high x 154" sq. 










BEST VALUE 






* #301- 

Futuro Fruit & Salad Bow! 
Dimensions: 10"sq. x 3"deep 
Capacity: 7 pts. 


* #307- 
Futuro Fruit & Salad Bow! 
Dimensions:7"sq.x 2% "deep 
Capacity: 2% pts. 


Dimensions 10” square 
#300- 

Futuro Fruit & Salad Bow! 

Dimensions: 5"sq.x 1%"deep 

Capacity: ! pt. 


* #309-Futuro Center Piece 
Bowl. Dimensions: 12” square 
x 2” deep. 


Other Burrite Sales Leaders 


* #122-Utility Bowl *® #123-Hande Pitcher 
Dimensions: 455"dia. 25s"deep Dimensions: 8%" high, 8" long 


“wide. Capacity: 2 qts. 

# #117-Fruit & Soloed Bow! |? stg ita 
Dimensions: 5"dia.x1*s"deep * #125-Hande Cookie Jar 

: Dimensions: 8" dia.7's" high 
*® #121-Fruit & Salad Bow! Capacity: 4 qts. 
Dimensions: 9"dia. x 2%"deep 
*% #306-Honde Batter Bow! 
* #207-Fruit & Salad Bow! Dimensions: 7"dia. 4%"deep 
Dimensions: 11"dia.3%3"deep Capacity: 3 pts. 


*% #308 - Jumbo Shokers (Salt 
& Pepper) Dimensions: 3” dia. 
x 4" high. Capacity: 10 ozs 


* #115- 
Birthday Candle Holders 


Futuro Line available in the 
new metallic copper-tone color 


3831 VERDUGO ROAD, LOS ANGELES 65, CALIF. + CABLE ADDRESS “BURRITE” 
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N.Y. Representative: H. G. Salzman, Inc., 1150 Broadway 






% #302 -Futuro Divided Plate 
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Write for Catalog No. 19. 
Contains complete listings of 
Safe’s Builders Hardware. 
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Bevel 
Sell The Southington 


: 2 


Wood 








Southington Hardware Mfg. Co. 


Southington, Conn. 


Stock this Complete Line 
4 =~ 


Manufacturers 
of SY ; 
patts CY, Hilecldy 


MINNOW TACKLE BOXES 


BUCKETS ; 
With My Buddy Tackle Boxes on your shelves you 


Write now for new 
Catalog H-45. The 
only catalog in the 
industry that shows 
oll products in 
octual color 


never have fo turn away any prospective pvr- 
chaser! There's a My Buddy style and size to 
suit every fisherman's fancy! Yes, with My Buddy 
you can supply them all. You're sure of more 
profit . faster turnover . . when you stock 


Y the complete line of Tackle Boxes . . My Buddy! 


STRATTON & TERSTEGGE CO. 


Ce Oo eee ne cee eee | 


PO BOX 1859 LOUISVILLE 7 K 
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JEALERS 


TO MAKE STEADY PROFITS 
ON THIS FAST SELLING 


AUTOWASH™ 
BRUSH 


over 90% mark-up 
YOUR PRICE ONLY . . . 2.00 
RETAILS FOR... ... 3.49 










“AUTOWASH” BRUSH IS EASILY 
ATTACHED TO ANY GARDEN HOSE 


Here is your opportunity to add a fast AUTOWASH rinses as it cleans, and will make Spring 

selling, profit packed item to your sales. cleaning a pleasure. Remove the toughest dirt from 
‘ car, windows, screens, outside walls, and other clean- 

AUTOWASH, the popular labor-saving ing jobs around the house and garage. 

brush, is a faster, easier way to quick Hollow cast aluminum head is 3%” in diameter, and 


° ° soft horsehair bristles flare to 4”. Handle is of alu- 
sales that will result in over 50% profit minum tubing 81%” long (longer handles available) 
for you. Everyone of your customers with brass connection, and a rubber bumper prevents 
° ° e scratching. Brushes are packed in individual display 
is a prospect. Cash in on the big de sean Sn Glammemnieems. 

mand for a brush that will make Spring 


cleaning easier. MAIL THIS ORDER COUPON 
TODAY 














Fett ee eeeee se eee ese sees ee tei 
AWANDY BRUSH for HOME & GARAGE . 
“AUTOWASH™ FREE Thiscoun- | FLOUR CITY BRUSH CO. 
"BRUSHES ter display, attrac- | 301 Sth Ave. So.—Minneapolis 15, Minn. 
tively printed in 2 | Pl , - ' 
colors, will be sent * | ease eend me doz. AUTOWASH Brushes, anc 
to you with your ! include display card. 
first order. ‘ (] Include newspaper advertising mats. 
. 





Name 


Address 


FLOUR CITY 


BRUSH COMPANY sti er 


MINNEAPOLIS 15, MINN. f not rated in D & B we will ship C.O.D. or you supply 








1950 





credit information. 
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— a LUCKY! 
® . 
T We just purchased a large 
and we pass the savings on 
CONTINUES TO SMASH ALL SALES RECORDS — 
<i 234,000 PLATE HANGERS | SIF 
7 
Tested, approved and guaranteed of th 
Bruce "500" line formerly (\ f 
$1.65 doz. (all sizes) \\ ip) s\ 
y 
Now $1.10 doz. 500/4 Geos 
500/6 | aac 
$1.50 doz. 500/8 | a 
- 
500/10 , 
Immediate Delivery — While Stock Lasts 
| Write! Wire! Phone! Y 
OU'LI 
"| BRUCE WIRE & METAL PRODUCTS | =: 
| 1202-1208 B tA N York 59 aw 
H 2 ryan ve. ew Tor 4 
Complete with 3 Telephone: DAyton 9-3999 eed fror 
Interchangeable or your nearest distributor eddies 0 
Stainless Steel Discs gal somennennmnin - fan blad 
PR A seul? design n 
Also in all chrome $7.95 to much 
baked-c 
OVER 6300 lines of NEWSPAPER “whispe 
EDITORIAL COMMENT TO DATE IN “million 
AMERICA’S LEADING NEWSPAPERS. . 
or 4 
foams tiene! sslad ff Now Shred-O-MathasaSTAIN. evap. 
recipes. LESS STEEL hopper and guard Your customers will get along like coole 
as well as STAINLESS STEEL newlyweds with their electrical 
Discs! Shred-O-Mat performs appliances, if the cord sets are REA 
Loy miracles on vegetables and CORNISH ... the sure guarantee of — 
fruits. One-half hour's hand perfect contact and long wear... ON 
shredding, slicing or grating, the happy farewell to CORDelirium! YO 
done in minutes. Handy new — 
Potatoes for frying, cucum- portable device whizzes through 
bers for canning, every vege- every shredding job. Good-bye Dearbo 
table slicing job. . . 
to skinned fingers, marred table territor 
IT GRAT tops, rusty gadgets ... and it’s careful 
so easy to clean! Order now! CORD ak : 
point y 
wat APPROVED BY UNDERWRITERS LABORATORIES born eV 
ee Selected by leading manufacturers . . . Ask 
Safely, chocolate, cocoanut, why not by You bis 
cheese, aes, — for tniieins Heentes p => rf 
ai aepaaniieeel Post A full line of Flexible Cords 
Ladies Home . . ° 
“Gow even mabe "oma for the Repair and Service industry, 
@ Good ‘ ° . 
Housekeeping obtainable through Jobbers and Distributors 
OVER 33 MILLION READERS! 
+ Fair Trade Retail WRITE TO: DE/ 
@ > CORNISH WIRE COMPANY, inc 
mill fe" \. Offices at 583 
1S de = —— * 15 Park Row New York 7, N.Y. 


Angeles @ 1: 


CAN.O.maT JUICE-O-mat Kansas City, Mo. STEAM-O.mANIC e201-0-mat 
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fr a WILION DOLLAR” BREEZE 


TURN ON 


THE NEW 1950 Deorhborn 
SIFON- AIRE WINDOW FANE 


THE 


fan. 





id 


- turn on the breeze . . and turn on the sales, with thaw 
born’s revolutionary new SIFON-AIRE WINDOW FAN. With 
its brand new “Orchid Blade,” the Sifon-Aire is a distinct depar- 
ture from orthodox fan design — eliminating the whirlpools and 
eddies of air at center and tips that cause most conventional type 
fan blades to lose efficiency. This unique and exclusive Dearborn 
design makes possible an air volume delivery equal to or superior 
to much larger fans. Finished in handsome pearl-grey hammered 
baked-on enamel — quickly installed in most windows. The 
“whisper-quiet,” efficient Sifon-Aire will bring your customers a 
“million dollar” breeze — bring you a cool profit in increased sales. 
For double efficiency, team the Sifon-Aire with the Dearborn 


evaporative cooler..it will do a remarkable job of keeping 
cooled air on the move..to keep the comfort constant. 





READY FOR YOU—FACTS AND FIGURES 


ON YOUR MARKET READY TO HELP 
YOU GET MORE SALES AND PROFITS 





Dearborn has an exclusive MARKET ANALYSIS of your sales 
territory — vital facts and figures never before available. This 
careful fact-finding was prepared especially for you — to help 

point you to your prospects — to help you sell more Dear- 
born evaporative coolers and Sifon-Aire Window Fans. 





Ask your Dearborn salesman to give you 
this powerful selling information! 





of air per minute. 


cr 








. DWF-25B 
4 
REVOLUTIONARY NEW 


SIFON-AIRE WINDOW FAN 
New design, new finish, new 
performance. New Orchid 
Blade is the most efficient 
ever designed for exhaust 


Delivers 2,500 cubic feet | 














THE Swing- 
DEARBORN-AIRE DEF-228 


An outstanding advancement 
in cooler design and operation 
— new Swing-Front is another 
exclusive Dearborn feoture. 
Produces 2,200 cubic feet of 
cooled air per minute, bringing 
air conditioned comfort at 
lowest cost. 


THE DEARBORN-AIRE 
DEB-25 AND DEB-35 


Feature for feature, the best 
looking, most efficient and 
trouble-free coolers on the 
market. Designed for big cool- 
ing jobs, delivering 2,500 and 
3,500 cubic feet of cooled air 
per minute, respectively. 
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DEARBORN STOVE COMPANY 
CHICAGO e¢ DALLAS 


Offices at 5830 N. Pulaski Read, Chicago © 1700 W. Commerce St., Dallas © 3625 S. Grand Ave., Los 
Angeles © 1355 Market St., San Francisco @ 364 Nelson St., N.W., Atlonta © 629 Grove St., Jersey City 
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Dearborn Weather-Maker Evapora- 
tive Coolers and the Sifon-Aire 
Window Fan are nationally 
advertised in America’s leading 
magazines. 














UNCONDITIONALLY GUARANTEED 
TO BE OF FINEST — r 


A Fountain Brush of this quality has never before been offered at 
retail for less than $7.50. This handmade brush of custom quality 








» 


















scrubs—washes and rinses in one operation—Houses, Windows, LG ALL 

Screens, Awnings, Cars, Trucks, Trailers, Boats and any C ALUMINUM— 

other washable surface. The public is waiting for this A Light weight—no corrosive 
parts—will last for years— 


brush at this new low price—display them and 
they will sell themselves. The brush is 6 inches 

in diameter and fitted with aluminum handle 
to fit any garden hose. Suggest this 
brush every time you sell a hose— 
suggest a new hose with every 
brush sale and watch your 
profits climb. 


you can guarantee this brush 
to your customers without reser- 
vation. 


HAND DRAWN BRISTLES— 


Genuine Horsetail Mixture Bristles are hand 
drawn and rust-proof wire 23%4"' out of block. 


MAR-PROOF BUMPER—cGenuine scratch - 


proof rubber bumper that will not mark or mor any surface. 
No other brush at this low price has this feature. 


BRUSH REFILLS—zr pl ble brush el ts available at low 
cost. However, original brush element will last several years with 
ordinary use. 

EXTENSION HANDLES— 2, 4 and 6 foot aluminum pipe extension handles 


for reaching upsteirs windews, screens, etc., available at 60c per foot retail including 
coupling. 


a 











































DEALER: this is our No. 104 Brush which is sold only direct to dealer. Because 
of this policy of selling dealers direct, we are able to offer especially attractive 
discounts. Write for complete information and discount schedule. 


SUGGESTED RETAIL PRICES 


sects +R ee iar 


WITH TWO FooT WITH FOUR FOOT 
MANDLE ...- +s HANDLE ..... 
Four larger New Featherweight Brushes prices from $6.75 to $9.75 


K.C. FOUNTAIN BRUSH CO., 1230 OAK ST., KANsAS city, mo. 








Wright Fur Farm Netting is a qual- 


ity product. Those who have used 
it insist upon it for their repeat or- 
ders. It meets the test of time. 


Carefully woven from quality wires, 
heavily and brightly galvanized by 
the Wright process. 


GE WRIGHT wire co 


WORCESTER +: MASS. 





Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 
trade prices. 








STAR MANUFACTURING COMPANY 





DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 
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It's a Pleasure with 
REEVES TWIN PAILS 








Reeves detachable twin pails save time and 
material in housecleaning. 


Carry separately or together—easy to clean 

easy to store. Slip on—slip off, place one 
in the other and keep in place normally 
occupied by one pail. 


Light weight and sturdy, Reeves Twin Pails 
are hand dipped in pure molten zinc after 
forming. 
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PURE MOLTEN ZINC 








WRITE DEPT.-6 FOR DESCRIPTIVE. FOLDER 
EVES STEEL AND MANUFACTURING COMPANY * DOVER, OHIO 
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Stock these proven 





= for bigger tape 
profits now and 
for the future! 


URATE. 


Hers te. Proof! 


SALES HAVE BEEN GOING UP—[JP— UP 
EVERY YEAR FOR OVER 30 YEARS! 


Every year—for more than 30 years—sales of 
ACCURATE TAPES by dealers and distributors 
have increased. That’s why you can count on 
big profits now and even greater profits next 
year. It’s good business to stock and sell ACCU- 
RATE TAPES. If you do not carry them — join 
the big parade of dealers cashing in on this 
nationally advertised, nationally accepted line 
of proven profit-makers! Don’t delay — get all 
the details, now! 


WAREHOUSE STOCKS AND AGENTS strategically 
located throughout the country. Write for name of 
wholesaler nearest you and new illustrated catalog. 
Address inquiries to: ACCURATE MANUFACTURING 


es 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
I 
| 
1 
1 
| 
| 
I 
| 
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' COMPANY, -Garfield, New Jersey. 


if IT'S TAPE...1T WILL PAY YOU TO MAKE SURE 
"ACCURATE TAPE ‘Ge 
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BOOST Your SALES — 
with the Amazing New 


6-in-1Utility Tool! 


—— LD <<a —<aaD 
Suggested Retail 7 


697 to 79 | ——_ ae 


This virtual one-unit tool chest is the sales stimulating, fast selling, 
quick-turnover item that will BOOST YOUR SALES! Consists of durable 
metal claw hammer and 4 graduated sized screw drivers, which tele- 
scope into the hammer handle. Ideal as "'traffic builder’ and a 
"natural" for “impulse buying''—a ''must"’ in every home. 














LEP etAh LIER =8=6DISPLAY CARD 
‘ Colorful 
itself. 

able upon request. 


individual card sells 
Newspaper mats avail- 





5-in-| ball pein hammer set and 4-in-| screw driver set also available. 


SALT and PEPPER 
SHAKERS 


This modern, rich-looking set is 
made of solid polished aluminum with 
silver like finish. Has screw-on base 
and perforated holes—S for salt, P 
for pepper. A fast seller which is 
styled and gift boxed for quick ‘point 
of sale’’ purchase. $1.00 suggested 
retail. Newspaper mats available. 





Write for further information and illustrated literature. 





EARL PRODUCTS COMPANY 
Manufacturers 
717 N. Sangamon St., Chicago 22, Il. 


















For 
HIGHER 
PROFITS 


FASTER 
TURNOVER 





GET THIS NEW DISPLAY 


Contains 50 individually boxed pulleys— 
in the popular fast-selling sizes and bores. 
You make higher profits and have faster 
turnover when using this handsome, new 
3-color Counter Assortment with visual in- 
ventory control. Write your jobber for new 
low prices and full information. Also get 
the Congress V-Belt Display Assortment. 


CATALOG ON REQUEST 








CONGRESS *:::::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 
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UILD PROFITS 5 WAYS 





Today, as always, Starrett is the 
big name in the field of preci- 
sion measuring tools. Now 
better than ever, with new sell- 
ing features, Starrett Mechanics’ 
Hand Measuring Tools and 
Precision Instruments, Dial In- 
dicators and Steel Tapes offer 
you more than 3000 oppor- 
tunities to build greater volume 
and profit. 








IN 1950 





The fastest selling line, preci- 
sion made in a new, modern, 
streamlined plant by the world’s 
greatest makers of precision 
tools, includes Hacksaws for 
every job of hand or power 
metal sawing, Band Saws for 
cutting metal, wood, plastic, 
etc., (in a new handy reel dis- 
penser) and Band Knives for 
precision cutting rubber, paper 
and all soft or fibrous materials. 














For extra profit, feature Starrett 
Precision Ground Flat Stock. 
Oil and water hardening types 
in a complete range of sizes, 
individually packed in distinc- 
tive, new design envelopes with 
complete heat treatment infor- 
mation. A volume seller to all 
metal working, tool and die 
shops. 


Stock and Sell 









The Complete Starrett Line 
rejrerwuedas UY THROUGH YOUR DISTRIBUTOR 





Dial Indicators + Stee! Tapes + Precision Ground Flat Stock 
Hacksaws, Band Saws and Band Knives } 


(i) 
a Z 








‘Mechanics’ Hand Measuring Tools and Precision Instruments 
THE L.S. STARRETT CO. . 


World’s Greatest Toolmakers . 
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nylon] BRUSHES 
PLASTIC HANDLES 














SELL FOR 
BUY FOR 


PROFIT 


$43.50 
29.00 


cpanniomen $14.50 





*Here is the latest . . 


most popular sizes . 


. in the 
. stainless 


. nylon bristle paint brushes . . 
. with new plastic handles . . 
steel ferrules... packed in an attractive gold and blue retail 


counter display. 


Brush Assortment—* Suggested Retail: 


1 dozen 1" brushes to sell at .75 ea. 
1 dozen 11/2" brushes to sell at 1.00 ea. 
V2 dozen 2" brushes to sell at 1.50 ea. 
Va dozen 2/2" brushes to sell at 2.00 ea. 
Va dozen 3" brushes to sell at 2.50 ea. 


A.G. JACOBUS’ SONS, Inc. 














ee 


|) ON THEIR WAY— 
) 7p Bo0sT YOUR BUSINESS! 





“SALES-MAKER" ASSORTMENTS 


FROM EAGLE'S 
COMPLETE LINE OF OILERS 


Md 
/ 
\ PUMP OILER 


EAGLE 
#33 
ALL-PURPOSE 


PUMP 
OILER 








The most reasonably priced pump oiler on the 
market ... that means quick sales. 

The oiler ejects oil in a full stream or drop by 
drop by finger control. Just what’s needed for 
easy oiling around the house. One dozen oilers 
come in attractive “Sales-Maker” carton. 


DELUXE DISPLAY 
OF HYDRAULIC PUMP OILERS 


Six Eagle 
Hydraulic 
Pump Oilers 
are packed in 
a colorful 
counter 
display that 
opens like a 
book. Oilers 
come with 





YDRAULIC 


IONE 





nine inch 

spouts, ‘ 

straight and 2/1 ones pn 
bee = oR EASY O1LINe 

angle. a 


Eagle hydraulic 
pump oilers are positive-action oilers .. . easy to 
operate, easy to clean. Ideal for farm use, around 
machinery, and in small shops. Capacities—%%, 1 
and 2 pints. 


TRANSPARENT OILERS 
IN JEWEL DISPLAY 


The Eagle Transparent 
Oiler is one of the most 





|! 
| 
| 
| 
| 
| 
( 
| 
( 
| 
| 
| 
| 





. colorful 
fine oilers aoe 
CE FS today. Made 
rushes of transpar- ( 
A ‘ ent plastic 
material, ( 
Se Ss SS SSS SSS SSS SSS SBR eee < contents are 
= always \ 
Order TODAY from your JOBBER, or send this coupon. — visible. Oiler 
A. G. Jacobus’ Sons, Inc. makes a colorful item of kitchen equipment. ( 
770 Bloomfield Ave., Verona, New Jersey One dozen oilers assorted in ruby, emerald, 
iene: aiebay in sapphire and crystal. Recommended for oiling f 
— a vacuum cleaners, food mixers, refrigerators, door 
CJ Nylon Ruby Display cartons at $29.00 hinges and office equipment that requires a few { 
(] New Free Catalog drops occasionally. Fast sellers. 
ities ORDER FROM YOUR JOBBER { 
os | '4 _ EAGLE MANUFACTURING CO. | 
“i ™ tsa | DEPT. HA45 WELLSBURG, WEST VIRGINIA 
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Pick up a Lot of Extra Sales 


All over the U.S., Hardware Dealers are enthusiastic 
about this practical Garden Hose Merchandiser—and the 
extra hose business it will bring to them this Spring. 
For instance, Mr. Sheppard of Sheppard’s Hardware, 
Arbutus, Maryland, says:— 
“Besides being a very attraciive display, this hose merchandiser 
will save me much time and work. Many days last year | passed up 
displaying my hose outside the store because of the time and work 
involved. Now with the new Gates Merchandiser on wheels this 
work wiil be eliminated.” 
Over on the west coast, Mr. Hughes, owner of 
Hughes Hardware Co., in Cathlamet, Wash., told us— 
“1 want to have one of the merchandisers to roll out in front of my 
store so that people driving by on the highway can see that | carry 
a good stock of hose.” 
And Mr. B. Coker of Stewart Hardware, Stewart, 
Florida, says: — 
“the merchandiser makes a fine display and uses up a minimum 
amount of space, which in my store has to be utilized to display as 
many kinds of merchandise as possible.” 


Yours At a Fraction of Its Actual Cost 


The above comments are typical of hundreds re- 
ceived from Hardware Dealers who have bought this mer- 
chandiser. And because we know that it will sell hose—a 
lot of extra hose—we are making it available to you at a 
mere fraction of its actual cost—only $5. 


Send No Money— 


But—if you want an easy way to display and sell 
more garden hose, just fill out and mail the coupon 


Those First Warm Days of Spring... 


Get Your Garden Hose 
Out on the SIDEWALK! 












TODAY! We'll act promptly to send you one of these 
sales-building merchandisers—billed to you through a 
Gates Jobber. 

I 











The Gates Rubber Company 


Denver 17. Colorado, U.S.A. 


Rolls Like 
® a Dolly GH-503 





EASY. .. with this Practical 
Garden Hose MERCHANDISER 


Just Look 
What it 
Does for You 


@ Displays over 500 
ft. of hose yet takes up 




































no more floor space 
than a single coil. In- 
vites self service, and 
will positively increase 
garden hose sales in 
any store, 


@ Rolls on wheels. 
Enables you to move 
hose display to any 
part of your store—or 
on the sidewalk dur- 
ing the best selling 
season. Reminds peo- 
ple of their garden 
hose needs—Gives you 
extra business. 


@Has all tubular 
steel welded frame 
that is rigid non-tip- 
ping, and protected 
by a lustrous all- 
weather enamel. It's a 
beautiful piece of store 
furniture good for 20 
years of service. 





The Gates Rubber Company 
999 So. Broadway, Denver 17, Colorado 


I want a Gates Garden Hose Merchandiser for my store 
You may bill me $5.00 for it through a Gates jobber. 


Pa 


ea ; = 
Address 
City, State 


The Gates Garden Hose Jobber | prefer to handle this order is 















EVERY Gates 
GARDEN HOSE JOBBER 


@ 





give you Rush Shipments 


A Line So Complete... You Can 
Choose the Type Hose Your 
Customer WANTS to Buy! 





WAREHOI 


JOBBER 








Here is a hose to match every customer’s purse—from 
purely “price” buyers to those who want the very best— 
and all “in-betweens!” 





+. a Unconditionally 


Guaranteed 
for 10 Years. 


Gates TRUCORD in Green, Red and Black 


Has a strong layer of rayon cords over a seamless rot 
resistant tube. Withstands many times ordinary water 
pressures. Heavy rib cover. Color will not wear off. Has 
nickel plated Full Flo couplings. Meets low price com- 
petition. 


Unconditionally 
Guaranteed 
for 15 Years. 





Gates VULCO 


Has a double layer of strong rayon cords bonded together 
with a ply of tough rubber. Stands 15 times normal water pres- 


Unconditionally 
Guaranteed 
for 15 Years. 





Gates GARDENETTE 


Built with Nylon cords which are actually stronger than steel 
—is 50% lighter yet 15% stronger than ordinary garden hose. 
Each length of Gardenette is tied to an attractive disk which 
helps customers sell themselves on hose. 


..and During the “Fill-in” Season 


PORTLAND 
Has Complete Stocks and 
can also draw ona nearby . Pr > 1 Qasck 
GATES WAREHOUSE to OXSAN FRANCISCO Or«nver® = Cin 


- 
(@%LOS ANGELES 


Gates Garden Hose 
ise 


® Gates Garden Hose 


sures. Genuine red rubber cover. Nickel plated Full Flo couplings. | 










Pest 
CHAR oLIt#®.. 
BIRMI 


© datas - 


HOUSTO} 
Ove On! 










ATEANTA 


NEW ORLEANS 


For RICE LEADER 


To meet chain-store competition—RIPPLE—a black hose with | 
full 5¢-inch couplings. Built to a price —but built right. 
Carries standard manufacturer's warranty. 





You can profitably 
RETAIL a 50-ft. length at 


¢ 4 r or even 
pt 95 LOWER 





Unconditionall; 
Guaranteed 
for 10 Years, 





FULL FLO MODERNETTE in Red and Green 


Made from FLEXTRON. Sheds dirt like glass. Is weather, oil 
and abrasion resistant. Has standard “plastic hose” diameter 
Priced to meet competition of similar types. Also available in 
smaller diameter at a lower price. 


® Unconditionally 
” Guaranteed 
for 10 Years. 





Gates PLASTICORD 


Combines the best features of both plastic and rubber hose. 
Has seamless, rot resistant inside rubber tube covered with layer 
of high tenacity rayon cord. Attractive corrugated cover is of 
gleaming FLEXTRON. Sheds dirt like glass. Does not “stiffen 
up” on cold days. Resists oil abrasion, and weathering indefi- 
nitely. Has nickel plated Full Flo couplings. 


Unconditional 
Guarantee 
(No time limit) 





Gates GREENLAWN 








aie 
new 5 A professional type hose. Green Neoprene cover. Double 
re come OT braid of TRUCK TIRE Rayon cords. Unmatchable quality. 
i at — i) 
ed = > 
a. vse)" v8 — ‘<i . \ . Customer is sole ude 
© 4 — J j 
e's = . chs"! 
ie? 4 reaso™ which t 2 No charge for time hose i | 
gor on FOO for WHEY hat | No chorg 2 
i] — 1 if fo e cim ou e ce, FR This mean bookkeeping , 
UNCONHTIONAal << gurin’ ra reeds i yore , 
MUlGL  & ar? a 
if rat **\\ pose oad to ob seprace e 
Wal all tee. =Sh i a {ai it wil = 
Carried on e\\i« © y an af 
« actor e-- ms > 
every length of ~ yor of chord ee cu —— 
e: —— ae” ° . 
Gates Garden Hose ee 15,0008 The Gates Rubber Company Sales Divi ion, In 
: are Denver 17, Colorado, U. S. A. 
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CANTON FLANNEL GLOVES 

The best glove for general all-round work. 
Available in a full range of weights and styles 
for every need . . . including knit wrist, gaunt- 
let cuff, band top and reversible. 





HOT MILL GLOVES 

Ideal for steel and tin plate mills or wherever 
Protection against heat is required. Extra large 
0 slip off easily. Inseam and outseam styles. 
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in the field 


Here’s a tip for workers who must be dressed for skill. Just 
use the right Riegel Work Glove on every job. You'll find them 
tops in wear, tops in comfort and tops in dollar value. Workers 
everywhere who use their hands... and their heads . . . take off 


their hats to Riegel for work gloves that please in every way. 


Write for a catalog and prices .. . see why Riegel Work Gloves 


are tops in the field for quality and for value. 


RIEGEL TEXTILE CORP., 342 MADISON AVE., NEW YORK 17, N. Y. 


Rieget ‘2 i p gel 


WORK GLOVES 





woRKk GLOVES 
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SELLS... like magic 


because it 


WORKS... like magic 


Perfect 
fo. 
@ Keeps new brushes new—restores old nvCor 
/ BRUSHES 
paint-hardened brushes to tout 


springy usefulness... 


@ Easy to use—just mix with warm water 
—brushes come clean in a jiffy... 


@ Nationally advertised to your best 
customers—creating ready-made 
business for you... 


@ Good profit—fast turnover... 
3 convenient sizes... 


ORDER FROM YOUR JOBBER 


PATENT CEREALS COMPANY «+ GENEVA, N. Y. 
maneRS OF REX PRODUCTS **° DIC-A-DOO CLEANERS 





A TRIPLE-NEED, of 
HOME DECORATORS 










in lively seasonal demand now 


Last yeat 


increase | 
HERE’S 


Rubberm 
housewife 


ix 1 pint 
Mi pottles, eames 





More protection, comfort, and efficiency 
for every kneeling job... 


JUDSEN ‘Tower KNEE PROTECTORS . 


| ; 
No matter what the “down-on-the- 


knees” job is, JUDSEN KNEE 

PROTECTORS let you do it faster, easier and more 

comfortably. For volume sales with good profits... 
+++ ORDER FROM YOUR JOBBER TODAY!* 


Rubberm 
item; they 
housewar' 








Made by daily viilitY: ORDER FROM YOUR WHOLESALER. 


JUDSEN RUBBER WORKS, INC. CONSUMERS GLUE CG. 


1515 N. HADLEY ST ST. LOUIS 6, MO. 














Chicago 24, Illinois 


*If your jobber cannot supply you, write direct. 
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Last year Rubbermaid scored a spectacular 129% sales 
increase in hardware stores from coast to coast! 


HERE’S WHY: 


Rubbermaid is a sales-tested line! Related products that every 
housewife needs. 


Rubbermaid sales are multiple sales! Customers don’t buy just one 
item; they buy matching sets . . . in the only complete line of rubber 
housewares on the market. 


Fastest Growing Housewares 
Line in America 


Ribbermaid @ouseware 
® 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 


HARDWARE AGE, APRIL 20, 1950 


The fastest line to new profits 
the complete AadMermnaca line 





Rubbermaid is already pre-sold to your customers! Colorful, large 
space advertisements in leading national magazines reach 8 out 
of every 10 women in your area. 


Rubbermaid is the plus-profit line! Rubbermaid replaces nothing 
you now carry. 


So plan now to cash in on big sales and plus profits 
from RUBBERMAID... 


wares line in America. Stock... 


the fastest growing house- 
display... advertise 
the complete Rubbermaid line. 

Your jobber is ready now to set up the complete 
Rubbermaid line in your store... to supply you with 
powerful merchandising helps ... to put you in “big 
business’’ with fast-selling Rubbermaid Houseware. 


| Mr. Jobber: Have your Rubbermaid salesman call on my store 
right away. I want more details about the complete Rubbermaid 
line. 

| Name 


; Store 


| Address 


| City State 


141 





LOOK i Xcelite 


It’s A Ready-Made 
SELLING DISPLAY! 


4 





The Line of 
LEAST Sales Resistance 


Mabl Fecks 


Ay 


THE BIG 10 LINE 








...And It’s 3 TOOLS 
IN ONE COMBINATION SET! 


@ Transparent unbreakable plastic box! 
@ XCELITE tools the experts insist on! 
@ Set contains three detachable screwdriver 


FOR ORIGIN 











NATIONALLY blades! 

Trade Papers ADVERTISED TO MILLIONS © Generous size XCELITE Hondle in box fit 
Available at New Low prices within every budget, Mall Ma eee (and many others in the 
Tools are geared for fast turnover and extra Dealer . — 

2 . : @ Selling FAST at the attractive list price of 
Profit. Every tool is quality built throughout and $3.95! 


“Know-how”. ITEM NOW... IT SELLS ITSELF! 


» Powerful Heavy-Duty 81/2” MALLSAW 


Weighs only 12 Ibs. 

FOR RIGHT OR LEFT SAWING. Ca- 

pacity on straight cuts 11/16” to | 

3”; 45-degree bevel cuts to 174”. 

Furnished with combination blade. :* —— 
| 
| 
| 
' 








2 > i | 
backed by over a quarter of a century of tool making | STOCK UP O00 THIS IDEAL COUNTER 
| 


PARK METALWARE CoO., INC. 
Dept. G, Orchard Park, New York 


a aaeeesem-pay * XCELITE... first to introduce Combination- I 
EXPERTS Detachable screwdrivers to the trade 












Choice of right or left blade, 
115V or 230V AC-DC motor. 10 
| other available blades cut every- 


95 list thing from wood to steel. List 
Model 87R $73 PRICE price without bevel shoe—$66.45. 
6” MallSaw Model 62 only $39.50 List. 

Other models with 2” to 414” capacity. 


1” Heavy-Duty MALL POLISHER-SANDER | 


Weighs only 7'/2 Ibs. 

Sands © Grinds ® Wire Brushes © Drills © Polishes 
IT'S A SNAP TO REMOVE OLD PAINT, rust, 
smooth plastered walls, refinish floors, 
stairs, furniture, polish cars, buff metal, 
plastics and many other jobs with this 
powerful Mall Polisher-Sander. Furnished 3 
with 7” backing pad, polishing bonnet and 

assorted abrasives— all interchangeable. Model 127 PS 
Quickly converted to drill by inserting 1/2” LIST 
chuck. 115V AC-DC motor. $3950 PRICE 


Model 149 4 Home wortsHor root that has Full-Drawn, All-Purpose 


plenty of speed and power to bore 


holes i ial. 1/,” ity ene 
aes | — Utility Chest on the Market! | HA 


masonry. Attachments available for 





i 









sawing or shearing metal, sanding, Here’s a year ’round sure-fire volume seller . . . appeals 
$1500 ust price Wire brushing, hole sawing, grind- to householders, mechanics, servicemen, fishermen, of- Ar 
a YA ig ag se = fices, etc. Universal appeal assures rapid turn-over, 
y,” and-tight chuck. Key chuck model uick profits. Never before has a genuine, full-size, 
Ys MALLDRILL $16.00 List; geared chuck $18.00 4q P sie _ 8 . d 
Weighs only 31/2 Ibs. fm seamless drawn Utility Chest with fully returne or 
i edges been offered at such a bargain. Its low price 
Write Today for FREE 52-page Booklet and deal for dealers. edg ft ed ‘ ” - 5 P 
invites inspection . .. inspection assures sales. 


32 Factory-Owned Service Stations from Coast to Coast ge quick, 
dependable repair service. Over 1000 Mall Tools for a million jobs. A 
Dealer in every town can supply you. Consult Your Jobber Today— 


or Write Direct for Information 


MALL TOOL COMPANY | Ras 


7702 South Chicago Ave. Chicago 19, Ill. | UNION STEEL CHEST CORP., LE ROY, N.Y. KEI 
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MOUNTING PROFITS 


from 


MOUNTED DISPLAYS 


You pay regular price for the locks and 
we give you a beautiful 


DISPLAY MOUNT FREE! 


' ag 
: t Ge 
PACKAGED UNIT— ASSORTMENT No. L-3 


y A—9 pcs. No. 51040—Night Latch 
B— 6 pcs. No. 51060H—Night Latch 


C— 3 pcs. No. 51050—Dead Lock 
——— Shipping Wot. 
18 pes. (Includes locks on mounts) App. 32 Lbs. 
Mount with ONE MOUNT WITH EACH 


L-3 assortment PACKAGED UNIT 


PACKAGED UNIT —-ASSORTMENT No. L-4 


A— 10 pcs. No. 51040—Night Latch 
B— 8 pcs. No. 51060H—Night Latch A 
C— 3 pcs. No. 51050—Dead Lock 
D— 3pcs. No. 1066—Dead Lock 
24 pes. (Includes locks on mount) 
Shipping Wot. App. 43 Lbs. 







2 Practical Promotions 
Now ready for National 


HARDWARE WEEK 
April 28th to May 6th 


Contact your jobber or write us direct TODAY! 


L eS00 


KEIL LOCK CO., Inc. Charlestown, N. H. 


Mount with 
L-4 assortment 
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WANT MORE * 












Put this 
HUSKY 
TEAM TO 
WORK FOR YOU 


With these two high grade store 
traffic and sales builders you 
can collect from $7.50 to $9.00 
a day in machine rentals. You 
will also make sharply increased 
sales of sandpaper, filler, stain, 
varnish, wax, etc. 


NEW LINCOLN 
SPEED-O-LITE 7” 


RENTAL SANDER 


The sturdier, more “fool-proof” construction of the Lincoln 
Speed-O-Lite 7” Sander takes the beating customers give it 
without needing frequent repairs. You enjoy more continuous 
rental income—up to $5.00 per day. You keep a much larger 
portion of this with a Lincoln Sander because of its proven 
(over a 7-year test) very low average service cost of but 
$1.80 a year. 


NEW LINCOLN E-7 vo erense EDGER 


Now you can own a 
worthy team-mate tothe 
long famous Lincoln 
Sander, Lincoln’s new 
E-7 Twin-Motored 
Edger. It will add $2.50 
to $4.00 per day to your 
sander rental income. It 
also is a husky, quality 
machine able to take’ 
hard usage in its stride. 
Twin motors and nu- 
merous exceptional fea- 
tures.Write forcomplete 
information today. Use 
handy coupon below. 


THE 
; LINCOLN 
SPEED-O-LITE 
7” 








TOR ePeRRR RR RRRRERRRR RRR RARER R ERE EE SE | 
8 Lincoln-Schlueter Floor Mach’y Co., 1252 W. Van Buren St., | 
@ Chicago 7, Ill. ] 
se Gentlemen: Please send complete information on the LINCOLN ¥ 
SPEED-O-LITE 7” SANDER and LINCOLN E-7 EDGER and ad- 2 
® vise me where I may secure a free demonstration without obligation 
@ on my part. © 
« NA ae 
2 ME a a 
@ ADDRESS a 
. - . 
. CITY —— — - STATE " s 
@ BY. osm — —_— a 
- REPRESENTATIVES IN ALL PRINCIPAL CITIES oe 


FLOOR MACHINERY COMPANY 
CHICAGO 7. ILLINOIS 





1252 WEST VAN BUREN ST 


World’s Mfr. of the Most Complete Line of Floor Maintenance Equip"t 
















FITLER ROPE 
JOB 


FITS THE 


Consult your Fitler Dealer on 
all rope requirements. Whether 
the need is purely for rugged 
strength or one that calls for 
whip flexibility, your Dealer is 
ever ready to guide you. For one 
hundred and forty-five years 
Fitler has supplied industry with 
dependable rope that is de- 
signed to fit the job. 








We 
% 
4 
* 
~ ¥ 
+4 
a 
r 
. 


Look for the blue and 
yellow registered trade- 
mark on the outside of % 
inch diameter and larger 
sizes and on the inside 
of all smaller sizes. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 
Sold by dealers everywhere | 


A BIG SELLER because 


It has a Hundred Uses 
a Sheffield 


WATER 
PUTTY 


CRACK FILLER 


@ Sticks to Anything 


@ Mixes Easily with water 
..- Will Not Shrink 


@ Becomes Hard as Stone 






















Every household . . . in fact 
every craftsman has use for this 
miracle putty thet does every- 
thing! Adheres permanently to 
stone, tile, wood or metal sur- 
faces and does a perfect patch- 
ing and smoothing job! Feoture 
it strongly . . . and watch your 
sales grow . . . because your 
customers are looking for some- 
thing like this every day! 


Shettield Zronge 


PAINT CORPORATION 


om Si ee ee, oe eon ee) 





Pe 
| 


PLAX f 
in a big’ 
the uni’ 
ferred, | 
Lowe B 
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Here's a terrific Lowe Brothers 
Business Builder ! 





“The best way to sell a quality product is to prove its quality 
right before your customer’s eyes. That's what makes the Lowe 
Brothers Plax Color Carnival such a ferrific business builder 
for typical dealers like me. 

“This great paint merchandising plan, featuring Plax, the 
universal finish for all enameling, is comprised of two perfectly 
coordinated parts. 

“QONE—LOCAL ADVERTISING! — Ads in my local newspaper, 
mailing pieces and other promotional tie-ins—all invite people 
to come in, see Plax perform, get frge samples. 

“TWO— STORE MERCHANDISING! — Special, traffic-stopping 
materials ‘dress-up’ my store with a lively carnival atmosphere: 
Window banners, pennants, posters, balloons, colorful self- 
demonstrator display, and a demonstration table where visitors 
can actually test the toughness of Plax! 

“Result—visitors leave with proof of Lowe Brothers Plax 
quality — next time they need paint they'll come back to me! 

“The Color Carnival is typical of the aggressive way Lowe 

meling! Brothers back their products. This winning combination of 
PL for ALL Ena product quality and solid dealer support builds bigger profits! 
If you're interested in this kind of paint merchandising, write 

Lowe Brothers today for agency particulars.” 


PLAX puts profit into your paint-selling picture THE LOWE BROTHERS COMPANY * DAYTON 2, OHIO 
ina big way. Many standout features make PLAX 


the universal finish for all enameling—a pre- 
ferred, popular and very profitable product for Wwe 707 Crs 
Lowe Brothers Dealers everywhere! 


PAINTS * VARNISHES 
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YOU'RE LOOKING AT 


the Biggest 


“- 








FRONT 





Featuring: 
Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face it 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. Y 
Blank Shipping baa 
Diameter Fasteners Per Doz. Per Gross 
Z3 ivory —«8-17/64"" 6" or 7" 3 Ibs. 7 02. 43 Ibs. 
28 Ivory 9%" 7 or 8° = 5 Ibs. 62 Ibs. | at 


Packing—! dozen per carton, | gross per case 
Order from Your Wholesaler, or Write Us for Reference | A 


J. L. CLARK MANUFACTURING CO..‘tcinos 





Measure this new TAYLOR 
Warded padlock with the yard- 
stick of quality, price, and 
market . . . and you'll agree 
with our enthusiasm about No. 
710. They're packed a dozen to 
a ‘Pop-up’ display carton 
ready to do a self-selling job 
that means fast turn and full 
profit to you! 


Majestic 
UNDERGROUND 
GARBAGE RECEIVER 


lakes the eye of every 
> home owner—because it 
ends forever the unhandy, 
germ-breeding, above- 
ground garbage can! This 
unit installs near the 
kitchen door where it’s 


- | 
le May ‘e,. 
| | f ji 
SARBAGE RE a handy! Foot-operated lid 
t bers prevents foul odors, keeps 
| SS. 4 out pesky insects and 
il Mi 


tity iisé sd 


CALLA: 


Yj; 


V7 


pets. Top and outer shell 
guaranteed 10 years 
User recommended for 


| " 

P H Hin, 33 years. A real money- 
in e - D field SS Wit saver—inside garbage 
MN can lasts 3 to 4 times 

On longer than ordinary 
| \") garbage can. Ideal 
a, . for storage of cans, 
bottles, etc. Many 


Padlock No. 710 (1% inch case)—Stock it through if sizes. Write today. 
your favorite hardware wholesaler with other Taylor Prod- ie eee: ee ves a 
ucts, Lock Sets, Night Latches, Key Blanks and Builders’ Hardware. TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 


aay ee a Ma 9 LZ , 0 
is Sine <g 
TAY L 0 4 L 0 C * C 0. Ne tional Known and Advertised for Over 40 Years 


PHILADELPHIA 32, PENNSYLVANIA 











ATKINS 
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“Pll take an ATKI N S 
Caer Chel sink 


Every time!” 





it Pays to Give 





Your Customers 


A“Silver Steel” Saw 
— tempered, heat- 


the EXTRA VALUE of 9 2.25 


ATKINS C fren Steel” 
SAWS! 












“Perfection” pat- 
tern, carved apple 


ro handle eliminates 
L wrist strain, di- 


. full force 
Edge-holding teeth for rects 
longer service — per- against teeth. 
a :. fectly shaped and fitted 
wen for fast, easy cutting. 


ATKINS No. 65 example of the extra quality that makes 


Just one saw from the complete Atkins every Atkins an easier, more satisfying 
line .. . but what a saw! The kind that saw to use —that gives your customer a 
helps the carpenter finish his day’s work bigger dollar's worth for every dollar he 
with less fatigue — that the home crafts- spends. There’s no surer way to build 
man will prize (and praise to his friends) satisfied patronage than to suggest and 
for years to come... . In short, a perfect sell Atkins “Silver Steel” Saws. 

No. 400 Handsaw — America’s finest # No. 2000 
Check Now and Make Sure You Have \ Handsaw — the “streamlined” saw with the stiff 
the Right ATKINS “Silver Steel” SAWS 07 example: but lighter blade and special “Perfection” hang 


for All Your Customers Needs... handle « Hacksaw Blades © Mitre Saws ¢ 
Compass and Keyhole Saws ¢ Pruning Saws 


ORDER FROM YOUR ATKINS JOBBER NOW 


My é C ATKINS AND COMPANY Home Office and Factory: 
© + 402 S. Illinois Street, Indianapolis 9, Indiana 
h Branch Factory: Portland, Oregon Branch Offices: 


A T K | % S Knife Factory: Lancaster, New York Atlanta « Chicego + New Orleans * New York 
ATKINS ALWAYS ANEAD™ 7B SBEeates’s PARTNER FOR 9 3 , & @&8 Ss 







) "oe wi 
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Gn Extra Koom in Gvery Home 
1F the Basement Room iA 


eee 












WATERPLUG 


For any type water prob- 
lem below ground; seal- 
ing holes in wood, steel 
and cast iron. 















THOROSEAL 


For sealing and filling 
cracks, voids and other 
defects in masonry sur- 
faces. 





















QUICKSEAL 


For beautiful finish 
coats. In 16 beautiful 
shades. Send for Color 
Chart No. 32-A. 











Yourconcrete floor problems 


oleh sa -tond-to Mohd at Wo (@).20) MO) 24 
1) THOROLOK seals and fills the 


surface 
2) Dusty concrete 


sealed and made easy t 





sweep 
(8s (@) (ORO) Blore) mates clo 
Prepared in eight distinctive 


Cc) olors 

and LIGHT and HEAVY base Trans 
aren 

} s ything worth while to ulti 

nm user. Ask for Color Chart No 


BOX X.NEW EAGLE ,PENNA. 
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THOROSEALED 


The THORO System products 
are reasonable in cost, do a sub- 
stantial job and the dealer is not 
worried with complaints. They 
make for him many new friends 
and customers. 





Over 65,000 contractors use 
these products as standard ma- 
terials for sealing and protection 
of masonry. We invite you to 
join our vast famiiy of dealers 
who serve these contractors and 
many thousands of home- 
owners. 









cr-------- 


[ Get our new 20-page 
| brocure, with designer's 
I guide. Pictorially de- 
| scribed, in detail ‘‘How to 
, do it’’. 


ee Se ates en ae Onin eo ee 
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Sold!...to the man who was “just looking” 


HE store front that permits unob- 
enim vision from the street 
helps turn “lookers” into buyers. That’s 
why so many merchants have em- 
ployed “open-vision” designs when re- 
modeling their stores. An “open- 
vision” front turns the entire store in- 
terior into an eye-catching, sales- 
producing display. 

Give your sales a boost—and get the 
edge on your competitors—by mod- 
ernizing your store with an attractive, 
inviting store front of Pittsburgh 
Glass and Pittco Store Front Metal. 
Modernization is not just an expense, 
but rather an investment in the future 








r > 
Store fronts 
and Interiors 
by Pittsburgh 


= J 











PAINTS 


PITTSBURGH 


of your business. And be sure to do a e 

thorough job when you remodel—in- 

side and out. It’s the complete mod- 

ernization that pays the biggest divi- 

idends in increased sales. If you desire 

terms, they can be arranged through 

the Pittsburgh Time Payment Plan. 
Ask your architect about Pitts- mm 

burgh Products. He is familiar with 

these recognized leaders and will see 

that you get a well-planned, econom- 

ical design. In the meantime, write for 





one of our free descriptive booklets on 
store modernization, “Modern Ways 
for Modern Days.” Just mail the con- 


venient coupon below. 





SHOW YOUR WARES! The “open-vision” front of this attractive hardware store in Memphis, 
Tennessee, lets passers-by see the entire store interior .. . and the merchandise for sale . . . even 
after closing time! The modern front, with its extensive applications of Pittco Premier Metal and 
Polished Plate Glass, has real eye-appeal. The Herculite Doors fairly beckon to the passer-by to 
come in. An inviting front like this will bring more customers to your store, too. Architects: Dent & 
Aydelott, Memphis, Tennessee. 


ee eee — 
| | 
| Pittsburgh Plate Glass Company | 
| 2051-0 Grant Building, Pittsburgh 19, Pa. | 
| Without obligation on my part, please send me a Free copy of your book on store | 
| modernization, ‘“Modern Ways for Modern Days.” | 
| Name | 
| Address | 
| City State 
[/ af 


GLASS - CHEMICALS - BRUSHES ~- PLASTICS 


me oe SS COMPANY 
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; ROYAL WIRE , 


engineered for 


DEPENDABILITY 


merchandised for 


VOLUME SALES 
Ask for details of the 
No. 1 deal — 1250 feet 
of ROYAL quality wire 
plus a steel counter 
display rack. 













i ROYAL 


3 a 
rie | t 
* BS: SETS 

‘ 
: 


display- pack- 


turn-over and 
greater volume ; 





or 
% . 






Leolbly your wholesaler 

ELECTRIC WIRES 
ually SETS * TROUBLE LITES 
FUSES © CHRISTMAS LIGHTING 

ROYAL ELECTRIC CO., INC. * PAWTUCKET, R. I. 
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Mardin, 


GAS SPACE RADIANT HEATERS 


MARTIN’S finest — ideal 
for fireplace. The utmost 
in beauty, grace and 
charm where real quality 
and taste are desired. 
Superb workmanship— 
has heavy cast iron 
hearth, base andirons. 


Finished in burnished 
antique bronze. Com- 
pletely new burner and 
radiant design for in- 
creased radiant output. 
Front operated valve. No. 
3034 BTU 34,000 ht. 1814”, 
width 29”, depth 13”. Wt. 63 


MARTIN MAKES A COMPLETE LINE 
OF SPACE HEATERS 


Eight models — fully vented heaters 
15,000 BTU to 85,000 BTU. Twenty 
models — unvented heaters 10,000 BTU 
to 50,000 BTU. All heaters approved 
by A.G.A. 


Write for Catalog. 


MARTIN STAMPING & STOVE CO. 
Huntsville, Alabama 





Ibs. 











The Old Pal Line has the stuff that fisher- 
men want! Customers see it, like it and buy 
it. Ask your jobber to show you the line. 
Write for New Catalog. Over 50 numbers 
to choose from. NEW LOW PRICES 

















OLD PAL FISHING GOODS MFR'S. .° 


DIVISION OF 
PENN METAL WARE CO., WILKES-BARRE, PA. 
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o's vet it 


Now and then a fact, like a stocking, must be put 






straight . . . and without benefit of mirrors here it is: 


THE FAIRCHILD PORTABLE ELECTRIC DRILL 

IS THE BEST AT THE PRICE, 

appearance-wise, sales-wise, performance-wise, 

AND AT THE GREATEST UNIT PROFIT TO YOU. 


Write for the name of your nearest jobber. 


Drill only $15.95 list. 


Drill Kit. 
Drill with metal box and 7 high speed 
twist drills 1 16’ to 1 4” by 32nds. $19.95 


list. 


Householder Kit 

Drill with 20 accessories for polishing, 
buffing, wire brushing, paint mixing 
etc. $24.95 list. 











20, 1950 


FAIRCHILD INDUSTRIES, INCORPORATED Burlington, Vermont 
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HOWARD B. RICH, Inc. 


Manufacturers of Ladders 
(To “ASA” Specifications ) 
CODE: 


NO-SWAY EXTENSIONS 
NO-SWAY SINGLES 


mm 


Ly 


STEP LADDERS 
VICTOR 
ALL-PURPOSE 
HEAVY DUTY 


HANDEE STEP STOOL 


KENTUCKY BELL 
IRONING TABLES 


WOOD CLOTHES 
PROPS 


Tor 


| 





CARROLLTON, KENTUCKY 
PHONE 116 BOX 187 
































For more than 50 years Griffin ff 7 
hinges have been known for their SANT, FAK ¢ ———)\ 
fine materials and workman- 


ship. Griffin hinges are © BRING BIGGER PROFITS TO YOU —_ 


furnit 


part of a wide variety of light © DESIGNED TO DO A BETTER JOB wlkene 
builder's hardware... . © GIVE REAL CUSTOMER ee ma Y 


‘Vy i. 
Tou re 


for elk 
































= VS. no iny 
‘ quality produced by SS és Y) wa 
iP ali KantLeak Products . . . a proven / : 
hi Griffin. line of brass valves and fittings Ny ~ Y« 
LH designed in various sizes, (eWay L-O-k 
. Every DOOR NEEDS THREE! : shapes and types to meet all Se 
requirements. To keep up with aa SU 
demand, Anderson KantLeak i -~—™ 





Products are being produced in t= 
a a ever increasing volume . . . e ——_ 
lowering your costs... increas- * 
' ing your profits. i 


CManufacturing Company 7 KantLeak Valves... designed Se re) 
4 3 ‘ 





on with solid bottom and packed 


top ... the ideal shut-off for 
Pane .* Peer eee neem 0 I on gai 





SALES OFFICES ‘ hs BAITS 55077 
L} ae ig 
45 Warren Street, New York 7, New York @ Kantleak Tube Fittings — aie 8 sis 
1639 Fargo Avenue, Chicago 26, Illinois manufactured true as to 
oodw: venue, Detro ichigan ° ° . - 
m1 Broad Street, Boston. Massachusetts ; thread dimensions and size ' 
ar treet, San Franciseo 3, California : 
7 St. Charles Avenue, Atlanta, Georgia . to meet the most exacting 
sav, North Harwood, Dallas Texas conditions. ~ a 


be East 60th Street, Seattle, Washington 





5 North President Street, Jackson 6, Mississippi 6. ~ ») = = 
4638 Mill Creek, Kanses City, Missouri ‘See your local jobber or write to us for Pam = 3 
2611 Garrison Bivd., Baltimore 16, Maryland ; further information 
1620 Garfield Street, Denver 6, Colorado . \\ 
= IN CANADA i 
; 15 Wellwood Avenue, Toronto, Ontario ANDERSON BRASS COMPANY 


5306 TWELFTH STREET, DETROIT 8, MICHIGAN 








— 
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CUT YOURSELF IN 


on this 


You're missing a bet if you are selling glass only 
for glazing windows. You can pick up some nice 
business, at a good profit, by selling glass tops for 
furniture. Women like them, but often don’t know 
where to buy them. 

You can get this kind of business with little or 
no investment. Get this free L-O-F counter card 
and you're ready to start. 

You can simply take orders and let your 


L-O-F distributor cut the tops for you, to the 


measurements or a paper pattern furnished by 
the customer. Or, if you have edging equipment 
and prefer to cut the glass yourself, all you need 
is an adequate stock of the easier-cutting. easier- 
selling L-O-F Glass 


nationally-advertised L-O-F label. 


the kind with the famous, 


Just fill in the handy coupon and mail it to 


your nearest L-O-F distributor. No obligation, of 


course. Libbey *Owens:Ford Glass Company. 1415 
Nicholas Building. Toledo 3, Ohio. 








Lf LIBBEY: OWENS - FORD 
a Gpeal Name tw eee 








Free! 


Send for this 
Profit - Building 
Counter Card 


today. airy 


wee ee ee ee ee ee ee ee eee wee eee 
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Please send me the L-O-F Counter Card 
advertising furniture tops. 


IMPORTANT: Mail this coupon to your L-O-F Glass distributor. 


COMPANY NAME 


Please Print 


STREET ADDRESS 


POSTAL ZONE STATE 


REQUESTED BY 





[_] Please have salesman call 
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RAISE YOUR SIGHTS ON '50 SALES 
‘++ Sel the KILGORE Line / 


Behind this broad line of toy cap 
pistols, paper caps, play pistols, 
water pistols and holster sets is 
more than 30 years of know-how 
in catching youngsters’ fancy and 
making cash registers ring. The 
1950 line is designed with em- 
phasis on the ‘‘western'’ appeal 
— and will feature a ‘‘Wildwest 
Outfit’ that will make children's 
hearts leap. The complete line 
was planned to provide an an- 
swer for every model demand 
and price bracket. You'll be safe 
to “raise your sights on ‘50 


sales'’ IF you sell the Kilgore line. 


WING-GO! 


A NEW, EXCITING 
1fo) Gm -> Me. 4) Scie) i: 


A sensational flying toy! Easy 
to operate — merely place 
propeller on spindle .. . pull 
string quickly ... and pro- 
peller zooms into the blue. 
Approximate altitude average 
about 150 feet. String auto- 
matically rewinds. Made of 
plastic. Each, including 2 pro- 
pellers, on 2-color sales card. 
They'll go like “hot cakes" 
at about 49c retail. Write for 
details. 





This page illustrates only a part of Kilgore's 
big line of popular toys. Our new price list 
shows 57 items. Ask for it. 


MANUFACTURING COMPANY 
WESTERVILLE, OHIO U.S.A. 
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Farmers are buying fence this. -year- 
AND LOTS OF IT! Nose sor 


TTY 
HIs YEAR American Fence will get the strongest ad- \ +o uf ANU sw 
cy vertising push it has had since before the war. The , 
big farm magazines such as Country Gentlemen, Suc- 
cessful Farming, Cappers Farmer, Hoards Dairyman 
and many state farm papers will carry heavy schedules. 
The total advertising impressions for the year will be 
about 59,750,000. Many of these will reach the best 
farmers in your community telling them to come to 


the U-S-S dealer’s store. 


If you are not handling U-S-S American Fence and 
Wire Products now, write us for the name of our distri- 
butor in your area. Farmers buy more American Fence 
than any other brand and you'll find your 
sales will benefit from this popularity and 
extra promotion. 


Strong dealer helps. In addition to general 
magazine advertising, American Fence 
Dealers get adequate supplies of direct-mail 
literature, catalogs and “give-away” manuals 
to help promote sales. 





























cage eSUBARCE 
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American Fence advertisi 


59 750,000 im 
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rR mm 
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AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO + (COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM . UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


° 1a Taal . ° Af 
Ths mote AMERICAN FENCE on «te Tha 


AMERICAN FENCE 
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These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 


ment needs. Ferry Cap case hardened set screws have continually 
met engineering requirements for all general purposes. 





Amazing! 

Ferry Cap Set Screws are expertly made by the first company to ; 7 

produce Cup Point Set Screws by the cold upset process of man- Simply | 

ufacture. They embody the skill and experience gained in over — © 

es i your Spe 

40 years of precision manufacturing. bottom 

eturn te 

. ° tin 

Square head and headless—cup point—case hardened —sizes Vs" — 
diameter and larger. Carried in stock for immediate shipment. 

Get Mor 

Tilt Saw 

Tools thi 

the qua 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD : * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS « MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS * HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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pup Palle 


TILT SAW TABLE! 


jreetiile 


$69.50 


FOB SYRACUSE 


9) 
: 
f ; 


Py) 


WEIGHS 
ONLY 44 
POUNDS 


... for use with the SPEEQMATIZ Saw 





1. Big Demand from Owners of Speedmatic Saws—It’s their opportunity to 
make a table saw out of their Speedmatic, at a fraction of the cost of a 
complete table saw unit. Think what this saving means to builders hard 
pressed by high costs. And think what a profit scoop for you! 





Use Tilt Saw Table 
with Models K-75, K-88C, K-89 





oint ‘ , : 
; 2. Big Demand from Builders Who Need Both Table and Portable Saows—Speedmatic Saw attached to the 
meet Speedmatic Table is a table saw—detached it’s a portable saw. User gets the benefit of two saws 
ally out of one at great saving. Yes, sir—the Speedmatic Tilt Saw Table is not only going to sell itself 
— it’s going to sell Speedmatic Saws as well. 
y to Amazingly Easy te 
° a = 
ae Maho the Changeseer FACTS about the New Speedmatic Tilt Saw Table 
. Simply turn back 
ver table top. Attach Weighs only 44 lbs.—one man can carry set up to saw multiple pieces for fram- 
your Speedmatic to it. Made of steel frame and rustproof ing, angle cuts, compound mitres. Gauge 
bottom of table. aluminum table and slide rails. Mounts with adjustable index stops assures ac- 
Return table top to , 
Vi" operating position. anywhere on 2 saw horses—or on set of curate square and bevel cuts. Can’t be 
Vs Speedmatic Table Legs (extra). Work- beat for cupboards, built-in furniture 











ing surface (26” x 20”) is precision 
ground for true cuts. Fence adjustment 
wide enough for plywood sheets. Easily 


Get More Information on the new Speedmatic 
Tilt Saw Table and other famous Speedmatic 
Tools that will help you get a big share of 
the quality tool business. Write us today. 


* Price includes mitre gauge and rip 
fence. Guard and special legs, extra. 


and trim work. Safe, with easy controls 
and adjustments. Transparent plastic 
saw guard mounted on splitter (extra). 


The Balanced Line 
PORTER-CABLE MACHINE CO., 2624 N. Salina St., Syracuse, N. Y. 
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‘PREFER WOODMARK RULES 


There are many reasons why Woodmark metal rules and 
squares are high revenue producers in stores throughout the 
, nation. Woodmark products were designed and made in answer 
= to the demands of craftsmen for quality rules and squares that 
= could stand the gaff, be easy to handle and read, and priced 
‘= right. They are precision made for accuracy in accordance with 
U. S. Bureau of Standard Specs. Feature Woodmark — the 
Measure of Quality . .. High customer appeal—high profits. 





4 


RAFTER FRAMING SQUARES 

Woodmark Model W 100 RS is a 
HARD, RIGIDLY TEMPERED, 
SOLID STAINLESS STEEL 
square that will please your most 
particular customer. All surfaces 
and edges are precision machine 
ground. Graduations and mark- 


AIRCRAFT ALUMINUM ALLOY 
FOLDING RULES 

Woodmark has a complete line of 
6’, 3’, and 2’ as well as Metric 
folding rules. These outstanding 
rules are made for every purpose 
and are popular because they are 
exceedingly long lasting, easy to 
read, wear-proof, accurate, light- 


ings are produced by photogravure 

process, etched, and <are inlaid weight, rust-proof, warp - proof, 
with metal . . . accurate, legible, and resistant to acids, oils and 
permanent. Other models of Pol- stains. Strong, tough aircraft alu- 
ished Steel, Coppered, and Blued. minum alloy section ... patented 


=ON THE SQUARE — CRAFTSMEN DO 


and SQUARES 





brass rivets . . . snow white finish 
all combine to make Woodmarks 
top favorites with skilled crafts- 
men and amateur putterers. Also 
available are STRONG, LONG. 
WEARING WOODMARK aluni- 
num yardsticks for homes, offices, 
schools and stores. 


If your jobber does not handle Wood- 
mark quality rules and squares write 
to WOODMARK INDUSTRIES, INC., 
4601-B Highway 7, Minneapolis 16, 
Minnesota. 





spring tempered bronze hinges .. 
me 2, 


All individually wrapped. 
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MOP WRINGERS...*1889-1950" 


QUESTION: Are “EAGLE” and “VICTOR” Mop Wringers Nationally 
advertised? 


ANSWER: YES—in leading Trade papers and by means of various 
forms of “sales helps” furnished Jobbers and Dealers upon receipt of 
requests for same. 


WHEN YOU STOP TO CONSIDER THE MANY, MANY YEARS 
“EAGLE” and “VICTOR” MOP WRINGERS HAVE BEEN ON THE 
MARKET and have been NATIONALLY ADVERTISED, we believe we 
can safely say that more Jobbers, Dealers and USERS have seen and 
read “EAGLE” and “VICTOR” Mop Wringer advertisements than those 
of any other manufacturer . .. so naturally, more Jobbers and Dealers 
are selling the “EAGLE” and “VICTOR” 
line. 


REMEMBER ... When you buy 
EAGLE and VICTOR Mop Wringers, 
you get REASONABLE PRICES, GOOD 
QUALITY MERCHANDISE, PROMPT 
SERVICE ... so be sure to specify 
“EAGLE” or “VICTOR” brands on your 
next purchase order. 





“EAGLE” brand made in 14 and 22 
qt. sizes—with both Wooden and 
Hot Dipped Galvanized Pails 


Manufactured by 


THE EAGLE WOODENWARE MFG. CO. 


"Mop Wringer Manufacturers since 1889” 


HAMILTON .. OHIO .. U.S.A. 





“VICTOR” brand made in 12 and 
18 qt. sizes with Hot Dipped Gal- 
vanized Pails 








— 
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© Host 

Swan Garoes 40 consumer 
tO these People, and ask them tO buy i¢ at the/> 
local Hardy ‘4re Stores 


But will they buy it 


Ough May 6) 


ek js timed just tight for 
Sales, To Create extra Store traffic 
during thi: €vent, send your Customers and Prospects 
"Ss al ca e Stuffers, and run Swan. 
Ts. Swan €Wspaper mats 
t the asking! 


rds, envelop 
local] N€Wspape 


Swan Consumer advertising by 
bringing into your store hundreds of Consumers 
0 Vote Who are already Sold on Swan Garden Hose, and 
Spo chandiser Who wil] buy it from you! 
Swan neg Traffic 
We Soe t! 
is Heavies 
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WIZARD WICK 
ISN'T TRICKING YOU 
INTO CUTTING YOUR PROFIT! 


Fastest Selling Wick Deodorizer 
Remains Fair-Traded at 39: 
and Guarantees You: 


% FULL PROFIT. No squeeze between cut-rate prices and 
your fixed costs. 


% 3% RETAIL SELLER. The right price for a good wick 
deodorizer—proved the big seller in store-after-store Ww 
from coast-to-coast. “IAA 

% HIGH QUALITY. A product of Boyle-Midway research 
in quality-controlled laboratories. 























%& CONSISTENT ADVERTISING. Network radio programs 
over 220 CBS and NBC stations plus local newspaper 
and television—selling your customers on this fastest- 
moving wick deodorizer. 


Get the BIG 
Mass Market 


with 


39: WIZARD 
WICK 


BOYLE-MIDWAY INC. - Cranford, N. J. 
Atlanta, Ga. - Chicago, Ill. - \Les Angeles, Calif. 





Nationally Advertised 5 DAYS EACH WEEK 
OVER 220 NETWORK RADIO STATIONS COAST-T0-COAST 








Romance of 
Helen Trent Farrell 


CBS NBC | 
160 STATIONS | 60 STATIONS 


DOMINANT NEWSPAPER CAMPAIGNS os SELECTED CITIES 
Plus « ot tenes TELEVISION mip = ene HIGH sg T MARKETS 
PECIAL COUPON DRIVES IN DIVERSIF LOCAL AREAS 


Front Page 
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Exclusive ARVIN 
Safe-Guard Switch 


cuts current instantly 
if unit is tilted or upset 








1950 





NOW!. two-purpose fan 


that really works both ways! 





AND LOOK AT THE PRICE! ONLY 





> 95 


In green, 
gold or ivory 


Backed by a powerful spring and early sum- 
mer National Advertising Campaign! Ideal 
for promotion during National Electrical 
Housewares Week, April 14-22. 
e 
ARVIN Electric Housewares Division 


NOBLITT-SPARKS INDUSTRIES, INC. 


Columbus, Indiana 
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COOLS 


when its Hot! 


ryHis latest masterpiece of 

Arvin engineering means 
handsome profits and steady 
sales for you, all year ’round! 
The Arvin Cool-R-Hot Lec- 
tric Fan actually does a super 
job on both counts. 

In hot weather, the Lectric 
Fan’s big 8-inch fan, with ex- 
clusive Arvin “‘air-scoop’”’ de- 
sign, delivers a cooling breeze 
at the rate of 600 cubic feet 
per minute—as much as most 
10-inch fans and about 40% 
more than most other com- 
bination units. And that re- 
freshing air current can be 
aimed in any direction, be- 
cause the Arvin Lectric Fan 
has an adjustable head. 

For chilly days, Lectric 


EXTRA 
PROFIT! 


ARVIN |G@0¢"-4 
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-HEATS 


when it’s Cold! 











Eneineered by the 
world’s leading producers 


of fan-foreed heaters 


Fan’s 1320-watt heating ele- 
ment, controlled by a separate 
switch, goes into action—de- 
livering warm air fast enough 
to raise the temperature of a 
small room several degrees in 
a few minutes. It combines 
radiant and circulating heat. 
And, year ’round, Arvin 
Lectric Fan is safer with 
children, because the exclu- 
sive Arvin Safe-Guard 
Switch cuts off current in- 
stantly if unit is tilted or upset! 
So get your order in now, 
and be first in your commu- 
nity to offer the Arvin Lectric 
Fan—the year-’round fan 
your customers have been 
wanting for years! It’s new! 
It’s beautiful! It WORKS! 


40% discount in master carton 
lots. (3 in master carton.) 
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QUIK FLAME 


The most efficient kindler ever 
developed for range burners. 
Patented open mesh construc- 
tion provides best possible re- 
sults with distillate oils. The 
extra-heavy wire core yarn 





keeps the kindler upright in 
the burner channel. Glass yarn — 
at burning edge facilitates the yaaa 


removal of carbon deposits. WOVEN GLASS ee a 


Packaged 6 ft. to the box, 7%” Avenue, Los Ang 
and 134” wide. The acme of perfection in stove 


kindlers, assuring long life and 





maximum stove performance. 
The only glass wicking woven 
with a wire core in every strand 
to protect the burning edge. 
Packaged 51% ft., 6 ft. and 
100 ft. to the box in widths of 
ye”, 1”, 1%” and 13%”. 





QUIK FLAME SETS 


The same Quik flame wicking that 
has proved popular in continuous 
lengths is now available in crimped 
sets to fit all standard 8” range 
burners. Packaged in sets of 4 
oversize (1” wide) wicks. 





ICED TEA SPI 
these spoons ar 
Molded and di 
Company, Way 


BIG PROFIT MAKERS FOR ’50 





For wicks with a good margin of profit, ask ¥ 
your jobber for R/M...the pick of the wicks. 


TRI-WYR 





This is an extra-sturdy woven pepe 
rote: 
KINDLERITE asbestos wick, containing a 7 Molde¢ 


; , Plastic Moldin 
brass wire core in every strand. oo sia 


There are also three heavy 
reinforcing wires in the lower 
half of this wick. Fits all range 
burners. Packaged 512 ft. to 
the box, %” wide. Also 100-ft. 
rolls, boxed or unboxed. 


R/M’s standard quality woven 
asbestos kindler. A sturdy long- 
lived wicking with wire core in 
both warp and filling yarn. Pack- 
aged 51/2 ft., 6 ft., and 100 ft. to 
the box, in widths of %”, 1”, 
14%,” and 13%”. 








With wart 
tomers ar 
and beac 
RAYBESTOS-MANHATTAN, INC. an beach 
f STYRON 
ASBESTOS TEXTILE DIVISION e MANHEIM, PA. Scot 
FACTORIES: Manheim, Pa.; No. Charleston, S.C. are availal 
extensive 
RAYBESTOS - MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings promotion 
Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber Covered theme in j 
Equipment « Brake Linings « Brake Blocks « Clutch Facings «+ Fan Belts 

Radiator Hose * Powdered Metal Products « Bowling Balls Plastics Di 
New York « Be 
HARDW. 
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PARTI-SET: Four sectional plates and cups 
in four attractive colors—ideally suited for 
outdoor living. Molded and distributed by 
The Plas-Tex Corporation, 2525 Military 
Avenue, Los Angeles 25, Calif. 





ICED TEA SPOONS: In attractive colors 
these spoons are in demand all summer long. 
Molded and distributed by Mack Molding 
Company, Wayne, New Jersey. 





WONDER SANDWICH BOX: Designed to 
protect sandwiches and keep them fresher, 
longer. Molded and distributed by Tri State 
Plastic Molding Co., Henderson, Ky. 





ww 


Qutdoor Living 


Medals 
q * 
Gsreaier Sales 
of 
evaluated 


PLASTICS 
HOUSEWARES 






2 





TUMBLER: Colorful, durable and easy to use. 
Light weight makes this tumbler suitable for 
picnic use. Molded and distributed by Asso- 
ciated Plastics Companies, Inc., Midland Divi- 
sion, 414 E. Hines St., Midland, Michigan. 





SALT and PEPPER SET: Lorge size and 
handy to use for all kinds of outings. Molded 
and distributed by Burroughs Mfg. Corp., 
3831 Verdugo Road, Los Angeles 41, Calif. 





PIE BOX: Practical in design with rounded 
corners for easy washing. Molded and dis- 
tributed by Gem Plastics Company, 6014 W. 
Washington Bivd., Culver City, Calif. 








FREE— Attractive display materia! designed to stimulate the sales 
of housewares “made of STYRON”. Also free are Buyers’ Check 
Lists featuring exciting plastics housewares. Available for use in 
your store is the sound slide film, “A Date with Polly”, for training 
sales personnel. 





end today! — 


+3 
With warm, inviting days coming your cus- 
tomers are thinking of picnics, barbeques 
and beach parties. They'll want useful, color- 
ful and durable plastics housewares “made 
of styron” (Dow polystyrene). Let them 
know that these popular plastics housewares 
are available at your store. Tie in with Dow’s 
extensive national advertising and timely 
promotions. Feature the “Outdoor Living” 
theme in your store and increase both traffic 
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and turnover. Reap the profits of greater 
sales by mass displays of evaluated house- 
wares “made of styRON”’. 

Homemakers across the country know that 
plastics housewares bearing the STYRON 
label have met the rigid standards of Dow’s 
Product Evaluation Committee. Prepare for 
their demand now by stocking up with plas- 
tics housewares “made of sTYRON” . . . that 
you can buy and sell with confidence. 


Plastics Division, Dept. SHW-12—THE DOW CHEMICAL COMPANY « MIDLAND, MICHIGAN : } 
New York © Beston + Philadelphia » Washington © Atlanta + Cleveland Detroit © Chicago + St. Louis » Houston » Sam Francisco + Les Angeles © Seattle » Dow Chemical of Canada, Limited, Toronto, Canada 
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If you're a Hyde Dealer, you'll recognize these fast moving, 
profit making items — all introduced within the past few 
months! If you’re not carrying Hyde Products, now’s the time 
to add Hyde to your line—to cash in on these progressive new 
items plus the complete line of Hyde painters’ and paper- 4 


.? M4 g i — i . . 
hangers’ equipment. Take a moment to write us today — to find combination- 


card of 


WASHERS - NU-SEATS - SCREWS 
at a new low price of 39¢ retail 


Shipped in '/42 Gross and Gross Lots. Banded in packs of 12 for 
easy handling . . . (Usual O'Malley discounts.) 


out how you can enjoy greater profits through Hyde Products. 










BLabE Order today! 

Ex qreeyendy's getting water-conscious. Cash in! 
TENDS — push the O'Malley cutenmty caverteee 

SIDEWAYS Wy Faucet Repair Sets and this new PARTS 


EDW. O°’MALLEY VALVE CO. 


11948-50 S. Halsted S#. Chicago 28, Ill. 
eecoeoevoeveeveveveevee ee eeeeeee 
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RELEASE 








ALL OF YOUR HAY TOOL NEEDS 
CAN BE SUPPLIED BY THIS ONE 
SOURCE — MOLINE IRON WORKS 


Moline Hay Carriers are 
made in three models. All are 
ruggedly built, equipped with 
self-locking sling pulley. 








HAY CARRIERS 





Sheaves and frames are made yc 
of our high strength malleable 
iron castings. Strong, smooth running — fc 


years of service. 

Moline Forks are available in both harpoon 
and grapple types—seven models in ll. L 
Heavy steel and high strength malleable iron q 
are used in the right places for best perform- 
ance and long life. 

l Hyde Professional Putty — vee ane meg teen high on 

malleable iron frames eaves are either 

Knives and Scrapers: Forged wood or iron as desired—a wide selection of 
Brass Bolster - Super HYDEX HARPOON FORKS types and sizes. 

Steel Blade - Full Tang Plastic Moline Double strength steel track with 

Handle malleable couplings and bumpers. Easy to 


assemble and erect. 
2 Hyde Speedster Scrapers: 

Four Sizes - Double Edge 
Steel Blade - Patented Blade 
Release 
3 Hyde Counter Display: One 

of Several Eye-Catching 
Units 
4 Hyde 800 Straightedge: 

Lighter and Stronger than GRAPPLE FORKS 
Aluminum - Double Tracks 


5 Hyde Glass Cutters in New | SEVENTY YEARS OF SERVICE 
Display Boxes: Precision 
Built - Attractively Finished 


HYD MANUFACTURING COMPANY etidumaaanpens 


SOUTHBRIDGE, MASS., U. S. A. tb ipa tay om 
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Tue respected 
Lucas Paint line has strong 
consumer sales appeal. 
Powerful merchandising 
campaigns keep winning 
consumer preference in 
your market... exclusively 
for you. Yes, for 100 years 
Lucas dealers have enjoyed 
the security of pleased, a eee. 


\ 
loyal customers, 
plus dependable profits. 
Are you interested? 
Your inquiry will bring h 
full details. lh . yc 


JOHN LUCAS & CO., INC., ADMINISTRATION OFFICES: PHILA., PA. - Offices, Factories, Warehouses in Principal Cities 
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DELIVERY SAME DAY FACTORY PRICES | | 


1 PRODUCTS 


are NEEDED by 


Every Gun and Gunner 
because every gunner—young or old—exper! or A 





amateur—KNOWS, or soon learns from experience, 
that thorough gun cleaning and protection from gun 
rust are indispensable. That's why these widely Re 
used gun cleaning essentials enjoy such continual 
demand and steady sale. Your Jobber can supply you. 


FRANK A. HOPPE, INC. ¢ 


2314A North 8th St., Philadelphia 33, Penna. \ & 





4 


| d - | 
Gil-Ash ROLLER SHOES 


| 
| 
CHICAGO SKATES | 


The buy of the year, these ladies’ i 


closed toe top grade white elk or takes” \ | HOPPE'S} 
men’s open toe top grade black elk | | h j LUBRICATING | 
outfits, competitively priced. 







Write today for catalog and prices 


Geo. Gillis Shoe Corp. So] VN 


FITCHBURG MASSACHUSETTS ~ 










































r%h oe é 
S Big R hy | 
i Big Reasons why | | AS 
) CHARCOAL | 
FOR BRIQUETS | Recen 
mers 
Mean PROFIT for you hit wi 
for ev 
ALL SPORTS 
Everyone likes charcoal broiled meats and fish. And EVENTS Sta 
i they're best the way famed chefs make them—broiled For 
with Ford Charcoal Briquets. FISHING ‘ 2 drop-f 
2 They're cleaner, smokeless, spark-free, longer burning, gg I hick 
dry, even heat, easy lighting—and that means, fast ] ‘ 1CKOI 
easy sales. tapere 
3 Big mark-up for distributor and dealer alike, means Sports Lovers Buy on Sight 
“ money in your pocket. Ex 
é 4 Big profits in summer vacation season, and steady “The Seat with a Hundred Uses” _ for x 
ox sales all year ‘round. Appeal strongly to all sports fans. Hard ag See t) 
ga Bi rket: Boards become Comfortable Seats. Automatic in Boats 
ig market: Picnics « Barbecues « Cam « Hotels - 
B 5 ¢ Restaurants * Clubs « Refrigerated Rell end Truck one, —- geo hold ye — Grandstands where 
r) ush when not in use. Heavy padding 
Lines « oe * Metal Refineries + Tinsmiths « and colorful DURAN Upholstery for Comfort, Arenas 
acking Houses * Tobacco Growers. | Appearance, Long Life. Fold Compact. Sturdy, Stadiums Po. 
Order today, and write for interesting information on use and equipments Light Weight. Bleachers meen 
FORD MOTOR COMPANY Models Priced from $4.15 _Gyms 8 
Special Products Department @ iron Mountain, Michigan } A price for every purse. Each model a real Cottages fine ‘ 
| value with strong sales appeal for quick turn- etc. : 
over, good profit. Make fine gifts. —_-@— Brita 
Free Sales Helps FOLDING LEGS 
With each standard shipping unit (6 in Available _ 
| individual shipping cartons) you receive hand- MAKE COMPLETE 
out literature and point-of-sale display that FOLDING CHAIRS 
attracts favorable attention, helps close profit- An Exclusive 
able sales. Ask your jobber. Port-a-fold Feature 
C] ] B ry t Write for Bulletin 504 
The heat-packed charcoal SCOTIA 7 SEAT CO. 
heart: backec ARCHBOLD, OHIO HARE 
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Handle the line that STRIKES 
CUSTOMERS 
RIGHT 








100 PLUS NAIL HAMMER. 
16 oz. The aristocrat of 
hammers for those who 
wont the best. Mirror- 
polished head — octagon 
shaped neck. 


(A cea natlont 








STANLEY 
HAMMERS 






A STYLE AND PRICE FOR EVERYONE 


Recent improvements in design and finish make Stanley ham- 
mers easy to sell and easy to use. Stanley hammers make a 


hit with customers... make profits for you. And there’s a type 
for every need, a price for every pocket. No. 31% FO Ne. 5114 NAIL 
NAIL HAMMER. HAMMER. 16 oz. 
Stanley quality hammers have special analysis steel heads, om peer a —_ —— 
drop-forged and super-heat-treated. Comfortable, kiln-dried mule aa Gren as 


hickory handles are ‘“‘Evertite’’ processed, triple-wedged in 
tapered eye socket. 


Exclusive design provides extra pulling, extra driving power 
... the right balance for easy handling. Put Stanley hammers 
where your customers can heft . . . and buy them. 


Powerful Stanley advertising in the POST and other leading 
magazines brings customers to YOU. Add hammers and other 
fine Stanley Tools on your want list. Stanley Tools, New 
Britain, Connecticut. 


THE TOOL BOX OF THE WORLD 
No. 101% No. 111% 

STANDARD NAIL ARROW NAIL 
HAMMER. 16 oz. HAMMER. 16 oz. 





Medium priced with Highly serviceable 
high quality fea- for farm and home. 
tures. Polished head Block head with 
with black neck. polished face. 


Reg. U.S. Pat. Off. 
HARDWARE * TOOLS © ELECTRIC TOOLS * STEEL STRAPPING * STEEL 
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FAST-SELLING 


CAMBRITE 






Delivered in this 
compact carton— 
ready to set up 
Elite) 4 & 


123 


BRIGHT AND CLEAN 
ALWAYS SEEN 








Here’s an eye-catching display for your 
counter with a solid sales punch. 

It’s yours—FREE—with your carton of 
CAMBRITE tile house numbers! 


You can put it up in less than a minute. 
It occupies very little more than a foot 
of counter space. It holds your entire 
stock. And it’s a sure fire shopper-stopper! 
Everybody uses house numbers—just place 
these smart black-on-white CAMBRITE 
numerals where they can be seen and 
watch 'em sell! They’re covered with a 
satiny glaze, easily cleaned, visible day 
or night. 

Each CAMBRITE display contains —in 


one small carton—an assortment of 
120 numerals and 42 frames in three 


sizes. Dealer’s price $24.84*, list $41.40, 
YOUR PROFIT $16.56! 
<a *less 2%, 15 days, f.0.b. Cincinnati 


® SEE YOUR JOBBER OR SEND COUPON TODAY! ° 


The Cambridge Tile Mfg. Co., Dept. HA-40 
& Cincinnati 15, 


Gentlemen: Please send me complete information 


















* about CAMBRITE house numbers and e 
Cambrite the new counter assortment. 
Ad Name s 
- Company 
7 & Address ° 
a F  — PER ens, & 
Your Jobber's Name_...___ : incsldiataicmeitiaiadeae 
* . e a * a e e € 2 e e om * * 





Ohio e | 


Boost that Summer 








trey League wit 
NATIONAL’ 


ae Products 


This Summer offers a vast market for National 
Screen Company’s quality screens. Their sturdy 


| construction and smart appearance at no extra 


cost consistently win consumer approval. So 
swing into line for major profits—with National! 





REG. U. S. PATENT OFFICE 


SCREEN DOORS 
WINDOW SCREENS, FRAMES 
and VENTILATORS 


NATIONAL SCREEN COMPANY, INC. 


SUFFOLK, VA. 


NEW YORK OFFICE, 200 FIFTH AVE. 
Southern Selling Agents: 


PETERSON & LOWE 
22 Light St., Baltimore, Md. 
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THE FAST-SELLING, ALL-PURPOSE 


A 
IW Eb ose tine 


Minimum Inventories. No stockroom “sleepers” . . . each and 
every item a fast-selling, good profit, goodwill-building value. 



















V j xX é N i oO S E 5 Year Guarantee 


1 Braid 


Fine quality, priced right. Reinforced with 
braid of high-strength yarn. Pliable, long- 
lasting. Corrugated neoprene com- 
pounded black cover (green slightly 
higher) which is sun, weather and abra- 
sion resistant. 9” size. 








; LEADER HOSE 
TIGER HOSE VIGILANT HOSE Mandrel-built plied construction, takes 
1 Braid 2 Braid high water pressures, withstands rough 
Priced so you ¢an be aggressively com- Molded hose reinforced with two husky handling. Attractive red cover. For ga- 
a tl ye ag yy | hose, braids. Corrugated black neoprene com- rages, contractors, towns, etc. %” and 
reinforced with braid of tough yarn. unded cover (green slightly higher). %" size. 

Flexible, easy to handle. Rugged black Sea, weather, abeasion resistant. rh pi 5 YEAR GUARANTEE 
cover. %” size. ¥,” size. all hose in 25 and 50 ft. lengths coupled, 
2 YEAR GUARANTEE 10 YEAR GUARANTEE shipped 5 to a bale. VIGILANT, VIXEN 

and TIGER also in 500 ft. lengths. 


















al y) mith 
Get Added _ 


“ 
gosTON NOZZLES 


; of fine brass- 
+ solidly mas efore leavin 
e spra 


Gu Eig Demand! 
Neu Live 


PLASTIC GARDEN HOSE 





















; ‘ ist, One person tells another about 
nozz}e nozzle gives ™ wonderful VERI-LITE PLAS- 
‘ Snower, stream dl TIC HOSE . . . demand snow- 
built-in shutoff com balls to biggest hose volume 





gruction- ings: 
e heavy ©° rden hose coupling 





ever! Feather-weight; resistant 
to storm, sun, heat, cold; strong 
as granite! 













_ O 
i yy’ B $ , 
BOR pLASTIC HOSE: ove. tage 





















2 GREEN-YELLOW-RED 
as | 
Same construc” ; wherever # mounted on attractive 
ic ho’ : wey ; “ 
all pies nozzle is desif self-selling display card. 


jightwers 


(Boston Woven Hose & RUBBER CO. 


ss oon Distributors in all principal cities 
yor 





PLANT: CAMBRIDGE, MASS., U. S. A. * P. O. BOX 1071, Boston 3, Mass. 
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(NEW! "STAY SHARP" 

SELF DISPLAYING UNIT 
PROVES BOOSTER FOR 
KITCHEN KNIFE SALES 


Free With Every Doz. Knives Sold 








Stop losing kitchen knife sales to the dime stores— 
put this attractive self displaying unit on your 
counter and watch it pay Big dividends. 

Each box contains 12 of the new hand-honed Stay 
Sharp Kitchen Knives. The Blades are made of the 
finest tempered steel hardened by an_ exclusive 
process and driven into gaily colored “proper grip” 
handles. 


TESTED QUALITY FOR OVER 100 YEARS 
Here's a partial list of “STAY SHARP” KNIVES 


© SLOYED @ LINOLEUM © SHOE © CLAM 
© RUBBER © OYSTER ® PLASTER e CARTOON 
© DENTAL © PAPER HANGERS e¢ BONING ¢ PRUNING 














Order today, or write for catalog and prices. 


R. MURPHY SONS CO. 


GROTON STREET 











AYER, MASS. 
y, 





4-STAR FAVORITE 
- boughan - a 2 


‘LAT RA\\ 
t ‘UTILITY’ Combination 


SAFETY Poll Opener 


*% Can Opener 
* Bottle Opener 
* Corkscrew 
%& Canned Liquid Opener 





easily, quickly and safely. 
Automatic spring adjustment 
prevents binding or slipping— 
holds can securely for pouring 
preheated contents. Made of 
heavy gauge steel, heavily 
nickel plated. Individually 
carded. Retail price—39c 


Housewives love the conven- 
ience of this four-in-one kitchen 
aid. No need for separate 
openers — Vaughan’s “UTIL- 
ITY” Combination opens them 
all! Safety Roll feature rolls 
the edge smooth as it opens 
square, round or oval cans 








World’s Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 


VAUGHAN MFG., CO. 


3211 Carroll Ave. * Chicago 24, Ill. 
Half-Century of Quality and Service 





THIS BUSINESS 
BELONGS TO 


i oe 
COME AND 
GET ITS 





WE ARE GETTING MANY LETTERS... 
"My friend bought a MOULI GRATER in a big city. | 
live in a small town. | want one. Where can | get 
We ess 
It saves the fingers. It's quick. It's $1.00. “It's Great 
for Grating. 


Be ready when she asks for a MOULI GRATER. 
Phone your jobber now! 







THE NEW 
ROTARY 


“MOULI” 
GRATER 





1100B MORRIS AVE 


Mout Manuracturine Corp. inion, new Jersey 


170 





Fao 












THEY REMEMBER AT HOME 
--~- FORGET IN YOUR STORE! 








. 
wt e" ® wo 


a LINOLEUM 
SEAM AND EDGE BINDING 

GET EXTRA SALES WITH $ & W’S 

SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
INDIVIDUAL because the home owner forgets 

12-FT. CARTONS to make a purchase while in your 

store ... and you lose an extra 

12 feet of pliant, sil- sale! Put the $ & W linoleum seam 
very zinc in each small and edge binding displays near 








box . . . pre-shaped, your cash register and watch them 
prepunched with nail empty out. No cutting...no meas- 
holes . . . plus all nec- uring. The customer pockets the 


essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 


handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


» S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 
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LENOX PATTERN 
Beautiful design. Heavily 
plated pure silver, 18 per cent 
nickel-silver base. Open stock 
and set combinations. 


ROSANNE PATTERN 

Finest quality, Knickerbocker 
silver plate. Its heavy AA 
plating guarantees each piece 
—vunconditionally. Open stock 
and sets. 


5 

| 
H #34 FLORETTE PATTERN 

Silver plated steel base. Knives 

— have silver plated handles, 

stainless steel blades. A pop- 

ular, pre-war quality pattern. 







A New Allegheny Stainless 
Steel Pattern by WALLACE 


As sturdy and economical 
as bonnie old Scotland 


BEACON PATTERN 

The finest of stainless steel 
flatware lines. Deluxe modern 
design. Spoons and forks are 
graded for better balance. Al! 
surfaces polished to a mirror 
brightness. Open stock or sets. 


















HERE’s a handsome new WALLACE pattern 


#562 ADMIRAL PATTERN 
Allegheny nickel chrome stain- 
less steel with a brighter, 
more permanent lustre. Open 
stock or sets. 


you'll get excited about for both price and 


quality. All surfaces are mirror finished. 





Customers can see and feel the difference 





over ordinary stainless steel. Display and 


ee > ° 
feature “BONNIE” for a prosperous, profit- oien eatume 


Carbon steel base, retinned 
by the famous Wallace Broth- 
ers hot-dip process. Fabricated 
of graded blanks for better 
balance. 


able year in your flatware department. 
Women know the value and prestige of all 
WALLACE patterns. Take advantage of this 


good-will—it means easier, bigger sales—# 


#826 PATTERN 

Carkon steel base, retinned. 
A low priced yet durable line 
of spoons, forks and knives. 


fast turnover. Sets and open stock available. 





BE INEXPENSIVE WITHOUT LOOKING CHEAP” 


ALLACE BROTHERS 


Division of R. Wallace & Sons Mfg. Co. 
WALLINGFORD, CONNECTICUT 
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Hdddies BONUS BUY 


POPULAR pEMAND! 





o} a THIS 1S IT!...THE BONUS BUY OF THE SEASON... 


» v7 
7 \. V BUY THIS... (croup a) 
ar oF, I 10 HY-LO Pints, 4 HY-LO Quarts and 5 HY-LO 
cs Me Pint Kits with Bottles 3 
cs ° 5 HY-LO Pint Kits with Bottles 


ii —— 











\ of it you stock up 4 HY-L0 Quarts —_ 
° . = 
Thin . at SUMMER 
for SPRIN Hy-LO AND GET THIS WITHOUT COST 
SALES of ht (GROUP B) 
d - int Bottle an - 
yVACUUM BOTTLES aa ' i ‘oe 5h a _ 6 





HERE’S THE WAY IT WORKS... 


YOUR COST (crour 4)..... $26.57 
YOUR SELLING PRICE... $44.40 


(GROUP A PLUS GROUP B) 


If you haven't 
yet taken ad- 
vantage of this 
high-profit deal 





(no limit on quan- 


neni com AYO your prorir........ 91783 
JOBBER. 


yn, hail Amarean” 
Vacuum Bottle 





You get full support where it counts ... 
month after month . . . with ALADDIN 
HY-LO Nationally Advertised in Big 
Color Ads in... LIFE. . . SATURDAY 
EVENING POST . . . LADIES‘ HOME 
JOURNAL. HY-LO is wanted by mil- 
lions. YOU can supply the big Spring 
and Summer demand AT OVER 40%, 
PROFIT TO YOU! 





ALADDIN INDUSTRIES, Incorporated 703 Murfreesboro Road, Nashville, Tennessee 


1107 Merchandise Mart, Chicago, Illinois * Pacific Coast: 105 E. Lexington Drive, Glendale, California 
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a Will Send Thousands Of Customers PRE-SOLD To Your Store. 
















patital Wine im che wort! fe adem gowes tite 
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ft 1s made of starniens weet, che hard heygin metal tnt reseets praetor 


tard says bright ams! glenaumg cheough che years 

The umch Copper bomen: aprescs che hear owittly and evenly 
ctmenares hot spt—sewrs feel ft maxes watertews canbe 
a ee 
and beeging Gee sem CO pour combing 

Rover: Write is seupic cate and easy em use, Tight fitting 

tanvers itusrd agesoee kitchen oder Merwiccs ane wended for 

peemanency sad covered! with col perce) hetenced haketwe 

There are 20 tvets Ww get heme or omtien ur 

There is newhung finer chen Rewer Ware And of Course. ine 

hinere Seawry 6 a lw or 


cet ae 


reer 


ec 


Exciting, Full Color Pages Like This One, In The Nation’s Leading Magazines, 


83 Yes, Revere Ware has launched the greatest advertising drive in its history... reaching 


over 686,000,000 readers month after month. 


advantage of this tremendous advertising campaign now. 





rnia 
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Mass-circulation magazines like The Ladies’ Home Journal, Good Housekeeping, McCall's, 
American Home, The New York Times Magazine, Gourmet, Successful Farming, Progressive 
Farmer, The American Weekly, Farm Journal, Saturday Evening Post, Better Homes and 
Gardens and Pathfinder . . . are all telling “the Revere Ware story”, all describing the glow- 
ing beauty, durability, and efficiency of these copper-clad, stainless steel cooking utensils. 


So to increase your store’s traffic... build up volume sales... and pile up profits .. . take 


Be sure your customers know you carry Revere Ware. Feature it in window and counter 
displays ... advertise it locally and through direct mail . . . and watch it increase your sale 
per square foot as it has for dealers everywhere. You'll be amazed at the profitable results. 


COPPER & BRASS INCORPORATED 


_ REVERE 82 2055 MCR OR 


Rome, N. Y. 


fast turnover 
AT POINT OF SALE 


























awh : | Indoor and Outdoor Gloves 


Berkshire & Populercl:perpose slova IT I] 


Over 70 million ads 


BATHROOM FIXTURES [i ? appearing in national] Powe 
Sian 8 ~ ee magazines during 1949 
di “ |, ae: ‘ and 1950 pre-sell your 
I customers on this natu. Cam ! 
f Berkshire Bathroom Fixtures could write sales- 4 , rally fast-selling item. 
checks and wrap themselves up, you wouldn’t need You can’t afford to miss 
a clerk“atyamr gounter. Customeags can’t help see- sure-fire sales-making ham | 
ing your eye-catching display of fixtures, styled product support like that. 
to sell on sight. You not only sell beauty, but the 
finest in construction too. Fashioned in brass, . Womenever ywher e gofor 
with heavy chromium plate, Berkshire has a “_" Bluettes. They like them be- 6000 H0 
lasting quality difficult to equal. Order Berk- > cause of their soft elastic-km# 
shire Bathroom Fixtures now and see the , te. lining, easy on and off. Short BETTER | 
amazing results for yourself . . . The free we curved non-slip fingers fit 
display unit, pictured above, is available snug, hold slippery objectsas 
on request with order. Thirty-seven . if dry! Sky-blue Bluettes are \MERICA 
inches long by twenty-six inches high, ‘5 made of DuPont milled neo- 
its white-tiled background is a perfect - prene—superior in wear and HIAY & 
setting for gleaming Berkshire Fix- tear resistance. Handy in- 
tures .. . Send in for free literature doorsand out, Bluettes are the HOUSE B ' 
and prices on Berkshire and Wil- gloves women want and buy. : 
wear Bath Fixtures as well as 
other Turner & Seymour house- 


izes—s ll, i- 
hold products, You carry only three sizes— small, medi 


New Yor 
um, large. Six banded pairs in assorted 


sizes in each attractive sales-making coun- ae ae CHICAGO 


23 
ter display box. Order from your jobber 


today, or write us for full profit story 
and prices. 


to bri 


Quality Products For Over a Century i 4 Here’salittle, but mighty, 
j display that sells — takes 
aE: S less counter space than a 





pack of cigarettes! Set it 

f : : up, watch it attract cus- ae dial 
THE TURNER & SEYMOUR MFG. CO. “<— : tomers. One in each box. ‘ete 
TORRINGTON, CONN. > “e 


<-—~« wor 45 soyranstd 1 
Gentlemen: Please send me literature and prices on your Berkshire 
line of Bathroom Fixtures. 


TON 


The Pioneer Rubber Company 
215 Tiffin Road Willard, Ohio 


benaaaieege NI cssssivsediscebiiniaancensean | OVER Bi!) Years OF QUALITY GLOVE MAKING 
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MILDEW IS MuRDER! 


& 
t / 
= Tests proved laundry can be weakened ove, 30% in 
. ampers without all-over gir vents for complete 
2 £'0S8-ventilation 
f 
% 
bf 


bend or bulge! | 
2 * GIVES YEARS MORE SERVICE! 
* SHOWN HERE: the newest PEA RL-WICK hamper 


y -+. featuring ALL-CLEAR interior... no Posts, 
no beams, no bulky framework... ‘nothine to 
Gs wor Snag or catch! Gleaming Duro-Plastice top, 


chrome-trimmed: hand-decorated front Panel; 
decorator colors. 


newest hamper RL.WI CK 


self-ventilating hampers made 
of STEEL-RIBBED 


Lt} ih vDuRoweve: 
in the most 2 : wer r a 
ties ads Powerful Advertising | a>. ~ — | y F 


national a tet 

ing 1949 | : . 
Campaign in 

cakiot MPT 


like that. 
NG 
5000 HOUSEKEEPI 
BETTER HOMES & GARDENS 


IMERICAN HOME 
vear and PMN ey = . | ey 
paved HOUSE BEAUTIFUL NS | 


Slightly hj 
Exclusive choice of the 
and buy. 


New York TIMES MAGAZINE . a 4 
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bye Vpn ep ‘ ? Sl te 
¥; | Wy Mf 
MEAL thé 


‘ssese 


Miss 
TULET GR) Bt7up, 


CHICAGO TRIBUNE GRAFIC Se Pe 


’ PEARL-wicK 
to bring you the world’s LOR OUATIC 


DOOR or WALL HAMPER 


* New convenience for every room! 

= . Self-emptying! Self-ventilating} 
Easily attached to wall or closet door! 
A touch of your hand—loundry drops out! 
. * Kitchen “must”; child's room aid; 

. bedroom need: bathroom “‘ext;q"* 


At your favorite store or 
write Dept. 64, Remember, 
it isn't a genuine Pearl-Wick 
without the Pearl-Wick 
label, 








PEARL-Wicx CORP., Long Isiond City 2, mW. Y. 








' of 
nes 
tered trade r 
yesve 


_ an ore regi 
Cc EVE d DOR-O 
ARL-WICK. DUROWEV 4 R MATIC 


Island City 
TION, Long 

CORPORA 

PEARL-WICK 





fingertip Displays 


“MAKE YOUR STORE HEADQUARTERS” ——__ 


=~ for 
Power Too! 
Equipment! 


A complete transmission department—‘“right at 
your finger-tips"—that sells more PULLEYS . . 
MANDRELS . . BEARINGS .. COUPLINGS . . COLLARS. 


No hunting thru shelves or in drawers. Every item in full 
view attractively displayed on red, white and blue dis- 
play boards. Get your share of this profitable year- 
around business. 





CHICAGO 


1 M-ICI2Z™D 





No. 80 MANDREL DISPLAY 
This attractive red, white and blue display 
features 7 of the fastest selling saw and grind- 
ing mandrels. Models for Farm, Home, and 
Factories. This display will require a wall 
space only 16" wide by 32" high. 


CHICAGO 
No. 60 PULLEY DISPLAY 


A complete assortment of the 57 fastest selling 
"A" section pulleys from 1'/2" to 10" in diam- 


eter . . . with standard bores of !/2"-54"-34". 

Requires a wall space only 16" wide by 36" RETAIL VALUE ........... $35.30 

high. DEALER'S COST ......... $21.20 
BETA, VAEBE  ... c-cvccvcces $37.88 (Slightly higher in some areas) 
DEALER'S COST .......... $23.36 DEALER'S PROFIT . . .$14.10 


(Slightly higher in some areas) 


DEALER'S PROFIT ... .$14.52 





No. 40 TRANSMISSION DISPLAY 


There's real profit in power transmission ac- 
cessories. Every Farm, Factory and Home- 
workshop use bearings, couplings, collars, 
and pillow blocks. With this display you 
feature 75 of the following fast selling power 
accessories .. . 4 flexible couplings . . . 24 
pillow blocks . . . 8 journal bearings . . . 35 
shaft collars . . . 4 adjustable hangers . . . 
which requires a wall space only 13" wide 
by 25" high. 

RETAIL VALUE 

DEALER'S COST ......... $23.27 


(Slightly higher in some areas) 





No. 70 MANDREL DISPLAY 


No. 50 PULLEY DISPLAY 





e A REA 
e DISPL 
° ILLUM 


tool sal 
compact 
SKIL F 








This compact, colorful display in red, white 
and blue will increase your pulley sales. You 
get 24 pulleys in twelve popular sizes from 


i'/2" to 5" in diameter . . . with standard 


V/,"-54" bore sizes. 
RETAIL VALUE 
DEALER'S COST 

(Slightly higher in some areas) 


DEALER'S PROFIT ...$5.5! 


Chicago DIE CASTING MFG. CO. « 2510 w. Monroe St. 


176 


DEALER'S PROFIT .. .$13.41 


Ask your jobber 
or 
write direct to— 


You sell more mandrels when you feature 
this silent salesman. Six popular saw and 
grinding mandrels, for farm and homework- 
shops, attractively displayed on this colorful 

counter board. 
RETAIL VALUE 
DEALER'S COST ........ $16.20 
(Slightly higher in some areas) 


DEALER'S PROFIT . .$10.85 
¢ CHICAGO 172, ILL. 
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SKIL Floor Merchandiser! 


e A REAL PROFIT-MAKER.. . available on a special offer! 
¢ DISPLAYS the big, fast-moving SKIL Home Shop Line! 
© ILLUMINATED . . . beautifully built knotty-pine fixture! 4 


You'll get more than your share of power * 
tool sales with new SKIL MERCHANDISER. It’s 
compact (43” x 24”)—it dramatizes and sells the big 
SKIL Home Shop Line. It’s beautiful—lacquered 























knotty-pine designed to equal your finest fixtures. |} 
It’s effective—a working display that lets the tools 
SELL THEMSELVES. 
Special profit-making offer brings you this 
SKIL MERCHANDISER now .. . complete with a 
carefully chosen assortment of fast-moving SKIL 
Home Shop Tools and accessories. Ask your regular 
wholesaler about the SKIL MERCHANDISER DEAL 
. . or send the coupon today for full information. 





















SKILSAW, INC. 

Home Shop Division 
5033 Elston Ave., Chicago 30, Ill. 
Factory Branches in Principal Cities 


In Canada: SKILTOOLS, LTD., 66 Portland St., Toronto; Ont. 





SPECIAL! SKIL MERCHANDISER DEAL! 
You sell the tools included for $3950° 


You get the SKIL Merchandiser and fast- $306°° 
moving SKIL Home Shop Tools for only 


YOUR PROFIT Is *§g50 
AND THE DISPLAY IS YOURS! 


VCPOANAMAUTIMGMUASUED A to make your couner space pay exes profs 


set up New SKIL Counter Display. Illuminated 

















ees Vil chon Te ... attractive ... effective. Shows a wide range of fast-selling SKIL 
io —_ Baca + Home Shop Tools. Available now on a special, profit-making offer. 
e723 = Ae 
home owners...repairmen ... hobbyists. P - 
You sell the tools included for 237 
_ = ee ae You get SKIL Counter DISPLAY and 6 fast-selling SKIL § 
=, Home Shop Tools fer only 175°° 
ae 
Vil | YOuR ProFit is %§285 


AND THE DISPLAY IS YOURS! 


SSB OOS SS SS SSS 29S S98 909E 029285 
| SKILSAW, INC., Home Shop Division 
j 5033 Elston Avenue, Chicago 30, Illinois 
Gentlemen: 
Please send me full information on 
(0 SKIL Floor DISPLAY (0 SKIL Counter DISPLAY 








YOuR ree 
WHOLESALER HAS Address 
NEW SKIL FLOOR MERCHANDISER _ —— 
and NEW. SKIL Counter DISPLAY. ASK HIM! 
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Lightest Shovel Made! 
SAVES A TON A DAY 


APPROXIMATE WEIGHT “7 
3% TO 3% LBS. 


Features of AMES FEATHERLITE 


1. Lighter... made from a High Carbon Steel 
Sheet. No heavy sections in socket or frog. 


2. Strength comes from its Tubular 
Shaped Tempered Socket filled 
by handle driven in 
under great pressure. 


« Featherlite meets 
Railroad Track 
Shovel weight 
test of 200 
pounds. 


C AMES z 
(Sauce) gllheahe Your Yobber 


4 1774 ») 
PARKERSBURG, W. VA AMES BALDWIN WYOMING CG. NORTH EASTON, MASS 
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EXCELLENCE AND 
ELEGANCE IN TOOLS 


There's a special sense of security in the swing 


e 
e 
2 
. 
= 
e 
7 
2 of a Vaughan tool. Skilled craftsmen recognize the 
e 
° sharpness, sturdiness and all-round superiority that 
: have been Vaughan's for over 80 years. When fine 
° tools are requested, recommend a Vaughan hammer, 


hatchet or axe with confidence. 


IT ALWAYS PAYS TO BUY A GOOD TOOL 






GHAN & BUSHNELL 


CTURING COMPANY 
e St., Chicago 3, Illinois 


en te dela 


fom EY E's BUY: - 
wit NONE BETTER 


HAND TOOL STOCKING PANELS 


Make your custo & roving eye stop—look—and glisten 
with that b Parse! Show famous NONE BETTER Hand 
Tools v8 Teo handsome Stocking Panels. NONE BETTER 
Pagels carry balanced, fast-selling Tool Assortments — care- 
Pd Sy selected to cover the whole range of modern Tool needs 
in shop, farm, garage and home. What’s more, each Panel 
is yours without charge upon purchase of the Tool Assort- 
ment. You'll find NONE BETTER Panels light in weight, 
easy to handle and readily adaptable to your display needs. 
And how they'll sell NONE BETTER for you! Gleaming 
triple-plated, Chrome Finish Sockets & Drive Parts, Box 
End, Open End and Combination Wrenches move fast from 
these eye-catching Displays. Write TODAY for the address 
of your nearby NONE BETTER Jobber... learn how YOU 
can insure a balanced Hand Tool Stock and mounting 
Hand Tool profits with a minimum inventory investment! 

























NONE BETTER Panels make it 
easy for you to hove effective 


one aww fy 


=P re ce Ls 


“ 
—_— Oe ee oe 
aa, 





Bm ee 


Combination Displays for your 
counters or windows. Each handy 










1’ x 2’ Panel come: with a com- 
plete Kit for quick assembly with 


other Panels. Sales-making Dis- 
play variety is yours — without 
bother or delay! 


a] 


of 


} 
ini) 
uw Gi NONE 
i Aun % 
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THE NEW BRITAIN MACHINE COMPANY 
New Britain, Conn. 



















construct 
fect alig: 
Straighte 
breakag: 


EVERY 
RECOG 
Qu 


os sic 
Crescent” is our t: 


i a a 


HARDWARE 





| S nS " 
HE-MAN 


BALANCED 
for more efficient saw- 
ing...less worker fa- 
tigue. 


ACKSAW! 


UNBREAKABLE 
Neoprene handle with 
man-sized grip, mould 
ed to frame, high dielec- 


tric value 


RESISTANT 
Nickel ploting resists 
corrosion...adds eye- 
RUGGED oppeol. 
construction of 
heavy-gauge steel. 


STRONG 


Tension Screw, die 
threaded from bar stock. 


Pin Posts are machined 
“from bar stock. 


DESIGNED 


toprovide extra strength 
at points of stress. 


RIGID No. 1049 
construction assures per- 
fect alignment of blades. 
Straighter cuts..less blade 
breakage! 


is the catalog number 
of this fine hacksaw. 


EVERYBODY 
RECOGNIZES 
QUALITY 


Sign of the rtisan 
‘6 Symbol of Eucellince 


bed ”, . . : . : 
Crescent” is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRES CENT TO OL cOMPAN YY, JaMtestTrTrown, ae Ww yor « 
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us— DUROS 12 Mlan’ 


and MULTIPLY Tool Profits! 





Men : 


1y tools where they know they can get what they want. That's 
why dealers are delighted by greatly increased profits when they use 
Duro’s “1-2 Plan’. ONE, they feature the full Duro line, TWO, they 
put the handsome Duro Display Boards to work getting fast turnover. 
That's the Duro ‘]-2 Plan’’ and it WORKS! Get started now on big 


tool profits, talk it over with your Duro Distributor right away. Mear 


~ 


while write for big colorful free Duro Catalog—a world of profit 
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opportunity for alert dealers everywhere! 


DURO METAL PRODUCTS CO., 2649 No. Kildare Ave., Chicago 39, Ill. 
GET BIG COLORFUL FREE CATALOG! 










108 pages of profit for you! See how you sell 


matched and complete too] sets as well as single D4 — 


tools under Duro’s “1-2 plan’’. i 


DURO-CHROME TO 
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The Silver Lake 
Dispensing 
LEADER BOX’ 
Has Everything! 


Rubber pad holder at opening keeps 
leader ends accessible. 


V-notch clip of stainless steel cuts 
leader to desired length — no knife 
needed. 


3 reels hold 3 sizes of leaders. 


Holds 100 yards or more — Heatly, 
without tangling. 


Box is %" x 3” in diameter — reels 
and box are aluminum. 


* Patent Pending 





DEALERS — Just demonstrate this leader box 
to anglers—they’'Il see its advantages at once! 
It'll save them time getting started when the 
fish are biting. They don’t need a knife for 
cutting gut—the V-notch does that—‘‘just strip 
and clip.’’ Keeps leaders handy and dry, free 
from snarling and tangling. This Dispensing 
Leader Box sells. Packed one dozen in eye- 
catching display box as shown. 





Make sure you're stocked with this fast-selling 
Silver Lake DISPENSING LEADER BOX — 





Made by 
JOHNSON vn seaae il 
TOOL & DIE i 


SREEDSVILLE, MICHIGAN 














“WOODRUFF KEYS = 
“MACHINE KEYS = 
“MACHINE RACK; 


* TAPER PINS 





“COTTER PINS 
*SPECIAL PARTS 







and other Stanho products 
Bulk or Packaged 


WRITE for CATALOG 
and PRICES - 








esm3 


















NEW BRIGHTON, PA 
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- More dealers are selling. " 




















Every dealer can 
feature a 
complete line of 
DURO tools... 


DURO “power tool 
packages” make it 
easy to start in the 
profitable power tool 
business... 





DURO Fue 00s, 


than ever before 








LATHES—in 3 sizes, from $15.95 to $73.50, retail. 1G SAWS—in 2 sizes, from $15.65 to $24.95, —_ 
BAND SAWS—in 3 sizes, from $49.95 to $114. 85, retail. DRILL PRESSES—in 3 ag ye 50, retail. 
CIRCULAR SAWS—in 3 sizes, floor and bench type, from SANDERS—in 3 sizes, from $12. sil. 

$32.45 te $229.50. JOINTERS—in 3 sizes, from $43. s * $112. 50, retell. 


+ + » in addition, the DURO line includes SHAPERS, ROUTER-SHAPER-CARVERS and a profitable line of ACCESSORIES. 





Package “A’’—Seven basic power tools that Package ‘’B’’—Another series of DURO tools 
start you off with a minimum of cash and in the fast-selling larger sizes . . . top values, 
maximum turn-over and profit. good profit makers in any location. 
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DURO backs every 
dealer with powerful 
National 

Advertising ... 


DURO furnishes 

bona fide sales leads 
and tested 

selling aids... 
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DURO 
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Hard-selling, lead-creating DURO 
National Advertising is appearing 
each month in these major publi- 
cations . . . reaching an active, 
interested audience of more than 
19,000,000 prospects for new 
DURO Power Tools! 


. 


“Live” leads from your locality, colorful window streamers, eye-catching display posters, mat 


ads on every tool, catalogs and mailing pieces . . . all available to DURO dealers FREE. 


WHEREVER YOU GO, THE BETTER DEALERS ARE DURO DEALER 


e a a A ee se = -_ 


DURO METAL PRODUCTS | co. 


WRITE TODAY for details about Duro’s 2661 N. Kildare Ave., Chicago 39, Illinois 


low cost “package’’ plan. See how easy 
it is for you to be in the profitable power 


- oer : ~} Details about fhe Duro low cost ‘‘package’’ plan 
tool business. Fill in and mail the coupon — wo 6° 


(_] Details on the complete new DURO line of Power Tools 


right now! [-] New Duro Merchandising Helps. (For present Duro dealers 
only, please.) 
DURO METAL PRODUCTS CO. | nome 
2661 North Kildare Avenue Peron 
Chicago 39, Illinois City Zone — 
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I DEPENDS On your loca- 
tion. Jones’ Hardware, 
located in the heart of a 
timber and pulpwood 
region, features saw files. Jones builds him- 
self a reputation in that field and gets ’way 
ahead of his rivals on turnover. Smith, lo- 
cated in a farming community, keeps well 
supplied with fast-selling general-repair and 
sharpening files. Brown, in a mid-city loca- 
tion, broadens his line to meet all comers — 
carries novelty and “occasional” types as well 
as the regular quick sellers—through having 
complete stocks becomes Known as “‘file head- 
quarters’’—cashes in on big volume. 








It’s worth while making a study of the file 
market in your particular community ... 
and then getting behind it with the right 
stocks and a sound selling program. Because 
files, by their nature, require replacement 
more frequently than any other widely used 
type of hand tool, turnover is more rapid; 
your yearly profit margin is greater. Have 
you thought of these things? 

Your wholesaler can give you 
good advice on the right file setup 
for your trading area. The pro- 
fusely illustrated 48-page Nichol- 
son book, “File Filosophy,” will 
help, too. Send for it — FREE! 


vSSo, NICHOLSON FILE CO. «© 25 ACORN STREET, PROVIDENCE 1, RHODE ISLAND io, 


bd ¥.S.A. 






(In Canada, Port Hope, Ont.) i 
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best friends 
is a Salesman... 


It’s a fact...1 couldn’t do business if it 
weren’t for this jobber salesman friend of mine. 
lll tell you why. : 
I have to stock about 2500 items in my 
store. But sure as shootin’ a good customer 
will ask me for something I haven’t got. 
Take tie-out chains, for instance. They’re a 
kind of seasonal item; I stock them in the spring 
—usually sell out every year. But occasionally 
there’s an “off-season” call for a tie-out chain. 


cco 


yw In Business for Your Safety 


f 





So what do I do? 


A customer wants a 30 foot galvanized 
Tenso No. 2/0 tie-out chain. I tell him I'll get 
it for him. I call up my friend, the American 
Chain jobber salesman. He gets me the chain 
—I make a sale, keep a good customer and 
everybody’s happy. 

That’s one of the reasons I like to do busi- 
ness with the American Chain jobber. 


I can sell a complete chain line. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Southern Convention 
Was a Good Tonic 


HE recent Southern Hardware Convention in Cin- 

cinnati demonstrated very forcibly the old, but 

pertinent, adage that two heads are better than 
one. It also demonstrated that the wholesale hard- 
ware trade is keenly aware of the competitive prob- 
lems of distribution and marketing in today’s mar- 
ket. from the retail as well as the wholesale level. 

The program for the meeting focused on the never- 
ending search for new and better methods of doing 
business; of new techniques for improving the efh- 
ciency of the wholesale operation. 

To those who believe in the inherent value of the 
manufacturer-wholesaler-retailer method of doing 
business, it was especially inspiring to observe the 
intelligent, aggressive manner in which the whole- 
salers applied themselves to the discussions. Their 
«bvious grasp of the new techniques and equipment 
was complete assurance that they were fully aware 
oi the necessity of maintaining their competitive posi- 
tion by the utilization of modern methods and 
machines. 

The fruitfulness of the deliberations of the south- 
ern distributors is not a matter of concern only to 


Dealers Can Profit By 
Reading the Reports 


ky have recommended that you. Mr. Dealer. 

could read with profit the reports of the South- 
ern Wholesale Hardware Convention published in 
this issue. Naturally these reports are concerned 
with the manufacturers’ and the wholesalers’ prob- 
lems. but they do touch on many matters of direct 
concern to the dealer. 

The wholesaler is only part of the hardware busi- 
ness team. It is urgent. that you. Mr. Dealer, do 
vour part. Your wholesaler is very much interested 
in your success. It is to his benefit to see vour 
Do Vou 


sales volume rise. He is anxious to help. 
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i Hod | Just Among Ourselves 


Informal Editorial Comments 


the distributors. It is also of prime concern to the 
other members of the hardware industry team — the 
manufacturer and the retailer. Weakness in any one 
member of the team will. in the end. weaken the 
entire team. 

Every person interested in the welfare of the hard- 
ware business will profit by a careful reading of the 
reports of the convention published in this issue of 
HARDWARE AGE. 

You will find in these reports the considered opin 
ions of many authorities on many subjects: on pen 
sions and incentive pay: on sporting goods and truck 
deliveries: on fluorescent lures and compensation for 
salesmen; on the new wage and hour law and bus 
displays. And in the talks by Dr. Nourse and M 
Palmer. the latter of London, you will find clearly 
delineated the No. 1 socio-political problem of Amer- 
ica’s future. 

We are confident that from a reading of these re 
ports you will find renewed assurance that the whole 
sale hardware business is in good health. and is 
keenly aware of the many types of virus that are 
abroad today ready to attack at the first opportunity. 


take advantage of this very valuable assistance’ 

There are many ways in which a progressive dis 
tributor can aid, but you have to meet him half way. 
Use of a consumer's catalog, available through many 
wholesalers. can produce sales, but only if you back 
up the catalog with complete stocks. 

Lse of window decorations and other promotional 
material must be a complete effort, again backed 
adequate stocks. A disappointed customer is worse 
than no customer at all. 

There is very little cause. in the light of today’s 


economic picture. for hesitancy in placing futures. 





Yet despite the fact that futures assist the whole- 
saler do a more efficient buying job, many dealers 
still shy from placing such orders. 

The task of operating an independent hardware 
store is one that requires the fortitude of Job, the 


Discount Houses Move 
To the Rural Areas 


HE discount houses. which in the past have been 

strongest in the larger cities, are apparently mov- 
ing into the rural areas, according to reports reach- 
ing us. These so-called consumers’ buying groups 
make no worthwhile contribution to the national wel- 
fare. but to the contrary are largely a disruptive 
force. Their pat song of “I can get it for you whole- 
sale” has false attractions that conceal the practical- 
ities of a seller’s responsibility to a consumer. 

New York has had more than its share of these 
discount houses. Currently these groups are the focal 
point of a wave of price cutting on Fair Trade items. 
While strong efforts are underway to correct these 
abuses (see HARDWARE AGE, April 6, p. 146), the 
very fact that these organizations would deliberately. 
and on a wide scale, cut prices on Fair Trade ar- 
ticles is a key to their sense of business ethics. 

Consumers who purchase from these groups seem 
to forget that when you acquire a lemon “at whole- 
sale” you can’t rush down to the corner store and 
demand satisfaction. An effort to obtain service or 
an adjustment on a defective product from one of 


Import Duties Must Be 
Treated Realistically 


ASHINGTON officials shortly will again be 

entering into international discussions on tar- 
iffs. These discussions are arranged for only one 
purpose—-the lowering of import duties. Every time 
our Washington officials embark on such trade con- 
ferences, we cannot help but shudder. It is so much 
like a little boy playing with a big gun. The con- 
sequences of inexperience can be terrible. 

We would all feel more secure if American rep- 
resentation at these meetings was on a more prac- 
tical basis. Our “career boys” are too often more 
concerned with their own careers than with the wel- 
fare of American labor and business. 

Past experience has proved, time and time again. 
that American representatives at these meetings are 
poor traders. They give so much more than they 
receive. In a sense. these meetings are not true trad- 
ing affairs; they are simply occasions for further 
hoodwinking Uncle Sam. Too often we get con- 
cessions for exporting hairnets to Samoa, and give 
concessions on imports of steel from Europe. 

Confusion of political and social ambitions with 
the hard economic realities of national survival is 


188 


personality of Bob Hope and the business acumen of 
the Bank of England. It is, anyway you look at it, 
a man-sized job. But its problems can be eased 
somewhat by making fuller use of the assistance the 
progressive wholesaler stands ready to offer. 


these buyers’ groups is an unhappy and often very 
expensive experience. Their margin simply will not 
permit the type of personal attention so necessary 
to effect a completely satisfactory sale. That wording 
on the receipts “All sales positively final” is a return 
to the long discarded practice of “Let the buyer 
beware.” 

Dealers must be on the alert to guard against the 
spread of these organizations. When they do spring 
up. be forthright and aggressive in explaining the 
deficiencies of their way of doing business. Tell 
your customers what they can expect in doing busi- 
ness with these groups. Tell them there is nothing 
new in their techniques and that experience has 
proven many, many times, that it is an unsound 
manner of doing business. Write the manufacturers 
of your feelings. If you know definitely of a dis- 
tributor servicing such a group, talk it over with him 
and explain the damage that can be done by the dis- 
count houses, let him know exactly how you feel. 
But above all. don't leave it to George. Do it 
yourself, 


O 


evident at these conferences. The spurring of mullti- 
lateral agreements for the sake of One World unity 
is a worthy ambition, but it can mean only one thing 
to America in the light of present world conditions, 
and that is a lowering of our standard of living. 

None of us is so blind as to deny the very real 
need for freer international trade. But is must, for 
the sake of our future, be on a fair basis. American 
tariffs are potential economic atom bombs. The hard- 
ware trade is already beginning to feel the effects of 
shipments from Japan, Germany and other Europear 
countries. Every tool, every rule that is imported 
means just that much less wages for an American 
workman. 

Our representatives at the coming conference mus! 
inject a sense of reality into their bargaining. They 
must arm themselves with the practical advice and 
consultation of American businessmen and _ labor. 
And, above all, they must remember that while we 
are certainly vitally interested in the welfare of the 
world at large, we must at all times be more con 
cerned with the welfare of the United States. 
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LOCKWOOD Key'n Knob locks, 
engineered to new high standards of durability, 
simplicity and security now take their impor- 
tant position beside Lockwood HEAVY 


see our Rs S | rade ae T 
CATALOG DUTY and STANDARD grade mortise cyl 
in inder locks. They carry the assured soundness 





Swere's i in design and lasting performance that is 


for BUILDERS 


ons a i underwritten by 72 years of experience in the 
ation Lockw or ALL ‘ 
Spectficat of Lockwood for ALI manufacture of high grade locks. 
locking equipment throughout ensures 
oO 
top quality, an adequate master keying The difficulties encountered in the 
system and lasting satisfaction. past in master keying locks of this type with 
mortise and tubular type locks as well as 
padlocks, is now eliminated. 


LOCKWOOD HARDWARE MFG. CO. 


Division of Independent Lock Company 
FITCHBURG © MASSACHUSETTS 
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The Southern Hardware Convention 


K EYNOTED by warn- 


ings against inflationary trends 
now dominating the nation’s 
economy, of the dangers of the 
socialist state, and of the un- 
sound monetary philosophies of 
the present administration in 
Washington, the annual joint 
meeting of the Southern Whole- 
sale Hardware Assn. and the 
American Hardware Manufac- 
turers Assn. was held April 2 to 
6 at Cincinnati. 

The meeting was the 98th 
semi-annual convention of the 
manufacturers’ group and the 
59th annual meeting of the 
wholesalers’ association. All ses- 
sions were held in the Nether- 
land Plaza Hotel. Registration 
for the convention totaled about 
1400. 

The meeting was officially 
opened on Monday evening by 
the presidents of the two asso- 
ciations, W. H. Terstegge and 
H. F. Seymour. The comments 
of the two presidents at this 
opening session were particu- 
larly inspiring in face of the 
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Against a backdrop of warnings of new inflation- 
ary trends and the dangers of state socialism, some 
1400 members and guests of the Southern Whole- 
sale Hardware Assn. and the American Hardware 
Manufacturers Assn. attended the annual joint 
convention of the two associations. Ail meetings 
were characterized by heavy attendance and spir- 
ited discussions of ways and means of applying 
modern techniques and equipment fo still further 
increase the efficiency of the wholesale operation. 








world-wide tendency to conflict 
between varying interests. 

President Terstegge pointed 
out that “it has been a custom 
for 50 years for this association 
to meet in conjunction with the 
American Hardware Manufac- 
turers Association. That custom 
has grown to a point where it’s 
very near an amalgamation. I 
don’t see how, one association 
could hold a meeting without the 
other association holding one 
simultaneously. 

“That, to me, is a wonderful 
thing to think about—that men 
who are selling goods can meet 
on common ground with men 
who are buying merchandise. 

“That is the way it should be. 
We should not think of any diffi- 
culties in meeting the people we 
are doing business with. To do 
business with a nerson should be 
a pleasure. And the fact that so 
many of us come to these conven- 
tions convinces me that business 
is that way. 

“When T was a young boy in 
business. a good many years ago, 
I do not think that conditions 
were the same. T was more or 


less schooled in the early days of 
my business experience to make 
the best buy I could and, in a 
sense, run away and let the other 
fellow hang by his heels. 

“I don’t believe any of us want 
to do business that way. I thank 
goodness that we are in a way of 
doing business in this day and 
time in which buyer and seller 
are equal and we can still be 
friends because neither one of 
us takes an undue advantage of 
the other.” 

In response to Mr. Terstegge’s 
remarks, H. F. Seymour, presi- 
dent, American Hardware Man- 
ufacturers Assn., said: “The 
first few minutes of a hardware 
convention is always the high 
point of the year for me. It 
means that we have come 
through another year, some- 
times a little the worse for wear, 
but intact and upright, going 
strong. 

“I look forward to the ex- 
change of greetings between 
these two associations as a sort 
of a milestone in the very close 
and cordial association between 
our two organizations. 
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The Netherland Plaza, right, scene of the 
Southern convention. Below are: H. F. 


Seymour, Columbian Vise & Mfg. Co., 












a.) 
= 
a 
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“You members of the South- 
ern Wholesale Hardware Asso- 
ciation are meeting for the fifty- 
ninth annual meeting. That 
means that your first convention 
was in 1891. 





“At that time there was a not 
too well known president in the 
White House, Benjamin Harri- 
son, serving one term between 
the two terms of Grover Cleve- 
land. There were some serious 
economic questions in those days, 
the free silver, gold standard, 
and, believe it or not, the labor 
problem. 

“In the intervening almost 66 
years, despite the toll of three 
wars, our country has had its 
greatest growth and _ develop- 
ment; and I like to think that 
our industry, at the same time, 
has grown with the nation and 
kept pace with it. 

“TI like to think, too, that at 
least one of the reasons for this 
is because of the very close asso- 
ciation we have between these 
two organizations in helping to 
serve the public interests to the 
very greatest advantage. 
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Opening joint 


“On behalf of my associates 
and the manufacturers’ associa- 
tion, as well as myself, I want 
you to know that we consider it 
an honor and a privilege to be 
meeting with you here; and I 
believe from the program that 
this will be another outstanding 
Southern Hardware  Conven- 
tion.” 

Following the remarks of the 
two presidents, the feature 
speaker was introduced. He was 
Mr. Tom Collins, City National 
Bank & Trust Co., Kansas City, 
a widely known public speaker 
who spoke entertainingly on 
“How to Worry Successfully.” 

In accordance with the prece- 
dent of the past two years, the 
official opening of the convention 
was preceded by a session of the 
SWHA sporting goods division. 

Charles E. Nash, Nash Hard- 
ware Co., Fort Worth, Tex., 
and vice-president, SWHA, and 
chairman of its Sporting Goods 
Division, presided at the sport- 
ing goods session, which _ in- 
cluded morning and afternoon 
meetings and a luncheon. The 
division, he pointed out, was 
formed four years ago for the 
betterment of sporting goods 
business in the South and South- 
west, with the object of interest- 
ing top management in the need 
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session in the Netherland Plaza Hotel, Monday evening. 


for devoting more time, money 
and thought on distribution of 
sporting goods. 

Its other two objectives are to 
train and build more efficient 
working organizations for the 
wholesale sale of sporting goods 
and to also try to train and help 
retail hardware store personnel 
do a better selling job of these 
lines. 

The sporting goods sessions 
were exceptionally well attended 
and lively discussions followed 
most of the formal talks. In- 
cluded in the Monday session 
was the full color film, “Big Tar- 
pon and Bass Tackle.” This film, 
presented by South Bend Bait 
Co., was given a very high rat- 
ing on the hit parade by the 
packed meeting that viewed this 
unusual film. 

The joint meeting of the two 
associations on Tuesday was 
called to order by Mr. Terstegge, 
and following some remarks by 
Mr. Seymour, the principal 
speaker, Dr. Edwin G. Nourse, 
spoke on “Promise and Threat 
in American’ Business.” Dr. 
Nourse’s remarks are reported 
in detail elsewhere in this issue. 

The Wednesday joint meeting 
featured a talk by Cecil Palmer, 
of London, entitled “What Now 
in Britain.” A summary of Mr. 


Palmer’s comments are pub- 
lished on other pages of this 
issue. 

An unscheduled, but extremely 
important, part of the Wednes- 
day joint meeting was a discus- 
sion by Dr. Arthur L. Faubel, 
secretary-treasurer of the manu- 
facturers’ association, of the new 
drive under way in Washington 
to raise wage levels by use of the 
Walsh-Healy act. Dr. Faubel’s 
report is published elsewhere in 
this issue. 

The annual meeting of SWHA, 
on Thursday morning, was 
opened by President Terstegge’s 
report on the state of the asso- 
ciation and the industry at large. 
A résumé of this thought-pro- 
voking report is published in 
this issue. Following the presi- 
dent’s address were the annua! 
reports of the managing direc- 
tor, T. W. McAllister, and of the 
treasurer, H. B. Horsey. 

The election of the new officers 
took place, upon recommendation 
of the nominating committee, 
with Fred C. Barksdale, Brown- 
Roberts Hdwe. & Supply Co., be- 
ing elected president. Mr. Barks- 
dale had been serving as first 
vice-president. Other officers 
elected are reported in detail 
elsewhere in this issue. 
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roiiowing the election, the re- 
tiring president, W. H. Ter- 
stegge, was presented by the 
members with an inscribed sil- 
ver platter in recognition of his 
service to the association. A 
matched set of traveling bags 
was presented to H. B. Horsey, 
of Sharp-Horsey Hardware Co., 
in recognition of his valuable 
services to the association as 
treasurer. Both presentations 
were made by R. R. Witt, of 
Builders Supply Co., a member 
of the advisory board. 

This part of the meeting was 
followed by a general discussion 
of such matters as stimulating 
advance orders, pension plans, 
use of trucks, ete. 

Election of officers of the 
American Hardware Manufac- 
turers Assn. takes place in Oc- 
tober, hence there were no new 
officers, except for the selection 
of a new member of the execu- 
tive committee to replace a mem- 
ber who resigned. The new mem- 
ber of the AHMA executive com- 
mittee is A. E. Keating, Trimont 
Mfg. Co., who replaced W. F. 
Barnes, who resigned. 





At the left is W. H. Terstegge, Stratton & Terstegge Hdwe. Co., retiring president of 
the Southern Wholesale Hardware Assn., handing the gavel to the newly-elected presi- 


dent, Fred C. Barksdale, Brown-Roberts Hdwe. & Supply Co. 


The entire convention, on 
Tuesday evening, was invited to 


a concert and floor show in the took them on 2'.-hour trip A banquet by the Central 
Netherland Plaza’s Hall of Mir- which covered the outstanding States Hardware Club, the X 
rors. scenic attractions in and around Club, and the Old Guard pro- 


On Wednesday afternoon a 
special sightseeing tour was ar- 
ranged for the ladies. Buses 


Cincinnati. That 
customary convention dance was 
held in the Pavilion Caprice. sions. 


vided a particularly interesting 
social fillip to the business ses- 


evening, the 





In Memoriam 


Charles F. Rockwell 


Secretary-Treasurer of 


American Hardware 


Manufacturers Association, May 1, 1926, to De- 


cember 31, 1948. 


The following resolution was adopted at 


a joint session of SWHA and AHMA 


Literally born into the hardware industry, early 
in life he acquired its traditions and became a 
leader in it, standing for the highest in personal 
and business integrity. 

To know him was to respect him. In his passing 
we have suffered an irreparable loss and we here 
pay tribute to the memory of a man faithful to 
his principles and loyal to his friends and to the 
end devoted to the institution he served so faith- 
fully for more than 20 years and which, four years 
ago, paid tribute to his service as follows: 


“ . . There never has been a time when our 
association has stood higher in the industry, was 
more influential, or in better financial condition. 
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Through the years in all dealings, the honor and 
dignity of our association has been strictly main- 
tained. The foregoing reflects his integrity and 
ability and was the result of hard work, patience, 
and tact, which he had in abundance and applied 
with skill. Today in no industry is there evidence 
of better feeling, or more feeling of good-will and 
good fellowship and co-operation than in the hard- 
ware industry. We like to feel that the maximum 
part of the credit for that is due Mr. Rockwell.” 
So BE IT RESOLVED: 

That with profound sorrow and a deep sense of 
loss, the Officers and Executive Committee and 
membership of the American Hardware Manufac- 
turers Association present this expression of their 
deepest sympathy to the family and associates of 
their friend and fellow officer. 
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SWHA-AHMA Joint Session 
Wednesday 


A New Development 


In Labor Economics 


A" undercover effort to use the Walsh-Healy Act as a 
lever for effecting a general wage rate rise is currently 
under way in Washington. The aim of this effort is gain, 
by indirection, what Congress has refused to authorize. The 
drive, which is pointed to the election in 1952, has met with 
considerable success thus far and poses a new and serious 
threat of higher manufacturing costs and selling prices. 


By ARTHUR L. FAUBEL 
Secretary-Treasurer 
American Hardware 
Manufacturers Assn. 


| WANT to discuss 
with you an insidious develop- 
ment in labor economics that 
is going on in Washington at 
the present time, not very wide- 
ly publicized and, on the basis 
of my experience, not very well 
known. 

We all know the Walsh-Healy 
Act. It was passed in 1936, as 
the Walsh-Healy Public Con- 
tracts Act, for the avowed pur- 
pose of reducing to a minimum 
the amount of sweatshop labor 
that the government might be 
in the position of sponsoring on 
the basis of its award of con- 
tracts to the lowest bidders. 
That was the avowed purpose 
of the Act. 

Prior to the war some 44 in- 
dustries had determined for 
them what is known in Walsh- 
Healy terminology as the pre- 
vailing minimum wage in that 
industry. 

It is that particular angle 
of the Act that I wanted to dis- 
cuss. And, to do so, it probably 
would be well to describe in as 
few details as possible the way 
in which the thing is done. 
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The Act requires the Secre- 
tary of Labor to make what is 
called a determination of the 
prevailing minimum wage in an 
industry. Having made that de- 
termination, it is then required 
that every contractor in that 
industry bidding for a govern- 
ment order certify that he is 
paying that prevailing mini- 
mum wage which the Secretary 
has determined for that in- 
dustry. 

Prior to the war approximate- 
ly 44 industries were covered 
by prevailing minimum wages. 
The hardware industry, large- 
lv because of its complexity 
and heterogenous character of 
its products, was not covered as 


such. 


Determines Minimums 


Two divisions of it—nuts and 
bolts, and screws—were under 
consideration when the war 
came along and made a dead 
letter of the Walsh-Healy Act 
because of the way in which 
wages went up, well over any 
prevailing minimum wage that 
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the Secretary of Labor might 
determine for an industry. 

Most of the pre-war minimum 
wage determinations were down 
in the 40 to 60¢ level. The high- 
est ones of all, I believe, before 
the war were in industries such 
as the airplane industry. 

The war made a dead letter 
of the Walsh-Healy minimum, 
and we heard nothing of it un- 
til two or three years after the 
war was over, when a movement 
began to revive the Walsh- 
Healy determinations. That 
movement didn’t amount to too 
much until—and this is the im- 
portant part of my message to 
you—until this last 75¢ na- 
tional minimum wage act was 
passed by Congress. 

It is an open secret that the 
powers in Washington think 
that the 75¢ national minimum 
which went into effect on Jan. 
26 is too low, that it should 
be higher, that $1.00 per hour 
would more nearly reflect their 
ideas of a minimum wage for 
this country. 

But you all know the battle 
that went on in Congress to 
hold it to the 75¢ figure which 
finally prevailed. 

Now, that having been done, 
those same powers in Washing- 
ton set out to get, by indirec- 
tion, what they could not get 
directly from Congress, and the 
means that they are using to 
get it is this Walsh-Healy Act. 

I have it on about as good 
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authority as you can get, that 
the Secretary of Labor has in- 
dicated to the Wages and Hours 
Division of the Department of 
Labor, which administers the 
Walsh-Healy Act, that all of 
the industries of this country 
are to have prevailing mini- 
mum wages determined for 
them within the next two years. 

I think that is significant be- 
cause, if you will recall for a 
moment, two years from now 
will bring us to 1952, and 1952 
is one of those four-year anni- 
versaries in this country when 
we go to the polls and elect a 
president and a Congress. 

And before that is done, the 
industries of this country are 
to be covered by prevailing 
minimum wages determined bs 
the Secretary. 

So far, only eight or nine in- 
dustries have been redeter- 
mined. I repeat, that there were 


14 covered before the war. Of 


those 44, eight or nine have 
had prevailing minimum waves 


redetermined for them. 

In addition to those 44, 32 
other industries are to be cov- 
ered, and included in those 32 
new ones is one called “fabri- 
cated metal products,” with 
wkich all of us have more than 
a speaking acquaintance. 

That, then, is what is going 
on as regards the general plan 
and policy. Of the eight or 
nine that have been determined 
so far, the lowest prevailing 
minimum wage found by the 
Secretary was in one of the 
garment industries almost two 
years ago. 


Minimum Wage Set 


That prevailing minimum 
wage was found as &5c¢. The 
latest one to have been deter- 
mined was in the soap indus- 
try, where the prevailing mini- 


mum wage was found to be 95e. 


Those, perhaps, have only an 
academic interest for us here. 
But here is one that I believe 





has more than an academic in- 
terest. The iron and steel in- 
dustry had prevailing minimum 
Wages determined for it effec- 
tive Aug. 27 last year. In that 
case, probably because of the 
size of the industry, there were 
three minimums determined on 
the basis of geographical dif- 
ferentials throughout the 
country. 

The prevailing minimum wage 
for the iron and steel industry 
in the South was determined to 
be $1.08. The prevailing mini- 
mum wage for the iron and 
steel industry in the Middle 
West was found to be $1.19 
The prevailing minimum wage 
for the iron and steel industry 
in the East and in the far West 
was found to be $1.23. 

These figures obviously be 
come floors for the wage struc- 
ture in the iron and steel in- 
dustry. Anybody bidding on a 
rovernment contract, I repeat. 
must certify that he is paving 
the prevailing minimum wage 
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Tuesday noon. 


Past presidents of AHMA, wholesalers’ associations and the Old Guard at the 
annual meeting and luncheon of the X Club and their guests about to enjoy a visit 
Edward F. Pritzlaff, John Pritzlaff Hardware Co., past president 
NWHA, was elected Chief X succeeding John S. Tomajan, The Washburn Co., Wor- 
cester, Mass., who presided over the meeting as retiring Chief X. Mr. Tomajan called 
for a moment's silence in memory of the late Charles F. Rockwell, former secretary- 
treasurer, AHMA, and the late Charles J. Heale, who at the time of his passing was 
President and General Manager of HARDWARE AGE. Mr. Tomajan paid tribute to 
the long years of service to the industry as performed by Messrs. Rockwell and Heale 
Attended by more than 30 members and quests the meeting was arranged by George 
H. Harper, Baltimore, Md., secretary-treasurer. Guest speakers, both of whom were 
featured speakers at joint sessions of the convention, were Dr. Edwin G. Nourse, former 
chairman of the Council of Economic Advisers, and Cecil Palmer, London, England 
Dr. Nourse's comments, some in light vein, were mostly on economic conditions and 
Mr. Palmer told of conditions in Great Britain, with nationalization of industry and 
rationing that is even more severe than during the war. Membership in the X-Club is 
comprised of past presidents of AHMA, NWHA, SWHA, Texas Hardware Jobbers 


Association and Old Guard. ° 
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required by the Walsh-Healy 
Act. Nobody running a half- 
way efficient industry or busi- 
ness can have one scale of 
wages for workers on govern- 
ment contracts and another for 
workers on private business. 

It seems quite obvious that 
in the next two years the whole 
wage structure of this country 
is to be raised by indirection, 
by means of the Walsh-Healy 
Act, in a way in which Con- 
gress itself refused to elevate 
it to the figure that the powers 
that be in Washington thought 
would be a proper one. 

There is little that I can add 
to that, except to tell you a 
bit of the mechanism that is 
gone through to arrive at these 
minima. Frequently the pro- 
ceeding is initiated by a union 
application. The steel deter- 
mination was initiated on an 
application of the United Steel 


Workers. The union takes a 
very active part in the pro- 
ceeding. 

In determining the minimum, 
a survey of the wages paid by 
an industry is made. That sur- 
vey is made by the Department 
of Labor, or a particular in- 
dustry itself may make the sur- 
vey and submit its findings to 
the Wages and Hours Division 
of the Department of Labor. 


Hearing Held 


Following that, a_ public 
hearing is held at which the 
union spokesmen are very 
prominent and very active in 
attempting to interpret the data 
shown by the survey, to arrive 
at the highest possible minimum 
wage for the industry. 

Following that, the Secretary 
of Labor, with the advice of 
the Wages and Hours Division, 


promulgates a minimum wage 
for the industry. 

That briefly gives you an in- 
dication of the outlook for the 
wage structure in our industry 
on the basis of, or rather going 
on the basis of what has hap- 
pened in the iron and steel in- 
dustry. 

While what I have said is 
probably of most interest to 
the manufacturers, it seems to 
me that the wholesaler also has 
a very live indirect interest in 
this too. 

If our industry is to have a 
prevailing minimum wage de- 
termined for it well above 
what might be required as the 
generally prevailing minimum 
wage in the industry at the 
present time, I don’t know any 
way in which such an increase 
in wages can be kept out of 
costs and out of prices. 


Getting Acquainted at the Old Guard Dinner 








Part of the group of 75 members and quests at the traditional annual dinner of the Old Guard, 
held Tuesday evening in the Hall of Mirrors, Netherland Plaza Hotel, resuming their acquaintances. 
Purely social, this gathering was followed the next morning by the annual meeting at which time 
C. L. Peterson, Peterson & Lowe, Baltimore, Md., was named president of The Old Guard to succeed 
C. R. Eaves, C. R. Eaves & Co., Chattanooga, Tenn. L. S. Pickup, Chicago, Stanley Works, is 
the new first vice president and George C. Barton, Memphis, Tenn., Ames Baldwin Wyoming Co., is 


the new chairman of the executive committee. 
agent, continues as secretary-treasurer. 


Arthur H. Deveney, Atlanta, Ga., manufacturers 
Newly elected members of the executive committee are: 


C. R. Eaves, C. R. Eaves & Co., Chattanooga, Tenn., and W. S. Gardner, Gardner & Meredith, Chat- 

tanooga, Tenn. Other members of the committee are Harry A. Taylor, Houston, Tex., Plymouth 

Cordage Co.; Frank E. Smith, Kankakee, Ill., R. E. Dietz Co. and J. C. Scruggs, J. C. Scruggs & Co., 
Nashville, Tenn. George H. Harper, Baltimore, Md., is chairman of the advisory board. 
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SWHA Sporting Goods Session 


Monday 


Sales Promotion of 


Firearms and Ammunition 


Through Wholesalers 


By J. J. CALLAHAN 
Manager, 


Trade Sales Promotion Division 
Remington Arms Co.., Inc. 


Ch. of our major re- 


sponsibilities as a nation is to 
achieve a balance between a high 
level of production and distribut- 
tion in order to maintain our ex- 
panding economy. The postwar 
world we dreamed of a few years 
ago, is now here in reality. Now 
we have the products, the produc- 
tion, and the people with unfilled 
wants and needs. We know that 
making goods is not enough— 
they must be moved into the 
hands and homes of those who 
want and need them. We know 
that while the needs are im- 
portant, wants are far more 
important and that it is the cre- 
ating of wants and not merely 
the filling of needs that keeps 
our mass production economy 
going and expanding. 

Mass production must be 
matched by mass distribution. 
One cannot get along without the 
other. Here, then, is both a chal- 
lenge and an opportunity for 
those of us concerned with dis- 
tribution. Now is the time for 
us to demonstrate our ability to 
sell and distribute at a profit the 
goods we now know we can make. 

Since sales promotion has the 
green light, my subject—Sales 
Promotion of Firearms and Am- 
munition Through Wholesalers— 
is particularly appropriate and 
timely. My main purpose will be 
to examine with you some 
thought-starting ideas that may 
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be used to translate the existing 
attractive economic advantages 
into more sales and profits in 
firearms and ammunition. 
Hardware and sporting goods 
wholesalers are responsible for 
the distribution of the major 
portion of the output of the firms 
manufacturing firearms and am- 
munition. In our own case 99 
pet. of our production is sold ex- 
clusively through the wholesaler- 
dealer system of distribution. 
Hence, our interests are insep- 
arably bound together; our prob- 
lems are mutual ones; our 
objectives are alike, and our 
stake in the future of the whole- 
saler-dealer system a vital one. 


New Day in Selling 


However, this is a new day in 
selling it’s a new day for 
sales leadership. There is prob- 
ably no sales executive of a 
wholesaler who will debate the 
point that his responsibility as 
a distribution force extends down 
to the retail counter. He realizes 
that he must not only have the 
right merchandise at the right 
time, but that he must also show 
his customers how to sell that 
merchandise. 

This added step in wholesaling 
involves showing and encourag- 
ing the retailer to use ideas for 
window and store displays, store 
promotion, store arrangements, 
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advertising and direct-mail, and 
all of the other various merchan- 
dising techniques that are in- 
volved in moving merchandise to 
the ultimate consumer. Our real 
customer is the consumer, and 
all sales plans must be designed 
basically to reach through to him. 
This means that your salesmen 
must be trained to think in terms 
of consumer sales. It means that 
their success depends upon their 
ability to transmit ideas to re- 
tailers and not merely take 
orders for merchandise. 

There are some who question 
the future of the local indepen- 
dent retailer, but experience has 
shown that he can compete suc- 
cessfully in the midst of the 
powerful merchandising methods 
of other types of outlets provid- 
ing he is supported by similar 
merchandising methods. 

However, assistance in supply- 
ing merchandising helps and edu- 
cation in their use is a job that 
neither the wholesaler nor manu- 
facturer can do alone. But, it can 
be done together. Manufacturers 
are spending more money than 
ever before for this type of pro- 
motion. Successful wholesalers 
are giving it their time and at- 
tention, and progress is becom- 
ing more and more evident. 
Those that accept this added re- 
sponsibility will find that their 
efforts will generate beneficial 
results for years to come both for 
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themselves and their customers. 
Particularly in the South, since 
the bulk of sporting goods is dis- 
tributed through retailers in 
small towns, there is a grand 
opportunity for wholesalers to 
set the pace in the promotion of 
sporting goods through coopera- 
tive action, and I shall later offer 
a suggestion on this point for 
your consideration. 


South Richly Blessed 


Certainly, you in the southern 
part of our country have in good 
proportions, all of the essential 
factors for building a successful 
sporting goods business—sports- 
minded people, open spaces, va- 
riety of fish and game, and good 
climate. I cannot believe that 
anyone here needs to be really 
sold either on the potential mar- 
ket for sporting goods in the 
South or the large amount of 
business to be had in firearms 
and ammunition. After all, this 
audience is comprised of those 
whose daily experiences give 
them first-hand acquaintance 
with and appreciation of the 
yreat market in the South for 
firearms and ammunition. So, I 
think we can proceed on the as- 
sumption that no time need be 
spent on convincing you of the 
importance of creative selling in 
this rich and growing market. 

In recent years the term “sales 
promotion” has become a popular 
and convenient term and includes 
almost every factor in the whole 
field of selling. It has definitely 
moved into new areas of retail 
activity. Many firms and asso- 
ciations, for example, in an effort 
to strengthen retail outlets, now 
sponsor as part of their promo- 
tion efforts, new systems of ac- 
counting, stock control, selection 
of sales personnel, and other 
phases of business management 
not directly connected with the 
sale of the product. However, | 
cannot, within the limits of the 
time allotted to me, review the 
entire field of sales promotion. I 
must, therefore, confine my re- 
marks to one single phase of it 
... the fundamental promotional 
ideas, tools and techniques that 


are involved in directly moving 
merchandise over the counter, or 
how to strengthen the final link 
in the selling process in those last 
few feet. 

Advertising may bring the cus- 
tomer to the retail counter, but 
we have to get the retailer and 
his salesmen back to that you 
viewpoint. There must be a 
meeting of the minds between 
the seller and the prospect. 

Notable progress has been 
made by wholesalers during re- 
cent years in their operating and 
selling methods. Many have dis- 
carded old fixed ideas about their 
sporting goods business and have 
applied sound, up-to-date, hard- 
hitting sales, buying and mer- 
chandising policies. In addition, 
new and = attractive catalogs, 
additional manpower, use of spe- 
cialty salesmen, trailers and 
showrooms, are outward signs of 
the progress and the attention 
being paid to sporting goods 
sales. However, as I mentioned 
a few moments ago, a new ele- 
ment needs to be added—that of 
effectively extending your sales 
effort to the retail counter and 
reinforcing your customers with 
point-of-purchase plans, ideas 
and materials that will help them 
move the merchandise to the ulti- 
mate consumer. If you are agree- 
able to accepting this new phi- 
losophy of wholesaling, let’s get 
specific. What are the basic 
ideas, tools and techniques re- 
quired to build a realistic and 
practical promotion program for 
firearms and ammunition — one 
particularly suited to the trade 
you know and serve? As we see 
it, there are four key ideas which 
should constitute the foundation 
of such a program. Here they 


are: , 


Better Sales Training 


Today the need of sales train- 
ing has become almost univer- 
sally accepted. It is the keystone 
of the whole merchandising 
structure. The best merchandis- 
ing program ever devised is 
nothing but a shot in the dark 
unless it is carried down to the 
retail level, especially when one 








“The sales of hunting licenses is a good index of the interest 
in the shooting sports. In the ten-year period from 1940 to 
1950, hunting license sales in the Southern states increased 
106 pct while the national increase was but 61 pct... ." 


J. J. Callahan. 
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realizes that all of the money put 
into a product by a manufacturer 
in the way of research, design, 
production, advertising and pro- 
motion can be absolutely wasted 
unless the retail salesman is pre- 
pared to tell the prospect some- 
thing about the product which 
will persuade him to buy. Un- 
doubtedly in your own experi- 
ences, you have _ encountered 
instances of the need that exists 
among retail salespeople for sell- 
ing information and selling ar- 
yuments. 

In developing your program, 
let one of your main objectives 
be to look upon the retailer as an 
extension of your own organiza- 
tion and then to train your sales- 
men to be merchandising coun- 
selors to these retailers. In fact, 
every man calling on the retail 
outlets should have a clear-cut 
program to follow, including defi- 
nite suggestions to offer as a 
means of boosting that dealer’s 
firearms and ammunition busi- 


hess. 


A Good Substitute 


Experience is a great teacher 

there’s no doubt akout that. 
But it takes time to get the ex- 
perience. Experience isn’t going 
to be too helpful to our new sales- 
men in 1950 or 1951 or maybe 
not for several years to come. 
But there is a good substitute 
the training of your salesmen by 
the use of all the sales aids pro- 
vided by the various manufac- 
turers. Here’s a partial list of 
things you might consider using : 

1. The product manuals that 
deal with the sales features of 
the various products. 

2. Merchandising manuals in 
which the fundamental  prin- 
ciples of good merchandising of 
firearms and ammunition are ex- 
plained and illustrated. 

3. Bulletins for retail mer- 
chandisers as a part of con- 
tinuous training. These contain 
authoritative information on 
products, on the latest news on 
merchandising and on the shoot- 
ing sports. 

4. Slide films depicting the 
sales features of new and impor- 
tant additions to the firearms 
line. 

5. Motion pictures which are 
intended to help visualize what 
modern merchandising can do for 
the average store. Illustrates the 
use of modern sales tools and 
techniques as the key to mer- 
chandising for profit. 
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Central States Hardware Club Starts Entertainment Program 





Opening event of the entertcinment program at the Southern convention was the Sunday evening 
party of the Central States Hardware Club, at which more than 340 members and guests enjoyed 
an evening of relaxation. Following a cocktail hour and dinner there was a program of vaudeville. 
Guests of honor and club officers, seated at the head table, were, left to right: H. Lee Murphy, 
Richards-Wilcox Mfg. Co., director; E. J. Flood, American Chain & Cable Co., vice president; Will 
J. Feddery, HARDWARE AGE; S. Strauss, Arvey Corp., director; Arthur L. Faubel, AHMA secre- 
tary-treasurer; H. F. Seymour, Columbian Vise & Mfg. Co., AHMA president; Rollin B. Plumb, Eagle 
Lock Co., president; T. W. McAllister, Southern Hardware, managing director, SWHA; George H. 
Beaudin, J. Wiss & Sons, chairman board of directors; Ben Leve, The Carborundum Co., secretary; 
James A. Billings, treasurer, and Andrew R. Meyers, General Hardware Co. Arrangements were in 
charge of: H. Lee Murphy, Richards-Wilcox Mfg. Co.; Frank J. Koch, McKinney Mfg. Co., and Ben 
Leve, The Carborundum Co., secretary of the Central States Hardware Club. 


&. The assistance of factory 
representatives at your. sales 
meetings. 

7. Catalogs giving complete 
detailed specifications. 

8. Wide variety of booklets 
the shooting sports that will give 
a salesman a well-rounded edu- 
cation on firearms and ammuni- 
tion. 

There’s another side of the pic- 
ture which I’d like to give you, 
and that is the educational work 
being done among retailers by 
factory representatives. 

As you know, they are not ex- 
pected to write actual orders for 
merchandise. Instead, their time 
and effort is devoted to creative 
selling work—to helping others 
do a more successful job of re- 
tailing firearms and ammunition. 
Naturally, they are a source of 
basic information about prod- 
ucts, policies and happenings in 
the shooting sports. but their 
major concern is passing along 
sound, practical, merchandising 
ideas and plans that will stimu- 
late a retailer to develop his full 
sales potential. 

In addition, they are making a 
special effort to contact individ- 
ual wholesale salesmen and to 
spend sufficient time with them 
tc acquaint them with our over- 
all merchandising program. 

Enthusaism for selling a given 
product springs from an intimate 
knowledge of that product. As a 
man adds to his fund of knowl- 
edge, his selling effectiveness in- 
creases accordingly. The purpose 
of using training aids and assist- 
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ance such as I have outlined, is 
to speed up the process. That is 
the reason why we claim good 
training leads to good sales. 


Spotlighting the Dealer 


There are many ways of spot- 
lighting arms and ammunition in 
a dealer’s store, but the first and 
most important is a well-organ- 
ized and attractive display of the 
products. There is nothing quite 
se fascinating to the average 
man or boy as an attractive dis- 
play of firearms and ammunition. 
They are the most important 
items sold in the average sport- 
ing goods department today and 
account for 41 pct. of the total 
dollar volume of sporting 
goods manufactured. Certainly it 
would appear logical that the dis- 
play of these products should be 
in keeping with their importance. 
Don’t look for a retail outlet to 
become successful in the sale of 
firearms and ammunition unless 
it is willing to give them the dis- 
play space and attention which 
they deserve. The influence on 
sales of the physical features of 
a display is well recognized. 

Today, the firearms and am- 
munition display needs to be 
modern in appearance and have 
the two fundamentals always 
found in a good store fixture: 
first, it should make the product 
easy to see, and second, easy to 
handle and examine. And, of 
course, it should have the pre- 
selling feature of prominent pric- 
ing. Detailed construction plans 


for building such a display are 
available for the asking. Thou- 
sands of retailers have used them 
to improve their sporting goods 
section. The design provides 
enough flexibility so that the size 
of the display can be arranged 
te suit the available space in the 
store. These plans constitute a 
valuable sales tool which your 
salesmen should be acquainted 
with if they are to contribute to 
dealer planning and thinking. 

Of course, even the best dis 
play doesn’t result in satisfac- 
tory sales if the stocks of the 
product being displayed are in- 
adequate or out of balance with 
the buying preference in the 
particular community. 

Here we come to one of the 
most alarming features of to- 
day’s sales problem. It is the dis- 
inclination of businessmen to 
place specifications on antici- 
pated business. The attitude 
seems to prevail that it is up to 
the supplier to have merchandise 
in sufficient quantity and variety 
to take care of whatever the sea- 
sonal peak requirements may be. 
In the case of ammunition, that 
would be fine if it were possible. 

The answer has yet to be found 
for correlating the factors of 
time and space required for pro- 
ducing, warehousing and _ ship- 
ping ammunition with the factor 
of service that requires having 
ample supply and assortment in 
all outlets at the opening day of 
the hunting season without the 
manufacturer first having speci- 


(Continued on page 335) 
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SWHA Annual Meeting 


Thursday 





W. H. TERSTEGGE 
Stratton & 
Terstegge Co. 


—_— giving you 
any of my views, you should 
know something of my _ back- 
ground. By origin and educa- 
tion in Indiana, I qualify as a 
Yankee and, as such, should 
never be trusted in the eyes of 
businessmen from Dixie—this, 
in spite of the facl that I have 
learned to love and .respect all 
the members of this association 
and hold in very high regard all 
of the gentlemen in the South 
with whom I am privileged to 
be acquainted. 

Since our meeting a year ago, 
we have seen very little activity 
in Congress. [I am_ hopeful 
enough to believe that this is 
brought about by a fundamental 
change in thinking from the 
grass roots of the people of our 
country. 

I believe that this failure of 
Congress to enact any new leg- 
islature is favorable to busi- 
ness; not that any legislation 
especially favoring business 
was passed, but the fact that 
any further unfavorable legis- 
lation apparently has been 
stopped. 

For more than eight months 
of the past year, the country 
has witnessed John L. Lewis 
demand and get dictatorial 
powers, which sooner or later 
our government must recognize 
and deal with. Other labor 
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President's Address 


Inflation Still Dominates 


U. S. Economy 


By W. H. TERSTEGGE 
President, Stratton & Terstegge Co., Inc., 
Louisville, Ky., and 
President, 

Southern Wholesale Hardware Assn. 


S$ WHA president, in annual report to member- 

ship, foresees a continuance of the inflationary 
trend and higher prices. This unsound situation 
will probably act to keep sales at 1949 level, but 
is dangerous in the long run, he warns. He recom- 
mends that businessmen take more active interest 
in politics in an effort to induce saner thinking in 

government. 


leaders, noting Lewis’ progress, 
are now universally demanding 
pensions in all large industries. 

The Chrysler Corp. is now in 
a test to determine whether the 
money they contribute to pen- 
sions shall be managed by 
Chrysler or by the union dicta- 
tors. Unfortunately, these ques- 
tions are never settled. Regard- 
less of the outcome this year, 
the unions, ,through threats, 
strikes and eternal whittling, 
will eventually get more than 
they settle for at this time. This 
is so because, with Federal 
sanction, we are on a one-way 
street, and you have not heard 
of an employer who even 
thought of asking for lower 
wage costs. 

Even though the National in- 
come is 300 to 400 pct higher 
than in any prewar year, we 
find our Senators and Repre- 
sentatives voting to spend more 
money than the Federal Trea- 
sury takes in. 

I know there has never been 
any doubt on the part of busi- 
ness men as to where this policy 
leads. It should now be appar- 
ent to the youths and the work- 


ing classes of our country that 
the Federal Government cannot 
overspend without causing seri- 
ous inflation. 

Such frittering away and 
wasting of money and the as- 
sets of the nation cannot lead 
to any permanent good. Even 
though history is replete with 
the failures and heartaches that 
follow inflationary debauches, 
the voters of this country allow 
our government to continue on 
this merry road, paved with 
good intentions, that leads to 
damnation and destruction. 

We business men should be 
more active in fighting this de- 
struction. We business men, 
who are leaders in our busi- 
nesses, must become. active 
leaders in our local community. 

Most of us would be unwill- 
ing to serve as City Councilman 
and few, if any of us, are close 
enough to either of the national 
political organizations to be- 
come National Committeemen 
and help in that very important 
job of nominating a man for 
president of the United States. 

Worse still, my early training 
led me to more or less frown 
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on those who did take an active 
part in running our civic af- 
fairs. I believe that the answer 
to many of the problems troub- 
ling us today is directly up to 
you and me and we must change 
our attitudes toward politics and 
noliticians. 

A year ago, predictions were 
made very freely that all prices 
were too high and would have to 
come down. As a result of such 
thinking generally in business 
quarters, retailers curtailed 
their buying policies and re- 
duced their inventories. Whole- 
salers and manufacturers fol- 
lowed the same policy and the 
net result of 1949 business was 
a general decline in volume as 
compared with previous years. 

Declining dollar volume is in 
direct contradiction to inflation 
and the two cannot go along to- 
gether. We cannot continue to 
have declining volume and still 
have inflation. Neither can in- 
flation proceed if volume de- 
clines. 

I see inflation in the ascen- 
dancy. Powerful labor organi- 
zations are in control of the 
labor costs in manufacturing, 
wholesaling and even in large 
outlets in the retail field. I 
believe labor costs and labor 
rates will continue to increase 
until such time as the people of 
this country see fit to demand 
a change in our national labor 
policy. 

Such a change is not in sight 
at this time, so I come to the 
conclusion that labor costs will 
increase; hence manufacturing 
costs will increase; prices of 
commodities, already high, will 
go higher. 

In spite of the thinking a 
year ago that prices would be 
lower, a careful analysis shows 
a majority of them higher today 
than they were 12 to 15 months 
ago. I believe further inflation 
is inevitable. 

I believe that the aggregate 
wholesale hardware sales vol- 
ume in 1950 will be greater than 
it was in 1949. I do not make 
that statement as an overen- 
thusiastic optimist, but with 
quite a bit of unhappiness be- 
cause I have based my predic- 
tion, as you have just heard, on 
inflation and I detest and de- 
plore the many harmful effects 
that I think go along with in- 
flation. 
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SWHA Session 
Tuesday 


Truck Deliveries 


RUCK deliveries for Mr. Sheffield's firm are con- 
tracted for because an experienced trucker can 
do a better, more efficient and less expensive job. 
A good hardware man is necessarily a good trans- 
portation man, Mr. Sheffield believes. 





JOHN W. SHEFFIELD 


[: IS with a somewhat 
embarrassed feeling that I pre- 
sume to tell you something about 
the business of delivering hard- 
ware by trucks when there are 
many of you with extensive op- 
erations that would make those of 
my company look insignificant 
by comparison. 

It might be well at this time 
to give you some idea of the com- 
pany I represent and its opera- 
tions. We are located in Ameri- 
cus, Ga., with a population of 
about 12,000. We have been in 
existence since 1872 and so far 
the company has always had a 
John Sheffield at its helm. Our 
operations cover a radius of 100 
miles from Americus, but since 
we do not cross state lines, our 
territory is cut to about 65 miles 
on the west. 

We travel 9 men, one of whom 
works Americus only, covering 
their respective territories every 


By JOHN W. SHEFFIELD 
Sheffield Hardware Co. 


Americus, Ga. 


two weeks. We have published a 
catalog. At the present we are 
doing only about a million a year 
and we deliver our merchandise 
by truck. This brings us back 
to the subject at hand. No doubt 
all of you have contemplated at 
one time or another operating 
your own trucks. No doubt some 
of you have made_ extensive 
studies of the subject and can 
tell me much more than I now 
know. 

We were forced into the de- 
livery of our own merchandise, 
by the wholesale grocers. It 
finally became a matter of op- 
erating trucks or giving up all 
of our business on heavy hard- 
ware such as merchant wire 
products, etc. This was approxi- 
mately 15 years ago and we are 
still at it. Of course, over a 
period of 15 years, we have 
iearned a lot of things the hard 
way and the systenf we use now 
is a long way from the original 
21% ton stake body truck with 
which we started. 

Many of our competitors, I 
think, have the idea that we op- 
erate our own trucks. This isn’t 
so. We contract for the hauling 
of our merchandise. Of course 
the trucks are very neatly dec- 
orated with Sheffield Hardware 
Co. signs but on the doors of the 
cab will be found the owner’s 
name and his G.P.S.C. permit 
number. 

We did operate our own trucks 
at one time for three years and 
then again for about three years 

(Continued on page 269) 
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SWHA Sporting Goods Session 
Monday 





C. E. HAMILTON 


W.. started our dis- 


plays on the road the first of this 
year after two or three months 
preparation. We had been rather 
luke warm about bus displays 
for two or three years. We 
really began to think more seri- 
ously about it after the Palm 
Beach Convention last year. 

It is a lot of trouble and ex- 
pense when you start from the 
ground up as we had to do and 
after we secured some prices on 
equipment, we took into consid- 
eration the cost of building dis- 
plays, hiring and training a new 
man, plus trying to work out 
something both satisfactory to 
the house and our regular sales- 
men. There were also additional 
stocks and warehouse facilities 
which we had to secure. We 
were about ready to give up the 
“ghost” as a bad deal. 

However, early in the fall we 
had an opportunity to purchase 
a used bus at a reasonable price. 
So we decided to take a chance, 
feeling that we could not lose 
too much money if it did not go 
over as we had hoped, or was 
not as rosy as it had been pic- 
tured to us by various traveling 
salesmen. Frankly the roses have 
not bloomed in too large clusters 
as yet. But we have really just 
started and it is too soon actual- 
ly to know the benefits. Don’t 
let anybody kid you—it takes 
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Operation of Sporting 


TARTING in to merchandise sporting goods 

with a traveling bus takes plenty of hard work, 

planning and expense, says Mr. Hamilton. But, he 

concludes, his company is now enthusiastic about 
this type of selling. 


By C. E. HAMILTON 
Odell Hardware Co. 
Greensboro, N. C. 


plenty of hard work, planning, 
and expense. 

We hired a young man who 
because of his background and 
experience, we felt, would fill the 
bill. We felt that getting the 
proper man was the most im- 
portant requisite of all because, 
in a large measure, the success 
of the undertaking would depend 
on him—his ability to work with 
our other salesmen and_ his 
acceptance to the trade in gen- 
eral. 


The Next Step 


We then proceeded to place 
stock orders and to assemble and 
mount samples, ;which required 
many days and lots of night oil. 
You have to eat and sleep the 
“blooming” thing, it seems, to 
get it rolling. I would wake up 
during the night and all I could 
see or think about was this bus, 
and began to wonder if it was 
worth it. 

You may have a question in 
your mind as to how we finance 
this operation. We pay the man 
in charge of the bus a straight 
salary plus expenses. He works 
in connection with our regular 
territory salesman. We _ work 
out weekly schedules convenient 
to our men, who go right along 
with the bus. All bus sales are 
handled on a split commission 
basis, part to the regular sales- 
man and the balance to bus ex- 


penses. So far it has balanced 
itself out pretty well and we 
have been able to keep most 
everyone happy 

Advance notices are mailed 
to the trade several days prior to 
anticipated visits. Regardless 
of how much advertising or plan- 
ning we do, we still get plenty 
of old alibis, such as either “We 
were too late” or “We didn't 
have what the dealer wanted”; 
or, “We couldn’t get such and 
such an item” or, “Someone else 
beat us to the order’’—and so it 
goes. You are probably familiar 
with most of these excuses. 

We never knew there were so 
many different kinds and types 
of tackle, flies, poppers, hooks, 
sinkers, rods, reels, and so forth, 
in the world. I do believe there 
must be a million or more. It’s 
kind of like Mr. Truman’s na- 
tional debt, there’s no end to it. 
We soon found out we could not 
carry it all, although, at one 
time, it seemed, when we went 
over our stock and saw some of 
the bills coming in, that we were 
doing so. 

I know that I have just 
vaguely hit some of the high 
spots in our experience. All in 
all, however, we are enthusiastic 
about this type of selling. 

Following Mr. Hamilton’s re- 
marks on the use of sporting 
goods buses and trailers, C. S. 
Roberts, Roberts, Sanford & 
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Goods Buses and Trailers 


C. S. ROBERTS 


Taylor Co., Sherman, Tex., told 
how his company uses a mo- 
bile display, having purchased a 
trailer in 1948 and now because 
of the creation of a new lake, the 
result of the construction of a 
government dam, his company 
has capitalized on a great in- 
crease in fishing. Business in 
fishing tackle has more than 
doubled as the joint result of the 
new lake and use of the trailer. 

Main fixtures are a fishing rod 
rack, lure case, reel case, ammu- 
nition cabinet, gun case and 
baseball table. Such trailers cost 
from $2000 to $2500. As to spe- 
cialty men, he said, they get 4 pct 
commission on all sales they 
make, this amount being de- 
ducted from the profit on sales 
made by the regular men. For 
example, on an order totaling 
$100.00, with the cost of the 
merchandise being $80.00, the 
specialty man would receive 
$4.00, which would be added to 
the $80 cost, leaving a $16.00 
profit on the sale and on which 
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the regular salesman would re- 
ceive his percentage of the 
profit. 

Specialty men receive no com- 
mission on sales made at times 
other than their visits with the 
regular salesmen. Displays in the 
truck are changed twice a year. 

In the absence of R. C. Neely. 
Jr.. Amarillo Hardware Co., 
Amarillo, Tex., Charles E. Nash 


Nash Hardware Co., Fort Worth, 
Tex., spoke briefly on his com- 
pany’s experience with a display 
truck, which he pointed out, per- 
mits parking in front of a deal- 
er’s store. His company normal- 
ly has its specialty men travel 
alone, since this policy means 
that regular volume is not af- 
fected by the specialty man’s ef- 
forts for his lines. 





Development of 


"HE story of how an interest 

in fly fishing and the observa- 
tion of the effectiveness of cer- 
tain colors in aircraft carrier 
landing operations, combined 
with findings of German and 
English studies of the color 
sensitivity of fish, led to the de- 
velopment of fluorescent lures 
was told by Eugene Burns of the 
Firelure Corp., San Francisco. 

Mr. Burns, a long time fly 
fisherman, told how he was at- 
tracted by an early German 
study which suggested that fish 
were, in some degree, color 
conscious. This fact was fur- 
ther supported by some later 
work in England which also 
came to the speaker’s attention. 

From this starting point, Mr. 
Burns explained, he conducted an 
intensive study of fish eating 
habits. In the course of this 
study he learned that many of 
the insects that appeared to be 
especially attractive to game fish 
possessed colors that were acti- 
vated by ultra violet rays, that 
is. their colors were greatly in- 
tensified when subjected to these 
rays. 

This study also led Mr. Burns 
to the conclusion that the vision 
of fish included not only the light 
in the wave lengths encompassed 
by the human eye, but aiso cer- 





Fluorescent Lures 





EUGENE BURNS 


tain regions of the ultra violet 
scale. 

Combining these two supposi- 
tions tended to explain, Mr. 
3urns said, why fish appeared to 
be especially attracted to certain 
types of insects. This theory in 
turn led to attempts to develop 
lures which would incorporate a 
material which would be acti- 
vated by ultra violet rays and 
would thus be more attractive to 
fish. 

An experimental batch of flys 
were made using a fluorescent 
material and shipped to fly fish- 
ermen throughout the world. 
The recipients of these lures 
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were asked to test them and re- 
port on their effectiveness. 

The reports that came from 
these tests were almost unani- 
mously to the effect that the 
fluorescent lures were more ef- 
fective than the lures previously 
used. An exception to this was 
some isolated indications that 
the lures were no more effective 
than any others during periods 
of high sun, or in water sub- 
jected to direct sunlight. 

Consideration of this fact, plus 
further studies, led to the de- 
velopment of a theory, which Mr. 
Burns feels is quite reasonable, 
that since fish have a fixed pupil 
which cannot contract to com- 
pensate for extreme brightness 
as does the human eye, they 
were not affected by colors in 
areas of unusual brightness. 

Thus, in bright sunlight, Mr. 
Burns felt, a fish strikes a 
shadow or silhouette, rather 
than a specific type of insect. 


This would mean that color 
wouid not be a factor under such 
circumstances and would explain 
why the fluorescent lures were no 
better under those conditions. 
Mr. Burns expressed the belief 
that in using the fluorescent 
lures fishermen would find them 
especially effective in shade or 
shadows or in late hours of the 
day when the fish could dis- 
tinguish the colors. 

The speaker also explained 
some of the problems faced in 
developing the fluorescent ma- 
terial suitable for use in lures. 
He traced the perfection of a 
suitable fiber, then a lacquer and 
more recently a powder which 
can be incorporated into a plastic 
material. 

Mr. Burns has licensed a num- 
ber of manufacturers to produce 
fluorescent lures and expressed 
the opinion that experience to 
date indicates a growing ac- 
ceptance of this sporting aid. 





Wholesalers’ Sporting Goods Shows 


|* discussions of wholesalers’ 
sporting goods shows, W. A. 
Parker, Beck & Gregg Hard- 
ware Co., Atlanta, Ga., spoke 
in the absence of W. M. Huie, 
of the same company, origi- 
nally scheduled to participate. 
Mr. Parker told how his com- 
pany holds a_ sporting goods 
show, in conjunction with a 
sporting goods distributor, the 
most recent one having been 
held in the middle of January 
in a central location hotel, with 
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JOHN HUNTER 


enough space for 75 (10 by 10 
ft.) booths, including space for 
his company and the other co- 
sponsor. 

Previously a two day setup 
it is hoped to expand it to three 
days when possible. The com- 
pany’s own salesmen, he said, 
took their own customers to 
the various booths, when pos- 
sible, for it results in larger 
orders in such instances. 

John Hunter, Orgill Bros. & 
Co., Memphis, Tenn., said their 
two day show, in conjunction 
with manufacturers, is pub- 


licized by a broadside to hard- 
ware dealers and sporting 
goods store, with factory par- 
ticipation. In instances where 
Ogill’s does not handle a manu- 
facturers complete line the 
manufacturer is nevertheless 
permitted to exhibit entire 
lines. 

The show helps regular men 
to get orders during the event 
and after. He said that the 
issuance of nearly 151% million 
fishing licenses, last year, is 
indicative of interest in fishing 
tackle. 

An outline of the methods 
used by Sullivan Hardware Co., 
Anderson, S. C., was given by 
J. M. Young of that concern, 
who said that their show in- 
cluded exhibitions by champion 
fly casters, etc., and pointed 
out that it is important to pro- 
vide refreshments for visiting 
dealers. Mr. Anderson’s initial 
notice to dealers was accom- 
panied by reply cards, with 
follow up by company sales- 
men who distributed admission 
cards. 

Newspaper advertising car- 
ried the story further and visit- 
ing dealers were provided with 
identification badges. It is a 
good idea, at such a show, he 
said, to get photographers to 
take pictures of visiting deal- 
ers to send to their home town 
papers for publication. 

A sound and color film, “Big 
Tarpon on Bass Tackle” was 
exhibited by South Bend Bait 
Co., South Bend, Ind., as the 
concluding feature of the 
sporting goods session, morn- 
ing and afternoon sessions of 
which were held, as well as a 
luncheon for wholesalers han- 
dling such lines and manufac- 
turers, for the discussion of 
mutual problems. 





J. M. YOUNG 
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SWHA Sporting Goods Session 





Monday 


Glass Fishing Rods 


By RALPH PERKINS, JR.., 
Owens-Corning Fiberglas 
Cincinnati, Ohio 


R ECENTLY an article 
appeared in a leading newspaper 
of one of our largest cities, 
which stated that glass fishing 
rods were an out-growth of 
atomic research during the war. 
To our knowledge, this is the first 
time such a harmless instrument 
as a fishing rod has been attrib- 
uted to the development of dia- 
bolic materials of destruction. 

There is some truth, however, 
to the statement that a glass fish- 
ing rod is an outgrowth of war- 
time development. During the 
last war, glass reinforced plastics 
were first put to commercial use. 

The outstanding physical prop- 
erties of the materials, which will 
be discussed later in more detail 
with particular reference to fish- 
ing rods, found many uses in 
military applications, especially 
for the aircraft industry. At that 
time, the only form of glass used 
for reinforced plastics was woven 
cloth. 

The first commercial work done 
on glass fishing rods was carried 
on by the technical director of 
one of the leading producers of 
plastics in this country. He had 
participated very actively in a 
program carried on by Wright 
Field for the development of an 
all-glass reinforced airplane wing 
and fuselage. When time per- 
mitted, he was also an ardent fly 
fisherman. 

Immediately after the war, the 
material shortages of raw ma- 
terials for resin producers were 
so critical that a very discourag- 
ing immediate picture was pre- 
sented to the research groups of 
resin producing companies. He 
then hit upon the idea of a de- 
velopment of a glass reinforced 
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plastic fly rod as one that would 
be most entertaining and had no 
immediate prospect of further 
complicating the then existing 
shortages of materials. I think it 
can be safely said that his timing 
was excellent. As in the course of 
the last four years, during which 
the glass reinforced fishing rod 
has reached a present commer- 
cial success, shortages of raw 
materials have ceased to exist 
and a very wide market accep- 
tance for this type of rod has 
developed. 

At the present time, every 
major manufacturer of fishing 
rods is either offering the trade, 
or has under development, a 
glass reinforced plastic rod. 
Three general types are now of- 
fered representing three types of 
construction: (1) Undirectional 
yarns — low density core. (2) 
Solid. (3) Wrapped fabric—hol- 
low. 





RALPH PERKINS, JR. 








Not being a fisherman, I will 
nave to confine my comments to 
a brief description on why this 
new combination of materials has 
made such a rapid advance in 
such an established and tradi- 
tion-bound industry as the fish- 
ing rod. I think that it can be 
well understood if one stops to 
analyze the tasks to be performed 
by the average fisherman’s rod. 
i. It has to be light. 2. High re- 
silience is needed. 3. It must be 
corrosion-resistant in the pres- 
ence of both fresh and salt water. 
4. It must have a very high yield 
point and not take a set when 
subjected to excessive loads or 
impact. 

The properties of fine contin- 
uous filaments of glass meet all 
the rigid requirements I have 
outlined. In charting the specific 
tensile strength of glassfibers in 
relation to commonly-used ma- 
terials, it becomes evident that 
on a weight basis, glass fibers 
have over three times the tensile 
strength of other commonly used 
materials. 

The water absorption of glass 
in relation to other fibrous ma- 
terials is extremely low. Also, 
heavy loads can be absorbed with 
glass fibers without permanent 
distortion. 

With these outstanding proper- 
ties as a starting point, the de- 
velopment of the glass rod has 
been one of ingenious materials- 
handling, and fabricating by the 
many manufacturers who are 
now in the fields. 

At the time the development 
was first started, immediately 
following the last war, the first 
glass rods were made up by very 
crude hand processes which were 


(Continued on page 244) 
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SWHA Session 
Tuesday 


Kill That 


Wage and Hour Bugaboo 





EDWARD B. WILLIAMS 


Baie the Fair Labor Stand- 
ards Act was amended by the 
Slist Congress, it has created a 
state of confusion among many 
employers. The nature of this 
law, with all its penalties and 
monetary liabilities, has even 
developed a great state of fear 
in the minds of many em- 
ployers. 

This fear is brought about 
partly by lack of understanding 
as to just what these various 
amendments mean and in just 
what way many employers will 
be facing unforseen liabilities. 
There is bound to be a period 
of some uncertainty until the 
Administrator and the courts 
can rule on the interpretations 
of the amendments. 

As you know, the original 
Act, passed in 1938, is generally 
referred to as the Wage and 
Hour Law. It had three simple 
objectives founded on the policy 
that workers are entitled to a 
minimum standard of living 
necessary for health, efficiency 
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and general well being. These 
were: 

First: To establish a 40¢ floor 
under wages. Second: To dis- 
courage unusually long work 
weeks by requiring a premium 
of time and one-half after 40 
hours. Third: To eliminate op- 
pressive child Jabor. 


Like Many Others 


This law is like many others 
which have followed. The orig- 
inal objectives were declared to 
be social and humanitarian. 
However, through court deci- 
sions and administrative inter- 
pretations this law has become 
an instrument for regulating 
almost every phase of employer- 
employee relations. Collective 
agreements and individual con- 
tracts were nullified by various 
decisions. Twice during the 
past three years Congress found 
it necessary to overrule the 
Supreme Court to protect em- 
ployers from unforeseen lia- 
bilities. 


NLY after the courts have had an opportunity 

to interpret various provisions will the fuil ef- 
fect of the new amendments be felt, believes Mr. 
Williams. Basically, all employees covered by the 
Act must receive a minimum of 75¢ an hour up to 
40 hours and time and a half for overtime. 


By EDWARD B. WILLIAMS, 


Director, Industrial Relations 
Associated Industries of Kentucky 


In 1947 the Portal-to-Portal 
Act overruled the Supreme 
Court’s “walking time” decision. 
Early in 1949 Congress enacted 
the “overtime - on - overtime” 
amendment. Both of these acts 
wiped out thousands of suits, 
involving millions of dollars in 
liability, which had _ resulted 
from administrative and court 
interpretations going far _ be- 
yond the original intent of the 
Act. 

The amendments passed by 
the 8lst Congress which went 
into effect on January 25 this 
vear was the first thorough re- 
vision since enactment in 1938. 
The intent and purpose of these 
amendments was to pin down 
and limit the broad powers of 
the Administrator and to clarify 
the employers status under the 
Act. 

Whether they simplify or fur- 
ther complicate matters is be- 
coming very questionable. Only 
after the courts have had an 
opportunity to interpret various 
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provisions will we know the full 
effect of these amendments. 

Employers are equipped from 
experience to understand prac- 
tical economics. Opposition to the 
“FLSA” has never been based on 
its social objectives. Industry 
is not against the objectives of 
improved standards of wages 
and work conditions but it con- 
tends that these cannot be ac- 
complished by federal mandate. 
It has been proven by our cost 
of living indices that whatever 
the minimum wage is set, either 
40¢ or 75¢, it is all relative. In 
other words, when the economic 
cycle is completed the 75¢ mini- 
mum means no more in purchas- 
ing power than the 40c¢ mini- 
mum did. 


Wage-Hour Coverage 

The Wage-Hour Law covers 
all employees (not employers) 
“engaged in commerce or the 
production of goods for com- 
merce or in closely related proc- 
esses or occupations directly es- 
sential to the production.” 

Breaking this down you have 
two important phases of “cover- 
age”: 

(1) Employees “engaged in 
commerce.” The act defines 
“commerce” as meaning “trade, 
commerce, transportation, 
transmission or communication 
among the several states or'be- 
tween any state and any place 
outside thereof.” 

(2) “Employees engaged in 
the production of goods for com- 
merce or in closely related 
processes or occupations direct- 
ly essential to the production.” 

Under this phase _ recent 
amendments changed the word 
“necessary” to “directly essen- 
tial” to the production. As a 
result some border-line em- 
ployees were excluded from 
coverage. However, according to 
the conference manager’s state- 
ment, during the discussion of 
proposed amendments. the 
words “directly essential” are 
to be given a very narrow in- 
terpretation. Therefore this 


change has not affected whole- 
salers up to the present time. 

Application of the Act is de- 
pendent upon the character of 
the employee’s activities, rather 
than upon the activities of the 
employer. While the nature of 
the employer’s business does 
not determine the rights of em- 
ployees under the Act, never- 
theless, unless an employer is 
engaged in interstate commerce, 
the employees are not engaged 
in commerce or the production 
of goods for commerce. 

Unless your business is con- 
fined entirely to the sale and 
distribution of goods wholly 
within your particular state, all 
of your employees would be 
covered by one or the other 
phase. It has been my experi- 
ence that most wholesalers ship 
some goods outside the State in 
which they are doing business, 
therefore, all of your employees 
must be considered as entitles 
to the provisions of this law. 


Overtime Pay Rate 

The amended Act establishes 
a new floor of 75¢ an hour. It 
still requires time and one-half 
the regular rate paid an em- 
plovee for all working time over 
40 hours in any work week. One 
of the most difficult parts of the 
Act for emplovers to follow has 
been the term ‘ 
The “regular rate’ under the 
Fair Labor Standards Act is a 
rate per hour. 

The Act does not require em- 
ployers to compensate empiovees 
on an hourly rate basis; their 
earnings may be determined on 
a piece rate, salary, commission 
or other basis, but in such case 
the overtime compensation due 
to employees must be computed 
on the basis of the hourly rate 
derived therefrom. Therefore, 
it is necessary to comnute the 
regular hourly rate of such em- 
vlovees during each workweek. 
Under recent amendments, em- 
nlovers have definite guides to 
follow in determining certain 
payments that mav be excluded 


‘regular vate.” 


"Industry is not against the objectives of improved stand- 
ards of wages and work conditions but it contends that 
these cannot be accomplished by federal mandate. It has 
been proved by our cost of living indices that whatever 
the minimum wage, either 40¢ or 75¢, it is all relative. When 
the economic cycle is completed the 75¢ minimum means 
no more in purchasing power than the 40¢ minimum did.” 
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from the regular rate for the 
purpose of computing overtime. 

It specifies taat the “regular 
rate” shall include remunera- 
tion paid ior employment, but 
shall not be deemed to include: 
gifts and payments in the na- 
ture of gifts; payments for oc- 
casional absences such as holi- 
days, vacations, illness and for 
travel expenses; bonuses paid 
in the sole discretion of the em- 
ployer and not “pursuant to any 
prior contract, agreement or 
promise’; bonuses paid under 
“bona fide” profit-sharing plans 
or trusts. In addition, it re- 
quires that “regular rate” must 
include premiums paid as shift 
differentials or as job differen- 
tials paid for arduous, dirty or 
hazardous work; “overtime” 
premiums paid under split-day 
plans or contracts; and group 
and individual incentive 
bonuses. 

On the other hand, the 
amendment overrules certain 
previous bonus decisions by au- 
thorizing employers to share 
profits with their employees 
without increasing their regu- 
lar rate if the employer retains 
control over the payments. 

The question of straight time 
earnings and the problem of de- 
termining regular rate for over- 
time payments can become 
quite complicated depending 
upon the type of bonuses in- 
volved. 


A Formula 


I would like to give vou a 
formula which may be followed 
with full protection against any 
statutory liability—for exam- 
ple: A year end bonus, produc- 
tion bonus, percentage-of-sales 
bonuses and profit-sharing bo 
nuses or whatever they might 
be called should be paid on a 
determined percentage of the 
individual employee’s total 
earnings, both — straight-time 
and overtime. Bonuses out- 
lined on any of these bases 
may be ignored when comput- 
ing regular rate for overt'me 
purposes, since the fomula pro- 
vides for payment of overtime 
on the bonus. 

The Wage and Hour Adminis- 
trator has the authority to is- 
sue regulations which define 
the requirements at which 
these exemptions will apnly. On 
January 25, 1950, the Adminis- 
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CHARLES E. NASH 


Nash Hardware Co., Fort Worth, Tex., 

vice president, SWHA, who presided 

over the Special Sporting Goods Ses- 

sion, Monday, and was one of the speak- 
ers at that special meeting. 


trator issued new regulations 
for ‘“‘white collar workers,” de- 
fining the terms Executive, Ad- 
ministrative and Outside Sales- 
man who are permitted certain 
exemptions from the wage and 
overtime provisions of the Act. 


Exempted Employees 

The proper interpretation of 
these particular exemptions has 
been most difficult to under- 
stand. It has been my experi- 
ence that more employers are 
found in violation of these pro- 
visions and are generally re- 
quired to pay more penalty 
from such violations than from 
any other section of the Act. 
However, the recently  pub- 
lished “Explanatory Bulletin” 
gives the best explanations of 
the definition of an Executive, 
Administrative or Outside 
Salesman that I have ever seen 
published by the Wage and 
Hour Office. Copies may be ob- 
tained from your nearest Wage 
& Hour Office. On the back 
you will find an “occupational 
index” which lists approximate- 
ly 150 classifications which are 
discussed in the bulletin, with 
the sections to refer to. This 
does not mean that these classi- 
fications are either exempt or 
non-exempt, but are generally 
classifications that may be 
exempt. 

In order to apply these ex- 
emptions to particular em- 
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ployees, it is necessary to take 
each individual and determine 
whether his duties, responsibil- 
ities and salary meet all the re- 
quirements of the _ pertinent 
sections of the regulations. 
For example: An executive 
employee must be paid on a 
salary basis (not an_ hourly 
wage) of not less than $55 per 
week. In addition to such mini- 
mum salary his duties must 
meet the definitions, as outlined 
in each and every one of the 
other sub-sections (a) through 
(d) of the Regulations. Your 
particular attention is called to 
the word “and” which follows 
after each sub-section. This 
means that failure to meet any 
one of these sub-sections would 
keep the employee from being 
exempt as an “Executive.” 
An administrative employee 
must be paid on a salary basis 
of not less than $75 per week. 
In addition his duties must 
meet the definitions of all the 
other sub-sections, however, 
under sub-section (c) there are 
three provisions any one of 
which must be met. This is ac- 
complished through the use of 
the word “or” instead of “and” 
between these sections. Any 
employee meeting the defini- 
tions of either an “Executive” 
or “Administrative” employee 
is exempt from the overtime 
provisions of the Act. 


Outside Salesmen 


Any employee who meets the 
definition of an “outside sales- 
man” is exempt from both the 
minimum wage and overtime 
sections of the Act. Generally, 
the major question applying to 
this exemption in your industry 
is when a salesman works both 
inside and outside the plant. 

Unless a salesman spends at 
yeast 80 pct of his time away 
from his employers’ place of 
business, he would not come 
under the exemption of “outside 
salesman.” However, work per- 
formed incidental to and in 
conjunction with his sales work 
including writing of sales re- 


oo 


"Application of the Act is de- 
pendent upon the character of the 
employee's activities, rather than 
upon the activities of the em- 
ployer."'"—Edward B. Williams. 


"In order to apply exemptions 
to particular employees, it is 
necessary to take each individual 
and determine whether his duties, 
responsibilities and salary meet 
all the requirements of the per- 
tinent sections of the regula- 
tions.""—Edward B. Williams. 


ports, revision of his own cata- 
logue, attendance at sales’ con- 
ferences and_ similar’ duties 
whether they are performed in 
the office or away from the office 
are considered a part of his du- 
ties as an “outside salesman.” 

Where salesmen are required 
to spend certain time meeting 
customers and selling direct 
from the sales floor or from 
the warehouse, then any week 
in which they spend more than 
20 pet of their time inside, they 
would lose the exemption. 

Another key provision of the 
original Act was its prohibition 
against the use of child labor. 
It differed in coverage and ad- 
ministration from the wages 
and hours provisions. 


Child Labor 


The law originally prohibited 
any “producer or manufacturer 
or dealer” from shipping or de- 
livering in commerce any goods 
produced in an establishment 
in or about which, 30 days prior 
to the removal of the goods, 
“oppressive child labor has 
been employed.” 

This section covered only 
those establishments engaged 
in the production of goods for 
commerce and did not cover 
other establishments which 
were engaged in commerce it- 
self, such as_ transportation 
agencies and those firms which 
we discussed under the first 
phase of coverage. It has the 
possible effect of forbidding an 
employer from shipping goods 
which has been produced by an 
establishment in violation of 
these sections for 30 days, 
while at the same time permit- 
ting it to employ child labor 
itself. 

This apparent loophole has 
been closed by the new law 
which now, in addition to the 
above provisions, directly for- 
bids an employer from employ- 
ing any oppressive child labor 
in commerce or in the produc- 
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tion of goods for commerce. 
The.coverage of the child labor 
sections is now coexpensive 
with that of the wages and 
hours provisions. 

“Oppressive Child Labor” is 
defined in the Act. The effect 
is to forbid the employment of 
minors under 16 years of age 
in your industry or minors un- 
der 18 years of age as truck 
drivers or helpers and as ele- 
vator operators. 

Employers who wish to pro- 
tect themselves from unwitting 
violations of these provisions 
can do so by obtaining from 
prospective youthful employees 
a state certificate of age, gen- 
erally this is issued by school 
authorities, or in some states 
birth certificates are acceptable. 


Hot Goods Injunctions 

Prior to passage of recent 
amendments, an_ injunction 
could be secured against the 
transportation of any goods 
produced in violation of the 
child labor section. Not only 
shipment by the producer or 
manufacturer could be enjoined 
but also shipment by anyone 
who had purchased such goods, 
regardless of whether he knew 
anything about how the goods 
were produced or not. 

This rather heavy burden on 
unwitting purchasers of goods 
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Treasurer 
*H. B. Horsey, Sharp-Horsey Hdwe. Co. 


Managing Director 
T. W. McAllister, Southern Hardware 


Executive Committee 


*Ralph Speer, Jr., Speer Hdwe. Co. 

*Edwin F. Flato, Corpus-Christi Hdwe. Co. 

*J. W. Hasson, House-Hasson Hdwe. Co. 

H. L. DeLoach, Henderson & Baird Hdwe. Co. 
C. E. Hamilton, Odell Hdwe. Co. 

W. H. Terstegge, Stratton & Terstegge Co. 


Advisory Board 


Mark Lyons, McGowin-Lyons Hdwe. & Supply Co. 
R. H. Baker, Fones Brothers Hdwe. Co. 

A. C. Rankin, Teague Hdwe. Co. 

H. J. Allison, Allison-Erwin Co. 

W. A. Parker, Beck & Gregg Hdwe. Co. 

W. W. French, Moore-Handley Hdwe. Co. 

R. R. Witt, Builders Supply Co. 

Edmund Orgill, Orgill Brothers & Co. 

W. H. Terstegge, Stratton & Terstegge Co. 





has been remedied in the new such injunction any purchaser 
Act. A provision has been add- of goods who bought them in 


ed which exempts from any (Continued on page 239) 


OFFICERS OF THE SOUTHERN WHOLESALE HARDWARE ASSOCIATION 





Some of the newly elected officers and advisory board members reelected by the Southern Wholesale Hardware Assn. 
at the Cincinnati convention are, front row, left to right: T. W. McAllister, Southern Hardware, managing director; 
Charles E. Nash, Nash Hdwe. Co., first vice-president; Fred C. Barksdale, Brown-Roberts Hdwe. & Supply Co., presi- 
dent; R. M. Miller, Railey-Milam, Inc., second vice-president; H. B. Horsey, Sharp-Horsey Hdwe. Co., treasurer. Sec- 
ond row, left to right: W. A. Parker, Beck & Gregg Hdwe. C>., H. J. Allison, Allison-Erwin Co., advisory board members; 
W. H. Terstegge, Stratton & Terstegge Co., retiring president and new member executive committee and advisory board; 
R. H. Baker, Fones Brothers Hdwe. Co., advisory board; H. L. DeLoach, Henderson & Baird Hdwe. Co., executive com- 
mittee; A. C. Rankin, Teague Hdwe. Co., and R. R. Witt, Builders Supply Co., advisory board members. 


HARDWARE AGE, APRIL 20, 1950 





SWHA Open Session 
Tuesday 


Operating a Traveling Display Room 





This trailer averages 150 miles and four towns per day in its calls upon dealer cus- 
tomers of the Peden Iron & Steel Co. 


| AM proud to call your 
attention to our new Peden [ron 
& Steel Co. traveling salesroom 
which is already becoming a 
familiar and welcome visitor to 
dealer customers in our exten- 
sive Louisiana and Texas terri- 
tories. 

At first glance, this may seem 
a rash and startling innovation 
for a company as generally con- 
servative as ours, which is this 
vear celebrating the 60th anni- 
versary of its incorporation. 
Actually, it is nothing of the 
kind. 

This perfectly appointed bus, 
which was built according to 
our very exacting and_ special 
specifications, simply represents 
another example of our com- 
pany’s continuing policy of try- 
ing to keep abreast of our con- 
stantly changing times, to meet 
new problems and_ conditions 
with new and practical solutions. 
It has been by the application of 
such policies and methods that 
Peden Iron & Steel Co. which 
was launched with an_ initial 
capital of $7,500 as a small one- 
room store handling sheet metal 
and tinner’s tools, has constant- 
ly expanded to the great dis- 
tributing house it now is with a 
capital of $4,000,000 and stock- 
ing just about everything need- 
ed by industry or the dealer 
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tirade in the booming Southwest, 
with a large and aggressive sales 
force calling on both classes of 
‘ustomers. 

You will probably all remem- 
ber that in the years after 
World War I and before the 
great depression, it was the 
custom of salesmen to carry 
cases of samples of appliances 
and other specialty items from 
which they arranged displays in 
hotel sample rooms, to which 
they invited their dealer custom- 
ers and prospects. Then, when 
the bottom dropped almost com- 


pletely out of things in the '30s, 
practically all specialty men 


were called in off the road. After 


the close of the last war when 
our representatives again want- 
ed to show and demonstrate 
their wares, they found that 
most hotels had _ eliminated 
their sample rooms. They were 
accordingly reduced to trying to 
show them on their customers’ 
counters—which not only did 
not provide adequate space but 
were a nuisance to the dealer 
as it meant interfering with 
his own business. 

So, we thought back to the 
success we had achieved with 
the sales bus we had introduced 
into the territory 14 years ago, 
in 1936. While by no means as 
complete or modern in its facili- 
ties or furnishings, it had prov- 
ed its usefulness to our cus- 
tomers and ourselves in provid- 
ing a means of displaying our 
various types of merchandise 
in a way so that buyers could 
really see what they were get- 
ting instead of simply looking at 
a picture and reading a descrip- 
tion in a catalog. 

The situation called once more 
for the same recipe and we plan- 
ned carefully so that our new 
bus should have every possible 





Adequate lighting, convenient and compact storage space and display counters and 
wiring for every conceivable type of demonstrations are the essential feature of the 
trailer interior. 
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JACK J. CARAWAY 


feature to make it attractive, 
practical and useful to our cus- 
tomers. Adequate lighting was 
a first consideration, and it was 
amply provided for. Convenient, 
compact storage space and dis- 
play counters, fully wired for all 
desired demonstrations were 
other important facilities de- 
manded and built into the ve- 


BRIGHTLY lighted, air conditioned bus of Peden 

lron & Steel Co. is welcomed by dealers in the 

wide open spaces of Louisiana and Texas. First 
sales bus was used 14 years ago. 


By JACK J. CARAWAY 


Vice President and Sales Manager 
Peden Iron & Steel Co. 
Houston, Texas 


hicle along with air condition- 
ing, which was 11 months in the 
building. 

After its delivery in Houston, 
we went over it from end to end 
and made a number of im- 
portant modifications, besides 
painting it in a way that would 
best advertise our company on 
the road, while retaining the 
essentials of good taste, 

This unique traveling sales- 
room has now been out making 


its rounds for nine months, and 
its arrival is eagerly awaited 
and welcomed wherever it goes. 
It is driven by one of our best 
men, who also arranges the dis- 
plays and conducts demonstra- 
tions. He averages 150 miles 
and four towns per day. His 
direct sales have been highly 
satisfactory from the outset and 
his visits always stimulate bus- 
iness for our regular salesmen 
who follow in behind him. 


Coordinating the Work of 
Specialty and Regular Salesmen 


J R. NESBITT, Moore-Han- 
» dley Hardware Co., Inc., 
Birmingham, Ala., discussing 
“Coordinating the Work of 
Specialty and Regular Sales- 
men,” maintained that nobody 
likes a specialty salesman un- 
less he is a good one. Because 
everybody thinks such _sales- 
men are high pressure men. 
There is a scarcity of good 
salesmen. Many manufacturers 
and distributors figure that 
some specialty salesmen are 
necessary and that exclusive 
specialty salesmen are needed, 
especially for major appliances. 

General line salesmen must 
cooperate with the specialty 
man. In the sale of sporting 
goods we must, he urged, plan 
the work with the sales man- 
ager to get both specialty and 
general men to work properly 
together. The factory specialty 
salesman, he said, is a mission- 
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J. R. NESBITT 


ary man, converting the cus- 
tomer to his ideas, for selling 
is nothing more than making 
someone want what you’ve got 
to sell. 

The specialty man must be 
enthusiastic and give the reg- 
ular salesman a shot in the arm 
and must be willing.to make 
any type of call he is assigned 
He must know how to create 
and close a sale, but not be a 
high pressure salesman. 

The general salesman and 
specialty salesmen must both 
have sufficient advance notice 
to plan their work, for when 
the regular salesman is_ not 
notified he is not enthusiastic 
about such an assignment. Both 
men should realize that spe- 
cialty selling is a double ex- 
pense and that such calls are 
a promotional and educational 
matter. 

(Continued on page 240) 








SWHA Session 


Tuesday 


Problems Under 
The New 
Wage-Hour Law 


HE problem was to keep the labor bill from be- 

ing excessive. It was solved partly by cutting 

time of porters and drivers and checking drivers’ 

overtime by installing recorders in the company 
trucks. 


By H. L. DE LOACH 
Henderson & Baird Hdwe. Co., 


Greenwood, Miss. 





H. L. DeLOACH 


Orr company is 


recognized as a small whole- 
saler located in the heart of the 
Mississippi Delta, which, of 
course, is strictly an agricul- 
tural section. For that reason 
it has been our practice, for 
many years, to maintain longer 
hours than the average. 

These were 50 hours weekly 


212 


until January 25. We were 
aware immediately that a revi- 
sion in the number of our 
weekly hours was_ necessary. 
On January 25 they were re- 
duced to 47 at Greenwood and 
44 at our Greenville store. If 
it becomes necessary, they will 
be reduced further. 

The change under the Wage- 


Hour-Law that became effective 
January 25, regarding executive 
and administrative employees 
did not cause our company any 
serious problems or necessitate 
any changes in our organiza- 
tions. 

When our store hours were re- 
duced, the salaries of all em- 
ployees not under the executive 
or administrative classifications 
were not reduced. But proper 
adjustments in their base rates 
had to be made to agree with 
their stipulated salaries. Quite 
naturally no objection on the 
part of any employee as a result 
of these changes was noted. 

Since we use negro labor as 
porters and drivers, our base 
pay to them was less than the 
required 75¢ per hour. In fair- 
ness to ourselves, our labor has 
been well paid for what they do. 
We have been greatly blessed in 
that we do not have to contend 
with unions. 


Staggered Time 


In order to prevent our labor 
bill from being excessive and to 
keep the average paid in line 
with that paid several beginners 
and some of our clerical help, 
our shipping clerks and ware- 
house managers were imme- 
diately instructed to stagger the 
working time of these porters 
and drivers. Each one was laid 
off an afternoon each week. 
While this caused some dissatis- 
faction and worked a little hard- 
ship at times, it was a necessary 
thing to do and has made it 
possible for the average porter’s 
time to be reduced to 42 hours. 
The result has been that some 
of our regular employees have 
had additional work to do but 
this hasn’t hurt them or caused 
much complaint. 

Our most difficult problem has 
been to regulate the over-time 
of our drivers delivering to our 
out-of-town accounts. We paid 
them prior to January 25 on the 
basis of 40 hours with over-time 
accruing beyond. In spite of a 
determined effort on our part to 
get our deliveries out early, our 
problem was when would the 
driver return. Without doubt we 
were flagrantly imposed upon 
as to their over-time and this 
became very expensive indeed. 

Since we operate as a private 
carrier under the motor vehicle 
regulations for private carriers, 
we immediately took advantage 


(Continued on page 241) 
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SWHA Session 
Wednesday 


lecuereve plans are 
not complete unless they cover 
every employee and there is 
where the difficulty arises. If 
we could start all over anew, the 
compensation for every type of 
work could be figured on a basis 
with an incentive plan included; 
but with precedents already set 
over a period of years for vaca- 
tions, sick leaves, Christmas 
gifts and bonuses, it would be 
quite a task to analyze each type 
of work and apply equitably an 
incentive plan. , 
Some have the opinion that 
piece work in manufacturing 
and strictly a commission basis 
in selling are the very best pos- 
sible methods to be used. A 
salesman who works on a com- 
mission basis actually gets paid 
for what he does. If his con- 
tract calls for a portion of the 
profits, after handling or deliv- 
ery expense and cash discount 
have been considered, he is not 
inclined to feature short-profit 
items or cut the price. Such 
plans actually pay the employee 
for what he does and they have 


always expected at least that 
much. This within itself is a 
sales incentive plan and more 

O 
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Incentive Plans 


H4-F A DOZEN different plans for stimulating 

sales efforts are outlined. Sales honor roll and 

collection honor roll plans also used to encourage 
best efforts of salesmen. 


By FRED N. HALL 
Hall & Co. 
Spartansburg, S. C. 


often builds top salesmen than, 
perhaps, any other method. 
Many wholesale hardware dis- 
tributors have practiced incen- 
tive to some degree, principally 
with the sales force, and that is 
true with us. No company is 
any better than its sales force 
and since top salesmen generally 
are spirited, temperamental and 
not always easy te handle, it is 
observed that they react better 
to incentive plans than any other 
group. The sales force being 
the mainspring of any business, 
such as ours, the group upon 
which the success or failure of 
the company depends more, per- 
haps, than any other makes it 
“a natural” for incentive plans. 
The old saying that “you can 
lead a horse to water but you 
can’t make him drink” is true 
in business and with salesmen. 


Lead, Don't Drive 

You can hire a salesman al- 
ready trained and experienced 
or you can train him yourself 
but few of them develop into top 
salesmen without extra incen- 
tive. Under present day meth- 
ods of doing business, we must 
have top salesmen and since we 
cannot drive them they must be 


im) 


"Some of us have had experience on the farm, training and 
working mules and oxen as | did in the mountains of western 
North Carolina, and it was seldom that we could force even 
those animals to go forward under a load with the use of 
a whip. They could best be persuaded, coaxed or offered 
an incentive. We invariably got better results and moved 
along faster by holding a bundle of fodder out in front... ." 





FRED N. HALL 


early 
five 


led or induced to begin 
and wor« late and call on 
to 10 customers daily. 

In the beginning of our in- 
dustry, men could be hired for 
a Wage and most of them were 
hard workers and as they drift- 
ed into the selling field produced 
a satisfactory volume for the 
salary and expense paid. 

Later, as selling became a 
profession, men were better ed- 
ucated, worked more intelligent- 
ly, accomplished more and there- 
by expected their pay to be 
based upon actual Few 
of them are satisfied any longer 
with a salary, a company Car, 
and an expense account. They 
prefer one of the several incen- 
tive plans whereby their income 
will be in direct proportion to 
the efforts expended and to what 
they actually produce so you see 
that while our salesmen are 
more intelligent they have learn- 
ed like the mule; “that if he 
pushes against the furrow mule, 
the plow will cut less, and pull 
lighter.” We get better results 


results. 


by training and leading our 
salesmen and we have learned 
from experience that a_sales- 


man will feature, talk and sell, 
the item on which he is getting 
a commission or something 
extra. 

It's Just Human Nature 


A recent observation of this 
was the drug salesman who was 
offered ten cents extra commis- 
sion on each box of reducing 
tablets that sold for $3 and he 
made more during the week than 
his base salary. This proves that 
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we actually do the thing best 
that we get the most out of. 

Some of us have had experi- 
ence on the farm training and 
working mules and oxen as | 
did in the mountains of western 
North Carolina and it was sel- 
dom that we could force even 
these animals to go forward 
under a load with the use of a 
whip. They could best be per- 
suaded, coaxed or offered an 
incentive. 

We invariably got better re- 
sults and moved along faster by 
holding a bundle of fodder out 
in front of a yoke of oxen that 
were either stuck in the mud 
with a heavy load of lumber or 
a saw log wedged behind a tree 
or otherwise in a close place. 


Four Sales Plans 


Some might still be satisfied 
with a weekly wage if it is suf- 


ficient to pay all operating ex- 
penses and have a little left over 
to put aside but invariably that 
type salesman is not progressive. 
He is not concerned over his 
sales volume or profits. He 
doesn’t seek new accounts, look 
for additional prospects or re- 
quest more territory. In fact, 
he seldom makes the honor roll 
and never becomes a top sales- 
man. One sales plan that we are 
all familiar with is the man 
hired on a straight weekly or 
monthly salary and furnished an 
automobile and an expense ac- 
count for an honest day’s work, 
with little or no regard for the 
volume he sells or his selling 
cost. 

Another plan used occasion- 
ally is a salary basis to equal a 
certain dollar and cent volume 
where the company still fur- 
nishes the car and allows an ex- 





OFFICERS of the 
AMERICAN HARDWARE MANUFACTURERS ASSN. 


Elected at Atlantic City, N. J., October 13, 1949 


President 
Harold F. Seymour, Columbian Vise & Mfg. Co. 


Vice-President 


George H. Halpin, Minnesota Mining & Mfg. Co. 
Richard L. White, Landers, Frary & Clark 
Herbert B. Megran, Starline, Inc. 


Secretary-Treasurer 


Arthur L. Faubel 


Executive Committee 
1950 


R. H. Coleman, Remington Arms Co., Inc. 
T. D. Vander Voort, Clemson Bros., Inc. 
B. B. Wood, The Wood Shovel & Tool Co. 


1951 


Archer L. Hager, C. Hager & Sons Hinge Mfg. Co. 
Stanley Woodward, The Ruberoid Co., Chairman 
A. E. Keating, Trimont Mfg. Co.* 


1952 


R. W. Chamberlain, The Stanley Works 
Mark J. Lacey, Peck, Stow & Wilcox Co. 
Walter W. Rector, True Temper Corp. 


Advisory Board 


P. B. Noyes, Oneida, Ltd. 


Fayette R. Plumb, Fayette R. Plumb, Inc. 

Isaac Black, Russell & Erwin Mfg. Co. 

S. Horace Disston, Henry Disston & Sons, Inc. 
Robert G. Thompson, The Lufkin Rule Co. 

H. B. Wilson, Mathias Klein & Sons 

Richard Harte, Ames Baldwin Wyoming Co. 
Spencer T. Olin, Western Cartridge Co. 

John S. Tomajan, The Washburn Co. 
Herbert P. Ladds, National Screw & Mfg. Co. 


“Elected at Executive Committee meeting 


Wilson F. Barnes, who resigned. 


Apri! 3, 1950, to fil 


unexpired term of 
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pense account and pays the 
salesman at the end ot tne vear 
2 pet on all over his quota. This 
has an incentive feature to push 
tor sales. 

A third plan is where the 
salesman has a weekly drawing 
account, owns his car and pays 
his expenses again to equal a 
specific quota with a 2 pet bonus 
on all over his quota at the end 
of the year. 

Then, finally, we mention 
again the straight commission 
salesman who might require a 
weekly drawing account to be 
deducted from his total com- 
missions at the end of the year 
but who furnishes his own 
transportation, pays all expenses 
and entertainment and receives 
20, 30, or in distant territories, 
as much as 40 pet of the gross 
profits after handling charges 
and the 2 pet cash discount al- 
lowed the customer have been 
deducted. 


Most all of these plans are 


common to the average hard- 
ware jobber. We have approach- 


ed it in a little different manner 


and in a way that might appeal 
to some of you who do not cost 
your charges and keep a daily 
record of the cost and the selling 
price, thereby revealing the ac- 
tual margin of profit. We do not 
say it is the best plan but nerf 
to the best plan. 


How It Works 


Our “20” selling plan is fig- 
ured on a 5 pet selling cost basis, 
with a weekly drawing account 
of from $50 to $150, in multiples 
of $10. If the man wants $100 
per week, can furnish the car, 
and pay his expenses we turn 
to Plan W-6-20 and find that 20 
times his weekly drawing ac- 
count would be $2,000; for 26 
weeks it would be $52,000 and 
for 52 weeks $104,000. If this 
man should average $2,750 per 
week for six months and thereby 
exceed his quota by $19,500 we 
would give him a check for 2 
pet, or $390, which increases 
his earnings by $15 weekly and 
reduces our selling cost to 4.2 
pet. If he doubles his quota 
and sells $4,000 weekly, exceed- 
ing his quota by $52.000. his 
bonus check would be $1,040 
and our selling cost would be re- 
duce to 3.5 pet. This happens 
with the men who are develop- 
ing as tops and we move him up 
to Plan “25” which is 25 times 


(Continued on page 267) 
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“Doc” Peters says: 






SPORTING AMMUNITION 
— THE POWER 7 


- 





’ GUPDND 





Pn os, 2 


yellow. Put it to work by your cash register 


Shooting and Boys’ magazines. Just check the coupon below! 


4 There are3 ways The coup 
can boost your ammunition 








GET A FREE PACKAGE EVERY MONTH of hard-selling Peters 
promotional material for your store! The first month you will receive 
a handsome change pad for your counter in eye-catching blue and 
-and watch how it reminds cus- 
tomers of their ammunition needs. Then, every month in 1950, you'll receive 
anew Peters point-of-purchase help to capitalize on the brand-name recog- 
nition created by Peters national advertising in leading Outdoor, Farm, 


the coupon 






GET FREE THIS PROVED STORE PROMOTER—al! 
the material you need to run a Peters 22 Gue ssing 
Contest! This “package” includes a transparent 
plastic container to be filled with 22’s, window banners 
and a display card to draw aitention to the contest, con- 
test entry blanks in a self-service holder, and five novelty 
displays for holding 22 boxes. Just check the coupon below! 











Peters “know-how” means Peters sales! 


There's a new addition to Peters ‘High Velocity”’ 
line—the 222 Remington varmint cartridge for the 
new Remington Model 722. Talk these features when 
you sell: extreme accuracy * very flat trajectory « 
muzzle velocity of 3200 feet per second + 50 grain 
soft point bullet * balanced performance « terrific 


striking energy 


Recommend Peters ‘High Velocity” shot 
gun shells with new Peters Flat-Top Crimp 
for perfect patterns. Talk these features: + 
maximum pow- 





Peters “‘High Velocity’ 22's are tops for 
small game and pests. Talk these features: 
“‘Micro-Perfect’’ bullets * speed-intensity 


ignition + newest 
smokeless pow- 
der « special lu- 
brication to pro- 
tect rifling « flat 
trajectory*’‘Rust- 
less’’ non-corro- 
sive priming. 


PETERS 
Aaley 













PETERS CARTRIDGE DIVISION—Remington Arms Company, 
Inc., Bridgeport 2, Conn., “High Velocity” and “Rustless” 
Gre Reg. U.S. Fat. Off. 
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GET FREE THESE OTHER DEALER HELPS! We'll send 


"A 


shooters know that you are headquarters for Peters am- 
munition. We'll send you Peters price list, catalog, and 
inventory check list—remember, you can’t sell what you 


you ready-to-go newspaper mats to back up Peters 


hard-hitting national advertising let local 


haven't got. Check the coupon below today! 












SEND FOR ALL THESE —= 
PROFIT BOOSTERS: 





Peters Cartridge Division: Dept. 1 
939 Barnum Avenue, Bridgeport 2, Conn 
Please send me the Profit Booster I have checked below 


Peters Monthly Promotion Package Peters Other Dealer Helps 


Peters Guessing Contest Material 
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Tuesday 


Promise and Threat 


[HERE is still a very substantial economic and 

business momentum out of conditions of last 
year, economist emphasizes, although warning that 
our increasing national debt provides problems 
yet to be solved. The inflationary process has been 
resumed and comprises our major economic threat, 
today. Business, he warns, cannot continue push- 
ing prices ahead without meeting market resist- 


ance. 


I HAD no idea at the 
time | resigned that retirements 
could be so rugged. I won’t say 
I was flattered by the response 
and the interest. I will say I have 
been profoundly gratified to find 
how deep and how serious an 
interest in national economic 
problems is felt by business 
groups, by academic groups, by 
service organizations like the 
Rotary Clubs, professional and 
business associations like your 
own, citizens’ groups of all sorts 
and agricultural groups. 


No Labor Invitations 

I am frankly regretful that in 
this flood of invitations and in 
this great number of pleasant 
and fruitful meetings that I have 
had, none has come from a labor 
organization. I think it is pro- 
foundly noteworthy and rather 
disturbing that our brethren on 
the labor organization side 
should limit their interests and 
their activities so much to advo- 
cating their own _ philosophies 
and taking their own policies and 
organizing power for the prac- 
tical accomplishment of their 
particular purposes, rather than 
having what I find businessmen 
have, agricultural groups have 
and professional and academic 
and citizen groups also have: the 
inquiring mind. I think the 
breadth of that interest which is 
characteristic of America and is 
thoroughly wholesome and hope- 
ful for the future. 

If I can settle down and stay 
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deficits as a way of life.” 


home long enough to press my 
study in the field of these sev- 
eral problems, one thing that I 
am particularly desirous of do- 
ing, even where I have not been 
invited into this organized labor 
fellowship, is to try to force my- 
self in, try to say, first of all, I 
want to continue to get as inti- 
mately, as frankly and as vig- 
orously as possible the thinking 
of organized labor. I want to 
know why they do the things 
they do, how they suppose that 
those things will work, and how 
they interpret their responsibil- 
ity as one segment in a total 
economic picture. And then hav- 
ing got that as frankly as I can, 
and perhaps stimulating them to 
formulate a little more sharply 
some of their own thinking on it, 
I want to come back and analyze 
it and see whether in my judg- 
ment as an economist it is work- 
able, or whether it may prove 
disappointing even from their 
own point of view. 

I believe it is important to get 
that two-way line of communica- 
tion. That is what I was trying 
to do as Chairman of the Council 
of Economic Advisers. I thought 
that an agency of that sort pre- 
sented a very great opportunity 
for persons who are particularly 
trained and experienced in eco- 
nomic analysis to set up a council 


. we stand now at the point 
of interrupted disinflation or re- 
newed inflation.""—Dr. Edwin G. 
Nourse. 


Continues his protests on "slipping into 


table in the anteroom of the 
President’s office. 


Biggest Business 

The President is the Chief Ex- 
ecutive of the biggest business 
on earth—a 250-odd-billion dol- 
lar annual business. It was a 
profoundly constructive proposal 
of the Employment Act that a 
professional staff should be set 
up to process economic materials 
for a busy President, and to dis- 
till for him the wisdom of the 
economists and the statisticians, 
of the experienced farm leaders 
and agricultural and labor or- 
ganization leaders and business 
executives. If we are going to 
have real understanding of our 
operative business problems, we 
don’t want to limit ourselves to 
the kind of generalization the 
professional economist does, im- 
portant though it is. We want 
also to distill the ripe wisdom of 
these people who live their lives 
through the peculiarly intimate 
and fast-changing problems of 
these different organizations. 

So one of our major methods 
of operation was to have a group 
of consultative committees rep- 
resenting business management, 
labor organizations, agriculture, 
consumer groups and state and 
local officials in consultation with 
us. It is not enough to sit down, 
get their top man and have a 
15-minute interview with the 
President—but to come and sit 
down with an agenda at 9:30 or 
10 o’clock in the morning and 
get these questions on the table, 
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in American Business 


By DR. EDWIN G. NOURSE 
Former Chairman of the 
Council of Economic Advisers 


Washington, D. C. 


and debate them back and forth 
and try to dig into them, try to 
get a really deeper understand- 
ing. And then adjourn for lunch 
and sit around in little groups to 
swap experiences on points of 
view. Then come back in the 
afternoon, if possible, to some 
mutual agreement. 

I think that is something 
which is thoroughly American 
and thoroughly needed. It is the 
prototype of what is being done 
in our big business organizations 
today. I think there must be 
professional staffing for the ex- 
ecutive who has to make the ac- 
tual policy decisions. 

I am disappointed that that 
new piece of machinery in our 
government, the Council of Eco- 
nomic Advisers, was not fully ap- 
preciated and skillfully used to 
exploit all the values that it has. 
I hope it will go on, however, 
and get a fresh start. 

And now having signed my 
own emancipation proclamation, 
having had my time as my own, 
I have declined any invitations 
to identify myself with any par- 


m 


ticular organization. I have de- 
clined to set myself up as a 
business consultant. 

I am not exploiting my ex- 
perience; certainly I don’t have 
any influence to “exploit.” But I 
am simply trying to go on wres- 
tling with these profound prob- 
lems (as I got some new and 
more intimate insights into them 
—to keep these contacts during 
my work in the Council of Eco- 
nomic Advisers) and to devote 
my time in these years that I 
still have to study those prob- 
lems with the groups who are 
honestly endeavoring to see what 
the problems are and what their 
responsibilities and opportunities 
in it are. 

I suggested as my topic here 
this question of “Promise and 
Threat in American Business.” 
I think I can dispose of the first 
word in that title pretty briefly, 
because we all feel down to our 
American shoesoles that there is 
a great promise for American 
business. 

We know that we have un- 
paralleled riches in natural re- 


a @ 


... all these things indicate there is still a very substan- 


tial economic and business momentum out of conditions of 


last year." 


"We are not going to go back to the pre-war price situa- 
tion. A lot of things have been put into our system which 
have a sort of ratchet mechanism—you can move them 
forward, but you can't move them back." 

"... our problem is to get a workable set of price-wage- 
cost relationships at whatever level of price will prove to 


be stable." 
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sources, a great accumulation of 
financial resources and financial 
institutions for handling them; 
we have an unmatched labor 
force; we were not devastated by 
the war; we still have abundant 
liquid assets, great knowhow and 
great technological ability all 
those things. 

Of course, the promise for 
American business is enormous. 
What I want to say on that is 
this: “Don’t let us featherbed 
ourselves on that promise, or 
don’t let us give it an adverse 
twist.” 

At the turn of the year people 
were looking ahead and trying to 
size up the business outlook for 
1950. As usual there was some 
good analysis but still a good deal 
of sheer cOmmercial “dope.” A 
lot of people are trying to do 
crystal gazing, and some pretty 
unscientific work is being done. 

But one thing is noticeable: At 
the beginning of 1950 there was 
a quite unanimous expression of 
belief that this would be a good 
year. I think it is evident from 
the latest figures, the figures on 
employment that Secretary Saw- 
yer released yesterday, that there 
is still a very substantial eco- 
nomic and business momentum 
growing out of conditions of last 
vear. 

So we came into this year ex- 
pecting a good first quarter, and 
in spite of some strikes we did 
have a good first quarter. It 
seems quite reasonable to think 
that with the momentum of our 
present situation, the superficial, 
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it's up to the business 
people, to business sentiment, to 
citizens and to the sentiment of 
political communities this year to 
give the answer of whether we 
get the promise or the threat 
gets us."—Dr. Edwin G. Nourse. 


immediate aspects of prosperits 
are such that the second quarter 
is essentially in the bag. 

But don’t let us rest on our 
oars. Don’t let us assume that 
this delightful succession of pros- 
perous years we have had after 
the stimulating and hectic period 
of the war, has solved our prob- 
lem. 

I don’t believe that we have 
solved the basic economic prob- 
lems of getting our economy into 
such correct internal economic 
adjustment that we can say that 
we have licked that problem or 
demonstrated our ability to deal 
with it. 

I don’t want to sound a note 
of pessimism, but you all know 
that we did have at the end of 
the twenties and the beginning 
of the thirties a period of ex- 
treme depression in this country. 

We didn’t get ourselves out of 
a depression by methods which 
indicated our economic know- 
how. We were still floundering 
when the war came along and 
gave us an alibi, gave us a set 
of artificially stimulating condi- 
tions—patriotism and debt cre- 
ation. 

And we got that great war 
period and we did what was 
necessary to win the war and to 
buttress the free world at that 
time. But we ended up with a 
national debt of utterly unparal- 
leled proportion. 


Rise From Depression 

Back during the depression 
our national debt rose from $26 
billion to $48 billion, and during 
the war we rose from $43 billion 
to $278 billion. That is what we 
have got to live with from here 
on. And I don’t think that we 
have demonstrated our ability to 
live with that debt, and with the 
monetary, management and agri- 
cultural adjustments and the la- 
bor-management relations prob- 
lem. Those problems are. still 
ahead cf us. In my judgment as 
an economist, while I am_ not 
predicting that disaster will 
happen in a certain way at a 
certain time, I don’t think that 
we can long postpone facing the 


Issue. 
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So, I say, let’s not featherbed 
ourselves. Let’s not rest on this 
promise. We still have to show 
that we have the economic know- 
how and the common sense, the 
broad view, to do what is neces- 
sary. If all of us in the different 
parts of that economy are going 
to perform our part, the economy 
as a whole will really get organ- 
ized on a continuing peacetime 
basis. 

The other point I want to make 
about the “promise” of American 
business in 1950 is that the Ad- 
ministration seems to me to have 
contributed to a too easy op- 
timism. Under the Employment 
Act, we have an official presenta- 
tion of the economic situation at 


And so, as | see it, the infla- 
tionary process has been re- 
sumed, and that is the basic 
threat which faces this country at 
the present time.—Dr. Edwin G. 
Nourse. 


the beginning of the year. The 
President reported in person to 
the Congress the day after its 
opening and made his State of 
the Union message. He followed 
this with his Economic Report to 
the Congress, which presumably 
analyzes the underlying condi- 
tions of the economy and presum- 
ably faces the problems as well 
as simply orating about the 
promise. Then came the Budget 
Message which is supposed to 
present a financial plan for meet- 
ing those problems as they exist. 
and giving the country a sound 
fiscal management. 

Now, when those documents 
came out at the beginning of the 
year, I think the promise was 
played up unduly. And I am go- 
ing to read you just a few lines 
from a piece that the columnist, 
Walter Lippmann, wrote at that 
time which highlights what 
seems to me to be a danger in 
the way of looking at this prom- 
ise of American business. 


President's Messages 

Referring to the President’s 
State of the Union message, he 
said it had ‘fan undeniable charm 
rather like noontide on a summer 
day when the air is soft and still, 
the sky is blue, and there are no 
long shadows, when everything 
seems possible because nothing is 
entirely real. The technique,” he 
continued, “is never to deal with 


problems, but only with the ex- 
cellent results that would be 
achieved if the problems had 
been solved. They do not meet 
criticism; they merely bypass it, 
leaving the panting critic no tar- 
get to shoot at, no antagonist to 
get hold of, only the thin air to 
thresh around in.” 

But I do feel a sense of con- 
cern, not merely that the prob- 
lems were bypassed, but in the 
implications of what was said 
there, and what has been said 
since, as perhaps revealing a 
tendency of government policy. 
It set up goals of $12 thousand 
individual incomes and $300 bil- 
lion national income, and a 
prosperous 750 and a marvelous 
decade of the ’50’s, and a millen- 
nial dawn at the end of the cen- 
tury, etc. But, notice the tech- 
nique there is—to say we could 
do these fabulous things, and 
then the next step in the presen- 
tation on this matter was to ex- 
plain hew we would do them if 
business would simply come in 
and follow along the line of a 
government program, if they just 
would be cooperative instead of 
being coolly but objectively criti- 
cal. 

Two things have been noted 
by government spokesmen since 
the January documents. They 
say we must have enough jobs 
to absorb an additional million 
workers each year to maintain 
an extremely high level of em- 
ployment. If that is not attained 
the government must step in. 
The second emphasis has been on 
capital formation to attain these 
goals. To have $300 billion dol- 
lars income —or whatever it 
might be, would be a great ex- 
pansion of the national plant. 
And then it is suggested that if 
business doesn’t find it possible 
to come in and do these things 
—create q 110 million ton ca- 
pacity in the steel industry, for 
example — the government will 
see that that goal is realized. 

I think that there is a very 
subtle philosophy involved in that 
procedure, a tendency on the part 
of the Administration to paint 
a very rosy promise of American 
life. to demand the attainment 
of those results by private busi- 


‘Continued on page 257 


| would not like to see the 
whole reciprocal tariff principle 
done away with.""—Dr. Edwin G 
Nourse. 
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fond shipping time with Keg-ettes 





ET modern package merchandising increase your 
chain sales. In attractive, strong plywood Keg-ettes, 
ROUND Chain is easy to stock, display and SELL! 


Place Keg-ettes on your sales floor, display table or 
counter. Then watch customers stop, look and buy. 
Chain on display outsells chain under counters or in bins 
by 40%. 

Keg-ettes are available in 4 popular sizes of ROUND 
Proof Coil or ROUND BBB Coil Chain: *4¢”, 14”, ie” 
and 34”. 

Ask your ROUND Chain jobber about Keg-ettes today! 






Keg-ettes are ideal for store display. They put popu- 
lar sizes of heavy chain out where customers can 
see—and buy! 


Each Keg-ette contains one of following quantities of Proof 
Coil or BBB Coil Chain (self-colored or hot galvanized). 
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The Cleveland Chain & Vlg Co. 








Cleveland 5, Ohio 


Round Associate Chain Companies: The Bridge- 
end tagged port Chain & Mfg. Co., Bridgeport 1, Conn. * 
for easy The Cleveland Chain & Mfg. Co., Cleveland 5, 
handling Ohio ¢ Round California Chain Co., So. San 
ESP Francisco and Los Angeles 54, Cal. * The Round 
iN Chain & Mfg. Co., Chicago 6, Ill. * Seattle 
We Chain & Mfg. Co., Seattle 8, Wash. * Woodhouse 
Chain Works, Trenton 7, N. J. 
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SWHA-AHMA Joint Session / 


Wednesday 


What Now in Britain? 





HARACTERIZING the "Welfare State" as the 

"Farewell State" Mr. Palmer deplores National- 
ization of Industry and says that Socialized Medi- 
cine is the first step toward complete govern- 
mental control. Blames Socialism for even stricter 
rationing in his country, today than during the war. 
He maintains that his country did not "fall for na- 
tionalization"’ but that is was wished on the nation. 


#100 Foot 


. 


By CECIL PALMER 
London, England 


Guest of the CECIL PALMER | 
National Economic Council 








called, the welfare state without 
paying for it. We thought that 





it would be a fine thing to rob : I 
Peter to pay Paul. But, after ' d 
| your own imaginations and con- _ five aig of Socialism in prac- ' 

FEEL at this moment sciences a keener realization of tice, the “Paul” in my country Is ) R 
under some considerable diffi- the spiritual, social and eco-  ‘iscovering very painfully that E. pn 
culty because, to give you in my nomic tribulations of my be- there won’t be much more rob- ' 
humble words a picture of the loved country. bing and there won't be much k C 
English scene with five years more receiving on his part be- } ie 
of Socialism in practice as the The Welfare State cause Peter, in the main, 18 dead. f 
background, is a very formid- R We have not only mislaid the 4 
able task when my painting is They have been fools, of Golden Eggs—and I leave to 
limited to roughly, 40 minutes. course. We ourselves are pre- your imaginations where they ¢ 

But this I want to say straight Pared to admit it. But we have might be found—but we've t 
off. Please accept me as a 100 never been knaves. We sold our- killed the goose. And we have 
pet Englishman. And I hope,  Sélves all down the river in ‘45 killed it so effectively, that our I 
and I believe that I am, talking because we threw overboard the Chancellor of the Exchequer, I 
to 100 pet Americans. I have Principles of statemanship in Sir Stafford Cripps, was able to ¢ 
been misunderstood. That’s one favor of the promises of the boast in public and on the floor 
of the penalties that you pay Politician. In other words, we of the House of Commons that 
for any public life that you may thought that in this wicked there are only 250 people in F 
be trying to live. But I want World you could have, what is Great Britain—out of a popula- 
to make myself clear with you 


in the very beginning. I have 
never any where at any time 
criticized the British ship. What 
I have criticized and what I pro- 
pose to criticize this morning is 
the navigation. As an_ indi- 
vidual, I believe I am entitled 
to do that under liberty. 

I was asked by Mr. Faubel to 
make a special point to you of 
the implications of the general 
election which, as you know, 
took place only a few weeks ago. 
I am happy to do that because I 
feel that it may bring back into 
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0 


0 


. what is called a planned economy . . 


0 


.. in actual 


practice, is neither a plan nor economical." 


politically speaking—and | emphasize the word 


‘politically’—Communism in Great Britain is dead." "We 
are the heaviest taxed nation in the world. That is one thing 
we have gotten from Socialism. We have had all our 
character and characteristics diluted." 


. . . the technique of Socialism in practice is nationaliza- 


tion. Twenty per cent of our industry is already national- 
ized, and it has cost us 50 million pounds to make good 
the losses on nationalization alone." 
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Increased Sales— More impulse sales from counter 
displays of product. — 

More Profit—Sold with less effort. No uncoiling, 
no measuring, no weighing, no re-coiling. 
Customer Appeal — Attractive package! Conven- 
ient put-up! Counter display suggests need! 

Save Space— Boxes stock compactly. Easy to handle. 
Get more information about this up-to-date way to 
build your rope volume and your profit. Your “AMER- 
ICAN BRAND” Rope distributor has the whole story. 


Phone or write to him, or write to us for name of 
distributor nearest you. 
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tion of over 50 millions—whose 
net incomes after income tax 
equalled $15,000 a year. 

That is the measure of our 
degradation. That is the mea- 
sure of the destruction and the 
disruption of the creative com- 
mercial and industrial life of 
the country and what is called a 
planned economy which, in ac- 
tual practice, is neither a plan 
nor economical. 

Every man, woman and child 
in Great Britain, ladies and 
gentlemen, is responsible’ on 
paper-—50 millions of them or 
more—for 70£ a head in income 
tax alone. 

Between 42 and 45 pct of the 
total national income of Great 
Britain is represented by direct 
income tax and profits tax alone. 
And, in addition, we have a pur- 
chase tax, and it’s very different 
from your sales tax, believe me. 
It begins at 16 2/3 pct and ends 
at a 125 pet. 

A simple illustration, which 
will appeal to the ladies in this 
audience, is that the govern- 
ment decided that cosmetics, in 
their wide range and variety, 
were luxuries. And so lipstick 
and powder, which were cate- 
gorized in that way, and all 
of those articles which most 
ladies consider necessities were 
subjected to a tax of 100 pet. 
And they are today. That’s what 
we are paying for in this Social- 
istic experiment. 

We are paying a great deal 
more, and I’ll try, in this picture 
I’m hoping to paint for you, to 
fill in many of the obvious gaps. 


O 


0 


But first of all, let me fulfill my 
promise and make one or two 
observations regarding the 
election. 


British Communism Dead 


The first thing that emerges 
from it is this: that, politically 
speaking—and I emphasize the 
word “politically,” Communism 
in Great Britain is dead. One 
hundred Communist candidates 
appealed to the electorate a few 
weeks ago to become their rep- 


resentatives in the House of 
Commons. Ninety-seven of 
those hundred lost their de- 


posits, and a deposit is a pay- 
ment of 150£, which every can- 
didate of all parties must put 
down before his nomination. It 
was done many years ago to 
prevent, what was called, frivo- 
lous candidature. And it was 
very necessary. J remember one 
candidate who gave us an elec- 
tion address, and when we were 
ready we discovered that his 
object in getting into the House 
of Commons was to pass an Act 
of Parliament to compel people 
to believe in the theory that the 
earth was flat. Well, we thought 
that had gone a bit too far and 
so we made these candidates 
pay for their craze-ism. Every 
candidate who fails to vote one- 
eighth of the aggregate con- 
stituency, forfeits the deposit. 
And ninety-seven of those hun- 
dred condidates had to do that. 

Now, the other three provide 
an interesting postscript. Two 
of them were in the previous 
House of Commons in the 1945 
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"Between 42 and 45 pct of the 
total national income in Great 
Britain is represented by direct 
income tax and profits tax alone." 
—Cecil Palmer 
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government. And, although they 
didnt lose their deposits, they 
certainly didn’t win their seats. 
And one new man with some 
high office in the Communist 
Party of Great Britain put up 
and just succeeded in saving his 
deposit by a few hundred votes 
in addition to which he did not 
find himself at the head of the 
poll. 

So that Great Britain can say 
that it will have nothing to do 
with Communism in the politi- 
cal arena. And I would say, gen- 
erally, that while Communism 
is dead in that sense, the trouble 
with it is, as one of your own fa- 
mous songs said, “It’s dead, but 
it won’t lie down.” 

I envisage in Great Britain 
very serious industrial trouble 
in the coming months, because 
it is perfectly obvious from 
statements that the Communists 
have made that they are now 
going to concentrate on the in- 
dustrial field, and we may very 
well expect a series of unofficial 
strikes with the idea of disrupt- 
ing our economy. 

There are two other things | 
think vou as business men and 
women, should know about that 
general election which, I notice, 
has been rather soft pedaled in 
the press and on the radio in my 
country. The first is that the smali 
majority of the Socialist Party in 
Great Britain—it is now only 
three, and not a workable ma- 
jority in the political sense at all 
—is such that that party will 
have to move very cautiously in- 
deed. And, for the first time 
since they have been in power, 
the Socialist government will 
have to produce, in a few days, 
a realistic budget. The economic 
consequences of Socialism and 
the precarious political position 
which they now occupy will com- 
pel the government, at long last, 
to tell the British people the 
truth and nothing but the truth 
about this fantastic experiment 
which is supnosed to be the crea- 
tion of a welfare state. That, | 
think, is an immense psycholog- 
ical advantage to the British 
people and should be, if I maj 
be so modest, an encouragement 
and even an inspiration to you 

And the second thing is that 


HARDWARE AGE, APRIL 20, 1950 








- is t 


with its m 
Developed 
farms and t 
complete w 
cream or Ww 
High qual: 
Aluminum 
big profit it 
Specify m« 


distributor. 


ALJ 


HARDWA 





f the 
Sreat 
lirect 
one." 


h they 
, they 
seats. 
some 
nunist 
ut up 
ig his 
votes 
id not 
f the 


n say 
to do 
politi- 
, gen- 
inism 
‘ouble 
vn fa- 
1, but 


ritain 
ouble 
cause 
from 
nists 

now 
e in- 
very 
ficial 
rupt- 


igs I 
and 
that 
tice, 
din 
1 my 
mali 
ty in 
only 
ma- 
it all 
will 
y in- 
time 
wer, 
will 
ays, 
ymic 
and 
tion 
om- 
last, 
the 
‘uth 
lent 
rea- 
J 
log- 
Fish 
nay 
ent 
‘ou 


hat 


950 








= 
ee nm De Lee 






FOR USE WITH 


GEM DANDY ELECTRIC CHUM 


MADE BY 
ALABAMA MANUFACTURING CO. 
BIRMINGHAM 3, ALA. 
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- is nothing on the market like our new Gem Dandy Electric Churn 
with its modern design, outstanding performance and sensational low price. 
Developed to meet the requirements of 75% of the 4,800,000 electrified 
farms and the millions of families living in smal] towns, this new model sells 
complete with 4-qt. jar for only $12.95 retail.Churns up to 3 quarts of heavy 
cream or whole milk in a few minutes. Makes the finest butter and buttermilk. 
High quality, heavy-duty, slow-speed motor with chrome steel housing. 
Aluminum shaft and dasher— detachable and adjustable. Here is a fast moving, 
big profit item for 1950. Order a dozen or more from your distributor today. 
Specify model 4-gr. Display and sell! Write us if you don’t know nearest 


distributor. Extra 4-qt. glass jars—color black and gold — retail price $1.25. 


ALABAMA MANUFACTURING COMPANY 
Dept. A-151, Birmingham 3, Alabama 
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Phesenting 


THE NEW 1950 
GEM DANDY ELECTRIC CHURN 
MODEL 4-QT 


(3-quart churning capacity) 


IT WILL MIX MOST ANYTHING 







A SURE-FIRE SELLER! 


MODERN DESIGN! 


OUTSTANDING 
PERFORMANCE! 


NATIONALLY 
ADVERTISED! 


ORDER TODAY FROM 
YOUR DISTRIBUTOR 


SENSATIONALLY 
PRICED 


TO RETAIL FOR 
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WITH 4-QT GLASS JAR 


Recommended Dealer Cost $8.63 
Shipping Weight 9 Ibs. 


COMPLETE 


ry 
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NEW IMPROVED, COOL-RUNNING 
MOTOR FOR 3-gal. and 5-gal. MODELS 


Our new improved 1950 Deluxe and Standard models for 3-gal 
and §-gal. containers have a new cool-running motor which re 
fuses to heat up even when run continuously day and night for days 
Deluxe Model $19.95 
Recommended Dealer A eel $12.49 
Standard Model $16.9 
Recommended Dealer Cost $11.02 
Adjustab to fit owner's crock or jar 
Gem Dandy containers sold separately. List Price 


All prices slightly higher west of the Rockies 


GEM DANDY 


ELELSRIL cHURN 
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ment is a sure sales stimulator! 


¥% dozen of 18 different items of McKinney 
Genuine Forged Iron Cabinet Hardware — 


FOR FLUSH DOORS 
Throw Over Latch 
Plate Latch 


Small knob 
Large knob 
Drawer pull 
Heart Door Pull 
Butterfly Hinge 
Thumb Latch 


H Hinge 


H and L Hinge 
61," Heart Strap Hinge 
8y,” Heart Strap Hinge 


FOR %'' OFFSET DOORS 
Throw Over Latch 
Plate Latch 

H Hinge 

H and L Hinge 

614” Heart Strap Hinge 
8y,”’ Heart Strap Hinge 


(Regular price through Jobber of these items would be $54.50.) 


12 additional items mounted (as 
shown above) on an attractive green 
Display Board. 

(This gives you an added bonus of 
$3.24 worth of merchandise). 


Also—a supply of consumer sales 
literature for counter or mail use. 

And—National Advertising to help 
build demand for McKinney Forged 
Iron Hardware. 


A timely, practical merchandising idea for quick, easy, profitable sales of the 
authentic McKinney Forged Iron Cabinet Hardware. 


Order from your Jobber—or send this coupon 


McKINNEY 


1400 Metropolitan St., Pittsburgh 12, Pa. 
Please ship through jobber indicated below McKinney Hardware kit or kits as checked: 


#77 with Pastel Green Board at $51.00 () 


Firm Name 
Address City 
Name (individual) 


Jobbers 
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(To assure prompt delivery, please list two jobbers.) 


#78 with Knotty Pine Board at $51.00 [ 


State 


Title 


—to tie in with the current trend 
of “more color in the home’’—+¢his 
board displayed in your paint depart- 








", .. there are only 250 people in 
Great Britain—out of a popula- 
tion of over 50 million whose net 
incomes after income tax equalled 


$15,000 a year."—Ceci/ Palmer 
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it will force the present regime 
to tell the people the truth about 
devaluation. Do you _ realize, 
ladies and gentlemen, that the 
people of Britain know virtually 
nothing whatsoever about it at 
this moment. It has been so 
carefully concealed. The only 
direct effect of devaluation on 
the economy of the British peo- 
ple—to the man in the street 
and the woman in the home has 
been an increase of one penny in 
the price of a loaf of bread. But, 
in another month or two at the 
latest, that 30 pct either way 
whether you look at it from the 
import or the export point of 
view—is going to have a most 
devastating effect on the cost-of- 
living index figure in Britain. 
And our people are going to 
discover at last, after great dis- 
illusionment and _ pain, that 
something for nothing does not 
add up. 

Do you realize, ladies and gen- 
tlemen, the real conditions of 
Great Britain under Socialism. 
In all these years after the war, 
you would have thought that we, 
by now, have been able to evolve 
an economy that would at least 
spare us from severe austerity 
and rationing. Our rationing 
system today is not one bit bet- 
ter than the rationing we had 
in the war, excepting in one or 
two very trifling instances. 


Severe Rationing 


We are still rationed for but- 
ter and bacon and lard and tea 
and sugar and soap, and many 
other things. And the rationing, 
believe me, is severe. We get 
three ounces of butter a week; 
eight ounces of sugar; one 
ounce of lard; two ounces of ba- 
con; three small tablets of soap 
a month. A month! So, if clean- 
liness is next to godliness, then 
we certainly have had it. 

But that is today’s rationing, 
despite the fact that the Social- 
ists said in 1945 that they would 
provide us with plenty of food 
at a reasonable price. We're 


m a | rm 


"And our people are going to 
discover at last, after great dis- 
illusionment and pain, that some- 
thing for nothing does not add 

up.""—Cecil Palmer 
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"They offer all the freedoms ex- 
cept freedom from the State it- 
self. In other words, as one of 
them said with great unconscious 
humor, ‘When the dawn of liberty 
comes you will jolly-well do what 
you're told.'"—Cecil Palmer 


Goo & 


worse off, strictly speaking and 
relatively speaking, today than 
we were when the submarines 
and the bombing were doing 
their worst to smash us into ob- 
livion. , 


Twenty Thousand Rules 


And do you realize that five 
years after the war we've got 
more than 20,000 orders or rules 
and regulations, which impinge 
on the social and economic life 
of every man and woman in 
Britain? And these orders, rules 
and regulations have the full 
force of law, are above the 
courts and can not be contested 
in the courts. And most of them 
have never been either debated 
or discussed in the House of 
Commons. 

And so, despite our long and, 
if I may say so, glorious consti- 
tutional history, we in Britain 
all these years after the war are 
not so much governed by a Par- 
liamentarian institution as we 
are directed and controlled by 
ministerial decree. 

Furthermore do you realize 
that even today we have over 
10,000 controls hampering and 
frustrating every phase of com- 
mercial and industrial activity, 
so much so that it is strictly 
true to say that no business man 
in my country can do anything 
at any time anywhere without 
governmental permission and 
authority. The controls are 
strict and stringent, and they 
operate through quotas and 
priorities and licenses and per- 
mits until, as I say, a business 
man doesn’t know whether he’s 
standing on his head or his feet. 

And we have done something 
more, worse than that, to drag 
us towards the totalitarian state 
—that will be happily checked 
by this general election. But we 
have done it and we’ve enjoyed 
it since 1946, one year after the 
Socialist government got into 
power. 


We Call Them Snoopers 


We have now in Britain men 
and women who are governmen- 
tal inspectors. We call them 
snoopers. But the tragic thing 
and momentous thing about it, 
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“Three words 
sell Klean-Strip for me” 








“TI tell my customers, ‘try it yourself.’ 
When they do, Klean-Strip sales result! 
The new ‘Try-It-Yourself’ Pack has done 
a real selling job for us.” 


Paint Users Want Klean-Strip 

Here, at last, is a paint remover that 
answers the demand for a pai’ “tripper 
that’s safe, fast and easy-to-us Alean- 
Strip has these big advantages o er any 
of the dangerous, messy old-fashioned re- 
movers: 


KLEAN-STRIP is non-inflammable. 


Cannot burn or explode. 


KLEAN-STRIP requires no “after-wash” 
or neutralizing. Saves time, saves mate- 
rials, and saves labor. Cuts the cost of 
repaint jobs. 


DEALERS: For free sample 
of Klean-Strip, write: 


W. M. BARR & CO. 
2342 S$. Lauderdale, Memphis, 


KLEAN SIRI 


Clean « Safe « Easy-to-use 


Says Mr. Harold Brod 


of Brod-Dugan, Paint & Wallpaper 


1415 North Kingshighway 
St. Louis, Mo. 





KLEAN-STRIP works fast on any type 
surface. Removes any finish from any 
surface and will strip off many coats with 
just one application. 

KLEAN-STRIP is clean and easy to use. 
It works by breaking the old finish away 
from the surface for a clean and easy job. 


KLEAN-STRIP is nationally advertised. 


Order the New ‘“‘Try-It-Yourself"’ Pack 
Order one of the new “Try-It-Yourself” 


Packs from your jobber, today, and let 
your customers sell themselves on Klean- 
Strip. This handy display pack comes 


complete with brush, metal test panels, 
booklets and 12 pints gf Klean-Strip. 
Dealer's cost $6.12; retail value $9.60. 
(Also packaged in other standard sizes.) 


1; NON-INFLAMMABLE 


Tenn. 


REMOVES PAINT 
QUICKLY 


@wan raeet 
@ quick acrine 
© eee & ee ee 











from your point of view, is that 
it has done something to Brit- 
ish institutions that has never 
been done, certainly in my life- 
time, before. 

These governmental inspectors 
have a power which is granted 
to no one in Great Britain, 
outside themselves. Even the 
police in Great Britain cannot 
enter an Englishman's home 
without a magistrate’s warrant, 
and they are very difficult to get. 
But a governmental inspector 
can. 

The phrase that “an English- 
man’s home is his castle” has 
gone by the board, because these 
snoopers are going up and down 
the country. They can demand 
admittance without a warrant. 
If they are refused, then the 
person who does so is liable to a 
heavy fine or imprisonment, or 
both. 

And both aspects of that pen- 
alty have been imposed on cour- 
ageous men and women in Brit- 
ain. But these men can get into 
the home of an Englishman. 
And I might say, for example, 
they will look around the house, 
and especially the pantry, and 
if they find an extra pot of jam 
—and we have very little jam— 
well, in your very picturesque 
vernacular the lady of the house 
“has had it.” 


Heaviest Taxed Nation 


We are the heaviest taxed na- 
tion in the world. That is one 
thing we have gotten from So- 
cialism. We have had all our 
character and_ characteristics 
diluted. Incentive and the spirit 
of adventure have all evaporated 
with everybody trying his best 
to give as little as possible 
for as much as possible. No one 
escapes the net of Socialism. 

I have said a thousand times 
in my own country, and I have 
said it here almost as many, 
that if Socialism will work at all 
—it will work only under com- 
pulsion. 

Liberty and Socialism are in- 
compatibles. Life under Social- 
ism is like trying to write a let- 
ter with a post office pen. 

One of the most devastating 
criticisms I can offer of this fan- 
tastic system which destroys hu- 
man effort and energy and ini- 
tiative is that it takes away 
from us all the color, variety and 
spice of life. 

You won’t need me to remind 
you— indeed you will forgive me 
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"And do you realize, that five 
years after the war we've got 
more than 20,000 orders or rules 
and regulations, which impinge 
on the social and economic life 
of every man and woman in 
Britain? And ... most of them 
have never been either debated 
or discussed in the House of Com- 
mons.''—Cecil Palmer 


wa Oo 

if I do—that it is not so many 
years ago that we in Britain 
could claim, as you do now quite 
properly and rightfully, that our 
way of life was the envy of the 
world, and that our standard of 
life was the highest in the world 
—but it was under private en- 
terprise and not under Social- 
ism. 

And I say in parentheses, too, 
that isn’t it significant that 
wherever Socialism has _ been 
tried, provided it hasn’t had 
long enough innings, people have 
always rejected it. 

The elections in New Zealand, 
the elections in Australia and 
now the elections in Great Brit- 
ain show that while the soul of 
man remains within him there 
is always the urge to escape 
from this regimentation that de- 
stroys first the souls and later 
the very bodies of the men and 
women submitting to it. 

We are not Socialists in Great 
Britain, we never have been. 
The 1945 Socialist government 
was a minority government; 
they had no mandate from the 
people in the democratic sense 
of the word. And this 1950 So- 
cialist government is a minority 
government, too. They have no 


mandate from the people of 
Britain. In any case they never 
use the word “Socialism.” It is 
the mest unpopular word in the 
vocabulary of Socialists. They 
talk about labor, planned econ- 
omy, social security, fair shares 
for all and, of course, the wel- 
fare state, but never socialism. 

But the fact remains that the 
other political parties contest- 
ing the 1945 election and con- 
testing this last one polled in the 
aggregate more votes by over a 
million than the Socialist party 
now in power. 

The Socialists have talked a 
great deal in my country, and 
very glibly, about the common 
good for the common man. Well, 
frankly, as an individualist I 
have never met the common 
man, and I don’t believe he ex- 
ists. 

As an individualist I believe 
that every man, woman and 
child in the universe is unique, 
and I would bring to your at- 
tention this very significant 
fact: that while Socialists and 
Communists will glibly talk of a 
common man, not one of them 
has the impertinence to refer to 
the common woman. 

The question that Great Brit- 
ain has been asking, certainly, 
in these last two years is a very 
simple question but it requires 
a very courageous and difficult 
answer. Having had a taste of 
Socialism in practice, which I 
assure you is very different from 
Socialism in theory, we have de- 
veloped a saying in England that 
if a man isn’t a Socialist at 20 


(Continued on page 232) 
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R. H. COLEMAN 


Remington Arms Co. 


T. D. VANDERVOORT 


Clemson Bros., Inc. 





B. B. WOOD 
The Wood Shovel & 
Tool Co. 
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A new 
Schlage Entrance Lock 
for flush doors 


Two new, distinctive features have been com- 
bined with the standard Schlage residential 
lock. The beautiful 514” Riviera escutcheon 
together with the 5” backset latch gives an 
impressive appearance to flush doors. 

This new Schlage design is just what build- 
ers and owners are looking for—unusual en- 


trance hardware—priced for the average home. 


SCHLAGE 


FIRST NAME IN CYLINDRICAL LOCKS 
SCHLAGE LOCK COMPANY 


BAYSHORE BLVD. EMPIRE STATE BLDG. 
SAN FRANCISCO NEW YORK 
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SWHA Sporting Goods Session 








Promoting 


Athletic Goods 


JF some wholesalers have not given athletic goods 

the attention they deserve, many others have 

and are doing a fine job because they promote 

their sporting goods in the same way as the other 

successful departments of their businesses, says Mr. 
Scallan. 


By R. W. SCALLAN 


Draper-Maynard Co., 
Cincinnati, Ohio 


—_— as the ob- 
ject of this meeting is to explore 
ways and means to increase the 
sale of athletic goods in the 
retail hardware stores through 
the hardware wholesalers, it 
might be well to first review 
distribution within the athletic 
goods industry itself. Let’s trace 
the changes that have occurred 
over the years and which have 
to a considerable extent altered 
the wholesalers position in the 
overall distribution of athletic 
equipment. 

Excellent possibilities for the 
wholesalers still exist because 
the market for all types of 
athletic goods has expanded and 
is continuing to grow as recent 
figures issued by the Depart- 
ment of Commerce indicate. 

Let’s go back into the history 
of the athletic goods industry. 
Approximately 35 years ago, all 
athletic goods manufacturers, 
without exception, distributed 
their output through wholesal- 
ers; this was before the exten- 
sive, competitive athletic pro- 
grams in high schools, colleges, 
and universities. Public interest 
in school competition caused this 
market to grow very rapidly. 
College football, basketball, and 
baseball suddenly became big 
business, with the result that 


228 


school volume became very large 
and lucrative. 

It was not long before a large 
manufacturer of athletic equip- 
ment offered schools and colleges 
a 10 pct discount from list be- 
cause of their volume. We all 
know what usually follows a dis- 
count but this was destined to 
become more far reaching and 
eventually changed the whole 
distribution of an industry. One 
manufacturer gave 10 pct, an- 
other 15 pct, and it was not long 
until the present formula of 25 
pet off list was general. 

This complicated the whole 
price structure of the athletic 
goods industry for these dis- 
counts to schools made it diffi- 
cult to operate through whole- 
salers because the spread just 
wasn’t there with the schools 
enjoying a 25 pct discount. This 
was the beginning of direct sales 
by manufacturers to the large 
sporting goods stores who were 
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“A recent survey made among 
some 10,000 hardware stores by 
HARDWARE AGE reveals that 
the annual volume in sporting 
goods, including athletic goods, 
fishing tackle, arms and ammu- 
nition amounted to an annual 
volume of $122,111 millions.” 
—R. W. Scallan 





R. W. SCALLAN 


specialists in the school business 
and who were quoted the low 
price in order to handle the dis- 
count. 


Market Potential 


Other manufacturers were 
compelled to follow if they ex- 
pected to survive. This may all 
sound rather discouraging to a 
group of wholesalers and it may 
also seem off the subject but I 
am mentioning it as an admis- 
sion that there is a market in 
athletic equipment that has be- 
come highly specialized and ex- 
tremely competitive. I am re- 
ferring only to the school and 
college team business. But it is 
not as bad as it sounds when we 
consider the tremendous con- 
sumption of athletic equipment 
in other fields. We are a sports 
loving nation. Outdoor recrea- 
tion and competition on the field 
of play has reached every age 
group and class. 

There are many contributing 
factors to the growth in sports. 
Present day facilities, while a 
problem in some metropolitan 
areas, are generally better. 
Organized athletic programs in 
schools have created interest in 
sports beyond the campus. Rec- 
reation departments are now 4 
part of a great number of 
municipalities. Industrial recre- 
ation presents a new and ex 
panding market and certainly 
the armed forces with their ex- 
tensive sports program made 
competitors out of a lot of boys 
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$ TOUGH... LONG-LASTING... 


: 4 Woven to U.S. Department of Commerc 
aluminum used is made by the Alclad Process, developed - er — 


=e : : Specifications by These Leading Manufacturers: 
by Alcoa for aircraft, where top corrosion resistance must 
be combined with maximum strength. American Wire Fabrics Corp. 

Chase Brass & Copper Co. 

Clinton Wire Cloth Company 


- STAINING Cyclone Fence Division 
ee e can't red rust—will never (American Steel & Wire Co.) 


stain light-colored paint or masonry. Tee ae ae —— 
eilig Bros. Company, Inc. 
The C. O. Jelliff Manufacturing Corp. 


Keystone Wire Cloth Company 
ONALLY ADVERTISED. ee New York Wire Cloth Company 
with color ads in Better Homes & Gardens, American eels Toe SURES Se, See, 
Pennwoven, Inc. 
Spargo Wire Company, Inc. 
Standard Wire Cloth & Screen Company 
Reynolds Wire Company 


WITH FREE PROMOTIONAL MATERIAL Wickwire Brothers, Inc. 


. . . Woven Wire Fabrics Div. 
‘ inciuding window streamers, newspaper mats, instruc- (John A. Roebling’s Sons, Co.) 


tive folders. See coupon below. 


Home and Holland’s, reaching over 6,400,000 readers. 
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! i SCREENING MADE FROM = 
ALUMINUM COMPANY OF AMERICA, 1415D Gulf Building, = 


| Pittsburgh 19, Pennsylvania I e a wes 

Gentlemen: A gr Ole 
Please send me information about your free promotional 

material on aluminum wire screening. ALCLAD ALUMINUM ours 


Name 


Address This tag identifies wire screening made of Alcoa Alclad Aluminum. 


City Look for it on the screening you buy. Your customers will. 











The Athletic Goods Picture—1931 and 1947 


Golf Equipment—193| 
1947 
Increase—47 pct 
Baseball Equipment—1931 
1947 
Increase—286 pct 
Inflated Goods—1931 
1947 
Increase—476 pct 
Tennis Goods—1931 
1947 
Increase—4 pct 
Football Helmets, pads, etc.—1931 
1947 
Increase—156 pct 


$23,338,654.00 
34,423,000.00 
$1 1,084,346.00 
$ 5,597,345.00 
21,647,000.00 
$16,049,655.00 
$ 2,372,440.00 
13,677,000.00 
$1 1,304,560.00 
$ 4,296,378.00 
4,456,000.00 
$159,622.00 

$ 1,252,975.00 
3,209,600.00 

| ,956,625.00 


*Compiled by Athletic Institute with only partial list of manufacturers reporting. 





Source: Dept. of Commerce. 


who formerly were spectators. 
Sand lot baseballs, so called in- 
dependent basketballs, footballs, 
golf, and tennis are still grow- 
ing and the shorter work week 
makes for greater sports par- 
ticipation. 

The hardware merchant can 
still capture his share of the 
athletic goods business which is 
considerable according to the 
figures in the accompanying 
tables. 

These Department of Com- 
merce figures louk very attrac- 
tive but the obvious question is 
how much of this volume do the 
hardware stores of this country 
enjoy. A recent survey made 
among some 10,000 hardware 
stores by HARDWARE AGE reveals 
that the annual volume in sport- 
ing goods including athletic 
goods, fishing tackle, arms and 
ammunition amounted to an an- 
nual volume of $122,111 millions. 


A Tremendous Market 


After looking at all these 
figures, it is apparent that a 
tremendous market exists, a 
good portion of which can be 
sold by hardware wholesalers, 
through hardware stores, if the 
proper amount of consideration 
is given sporting goods by top 
management. It has always 
seemed to me that for some rea- 
son or another many wholesalers 
have not given athletic goods 
the prominence and attention 
they deserve. It is not unusual 
to find a hardware wholesaler 
doing a bang up job in appli- 
ances, tools, builders’ hardware, 
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but falling down badly in ath- 
letic equipment. 

Many reasons are. given: 
direct selling by manufacturers, 
price cutting, lack of potential 
volume and so on. But actually, 
how much attention have these 
wholesalers given athletic equip- 
ment? The answer I believe is 
obvious. Many other  whole- 
salers are doing a very repre- 
sentative job simply because 
they have employed the same 
methods in their sporting goods 
department as they have in the 
other successful divisions of 
their business. 

A change we recently made in 
distributors, I believe, illustrates 
this point perfectly. We were 
selling a large hardware whole- 
saler who was considered ag- 


gressive and actually was, bu 
not in sporting goods. On the 


surface it looked as though we 


had the best outlet but the firm 
just did not have an organized 
sporting goods department. Our 
new wholesaler who also handles 
many hardware and allied lines 
in the first year did almost three 
times the volume of the other 
firm. This was done in the same 
territory with approximately the 
same number of salesmen; just 
a case of taking advantage of a 
line and a market. 

The manufacturers who oper- 
ate through hardware wholesal- 
ers have an obligation, too. They 
should: 

1. Advertise; 2. Produce qual- 
ity merchandise; 3. Offer a price 
structure with adequate profits; 
4. Issue catalogs adaptable to 
the dealer’s use; 5. Issue display 
material to assist the dealers in 
merchandising; 6. Make avail- 
able simplified catalog pages; 
7. Conduct sales meetings with 
the jobber’s salesman; 8. Work 
with the jobber’s salesmen in the 
field. 


Salesmen's "Know-How" 

The last two are particularly 
important because unless you) 
salesmen are athletic goods con- 
scious and informed, they can- 
not be expected to produce. 
Knowing a product breeds en- 
thusiasm, for it is only natural 
for a salesman to sell the lines 
he knows. The average hardware 
wholesaler salesman, through no 
fault of his own, is_ poorly 
equipped to sell athletic equip- 
ment. It is our job, as well as 





Sporting Goods Sold 
By Hardware Stores 


10,190 Hardware stores reporting. 


$122,111,000.00—Annual volume all types of sporting goods, athletic 
equipment, guns and ammunition, fishing tackle, etc. 


14 Million South Atlantic States. 


7 Million East South Central States. 


9 Million West South Central States. 


TOTAL—$30,000,000.00 


1947 Survey—10,190 Hardware stores reporting 


88.65 pct sell baseballs, etc. 
86.31 pct sell softballs, etc. 
85.31 pct sell baseball bats. 
58.79 pct sell footballs, etc. 
49.92 pct sell badminton-tennis. 
38.41 pct sell golf. 


23.17 pet baseball, basketball uniforms, etc. 
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"The average hardware whole- 
saler salesman, through no fault 
of his own, is poorly equipped to 
sell athletic equipment. It is our 
job, as well as that of other 
manufacturers to supply the know- 
how."—R. W. Scallan 


that of other manufacturers to 
supply the know-how. As you 
buyers and especially you sales 
managers know, enthusiasm is 
contagious and if the tremen- 
dous_ possibilities in athletic 
equipment could only be im- 
pressed upon your men, then I 
am sure the hardware whole- 
saler would soon regain his 
volume in athletic goods. This 
is not a peanut business, but a 
competitive line like many others 
you handle, and it deserves its 
share of attention. 

Speaking as a manufacturer 
who is totally dependent upon 
athletic goods, I am naturally 
interested, and if the hardware 
wholesaler and his salesmen be- 
come interested, they will get 
their share of this profitable 
volume too. The wholesaler 
should: 

1. Sell nationally advertised 
lines; 2. Handle a complete line 
of athletic equipment; 3. Handle 
quality lines; 4. Handle lines 
that can be jobber ‘controlled; 
5. Educate salesmen to the im- 
portance of sporting goods from 
a standpoint of volume and in- 
come; 6. Set up a special sport- 
ing goods department, manned 
by at least one thoroughly ex- 
perienced person to inform the 
salesmen, merchandise, handle 
promotion of athletic equipment, 
and supervise specialty selling 
in one form or another. 

The wholesaler’ salesman 
should be: 


Salesman's Qualifications 


1. Sportsminded; 2. Must be 
able to sell dealers on the possi- 
bilities of athletic equipment; 
3. Must see that the dealers re- 
ceive and use display material; 
4. Must show dealers that sport- 
ing goods is a traffic builder, 
especially among the youth of 
his community (what is better 
to attract youngsters, their fu- 
ture hardware customers, than 
sporting goods. Show me a live 
hardware store and I’ll show you 
a representative sporting goods 
department with items and in- 
ventory to attract young 
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Make a Can-by-Can com- 
parison on any sidewalk in 
your town. You'll see a lot of 
crushed, battered, rusted, and 
generally sick-looking Cans. And—you'll see Witt Cans. You'll 
know them right away. Even the ones that obviously have had 
long, hard service stand out straight and sturdy. WITT Cans 
defy all-out destructive efforts of heat, food acids, weather, 
heavy loading, arfd collectors’ rough handling. There are reasons 
for the superiority of WITT Cans— 


STRAIGHT SIDES assure greater strength, extra resistance to 
rough handling. 

HEAVY GAUGE STEEL provides basic ruggedness, further strengthened 
by 

STRUCTURAL STEEL BANDS which protect top and bottom of can, act as 


shock absorbers, anti 


DEEP ROLLING CORRUGATIONS the strongest known. 


HOT-DIP GALVANIZING, a hand process, insures heaviest possible rust 
proofing, after fabrication. 

PINCH-PROOF HANDLES and sturdy ONE-PIECE TOP completes the WITT 
Can except for the famous 

QUALITY ASSURING —WITT Cans outlast ordinary cans 3 to 5 times. 

GUARANTEE 


STRAIGHT SIDES Pro- 
vide Rugged Strength... 


THE WITT CORNICE COMPANY pg —— to 
Cincinnati 14, Ohio ough Mandiing . - - 
< Longer Wear! 


“Originators of the Corrugated Can’ 


Witt Com 


WITT CANS 
have the Ag ht bagi 
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CUSTREAM of profits 
will SPRAY your -" 


Fon CET QUEEN 


doy after day ! 





A flick of 
the finger 
gives 


VA SPRAY OR STREAM 


Every home with running water needs this nation- 
ally advertised Kitchen Helper...now made 2 ways: 


1. FLEXIBLE TYPE retails for 39¢ 


Model “A” FAUCET- 
aoe, QUEEN has flexible bel- 

7 hbase j lows-like neck on sprayér. 
i alt ‘se ‘ Spray or stream reaches 
S kee every part of sink for easy 

{ ¥ NS J washing of dishes, vege- 

: a iF * tables, sink. Has strainer 

* and anti- splasher fixture. 





Prize-winning display with 1 doz. assorted colors. 
$3.10 per doz. 


2. REGULAR MODEL retails for 29¢ 


Regular model FAUCET- 
QUEEN has rigid-neck 
sprayer. Also strainer and 
anti-splasher, Wonderful 
for making suds, wash- 
ing fruit, etc. More than 
17,000,000 sold! 


& 





Xe 


$4.8 


Easel-back display “es meth Cee? 





eC 


with 1 doz. assorted colors. 
$2.30 per doz. 


Order Now From Your Jobber 


AUCET-2UEE 


THE FAUCET-QUEENS, INC. 
119 W. Hubbard Street, Chicago 10, Ill. 
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| 
servile state. 


! 


people) ; 5. Impress upon dealers 
| that sporting goods is a profit- 
| able year around line; 6. En- 
| courage dealers to build their 
sporting goods departments by 
| fair allocations for advertising; 

7. Encourage the dealer to pro- 
| mote sports in his community; 
| 8. The jobber salesman must 
carry samples. 

All of this sounds like a lot 
of “musts.” My experience has 
been confined closely to the ath- 
| letic goods business and I know 

there are some things wrong 
| with it. On the other hand 





there are a lot of things right 
about it. 

Both the manufacturing and 
distributing arms of the indus- 
try have shown a steady and 
almost rapid progress but it’s 
like any other line. It must be 
promoted and fostered. There 
is no reason why wholesalers 
cannot get their share if they 
perform properly their function 
as a service organization. Sell- 
ing sporting goods is like a com- 
petitive sport—it takes hustle 
and you’ll get out of it just what 
you put into it. 


Cecil Palmer's Address 


| 

| there is something wrong with 

| his heart, but that if he is a So- 

| cialist at 40 there is something 
wrong with his head. 

And so Great Britain has got- 
ten to its present stage rather 
miraculously. But the situation 

| there is that we have been se- 
duced by this vocabulary. That 
| is what has happened to us in 
| Britain. We didn’t recognize So- 
| cialism; we thought it was so- 
cial reform. And the number of 
| good men and women and the 
| do-gooders especially in Britain 
| who can’t make a distinction be- 
tween Socialism and social re- 
| form is simply remarkable. It has 
| led us a long, long way down the 
| crooked road that leads eventu- 
| ally, if it is not arrested, to the 


The Farewell State 


I have said a thousand times 
hat the ultimate end of the wel- 
are state is the farewell state. 


mh ct 


O 





STANLEY WOODWARD 
The Ruberoid Co. 


AHMA 
EXECUTIVE 
COMMITTEE 
(1951) 


QO 


(Continued from page 226) 


They promise us every kind of 
freedom except the one freedom 
that matters to a nation like 
yours or to a nation like mine. 
They offer all the freedom ex- 
cept freedom from the State it- 
self. In other words, as one of 
them said with great uncon- 
scious humor, “When the dawn 
of liberty comes you will jolly- 
well do what you’re told.” 

I want to give you an aspect 
of Socialism that I think you 
should know something about. 
In my humble judgment, the 
technique of Socialism in prac- 
tice is nationalization. Twenty 
pet of our industry is already 
nationalized, and it has cost us 
50 million pounds to make good 
the losses on _ nationalization 
alone. 

The technique is interesting: 
it is a series of moves. But I 
can’t give them, unfortunately, 
because I would need more time 
than I possess. But I want to 








ARCH L. HAGER 
C. Hager & Sons 
Hinge Mfg. Co. 
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give you just one aspect of those 
moves, one of the last moves in 
the game, and I want to make 
it clear to you that we are at 
a very great disadvantage— 
a disadvantage that you happily 
have escaped so far. 

You see, you must remember, 
that in my country we have only 
one radio, and in that radio, the 
British Broadcasting Corpora- 
tion, the governors are elected 


and selected .and sponsored by | 


the government of the day. And 
so if you are anti-government 
in any sense of the word, you 
can see what chance you have of 
ventilating your views on the 
air. 


English Newspapers 


And then, secondly, our news- | 


papers even today have only four 
pages; six pages once a week is 
a great luxury and 12 pages on 
Sunday, including the advertise- 
ments. I can’t lift your news- 
papers, much less read them. 

I mention those two points be- 


cause so many of your have said | 


to me “How did you fall for na- 
tionalization?” Well, we didn’t 
fall so much; it was just wished 
on us and we could do nothing 
about it, because over the radio 
and in the newspapers national- 
ization has been plugged morn- 
ing, noon and night. 

Now, there is just one aspect 
of nationalization that I know 
will directly interest you as bus- 
iness and professional men and 
women. In every act of Parlia- 
ment dealing with the national- 
ization of an industry there is a 
clause—common to all of them 
—reading that the purchase 
price of a nationalized industry 
is the current stock exchange 
quotation. 

Now let me show you the sig- 
nificance of that, and I think 
that will open your eyes to all 
the Socialistic implications of 
nationalization. When a partic- 
ular industry is being threaten- 
ed in various ways and when 
the idea has been put over the 
radio and through the press that 
this industry must be national- 
ized, one thing inevitably hap- 
pens. There is a great uncer- 
tainty in the industry itself, it 
comes virtually to a standstill, 
and the stock exchange registers 
the fact. And I have seen an 
industry which pre-nationaliza- 
tion stood, shall I say, at 90, fall 
to 80 and 70 and 60—yes, and 
even lower—and then the Bank 
of England, which is national- 











Yes, American Wire Fabrics is first again . . . this time with a new 


metal bung. In contrast with conventional wooden bungs, which 





may be off-center, off-size and rough-sided, this new metal bung ts 
precision stamped. Its smooth sides protect the edges and mesh of 


the innermost layers of screening. 


But, more important is the long, dependable service which high 
quality Gold Strand screening provides for the ultimate user . an 
assurance that retailers will continue to make profitable sales to 
satisfied customers. ° 


Request American Gold Strand from your jobber and give it a 
prominent place in your store. 


American Gold Strand Insect Wire Screening is manufactured in 
strict accordance with U. S. Dept. of Commerce, Commercial Stand 
ard C.S.-138-47. Supplied in Galvanoid, Bright or Antique Bronze, 
Aluminum and other non-ferrous metals, in standard meshes and 
widths. Carefully inspected . . . packed in strong, clearly labelled 
cartons. 


Other famous Wickwire Spencer Hardware Products include: Clinton Hardware Cloth, Clinton Hex Mesh Nett'ngs, 
Clinton General Purpose Welded Wire Fabric, Perfection Door Springs, Nails and Brads, Wissco Clothes Line 


AMERICAN WIRE FABRICS CORP. 
WICKWIRE SPENCER STEEL 





500 FIFTH AVENUE, NEW YORK 18, NEW YORK 


Boston * Buffalo * Chicago * Denver + Detroit * Ft. Worth «+ Philadelphia 
Pacific Coast Subsidiary—The California Wire Cloth Corporation, Oakland 6, Cal. 
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THEY WANT ‘EM 








Sportsmen, 
Country Home and 
Farm Owners say the 
“Hudson Bay” is the 
Greatest Light Axe Ever! 


Used by Hudson Bay trappers on long 

hs Collins Hudson 
Bay Axe is the ideal combination of 
light weight for convenience, plus power 


trips in rough country, t 


for man-sized cutting jobs. 
a 
Head: Two pounds of keen-edged, 
deep-biting steel — 4-inch cut. Handle: 
23 or 27-inch tough hickory — long 
enough for two-hand swing — short 


enough to pack or carry at belt. Retails 


at $3.00. Belt sheath at $1.25. 


YOU SELL ‘EM 


oe 


“\ 
Pe se 
Ke 
Twin in . ee wwe 
Popularity ayy 


for Camp, Cottage 
or Trail is the Handy 
Cutting Collins Machete! 


For bushing out trails, or clearing 
around camp or cottage, there's no finer 
one-hand edged tool than the easy-to- 
handle, keen cutting machete. 


Blade: Forged steel — 17-inch, nearly 
l¢-inch thick at back — ground and 
polished. Handle: Tough, black plastic, 
firmly riveted. Retails at $1.75. With 
decorated sheath, genuine cowhide, 
sewn seam and belt loop —the two 


retail at $4.50. 


YOUR JOBBER 
g® OR WRITE FOR DETAILS 


) Since TEU. this trade.ma 
Viet i 


COLLINS 


AXES and MACHETES 


The Collins Company, Collinsville, Conn. 
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ized, advises the government 
that the industry has reached 
rock bottom, it will be unsafe 
to let is go any further in case 
the bottom falls out. And then 
on the advice of the Bank of 
England the government buys 
the industry. 


Money As A Symbol 


But Socialists don’t believe in 
buying in the sense which you 
and I would understand the 
term. One of our cabinet min- 
isters told us that money is a 
meaningless symbol. Well, I 
suppose it is if you haven’t got 
any. Well, anyway, they seem 
to believe it when they are the 
buyers because they don’t buy. 

What they give to the rigid 
stockholders and bondholders is 
paper script. That script bears 
a fixed interest of 3 pct. Fifty 
pet of that 3 pct interest is de- 
ducted at the source as unearned 
income. So there is 114 pet 
fixed and the script is redeem- 
able at par in 20 or 30 or 40 
years as the government may 
determine. That is nationaliza- 
tion and Socialism in practice. 

There are tens of thousands 
of men and women in Great 
3ritain, the very backbone of 
our social and commercial life— 
men and women who. have be- 
lieved in the old-fashioned vir- 
tues and have saved a little for 
the rainy day—widows who 
have been left stocks and shares 
in companies and corporations 
by their husbands. The misery 
and the pathos of their situa- 
tion today under Socialism is 


4 


too tragic for words. Because, 
you see, overnight and by a 
ministerial stroke of the pen 
the stocks of those people have 
often suffered a capital depre- 
ciation of anything from 16 2/3 
to 35 pet. And the result is that 
there are large numbers of men 
and women—who today are liv- 
ing on the very edge of naked, 
honor-shamed poverty, whereas 
they were previously comfort- 


able in the evening of their 
lives. | 
Socialism under nationaliza- 


tion not only destroys the in- 
dustry and substitutes for an 
economy of profit an economy 
of loss, but it socializes the souls 
and the bodies of the men and 
women engaged in it. 

I am afraid I haven’t much 
more time, but there is one as- 
pect of legislation which we 
have had to endure in Britain, 
and it seems to me to underline 
and dot the “I’s” and cross the 
“T’s” of everything under the 
Socialist program. When a na- 
tion embraces it, believe me, that 
nation has a very bitter strug- 
gle ahead if it is to emerge into 
freedom. 


Socialized Medicine 


I refer, of course, to socialized 
medicine. It has some signifi- 
cance for you, I believe, but it 
is not my province to interfere 
with your domestic affairs. But 
I want to tell you one or two 
things about socialized medicine 
that you should know but which 
I am afraid you don’t know. | 
could, for example, put up an un- 


O O 
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R. W. CHAMBERLAIN 
The Stanley Works 


MARK J. LACEY 
Peck, Stow & 
Wilcox 





WALTER W. RECTOR 
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answerable case about socialized 
medieine on purely financial 
grounds. 

We were told on the radio and 
in the press morning, noon and 
night that we were to have un- 
der socialized medicine a free 
medical service, and the word 
they plugged was “free.” Some- 
thing for nothing, fair shares 
for all. Well, they no sooner 
plugged the word “free” than 
they told us the truth. They 
said it would cost in the first 
year 150 million pounds. Hardly 
free. But it didn’t turn out even 
like that. At the end of the first 
year, socialized medicine in 
Great Britain has cost us 320 
million pounds. If you multiply 
that by three—because my prim- 
itive arithmetic won’t rise to 
2.80—you will get some idea of 
the dollar equivalent. 


Free Medicine? 


And worse still, the Minister 
of Health only the other day in 
this new Parliament had to tell 
the House that the second year’s 
working of socialized medicine 
is going to cost us in Britain 
400 million pounds. And we 
haven’t a penny to bless our- 
selves with. And then we were 
told it would be free. 

Well, every man and woman 
in Great Britain has to sub- 
scribe to socialized medieine 
whether they like it or not. You 
can’t contract out; it is com- 
pulsory for everybody, rich or 
poor. And we pay very roughly 
in this kind of ratio: The em- 
ployer pays one-third, the em- 
ployee pays one-third, and the 
State has the sauce to tell us 
that the State will pay the other, 
when the State hasn’t got a 
nickel until it puts its fingers 
into the pockets of the taxpayer. 

Actually, as you and I know 
only too well, the whole of the 
amount is paid by industry and 
profits through production, for 
there is no other source of 
wealth. And so we are saddled 
in the second year with a bill of 
400 millions. 

And I could go on with the 
financial side and there is a lot 
more I could tell you because I 
have seen it with my own eyes. 
I am not talking to you from 
things I have read in pamphlets 
or books; I have lived under so- 
cialized medicine and I know 
something about it. 

No, my objections are higher 
than that, and I only wish the 
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doctors of England had kept to 
the higher ground. They lost the 
battle the moment they were 
willing to discuss a financial 
formula as to salary. Until that 
moment they were winning all 
along the line and the public was 
behind them, and then they got 
rattled and they sold themselves 
and the country for a formula. 


Violates Privacy 


No, my objections, to social- 
ized medicine are these: In the 
first place, it revolutionizes the 
status of the doctor, and, in the 
second place, it destroys the re- 
lationship between the doctor 
and the patient. 

But as to the first, the doctor’s 
status under socialized medicine! 
Well, his living, his professional 
advancement and his first royal- 
ties are commandeered by his 
new master, the State, which 
pays him his salary every quar- 
ter from the contributions the 
State receives from the patients. 

And as to the latter, privacy 
and secrecy have gone by the 
board under socialized medicine 
in Great Britain. I imagine you 
know that under private medical 
practice in Great Britain every 
doctor had to take an oath be- 
fore he could practice at all, and 
that oath is known the world 
over as the Hippocratic oath, 
2,400 years old, and in that oath 
he had to undertake that what- 
soever transpired between him- 
self and his patient profession- 
ally was holy secret; and if he 
broke that oath—and I am proud 
to say it was very rarely done— 
he was immediately struck off 


FAYETTE R. PLUMB 
Fayette R. Plumb, Inc. 


ISAAC BLACK 
Russell & Erwin 
Mfg. Co. 


the register of the British Medi- 
cal Association, and he could not 
practice as a doctor in Great 
Britain until he was reinstated 
by his fellows. 

That has all gone by the 
board, because in spite of the 
categorical undertaking given by 
the Minister of Health in the 
House of Commons while the act 
was going through the various 
stages of debate, the moment the 
act was passed and before social- 
ized medicine became operative 
on July 1, 1948, he issued what 
is called a statutory instrument, 
Number 506, so you see we have 
some of them; and that statu- 
tory instrument was headed 
“Terms of Service,” and this is 
how it read: 

“It is the duty of the doctor 
to keep records of the illnesses 
and the treatment of all his pa- 
tients and to make such records 
available to the local lay council 
and to the Minister of Health as 
and when he may determine.” 

So privacy and secrecy were 
finished in a medical sense. The 
doctors now have to keep case 
cards in triplicate; and one of 
them goes to that local lay coun- 
cil, and it is precisely what it 
says it is: a lay council. The 
doctors are not even represented 
on it. The doctors are repre- 
sented on the area and regional 
committees and the high-up com- 
mittees, but the people — the 
little men and women who do all 
this part of the socialized medi- 
cine in each area—are the local 
lay council. And they are ap- 
pointed by the government from 
all walks of life. 
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And so you see the situation 
that has been created in Britain 
where Mrs. White lives in Block 
A and she is the patient; Mrs. 
Black lives in Block B and she 
is a member of the local lay 
council. Then I leave to you 
ladies, especially, to use your 
imaginations as to the potential- 
ity for a little gossip at the pa- 
tient’s expense. 

I can say categorically that 
there are not enough doctors or 
nurses or clinics or hospitals in 
Great Britain. Under private 
medical practice the low income 
groups had priority on our hos- 
pital beds in Great Britain. To- 
day, they are in competition 
with the higher income groups 
who, like themselves, are now 
called upon to pay for socialized 
medicine. And only a_ few 
months ago there were 200 thou- 
sand urgent cases requiring in- 
stitutional treatment, which in 
our country means there were 
over 200 thousand urgent cases 
waiting for admittance to hos- 
pitals for operations. And at the 
same time there were 57,600 
empty beds, one-ninth of the to- 
tal beddage of all of the hospi- 
tals of Great Britain, and they 
were empty because there were 
neither the doctors nor the 
nurses to service them. 

I have two more fundamental 
objections and you should know 
them. If there is any one man 
in Great Britain who can claim 
to be the architect of socialized 
medicine, it is Lord Beveridge, 
a man for whom I have very 
profound admiration in many 
ways, a great scholar, I think 
an honest man. But he has the 
idea that his function in life is 
to plan for other people. 


Two Assumptions 


Anyway, in his Beveridge Re- 
port which he issued, as you 
know, some years ago, he laid 
down two assumptions. And 
those assumptions, believe me, 
are embodied in the present act 
of Parliament which legalizes 
social medicine in Great Britain. 

I think I will make you jump 
out of your seats when J tell you 
what those assumptions are. 
Assumption “A” is that it is the 
duty of the citizen to keep well. 
Assumption “B” is that it is the 
duty of the doctor to get his 
patient back to his job as quickly 
and as cheaply as possible. 

That is the measure of the 
degradation of socialized medi- 
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cine in Great Britain. And that 
degradation, I am happy to say, 
has been clearly recognized by 
the best brains in the profession 
_tself. 

Lord Horder, one of our 

greatest physicians, is himself 
ioday President of the Fellow- 
hip for Freedom in Medicine, 
and he is fighting this present 
act of Parliament every day and 
in every way. And he told me, 
the night before I left England 
last October, that he had already 
recruited into that fellowship 
cver 3,000 medical men and wo- 
men who had come in because 
they saw, as some of us have 
told them they would see, that 
under socialized medicine the 
doctor’s life would not be a 
happy one. 

I must just tell you one point 
about the doctor. He has to take 
4,000 patients if he represents 
an industrial area. If he is in 
the rural area where he does a 
bit more traveling, he has to 
take 2,500 patients. And he re- 
ceives a per capita fee of $2.60 
per patient per year. So I leave 
you to work out the simple arith- 
metic and to see the justification 
which W.M.A. contended when 
they demanded an immediate in- 
crease in the per capita fee from 
the Minister of Health. 

I would close on this observa- 
tion. I hate to quote the man but 
{ must do it. I am sure it was 
Lenin who said, “Give me the 
doctors and I have the people.” 
We are learning in Britain that 
Lenin knew something when he 
made that statement. 
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Great Britain has been to hex 
best men ungracious and un 
grateful. In 1945, especially, we 
iurned away from the man wh«¢ 
ied us out of darkness into light. 


It is an inexplicable thing to 


have happened, although there 
are extentuating circumstances 
to account for it. But we have 
learned that when he told us in 
1945 that we should have sweat 
and tears and toil without the 
blood, we would have been wise 
to have accepted it, because at 
least it was the honest affirma- 
tion of a statesman. 

I have one encouraging hope 
—that the common sense and 
the true instincts and the roots 
of the British people will enable 
them, much sooner than perhaps 
seme of you envisage, to see the 
woods for the trees, and to come 
out of this mad philosophy, this 
foreign ideology which postu- 
lates that you can legislate un- 
successful people into prosperity 
merely by legislating successful 
people out of it. 

We are slowly learning the 
hard way. We have a slogan 
about it. “Empty bellies put 
them in and empty bellies will 
put them out.” We are learning 
that hard way that something 
for nothing doesn’t add up. 

And I can only hope and be- 
lieve that with our example be- 
fore you, you in your turn will 
at least rescue yourselves before 
it is too late from this power- 
mad political scheme _ which 
sooner or later must lead under 
compulsion to the totalitarian 
state. 
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Edward B. Williams’ Address 


‘(Continued from page 239) 


good faith in reliance on written 
assurance from the producer, 
manufacturer or dealer that the 
goods were produced in com- 
pliance with this section. Of 
course, actual knowledge of vi- 
olations by the producer will, 
regardless of receipt of written 
assurances, still subject him 
to an injunction: 


Policing the Act 


In addition to the child labor 
section there is another section 
which practically places em- 
ployers in the position of po- 
licing the Act. This is section 
15(a) Prohibited Acts. In order 
to take advantage of the pro- 
tective provisions of these two 
sections, many manufacturers 
and wholesalers are incorporat- 
ing in their purchase orders a 
requirement to the following 
effect: 

“The seller agrees it has and 
will comply fully with the re- 
quirements of Section 12(a) 
and Section 15(a) (1) of the 
Fair Labor Standards Act in 
connection with the production 
of the articles or the perform- 
ance of the services specified 
herein. All invoices must carry 
the following certificate: 

“Seller represents and Cer- 
tifies that production of the ar- 
ticles and performance of the 
services covered by this in- 
voice were all done in full com- 
pliance with the requirements 
of Section 12(a) and Section 
15(a) of the Fair Labor Stand- 
ards Act of 1938 as amended.’ ” 

This is a matter which most 
employers may wish to consult 
with legal counsel as to the 
particular form which may be 
appropriate for their purposes. 

Employee Suits: The Wage- 
Hour Administrator is given 
power to sue for recovery of 
past due wages, a right he did 
not possess prior to enactment 
of the 1949 amendments. He 
is also authorized to supervise 
the payment of back wages. 

Enactment of the 1949 amend- 
ments gives the Administrator 
express authority for the first 
time to supervise the payment 
of, and to collect wages owing 
to employees. 

When this authority is exer- 
cised, the new statutory terms 
provide that the agreement of 
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an employee to accept payment 
shall, upon payment in full, 
constitute a waiver of the em- 
ployee’s right to sue for the un- 
paid wages and liquidated dam- 
ages in an equal amount. 
Whether or not the Administra- 
tor’s authority to supervise 
wage payments encompass au- 
thority to compromise wage 
claims for less than the 
amounts actually due does not 
appear to be covered specifical- 
ly. Future court decisions will 
have to determine this. 

As to the right of the Admin- 
istrator to sue for past due 
wages where the employee files 
a written request and no new 
issue of law is involved, it 
should be noted that although 
a right to sue for past due 
wages was bestowed upon the 
Administrator by the 1949 
amendments, he was not grant- 
ed the correlative right given 
employees to recover an equal 
amount as liquidated damages. 

Prior to the 1949 amend- 
ments, the Administrator fol- 
lowed a practice of bringing in- 
junction suits against employ- 
ers for wage payment viola- 
tions and then attempting to 
get mandatory back pay orders 


| incorporated as a part of the 


injunctive decrees. Sometimes 
he was successful; sometimes 
not. The courts disagreed on 
their power to order retroactive 


| reparation as an incident of a 


restraining order. Now the 
courts need have no uncertain- 
ty. An amendatory provision 


Oo 


attached to Section 17 specifi- 
cally prohibits courts from or- 
dering payment of wages or 
liquidated damages in injunc- 
tion suits. 

The Wage & Hour Law au- 
thorizes the Administrator to 
require that specific records 
and papers are to be held ac- 
cording to the following sched- 
ule: 

Payroll Records—3 years 
from last date of entry; Certifi- 
cates, Union Agreements and 
Notices—3 years from last ef- 
fective date; Basic Employ- 
ment and Earnings Records— 
2 years from date of last en- 
try; Wage Rate Tables—2 
years from last effective date; 
Work Time Schedules—2 years 
from last effective date; Order, 
Shipping and Billing Records— 
2 years from date of last entry; 
Records of Additions to or De- 
ductions from Wage Paid—2 
years from date of last entry. 
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When a deal is closed the 
regular salesman should be al- 
lowed to take over on other 
lines. The regular man must 
be prepared to work with the 
specialty man, staying with him 
on calls and must be prepared 
to follow up the seeds that are 
sown by the specialty man. 

Mr Nesbitt outlined several 
different methods as to com- 
pensation—(1) Charge regular 
salesman with actual travel 


Oo 
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expense, with the regular man 
getting all the sales credit. 
(2) Split sales credit between 
the two men, depending on the 
line itself and how much the 
specialty man contributes to 
the volume the regular man 
would normally get. (3) Credit 
the salesman but charge him 
for the specialty man’s expense. 
(4) Straight salary and limited 
expense account, with bonus 
at end of year. (5) Incentive 
plan, with drawing account and 


expenses based on volume or | 


profit. (6) Straight commis- 
sion, based on profit, with the 
specialty man paying his own 
expenses and with no drawing 
account. 
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of the provisions of these regu- 
lations on January 25 which 
make it possible for our drivers 
to work 60 hours weekly, with 
over-time if any accruing after 
60 hours. 





In the cab of our trucks we | 


installed recorders which have | 


enabled us to check our drivers 
and has resulted in a very con- 
siderable saving in over-time. 
In fact we think the cost of the 
recorders will soon be saved. 
Quite naturally this change 
caused some unhappiness, but it 
was necessary for us to do this. 

Our porters and drivers re- 
ceive the same treatment as our 
other employees do as to insur- 
ance, vacations, bonuses, etc. 
This has encouraged cordial re- 
lations, and we think in spite 
of the changes made, as a whole, 
our workers are satisfied. 

Since we have become accus- 
tomed to being checked by 
various government agents, we 
naturally realize the importance 
of seeing to it that all records 
are kept properly. These have 
been some of the problems we 
have encountered, some of which 
have been solved to some extent. 
To say the least, new problems 
have proved annoying and ex- 
pensive. Others will arise and 
we will endeavor to solve them 
as they do. 

Many other changes may have 
to be made from time to time 
in an effort to hold expenses in 
line, even to the point of a five 
day week. This will be effected 
only as a last resort. 
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Piece-by-piece sale of the contents nets a $31.18 profit, and 
the all-steel cabinet is included as a bonus. 


Sound good? It is! Check with your jobber today or write 
us for information. 


THE LAMSON & SESSIONS COMPANY 


General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants ot Cleveland and Kent, Ohio * Chicago * Birmingham 





(WAROWARE SALES HELPS, 


that, Point: to Profita 





SWHA Session 
Wednesday 


Sales Analysis 


ALES analysis points to trouble spots of volume, 

believes Mr. England. He describes the steps 

of his company's program that spot unprofitable 
customers, lines and salesmen. 


By C. McD. ENGLAND, JR. 


Logan Hardware & Supply Co. 
Logan, W. Va. 





C. McD. ENGLAND, JR. 


The problem facing us 
today is to increase our efficiency 
in performing our functions as 
a distributor. Our entire opera- 
tion should be open for analysis, 
but, since selling costs make up 
more than half of all distributor 
expenses, we should concern our- 
selves first of all with increasing 
productivity in selling. 

Sales analysis is a means of ob- 
taining comparative facts upon 
which to base potentials, evaluate 
performance and direct selling 
efforts to insure market coverage 


by customers and by lines at 
minimum cost. 

It is not enough to know that 
our volume is larger or smaller 
than a month ago or a year ago. 
We must know how much of 
what products were sold and 
what customers have purchased 
these products. 

The average distributor will 
have thousands of invoices each 
month covering hundreds of 
products and customers. The pri- 
mary job of sales analysis is to 
make significant and important 
facts stand out. 


O 


"Sales analysis bases your judgment of salesmen, customers, 
and product lines on facts, not impressions. This substitu- 
tion of facts for opinions makes any discussion an inade- 
quate sales performance an impersonal one and limits it 
to interpretation of what the facts mean." 
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The first question which faces 
each distributor is “What are 
my major product lines?” The 
answer to this question may be 
obtained from a tabulation of 
purchase invoices for a year or 
any other representative period 
adjusted for beginning and end- 
ing inventories. Purchases in 
each product line may be reduced 
to a percentage of total pur- 
chases. 

Suppose your studies reveal 
that between 20 and 40 pct of the 
lines account for between 80 and 
20 pet of total volume. These are 
obviously the key lines on which 
you will want to concentrate the 
maximum control and they will 
form the basis for your sales 
analysis system. Other lines may 
be grouped under a “Miscellane- 
ous” heading. Later review may 
indicate a change of classification 
for some of these lines to a 
separate listing. In our system, 
we list separately any new line 
which is taken on so that close 
watch may be kept on it, at least 
until the line is established. 


Analyzing Invoices 

To organize facts it is neces- 
sary to have a system of analyz- 
ing each invoice and extracting 
the required data which is tab- 
ulated so that the needed facts 
can be obtained quickly and eco- 
nomically. This can be done 
either manually or mechanically. 
We use the IBM punch card sys- 
tem and obtain reports on 98 
classifications in four depart- 
ments. 

On each classification, we get 
a report showing sales from 
stock, direct shipments and cash 
sales. These reports show the 
number of lines of billing, the 
cost and selling price and from 
this we get the gross profit, the 
per cent of profit, the dollar sales 
per line of billing, the dollar 
profit per line of billing. 

We get a report of sales by 
each salesman showing the origin 
of this business, i. e.: 

1. The customer places the 
order at the house. 2. The order 
is taken over the telephone. 3. 
The salesman obtains the order 
and brings it in. 4. The order 
comes in by mail. 

With this report we determine: 
1. the relative effort of the sales- 
man; 2. activity of house sales- 
men, counter and telephone; 3. 
check on customer calls by out- 
side salesmen; and 4. thorough- 
ness of outside salesman’s repre- 

(Continued on page 246) 
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s... KAY-TITE is always 


available in drums... 


30 Ib. 
DRUM 


RETAILS 
FOR 
$11.00 


except Blue and Green 
which retail for $14.00 












Here's the size you can sell to con- 
tractors, maintenance men and 
farmers where large masonry areas 
are to be treated. 50 lb. drum cov- 
ers 600 to 750 square feet. 


WHITE 


and 








CREAM GREEN 






BLUE 
GRAY 
ROSE 
BRICK RED 


COLORS 


KAY: Y-TITE COMPANY 


NEW JERSEY 


BUFF 






YELLOW 












SPANISH BUFF 
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House Committee to Announce 
Excise Tax Cut Proposals 


The campaign for lower federal excise is finally 
paying off. The tax-writing House Ways and Means 
Committee will announce specific recommendations 
for reductions withing the next few weeks. The pro- 
posed cuts will mean about a $1 billion annual loss 
of revenue to the Treasury. 

But this may only be the starting point. There is 
considerable pressure from both Democrats and 
Republicans for speedy action on the tax-reduction 
measure because of the current depressed state of 
business in a number of retailing fields. 

Nearly all the members of Congress returned to 
their home districts during the week after Easter, 
and most of them reported grass-roots sentiment for 
tax cuts to be a lot stronger than they thought. 

OUTLOOK: Don’t count definitely on low- 
er excises until mid-summer, at earliest. 
Passage of the tax bill by the House will 
alert a number of senators for filibuster 
tactics that may delay the bill in the upper 
"’ chamber for two or three months. The 
bright part of this picture, however, is the 
prospect that the Senate will slash the war- 
time levies much more deeply than their 
colleagues in the lower chamber. 


oe 


State Dept. Setting Stage 
For More Tariff Slashes 


State Dept. officials have just completed arrange- 
ments for an international meeting at Torquay, 
England, beginning Sept. 28. This has set the 
stage for a third round of tariff slashes such as 
were agreed to at Annecy, France, last year and at 
Geneva in 1947, under the reciprocal trade agree- 
ments act. There are now 26 nations acceding to 
the Geneva-Annecy pacts. 

OUTLOOK: Some additional tariff con- 
cessions will be agreed upon. Equally im- 

% portant, from the government’s viewpoint, 

is the expectation that at least three more 


244 





an 


Cs 


By Washington Bureau of 
HARDWARE AGE 


countries will accede to the existing tariff 
agreements. Another six have been sit- 
ting on the sidelines and may also join up 
in the Fall. Congress will squawk because 
of rising unemployment. 


Goo 8 


More Federal Control Asked 
For Paints and Cleansers 


Synthetic detergents, soaps, waxes, window clean- 
ers, paints, thinners, polishers and practically all 
products of this type that might come in contact 
with human hands, appear to be heading for a 
larger measure of federal control. Sen. Gillette, D., 
Ia., is pushing legislation (S$.2656) which would 
prohibit the movement in interstate commerce of 
“injurious, misrepresented, and uninformatively” 
labeled products of this type. 

The legislation is aimed primarily at the synthetic 
detergents, which have been the subject of consid- 
erable complaints from housewives and a number of 
women’s organizations. Congressional mail indi- 
cates that the primary complaint is lack of uniform- 
ity in these products in relation to their effects on 
the hands. 

Sen. Gillette is also sponsoring two bills which 
would bring soaps and detergents under the Food, 
Drug and Cosmetic Act. When passed in 1938, this 
act did not include soaps and detergents. Since 
that time sales of detergents have risen from 17 
million pounds in 1940 to an estimated 800 million 
pounds at the present time. During the same period 
sales of household soap have remained static. 

OUTLOOK: No action during the present 

session of Congress. Reasons are many. 

The three bills, while similar is purpose, 

have been scattered to different Senate 
% committees. Public pressure for such legis- 
t lation has not reached the stage where Con- 
gress will be forced to act. This pressure 
will increase as sales of cleaners other than 
soap increase. When legislation of this 
type reaches the floor not much opposition 
is likely to be encountered. 

(Continued on page 274) 
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Midway Auger Bits sell faster because they're top quality 
in appearance and performance. 





@ Bore faster Precision made of special chrome alloy steel, they are 
accurately hammer forged by skilled craftsmen, many of 
whom have spent their entire working lives in the auger 
bit industry. 

Screws are accurately centered by precision machinery 
—no “measuring by eye” or guessing. Throats are clear and 


@ Precision made of spe- 
cial chrome alloy steel 





n- 
all @ Accurately hammer open to facilitate fast chip clearance. Each bit is subjected 
ct forged to more than 50 individual manufacturing operations. Each 
a | is carefully tested before packaging and shipping. 
s | @ Clear, open throats for MIRBRITE FINISH. Hailed as one of the most important 
id 2 fast chip clearance auger bit developments in recent years. Truly mirror bright 
of : . . » resists rust. Its smooth surface speeds 
| @ New “MIRBRITE” (mir- _— boring. Its attractive gleam sells cus- 
| ror bright) finish tomers on sight. Just put Midways on 
" display. Then watch them sell themselves. 
f @ Available in 13 sizes peng 
FRANK SPENCER 
i- (open stock and sets has been making auger bits for over 25 years; 
a “eo” to '%,” sizes) is now Midway Plant Superintendent 
n 
i —™ Two Handy Sets Put these sets on display. They'll sell themselves! 


Wydwrn vA 


5 piece Home Work- 
shop Set includes one 
each of 446”, “oe”, ea” 
1%." and 1%." sizes. Imi- 
tation leather roll. Ideal | 
13 piece DeLuxe Set includes for home and farm use. 
one each of the available sizes of 
Midway Auger Bits. Attractively 
packed in high grade imitation 
leather roll. Compact unit for tool 
box when rolled and tied. 


In addition to its com- 
plete line of auger bits for 
hand drills, Midway also 
manufactures bits for elec- 


tric drills. Write for M-1001. 





Sales Office: The Arcade, Cleveland, Ohio 


: . hi 
THE MIDWAY TOOL‘CO., INC. Factory: Melvin, Ohio 
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"It is not enough to know that 
our volume is larger or smaller 
than a month ago or a year ago. 
We must know how much of what 
products were sold and what cus- 
tomers have purchased these 
products.""—C. McD. England, Jr. 


(Continued from page 242) 


sentation, is he selling himself 
or the house. 


Dollar Sales 


We get a report on sales by 
Dollar Classification which is 
broken into eight classes: $0.00 
to $2.00; $2.01 to $4.00; $4.01 to 
$6.00; $6.01 to $8.00; $8.01 to 
$10.00; $10.01 to $25.00; $25.01 
to $100.00, and over $100.00. 

This report is a new one just 
started in February. Our objec- 
tives in getting this report are 
1. To eliminate the payment of 
commissions to salesmen on items 
obviously handled at a loss. Such 
sales comprised 20 pct of our 
sales in February and 80 pct of 
the invoice lines fell in this cate- 
gory. 

As an example, pipe fittings 
averaged only 44¢ profit per line 
of billing. The nature of our 
business requires stocking pipe 
fittings and many sales are made 
at a profit. Of a total of 5,645 
lines of billing in one month 649 
lines were on pipe fittings. Dollar 
sales were $916.90 on fittings 
and total sales were $76,693.22. 

We want to keep out of our 
stock, lines or items that we know 
will move in small quantities. 
The costs of handling any item 
include: purchasing, stock con- 
trol records, cataloging, receiv- 
ing, warehousing, writing sales 
sheets, disbursing from_ stock 
control record, assembling, ship- 
ping, pricing, billing, bookkeep- 
ing, and sales promotion. 

We hope to minimize our stock 
of strictly service items for these 
same reasons. We want to en- 
courage our salesmen to promote 
the sale of standard packages 
and items having larger sale 
value, 

The February reports show 
that 33 pct of our dollar volume 
was in invoice lines over $100.00 
which were only 10 pct of the 
lines of billing. 

We hope to discourage “retail” 
selling to wholesale customers. 

If we can accomplish these ob- 
jectives, our buyers and sales- 
men will have more time for con- 
structive planning of purchasing 
and sales in major lines and re- 
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duce our overall cost of doing 
business. 


Customer Evaluation 

We also get a quarterly report 
on sales to customers by class, 
covering our major accounts, 
which enables us to direct our 
sales effort more effectively. Cus- 
tomer evaluation is also quite 
important. One distributor’s an- 
alysis may show that 30 pct of 
his customers buy 80 pct of 
his merchandise. Large custom- 
ers usually buy in larger quan- 
tities, consequently the cost of 
selling to them is lower. In eval- 
uating customers, their potential 
is also important. Dealers A and 
B may buy from you in equal 
quantities but you may be get- 
ting 90 pet of A’s potential and 
only 25 pet of B’s potential. 

Sales analysis points to trouble 
spots of volume. Unprofitable 
customers, lines and salesmen 
are spotted by sales analysis. 
Your judgment of salesmen, cus- 


“Large customers usually buy 
in larger quantities, consequently 
the cost of selling to them is 
lower. In evaluating customers, 
their potential is also important. 
Dealers A and B may buy from 
you in equal quantities but you 
may be getting 90 pct of A's po- 
tential and only 25 pct of B's 
potential."—C. McD. Engiand, Jr. 


tomers and product lines are 
based on facts, not impressions. 
This substitution of facts for 
opinions makes any discussion 
on inadequate sales performance 
an impersonal one and limits it 
to interpretation of what the 
facts mean. 

The whole point of analysis is 
to find out accurately and quickly 
what territory, salesman. or 
product line is not producing, 
why not, and provide facts which 
will enable management to 
reach a decision on corrective 
action. 


Ralph Perkins Jr's Address 


(Continued from page 205) 


adequate at the time to prove the 
point that the material had an 
outstanding potential in this 
field. However, in order to reach 
the average fisherman’s pocket- 
book, high production processes 
eliminating the hand operations 
were necessary. These high pro- 
duction processes have now be- 
come a reality for it has become 
evident that with the substan- 
tial reduction in price, glass rods 
have been finally brought to the 
point where they are within the 
reach of every fisherman. 


Flexible, Tensile and 
Impact Strength 


As a material supplier, our 
company is not in a position to 
discuss in detail the various 
processes by which these rods are 
made, except state in general, 
glass yarns are laid in a parallel 
pattern and bonded together by 
what is commonly known as a 
polyester resin. Polyester resins 
are very similar chemically to 
the basic aklyd resins which are 
familiar to all of you as the base 
of high grade baking enamels 
used in the metal industry. Indi- 
vidual filament diameter is in the 
order of .00040. In this rod blank, 
there are actually 500 miles of 


glass filament. The strength of 
this rod stock is as follows: Flex- 
ible strength—140,000 psi; Ten- 
sile strength—100,000 psi; Im- 
pact strength—70 ft-lbs. These 
strengths are actually three times 
that of the best grade bamboo 
compared on a weight basis. 


Greatest Strength 
for Weight 


I would like to caution against 
some rather destructive publicity 
that has been passed out about 
glass fishing rods. A material 
will never be made that is inde- 
structable. At the moment, glass 
reinforced plastics are the 
strongest material known to man 
for weight. Some rather careless 
concerns have attempted to sell 
glass rods with the broad state- 
ment that they are indestruct- 
able. They are stronger than 
other materials generally used, 
but if a man wants to make a 
business of it, they can be broken. 
Fishing rods are made to fish 
with and not to tie knots in. 
Some of my associates who are 
ardent fishermen advise me that 
any rod you can tie knots in 
would probably not have suffi- 
cient rigidity for proper action 
for the fisherman. 
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NEIGHBORHOOD 
HARDWARE STORES 


Cony (impat Quel 


ror CARDED 


= 4 
oe CABINET HARDWARE 
ings VOLUME... 


Mass displays of Carded Cabinet Hardware in counter 
bins produce a big volume because they create extra 
“impulse sales.” Neighborhood hardware retailers have 
been losing out because they lack the heavy traffic — 
and the counter space - that bin-type displays require. 








Cabinet Mees j 


You'll get your full share of this business with Akron's 
C-100 Cabinet Hardware Demonstrator. This new unit 
offers all the benefits of high-spot, mass display — 
with an inventory so small it fits in less than one foot 
of counter space. 





Only the 7 fastest selling items are featured. Adequate 
stocks of each are stored compactly in the rear of 
the Demonstrator. 


Akron provides this colorful, power-packed display, plus 
the $2.30 worth of hardware shown on its face, at 
no charge in the C-100 Deal. 


This big league eye-catcher suggests and sells 
“Sparkle Spots for the home,” generates “Impulse 


Rear View 

























purchases.” It belongs in your Paint Department and 
showing stock ‘ z 
arrangement in your Housewares Section. Try it and see! 
Ask your Jobber or write us for details. ee, 
a ial 
ae \ 
\ 
- 
C-100 DEMONSTRATOR CONTAINS: en ne OF 1 
Ha wart . 
ldoz. #C-80 ¥%"' Semi-Concealed Hinge 50pr. $6.00 7 Akron ae, New Yor pill me throug \ 
ldoz. #C-85 Surface Hinge for .45 pr. 5.40 woods Deals and \ 
Flush Door \ - 100 Cabinet 
}doz. #C-86 Surface Hinge for 45 pr. 5.40 \ Gentle™ Cc \ 
Offset Door \ ease ship ™ \ 
2doz. #C-286 Sure Hold Cabinet Catch 10 pe. 2.40 P 
with two strikes and screws \ wy Jobber: 
ldoz. #C-275 Streamlined Handle .25 pe. 3.00 \ on . ae 
1 doz. C-475 Solid Die Cost Pull .35 pe. 4.20 | store Ne ene State 
1doz. 3C-165 Solid Die Cast Knob 20 pe. 2.40 \ paaress , 
8 doz. Retail Value $28.80 \ Wy 
FREE! merchandise on Cabinet Front $2.30 \ watt s Name 
Total Retail Value $31.10 , 3 seni padres State ent 
DEALER’S COST $17.28 | Jobber ® _ ———— 
$ % \ City =" “i —_— -—— 
DEALER'S PROFIT $13.82 (44.4%) ee, 
—, 


Total weight of 8 dozen items in assortment: 18 Ibs. Le 


AKRON HARDWARE MFG. CORP. WOODSIDE, NEW YORK 
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Operating On a 40-Hour Week 


Two wholesalers discuss how they adapted 


RED C. Barksdale, Brown- 

Roberts Hardware & Supply 
Co., Ltd., Alexandria, La., later 
elected president of SWHA, 
and R. D. Warren, Stratton- 
Warren Hardware Co., Mem- 
phis, Tenn., discussed, “Operat- 
ing on a 40 Hour Week.” Mr. 
Barksdale emphasized that 
while the 40 hour week is sim- 
ply an example of the changes 
we are going through and of 
the confusion they cause we 
must adjust ourselves to regu- 
lations as best we can instead 
of “batting our brains out.” 
Formerly open 50 hours a week, 
his company, he said, is now 
operating on a 44 hour week. 
Under the plan, common labor, 
order runners, etc., now have 
a half a day off, each week, 
under a_ stagger hour plan, 
which is not entirely satisfac- 
tory. Eventually, he declared, 
we will all come to a five day 
week, although not advisable in 
his area at present. 

Mr. Warren’s comments in 
part, follow: 

I find, as I’ve grown older, 
that I have the tendency to 
keep telling my associates of 
the way we did things in the 
old days. When I refer to the 
old work days, I never refer 
to the good old work days. 

I didn’t like them then and I 
know that neither I nor any 
of our organization would care 
to go back to them. 

Many years ago I started to 
work in our warehouse. Our 
warehouse hours then were 
from 7 o’clock in the morning 
until noon; a half hour for 
lunch, then work until 5:30. 

It seemed to me that we 
never saw daylight during the 
winter as it was dark when we 
got up and dark when we got 
off from work. 

As the years went by we cut 
our work week until we were 
operating on a 48 to 55 hour 
week. 

Prior to Sept. 17, 1947 our 
company attempted to analyze 
what was actually being accom- 
plished on Saturday and found 
that, due to it being an unusu- 
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operations to a 40-hour week. 





R. D. WARREN 


ally short day with many inter- 
ruptions, practically nothing of 
a constructive nature was being 
accomplished. 

We found that out of 45 or 
50 salesmen, at least half of 
them came in on Saturday. 
With all of these men visiting 
about our office and warehouse, 
very little work was done and a 
lot of valuable time was lost 
by the salesmen as well as by 
our office and warehouse em- 
ployees. 

After much thought and con- 
sideration, even though compe- 
tition was unwilling to go 
along with us, we decided to 
go on a 40 hour week. 

After this decision was made, 
but prior to the time it was 
announced, we met with our 
union committee and told it 
what we had in mind and that 
if the proper cooperation could 
be obtained from our em- 
ployees, we felt that the work 
which had formerly taken be- 
tween 48 and 55 hours, could 
be done in 40 hours. We also 
told the union that we were 
willing to put through a 10 pct 
increase, which would partially 


compensate them for the hours 
they were going to lose by such 
a move. This would give them 
all day Saturday to use in their 
own interests. 

The union enthusiastically 
accepted this plan and with 
few exceptions during extreme- 
ly busy periods, and except for 
a few jobs, we have been suc- 
cessfully able, with no addi- 
tional employees and very little 
overtime, to operate on a 40 
hour work week. 

It is our opinion that the 
morale of the employees has 
been improved and none of 
them would like to resume 
working regularly on Saturday, 
even if they would receive time 
and a half for overtime for 
these additional hours. 

By operating our office and 
warehouse on a 40 hour week, 
this left Saturday free to do 
with as our management saw 
fit. We took advantage of this 
by holding semi-monthly sales 
meetings. 

We don’t insist that our 
salesmen attend these meet- 
ings, but we find that about 80 
pet of all our men do attend. 

In analyzing our work on 
Saturday, we found that a num- 
ber of our salesmen were com- 
ing in any time they saw fit. A 
good number were showing up 
on Friday and this meant, of 
course, they were taking more 
time out of their territories 
than they should. 

Now at our’ semi-monthly 
meetings on Saturday we have 
a planned program. On these 
days the personnel of our cred- 
it and claim departments are 
available for individual con- 
ferences with the men. 

On the Saturdays when no 
sales meetings are held, a few 
of us come down if we have 
nothing else to do, but no busi- 
ness is transacted. 

Eight or nine months after 
our company went on the 40 
hour week, our major competi- 
tor in Memphis did likewise 
and I’m certain that their ex- 
perience has been as_ satis- 
factory as ours. 
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SAYS “THANKS” TO EVERY CUSTOMER WHO HAS HELPED THEM TO 
GROW ...FOR IT IS THIS FAITH IN COLONIAL’S PRODUCT AND 
SERVICE THAT BRINGS THIS ANNOUNCEMENT THAT OUR PLANT 














Yes ... you’ve helped us grow, GROW, 
G-R-O-W. On May Ist we are moving to 
40,000 square feet of space, where our 
entire manufacturing operations can be 
done on one floor. Now, more than 
ever, Colonial will continue giving 
the BEST in Quality, Service, and 
Value! 


RETAIL T O a UP 


FOR OVER A QUARTER CENTURY (THIRTY YEARS TO BE 








EXACT) OUR MANAGEMENT HAS MANUFACTURED AND 





MERCHANDISED PAINT BRUSHES FOR CHAIN STORES 





Send for Our Catalog Listing 


COLONIAL BRUSH MANUFACTURING COMPANY, INC. 





dria 160 WASHINGTON STREET, NORTH 
wy BOSTON 14, MASS. 


NEW YORK CHICAGO 
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Incentive Plan Boosts 





EMPLOYEE RATING SHEET 


t Feed 
This is a rating sheet for = a - _ eg cone 
r fellow e : ‘ 
ceattee ee weet rating of him will also affect the bonu 
ability. 





eive. Be Fair. 
=~ FAIR GOOD EXCELLENT 
- 0 
1. Honesty - : — 
2. Clean conversation , = at 
3. Ability to find work without 0 J = Sixteen types of rat- 
" being told what to do ings in three classi 
: 7 fications — "fair'’, 
j i iors . fil ~ "good" and “excel- 
4. Cooperation with super — : 
aa ent'’ make it pos- 
j i fellow Ud i sible for the firm to 
aia ie a get an excellent in- 
_ , dication of the em- 
} ’ sp: 
: i mployees ) —- ployee's ability on 
Poputars sy stele dinietied ; this rating sheet. 
J 


o aon Oo 


Popularity with customers 
Waits on customers promptly } C 


Will admit and report mistakes 


10. Handles responsibilities } E 


11. Works without crabbing 


12. Makes suggestions to improve 


business 


13. Gets to work on time 


14. Loyalty to Company 


15. Gets own job done promptly 


16. Does not loaf on fellow ini 


employees 





Wren it comes time 


to award bonuses at the Corn Belt 
Feed Co., Inc., Boswell. Ind.. a 
firm which does a million dollars’ 
volume annually on hardware, ap- 
pliances, chicks and feed, each 
employee takes a hand in deter- 
mining the bonuses. This partici- 
pation among the 30-man_ staff 
helps to build better employee 
effort through appreciation of the 
factors which go toward building a 
successful business. 

Here is the way J. W. Miller, 


vice president, and other officers 
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go about awarding the bonuses. 
About two months before the 
bonus date, the awards and meth- 
od are discussed at the monthly 
sales training meeting, so that all 
employees fully under stand just 
how the program works. The sales 
training meetings are held monthly 
at the hardware and feed store, 
following a chicken dinner at a 
local restaurant. a dinner paid for 
by the firm. 

Mr. Miller at the sales training 
meeting, then explains to his em- 
ployees that in awarding bonuses 
the firm wants to be certain that 


7 Oo a 





it has the proper method of evalu- 
ating the worth of each person. 
Thus each employee is asked to 
rate an assigned fellow employee 
on a special employee rating sheet. 
This rating sheet was worked 
out by officers of the firm. An 
employee rating a fellow worke 
has the right of privacy, and so 
the employee being rated does not 
know who is rating him, unless 
that person chooses to tell him. 
The management, in turn, also 
rates each of the 30 employees. 
using the same type rating sheet: 
Each employee’s bonus is deter 
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Indiana Store's Volume 


Each employee rates another employee as to his work for 
the firm and with each other, these ratings being compared 
with company appraisals for determining the final award. 
W here there is a wide variation in the appraisals, employee 
is asked to justify his rating of another with increase or 
decrease based on the result of the comparisons 


mined from the rating by the man- 
agement and his fellow employee. 
If there is a wide difference be- 
tween the company’s rating of an 
employee and the rating which a 
fellow worker gives him, then the 
bonus the employee receives will 
be a compromise, as a rule. 


Three Classifications 


On the employee rating sheet 
there are three classifications. On 
each of 16 different bonus deter- 
mination points there are three 
different point-ratings. “Fair” 
counts as one point, “good” as two 
points, and “excellent” for three 
points. The higher the number of 
points the employee accumulates 
in the rating. the higher his bonus 








The hardware section is neatly arranged to encourage self-service. 


J. M. Miller, vice president, with frozen turkey from the farm freezer in store. 
Farmers can store their surplus cut-up poultry with the firm for re-sale. It 
is sold at no cost to the farmer. This plan helps the sale of farm freezers. 
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will be, if the fellow employee who 
did the rating was conscientious. 
The rating sheet which the con- 
cern uses and distributes to each 
employee, reads as follows: 
“The employee who rates a fel- 
low employee is asked to give care- 
ful consideration to each point,” 
explains Mr. Miller. “If he turns in 
too praiseworthy a report and one 
that differs too much from the 
company’s own appraisal of that 
employee. the man who did the 
rating is called into conference. 
The two reports are gone over 
point by point. If the employee 
has purposely rated his man too 
high, hoping thus to get a big 
bonus for him. this fact is sure 
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Kitchen appliances and equipment receive the main attention in this section. 


to come out during the conference. 

“Through this double rating sys- 
tem. we can easily spot the em- 
ployees who are doing a conscien- 
tious. fair job of rating, which is 
what we want.” says Mr. Miller. 
“On the other hand. we can also 
spot the fellow who hopes that by 
giving the other chap a high rat- 
ing, he will get a bigger bonus 
himself. We change our own rat- 
ing of an employee, if too low, 
when the man who does the rating 
can back up his points better than 


we Can. 


The Biggest Benefit 


Mr. Miller states that perhaps 
the biggest benefit which the firm 
derives from this bonus system is 
that at the preceding sales train- 
ing meetings. each point in the 
rating system is explained thor- 
oughly and considered. The em- 
ployees get a very clear idea of 
what the management considers as 
a good employee. 

Also, the fact that each employee 
has a part in rating another em- 
ployee, gives each a deeper per- 
sonal interest in the bonus pro- 
gram. Mr. Miller says that when aa 
employee looks at a fellow work- 
er whom he is rating without 
the latter’s knowledge, he is very 
apt to wonder if he. himself, rates 
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high as a good employee. The rat- 
ing employee also knows that some 
other worker is rating him. Knowl- 
edge of these facts tends to increase 
work and sale efficiency. 

“During the remainder of the 
remainder of the year at our 
monthly sales training meetings, 
we always mention that product 


knowledge, willingness to serve 
customers and other favorable fac- 
tors have a bearing on the bonus.” 
says Mr. Miller. “In other words. 
we try to keep our employees 
conscious 12 months of the yea 
of the points on which bonuses are 
awarded.” 

The firm was organized 25 years 





The sporting goods display is neat and compact. Lamps are shown in foreground 
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#074-1 SIEBERT DOLL STROLLER 


Last word in str lined desi Lamin- 
ated wood sides with stencilled paneling. 
Chrome-plated tubular arms. Two-posi- 
tion foot rest. Full-loop springs. 6”, 12- 
spoke wire wheels. 





$0, lt loy Habits! 


HEAVY CHRISTMAS SALES 





#030-2 SIEBERT DOLL CARRIAGE 


Stitched design on sides. 4-bow adjust- 
able hood with visor. Duchess shackle 
gear. Foot extension with board. Rubber 
grip on one-wheel hand brake. 1” gray 
flat-tread shoulder tires. 


#080-1 DOLL STATION WAGON 


A sure seller! Laminated wood sides 
finished with mahogany-colored panels 
and natura] frame and arms. Reclining 
posture back and adjustable dasher 
quickly converts stroller into sleeper. 








#061-4 FOLDING DOLL STROLLER 


Lightweight, rugged and priced low for 
hogany-colored panels and natural frame. fast turnover. Rubber-cloth, lined body. 
Two-positiom back rest. Reversible chrome- Full collapsible gear. 1,” chrome-plated 
plated pusher. Double-action two-wheel pusher. Metal foot rest. Plated hub caps. 
brakes. 4-bow piped hood with visor. 


#070-1 STREAMLINED DOLL STROLLER 
Closed sides with stencilled design. Full 
reclining back and adjustable foot rest. 
Full-loop springs. Folding 1/,;” chrome- 
re pusher. 6”, 12-spoke wire wheels. 
lated hub caps. 


#091-1 SIEBERT “SWEETHEART” 
Laminated wood sides finished with ma- 


NEW 1950 SIEBERT 


ra DOLL CARRIAGES, STROLLERS AND VELOCiPEDES 


are big sales boosters! They're packed with plus-value 
features . . . designed to attract attention . . . and 


* 
Ff a 
é & 
' priced to move steadily off your floor. H 
% : 
% a 


Send for the Big New 1950 Catalogs showing the com- 
plete Baby Carriage Line and the Complete Siebert Toy 
Line. Write Dept. HA 4-20 





#0-61 VELOCIPEDE 


14” tubular frame with legs. Stream- + 
lined rear Pad Ball bearing. multi-spoke 
wheels. eumatic tires. 31/2.” 7 


en ub caps. Double coil 


springs. Leather saddle.’ bf) W 
° r 


SIEBERTS SELL ON SIGHT SO SELL SIEBERTS 


Space 1537, American Furniture Mart, Chicago 
Space 305, New York Furniture Exchange, New York 
Space 984, Western Merchandise Mart, San Francisco 
Space 267, Mechanics Building, Boston 
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onty ONE NAME 


TO REMEMBER FOR 


ANY PAINT NEED 


Non-Yellowing White Enamel 
for Kitchen or Bathroom 
















... for refrigerators, drainboards, 
appliances, waste cans or sinks — 
for bathtubs, toilet seats, cabinets, 
hampers or fixtures. 


Sapolin Drainboard and Refrigerator 
Enamel provides a non-yellowing, 
lustrous, sanitary finish that 
washes like porcelain. Quickly 
applied, it cleans beautifully, re- 
tains its fresh appearance, resists 
steam, grease, juices and alcohol. 
For metal and wood surfaces. It 
guarantees you a satisfied cus- 
tomer. Write for 
complete informa- 
tion today. 


Sapolin Paints Inc., 
229 East 42nd St., 
me. 7, WX. 


HOUSE PAINTS + ENAMELS + VARNISHES + STAINS 


THE BEST KNOWN 
NAME IN 


WORK | 
GLOVES 


ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 
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WESTINGHOUSE 


ago by Dr. R. F. Smith, a veteri- 
narian. Dr. D. S. Kline, also a 
veterinarian is a member of the 
board of directors. J. N. Dewey. a 
banker, is treasurer, and C. W. 
Lawson, another business man is 
secretary. Thus the firm has a host 
of business talent which has helped 
it grow to a million-dollar concern 
in a small Indiana town of 877 
population. The firm also oper- 
ates a feed branch at Oxboro, Ind. 

Several years ago, the manage- 
ment felt that the establishment of 
a complete hardware store in con- 
nection with the feed and hatchery 
business would be profitable and 
would also strengthen the business. 
The hardware store was placed in 
the front part of the firm’s build- 
ing in Boswell, under the manage- 
ment of A. L. Gretencord. 

“We have numerous farmers 
who come to our feed and hatch- 
ery divisions most months of the 
year, and our hardware store gets 
a lot of this traffic,” says Mr. 
Miller. “For interest we have one 
little service stunt which helps our 


farm freezer sales. We allow farm- 
ers who have surplus cut-up chick- 
en and turkeys, to store this food 
in a large farm freezer which is in 
our appliance department. There 
is no charge for this service what- 
soever. Signs in our windows tell 
the customers about this frozen, 
cut-up poultry and advertise the 
prices. Townspeople come in and 
buy regularly.” 

Not only does this idea help the 
farmers sell surplus poultry prod- 
ucts but it shows many of them 
that a farm freezer is a good in- 
vestment for quite a few poultry 
farmers. 

When it comes to sales promo- 
tion, the Corn Belt Feed Co., Inc., 
has an annual broiler banquet for 
farm customers which is said to 
be the largest event of its kind 
held in the United States. Last 
year, the firm gave 2200 farmers 
a free chicken meal costing on the 
average of $1 per plate, including 
some high-class entertainment. The 
banquet is an invitation affair only, 
invitations being sent out in Au- 





Ad Sells Repair Facilities, National Brands 





SERVICE 


APPLIANCES 


3 Ways Better 


1. MADE FOR BETTER SERVICE 
Wolff, Kubly & Hinig opplionces ore the de- 
pendable national brands thet have led in 
their fields for yeors. They offer the most 
rlodern odvancements for long-lived, better 
service 








2. SELECTED FOR BETTER SERVICE 

Experienced, courteous Wolff, Kubly & Hirsig 
soles personnel will be helpful to you in 
choosing the appliances best suited to serve 


Wonderful washdays wit 
Twins” Low your family, your home, ond fit your purse. 








3. Maintained For Better Servic. 
Wolff, Kubly & Hirsig assure you prompt, 
trained, eHicient servicemen to keep your op- 


tplionces serving you olways 


PARKING IS NO PROBLEM. . 
The city parking lot on East Washington A 
ts only re than a block fr 











UNIVERSAL 


Gen the Universal choice 
for modern cooking Models 
for avery home, suery 























7 
U Ku Enjoy more carefree cook 


ing, and 
2 “Madisons. Most Interesting Stores” Fz“ 





SPEED QUEEN 
Bowl Shaped Tub, Double 
Wells — Truly “America’s 
Finest Wesher.” 








FRIGIDAIRE 


better meals. 


General Motors 








Wolff, Kubly, Hirsig & Co., Madison, Wis. 


, which advertises that it operates 'Madi- 


son's Most Interesting Stores," recently used this five-column by 834 in. ad to pub- 

licize its appliance repair facilities. Emphasis was on the fact that its appliance lines 

were made, selected and maintained for better service. Six major appliances, of five 

different makes, added to the interest of this neat advertisement which also called 
attention to a city parking lot customers may use. 
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gust for the early September ban- 
quet. Return postcards accompany 
the invitation, so that the firm 
knows exactly how many meals to 
prepare. 


Started 15 Years Ago 


The first banquet, 15 years ago. 
attracted 200 farmers and was held 
indoors. But the number attend- 
ing grew each year, so for the past 
five years the banquet has been 
held outdoors in the large Fair 
Grounds which has plenty of shade, 
picnic tables and other conveni- 
ences. 

The meals are prepared under 
the grandstand, with all 30 em- 
ployees helping. For the 1949 
banquet 635 quartered chickens 
were required, 300 lbs. of cabbage 
slaw, 60 gallons of green beans, 
100 loaves of bread, 30 lbs. of 
butter, 55 gallons of coffee, 90 lbs. 
of potato chips and 120 cases of 
carbonated beverages. Three hun- 
dred chickens were barbecued and 
the remainder were French fried. 
Farmers lined up at 11:30 to be 
handed their plates of food and 
coffee and the 2200 were served 
by 2 p.m. 

A large tent is always used, un- 
der which the entertainment pro- 
gram, studded with radio talent 
stars, takes place for several thours. 
Farmers like this program and 
usually stay until it is finished. 

“Farmers talk about this annual 
banquet for months before and 
after the event,” states Mr. Miller. 
“It's mighty good publicity for 
our firm. We feel that the money 
is well spent.” 








[TOOLS « FITTINGS 
ccaciemenenenseiiimsieiabiton a we 












MoS 


“It's a little thing, about so long .. . it 
has a lot of small holes in one end and 
bumps in the other end." 
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No. L48ABG 


HAND-GROUND BLADES OF 
HIGHEST QUALITY CUTLERY STEEL 


No. L48ABG. A fast-selling knife with 4%- 
in. blood groove blade and decorated leather 
handle. Over-all size of knife is 8 in. Tooled 
leather tubular sheath. 


No. L48B. Another popular knife with 4%- 
in. sabre ground blade and decorated leather 
handle. Over-all size of knife is 8 in. Tooled 
leather tubular sheath. 


No. L28. A handy fishing and small game 
knife which features hole in end-knob for 
leather thong or metal chain. Blade is only 
3 in. long. Over-all size of knife is 6% in 
Available in brilliantly colored red or ivory 
lastic handles as well as natural leather 
abeewed leather tubular sheath. 


No. 628. Dealers pats iy me report mg 
acceptance of this newest knife in our line. 

Same size as No. L28. Handle is tough bone Write for Catalog Today 
stag. A great gift item for fishermen. 


NATIONALLY ADVERTISED in All 
Leading Outdoor Magazines. W E ST b « N STAT E Ss 


ATTRACTIVE DISPLAYS—Polished oak 


counter and floor displays and log 
pane! displays. . 


DESCRIPTIVE FOLDERS — Self-selling 
folders and point-of-sale materials to 1615 BROADWAY © BOULDER, COLORADO 


boost your cutlery sales. Quality Cutlery for 3 Generations 


$6! , FOR 28 FAST SELLING 


UNIVERSAL 





DEALER'S COST 


"$6.83 ON THE. SPRAYERS 


WEST COAST 


NOme 








IN AN EYE-CATCHING 
4 COLOR SHIPPING 
AND DISPLAY CARTON 





COMPETITIVE 
RETAIL PRICES 


ALLOW A FULL 
OMARK-UP 


The assortment contains 14 of the small glass container spray- 
ers retailing at 25¢, 8 of the % pint size tin sprayers retailing 
at 37¢, and 6 of the quart size sprayers retailing at 45¢ 
(Zone 1). By actual test, this is the fastest, most profitable 
sprayer deal ever to hit the market. Ask your jobber about 
them or write to us. Switch to UNIVERSAL for all household 
and garden sprayers, it's by long odds the best line to handle. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 
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"Jimmie Hardware’ Puts a Punch 


In Carlsbad Hardware Co. Ads 





Identification illustration personalizes firm's 
advertising. Device will be used on the company 
letterheads, statements and other stationery. 


is following through with the idea letterheads. statements and_ sta- 
A\ stort time afte 


and is using the same cut on his tionery. 


Robert B. Nelson purchased Carls- 





bad Hardware Co., Carlsbad. Cal. 
he began using a small identifica- 

tion cut on his newspaper adver- Car S gd Har ware Co 
tisements of a man nailing shin- a 
gles to a roof. 

Mr. Nelson started the phrase 
“Jimmie Hardware Says” with 
this cut. Within a few weeks after 
the cut first appeared in Mr. Nel- 
son’s ads it began to show its in- 
fluence. The ads showed more 


pulling power, with people phon- Next to the Carlsbad Theatre 


ing to inquire about items in the 


ads. N e . 
Learned Its Value See our complete line of bicycles, 


a sarned abou le value o 1 
soins : econollgg bs pi tricycles, wagons and doll buggies 


its advertisements during the only oi . 

job I ever had away from the at competitive prices. 

hardware business,” says Mr. Nel- 

son. “After | came out of the ser- 

vice | went with a real estate A SMALL DEPOSIT WILL HOLD ANY 

agency. I learned that the agency ’ 

had paid an artist to draw a spe- ARTICLE "TIL CHRISTMAS 

cial identification figure for them. 4 ‘ 
“Whenever people saw _ this 

identification mark they associated AUTHORIZED DEALER FOR 

it with that particular real estate 

agency. 


““When I returned to the hard- QUAKER OIL HEATERS 


ware business,” Mr. Nelson added. 


























“I determined to profit from this a 
lesson.” ; 

“ a We try to supply the wants of our Community at 

1 « iVeIso Sé Ss S customers . . 
commented on his “Jimmie Hard- Fair Prices. 
ware” figure. They told him it BS | 
helped them identify his advertise- ‘ ; net i’ 
ete lake th newspaper same. We A typical ad showing how "Jimmie Hardware" is used. Usually he is 


quoted making some pertinent remark about the advertised article. 
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Dr. Edwin G. Nourse's 
Address 


(Continued from page 218) SALES-MAKERS FOR You 


ness as it stands, with whatever 
handicaps there are, with what- “ha 
ever circumstances are provided 
by them, and not face the prob- 
lems if those are not being 
promptly and fully met. They do 
not face the possibility that there 
is perhaps something wrong in 
the conditions which are supplied 
by the government? They say 
or imply “If it isn’t done it indi- 
cates an unwillingness, a_ stu- 
pidity and an inability on the 
part of private business to ac- 
complish it, and thus the govern- 
ment must step in.” 

Don’t forget that the expense 
bill which provided for a very 
considerable expansion of public 
control, although not passed, has 
not been buried and has not 
been abandoned. It was followed 
by the Murray Economic Expan- 
sion Bill, which is still more am- 
bitious in its character, still 
more impatient in its proposal 
that the government come in to 
bring this promise to _ pass, 
rather than have government 
working under the system of pri- 
vate enterprise, under free gov- 
ernment, to find ways in which 
these things can be solidly 
brought to pass by private enter- 
prise. 








The Price Situation NOW ELECTRIC DRILL BITS BY GREENLEE 
We very obviously are not go- 
ing to do. as Mr. Warren Hard- TO MEET A BIG NEED... BUILD EXTRA SALES FOR YOU 


ing said at one time, “go back 





to normalcy.” We are not going Again GREENLEE leads out with the newest in tools to match 
to go back to the pre-war co. the tempo of today’s more efficient building methods. These new 
situation. A lot of things ave GREENLEE Electric Drill Bits meet a great need of carpenters 
been done in our system which awe PP TS, Aas, ey 
and other woodworkers using %-inch electric drills for boring /2-inch 


have a sort of ratchet mechanism 
—you can move them forward, 
but you can’t move them back. 
If we should try to go back to 
this old level of prices, we would 
disrupt all of these arrange- 


or smaller holes in soft or hard wood. They fit electric drills perfectly, 
stand up under long hard work, do the job quickly 

and smoothly .. . replace old makeshift methods, provide the 

“right tool for the job.”’ Solid-center twist; single-cutter, 

extension-lip type head with outlining spur; no pressure required. 


ments that have been built up Destined, we believe, to become “‘standard equipment” 
now over a period of nearly 10 for skilled craftsmen everywhere. Available in sets of five, packaged 
years. And so our problem is to as above, or in individual sizes. Ask your jobber or write 
get a workable set of price-wage- Greenlee Tool Co. for details and prices. 


cost relationships at whatever 


level of price will prove to be 
stable, to represent a true eco- TOOLS FOR CRAFTSMEN 


nomic adjustment in the light of 

these changes that have been GRE. NLEE 
made, which will enable us to 

manage that enormous debt, to 


accomplish the reasonable prom- 
STOCKED BY LEADING WHOLESALERS 





ise—and it’s a high promise— 

of American life. But do not do The Greenlee Line also includes: Auger Bits * Expansive Bits * Bit Extensions * Chisels and 
it with mirrors; do not dream Gouges * Turning Tools * Draw Knives * Automatic Push Drills * Spiral Screw Drivers and 
the problem away, but recognize many other high-quality tools. Greenlee Tool Co., 1804 Herbert Avenue, Rockford, Illinois. 
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|Z MARQUETTE 


% With Features People Want Most 
% Highest Quality . .. Yet Priced Right! 


MODEL AT8C It's a streamlined beauty, 
incorporating the very latest in Design, Freezing and 
Refrigeration. Features the latest Full Door design 
and is completely refrigerated from Top-To-Bottom. 
Large Frozen Food Compartment and extra roomy 
shelf area combine to make it one of the most popu- 
lar Marquette Refrigerators. 


Large Across-the-Top Freezer . stores 42 
pounds of Frozen Food plus 28 Ice Cubes. The 
flexible Aluminum Ice Cube Trays feature Polyethy- 
lene Plastic Grids. 


Roll-A-Grip Latch ... a gentle pull on the handle 
opens the door. Fingertip pressure automatically 
closes door with the Roll-A-Grip silently pulling the 
door tightly shut. 


Full-Width Vege-Crisp Drawer . . . Keeps Fruits 
and Vegetables fresh and crisp. Glass Cover Shelf 
conserves moisture and gives good visibility of con- 
tents. 18 quart capacity. 


"Pancake" Type Tecumseh Compressor .. . the 
most modern, efficient and QUIETEST Compressor 
ever developed. Small in size, a Giant in Perform- 
ance. Internal spring mounted. Statically cooled. 
Hermetically Sealed and Permanently Lubricated. 


Other Features . . . Dependable 7 position Cold 
Control. Full 3-inch Fiberglas throughout. High- 
Baked DuPont Dulux exterior and extra-durable, newly 
developed Dulux interior. 


WRITE TODAY for Bulletin R5497 
It describes the popular Marquette AT8C Re- 
frigerator. We'll send you the latest details on 
the fast growing Marquette Line of Quality Home 
Appliances 

















MODEL ATS8D, 8 cu. ft. 
16 sq. ff. Shelf Area 








MODEL U85C, 8/2 cu. ft. 
15.2 sq. ft. Shelf Area 

















MODEL U8SH, 8/2 cu. ft. 
15.2 sq. ft. Shelf Area 






APPLIANCES, Inc. 
Minnesota 


MARQUETTE 
Minneapolis 14, 


the problem is there; go out 
and take its measure and take 
our coats off. Let’s spit in our 
hands and, in our several ¢a- 
pacities, do the things that are 
necessary to bring true economic 
adjustment to pass. 

A year ago I addressed the 
Executives Club in Chicago. And 
at that time I took the title, “The 
Gentle Art of Disinflation.” | 
was talking essentially to them 
on this. We have had the infla- 
tionary upsurge of the war and 
postwar period. Now some things 
have been unduly inflated, some 
have lagged behind. We've got 
a process ahead of adjusting 
that price-income system to a 
new basis. I used the simile of 
what you do to your tire in fast 
driving and hot weather, per- 
haps at a high altitude—you find 
that your pressure goes up, and 
the wise man applies the gage 
carefully. He estimates what is 
the safe and desirable pressure 
for the conditions that he is 
meeting, and thoughtfully, in- 
telligently, under control, makes 
that adjustment. He doesn’t let 
nature take its course until that 
pressure builds up and he has 


a blowout and goes into the 
ditch. 

Now, that seems to me the 
threat that inflation creates. 
And the thing which we are 


called upon to do, as a people 
who think we have a lot of busi- 
ness know-how, is to do as good 
a job between companies, as we 
are doing within companies; to 
do as good a job on the economic 
side, on the price adjustment 
side, as we are doing on the tech- 
nological front every day. We 
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have those resources and we can 
use them if we will put eco- 
nomics above politics and if we 
will put the general welfare 
above our particular pressure in- 
terests. 

I addressed that same club sev- 
eral weeks ago, and I chose for 
my topic the title, “The Inter- 
rupted Process of Disinflation.” 
Last spring we were in a little 
recession; we were really squar- 
ing up to the coming of compe- 
tition, which was necessary to 
get onto a permanent working 
basis. Then we got some of our 
inventories liquidated, and when 
the fall season came on, and 
that inflationary pressure was 
being exercised from the govern- 
ment side. Business, and labor 
and agriculture, were all in- 
clined to take that easy policy, 
“We guess it ain’t goin’ to rain 
no more; we guess we don’t have 
to worry about inflation or re- 
cession.” 


Process Resumed 


But as I see it, the infla- 
tionary process has been re- 
sumed, and that is the basic 
threat which faces this country 
at the present time. 

Now, economists can go into 
very long and very intricate dis- 
cussions of monetary theory and 
fiscal policy and the nature of 
inflation, etc. But I think the 
essentials of it come down to 
rather simple terms. This infla- 
tionary process which constitutes 
a threat, is of two parts: One 
I call the private or market 
process of inflation, and the 
other I call the public or fiscal 
and monetary aspect of infla- 
tion. So, it’s a two-horned 
threat which I think we face 
from here on. 

The danger of the inflationary 
process in the private or market 
sector comes from the use of 
power or. strategic position. 
You’re dealing with it your- 
selves from day to day—with 
the increase of wages passed on 
in an increase of prices and with 
prices moving up until those 
wages are inadequate, profits 
are inadequate. Wider margins 
are all that are required and the 
spreading moves as long as you 
can get a response in that di- 
rection. 

Now, we’re right in the midst 
of that spiral at the present 
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time. We’ve had a new coal 
settlement. We have had a new 
steel settlement. We have had 
a partial automobile settlement, 
and an automobile strike on at 
the present time. This comment 
was made to me in an industrial 
section of northern Ohio yester- 
day, “Yes the coal settlement 
cost 30 cents a ton. But the 
price of coal went up a dollar a 
ton. Where did the other 70 
cents come from?” 

Perhaps those who made this 
adjustment judged that the mar- 
ket would stand that kind of an 
advance. But the market will 
not stand such boosts without 
limit. There is a_ resistance 
point. And I think that re- 
sistance point, of which we saw 
some signs a year ago in that 
bit of a recession, is with us 
right now, in spite of the fact 
that spring conditions this year 
look very promising. 


Purchasing Agents 


I pay a good deal of attention 
myself in reading the weekly 
bulletin of the National Associa- 
tion of Purchasing Agents. Now, 
those are men who are realistic. 
They are hard-bitten; they are 
experienced; they are well- 
trained. They are right out on 
the firing line where they see 
how prices are moving and what 
you can do and what you can’t 
do. Their reputations and their 
jobs are at stake. They are go- 
ing to be judged on whether they 
size up the situation correctly or 
not. And I noticed, in reading 
this week’s bulletin, as I have in 
some other recent ones, the re- 
peated references to the limita- 
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tions which are being found; the 
fact that you cannot push prices 
ahead as this new push is put- 
ting 
ing resistance in the market 
You know of this development in 
the television field. Some of you 
probably deal in electrical appli- 
ances, and you know how it’s hit- 
ting them. I think there is, but 
still it’s disguised at the moment 
in the housing field. 

And that, through your hard- 
ware business, of course, comes 
back to your interest. I think it 
is quite possible to exaggerate 
the amount of further respon- 
siveness that this market has to 
the rise in materials prices, the 
passing on of higher wages, 
wider margins, of higher prices 
to the consumer, and still accom- 
plishing the other purpose which 
must be accomplished, namely, 
to get continuous prompt absorp- 
tion and pay for the volume of 
goods which we are capable of 
producing with a fully employed 
labor force, with the efficiencies 
which have been built into our 
system. 

I cannot see that we have 
faced that problem. I think that 
the only way of facing it will be 
by that frank, well-informed, cut 
and try method of disinflation. 
Relying upon the further push- 
ing of added costs into the cost 
sheets of the manufacturers and 
over to the retailers cannot go 
on indefinitely in the retail mar- 
ket. It is a thing which is going 
to come to a showdown possibly 
before the year 1950 is over. 
We can not, I think, coast along 
much longer. 

We have several artificial fac- 
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tors in that picture. One, un- 
questionably, is the level of agri- 
aultural supports. And yet, in 
spite of all the patchwork and 
all the log-rolling and all the poli- 
tics Which is played on it, I think 
every thoughtful citizen recog- 
nizes the leveling of agricultural 
income from here on must be 
down rather than up. We know 
there is a temporary support in 
the GI insurance funds, which is 
more encouraging at the present 
time—three billion dollars of it, 
in the main, hot money. It is be- 
ing spent promptly. It is a part 
of the prosperity that we are 
getting at the present time, but 
something which we know will 
not continue. 

It is a curious thing that the 
automobile industry, for rea- 
sons Which are different in dif- 
ferent companies, is pushing 
production at a record rate. The 
automobile industry has set a 
target of three and a half mil- 
lion units for this first half 
year. Does anyone in his right 
mind suppose that the market 
will absorb seven million units 
a year in 1950 and 1951 and 
1952? The road and parking 
places wouldn’t handle them, 
even if the people would buy 
thm. There are limitations 
there. 


Market Adjustments 


My point is that in these mar- 
ket adjustments we don’t want 
to simply go on with a Polly- 
anna attitude. We must recog- 
nize that we are coming to a 
changed set of circumstances 
and we've got to give recogni- 
tion to them whether we like it 
ornot. If we deal with it like the 
man adjusting his tire in ad- 
vance, and with things under 
control, we can avoid catastro- 
phe. But we can’t go sailing on 
and let that process of inflation 
from the market side continue. 
It is bound to bring a reckoning 
at some time. 

No economist can predict the 
precise time or precise way 
these things will happen. If he 
attempts to do it, I think he is 
acharlatan. But we can recog- 
nize the nature of the process 
Which is under way and the 
things that we have to study, 
that we have to face and with 
which we have to deal. 

Now, for just a moment, I 
Want to pay my respects to the 
other phase of this threat, which 
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is also of an inflationary charac- 
ter. I believe that thoughtful 
people, economists, businessmen, 
and everyone, are pretty gener- 
ally recognizing at the present 
time that the budget must be bal- 
anced. Then we began to quibble 
and complain and give alibis as 
to when and how it is to be bal- 
anced. But I note more general 
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saying, “Since we can’t bal- 
ance the budget every year, we 
will be complacent about the lack 
of balance which took place in 
fiscal 1949, about the still larger 
lack of balance which is taking 
place in fiscal 1950, and the prac- 
tically same-sized deficit or lack 
of balance which is being 
planned for ’51. That budget 
message was presented as sound 
and progressive financial policy 
for the United States”—a deficit 
or lack of balance of like propor- 
tions for the next year. 


A Sound Idea 


Let’s give the Administration 
credit for having a sound idea 
and saying, “The budget must 
be balanced over a reasonable 
period of time, taking account 
of the ups and downs of busi- 
ness,” the first proposition is 
that in a period of great pros- 
perity you would get a budget 
surplus. It’s the sort of thing 
you do in your own business 
affairs. If you have uncertain- 
ties and dangers and extra ex- 
pense piling up ahead, you ac- 
cumulate a reserve or at least 
you get yourself in a good solid 
and strong credit position. But 
what happened in that inflation- 
ary period after the war? We 
went along and, for a couple of 
years, did have a modest trea- 
sury surplus. But on the 30th 
of June, 1949, Secretary Snyder 
reported that in that culminat- 
ing year of the postwar in- 
flationary boom he not only had 
not produced anything of a trea- 
sury surplus—we have not done 
anything to show that we actually 
can manage and live with this 
gigantic debt that we inherited 
from the war—but, in that year 
there was a treasury deficit of 
almost two billion dollars—1.8. 
And then, looking at those facts, 
the Congress completed a budget 
for this year which promises the 
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country a further deficit of five 
and a-half billion dollars. And 
they have now had presented to 
them as an executive policy, a 
recommendation for a promised 
deficit of 5.1 billion dollars. I’m 
pretty sure that it will probably 
turn up to seven billion dollars 
for the next year. 

Now that was, as I called it 
at the time of my resignation, 
“slipping into deficits as a way 
of life.’ It’s not recognizing 
that we have a national debt 
which we couldn’t avoid and 
meet our reponsibilities in the 
war, but that we now have to 
live with, not by  temporiz- 
ing and not by saying that “it 
doesn’t make any difference; it’s 
so big that five billion more won’t 
wreck us.” 

And I have heard that argu- 
ment presented by high officials 
directly to the President. Where- 
upon I said, “I think Mr. Presi- 
dent, you are being given an un- 
duly complacent picture. You 
are being encouraged to take 
inflationary shortcuts which may 
carry us along on a joyride for 
a short time, but they don’t solve 
the problem nor put us in a con- 
dition for the long pull.” 


Matters Are Complex 


Now, as I said, those matters | 


are pretty complex. I am very 
sorry to say that there are a lot 
of economists, at the present 
time, who say that the new econ- 
omy indicates that this is a road 
of safety and progressivism. We 
can go ahead on this. They 
say that old fuddy-duddies like 
Nourse shouldn’t be so worried 
about it. All right, I’m a fuddy- 
duddy! But let’s just ask the 
question: “How does the thing 
work?” Of course, we can go 


along as we have been going, | 
under the conditions of a sellers’ | 
market, passing some of these | 
things on and continuing with a | 


general process of inflation even 
though it gets parts of the sys- 
tem badly out of balance with the 
others. But sooner or later we 
come to the point—and I think 


we’re coming to it now—where | 


you get caught up in your basic 
industries — steel and automo- 
biles are good cases. And then 
you have to face the question of 
the permanent adjustment and 
the element which comes in at 
that point. The reason which 
seems to me to vitiate this con- 
fidence is the plans that are be- 
ing made at the present time. 
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There is considerable question 
as to whether the spending of 
business will go confidently for- 
ward in this coming year. Well 
now, what would stop it? Noth- 
ing, I think, would stop it more 
seriously, more permanently, 
more disastrously, than a feeling 
of lack of certainty, or growing 
uncertainty, as to the character 
of the fundamental money unit, 
the dollar, in which our business 
has to be conducted. 

And that’s why I say, although 
we have coasted along and we 
have not had to face the issues 
up to the present time, in my 
analysis of the problem my an- 
swer to those who are complacent 
about this would be to say that 
they are building up underneath 
uncertainties as to this situation 
which, at no distant time in the 
future, are going to become the 
decisive factors in our picture. 


Two Possibilities 


Now, let’s take the mechanics. 
There are two possibilities. No 
one can say how 150 million 
people of all grades of economic 
literacy and illiteracy, and of all 
amounts of business know-how 
and/or lack of it, are going to 
behave. But if I am at all cor- 
rect in analyzing the situation 
which has been built up, we stand 
now at the point of interrupted 
disinflation or renewed inflation, 
or the succession of large budget 
deficits ahead, where, as_ the 
phrase goes, “It’s about time for 
inflation to take.” Perhaps you 
are familiar with that expres- 
sion. People have commented all 
along, “Well, there’s certainly a 
lot of inflationary forces around 
here.” 

But it hasn’t taken. A better 
phrase perhaps is, that it hasn’t 
gotten out of hand. Now, the fact 
that it hasn’t gotten out of hand 
in this period when we are still 
in some substantial areas in a 
sellers’ market and when we had 
the artificial supports of the sub- 
sidies that we have had, doesn’t 
mean that we can go on indefi- 
nitely. And I think that we can 
see, possibly in 1950, the actual 
realization in broad consumer 
action, in broad business spend- 
ing action, this uncertainty as to 
the inflationary process. 

Now, what would happen if 
the public should really think 
that the value of our currency is 
going to get actually out of 
hand. You will have a flight 


280 Allen Street 





%& WINDPROOF 
LIGHT 


% STREAMLINE 
DESIGN 


%& RUGGED 
BUILD 


SELL AIR PILOT 


THE LANTERN THAT 
MAKES GOOD ON THE JOB 


For More AIR PILOT Facts, write 


EMBURY MANUFACTURING CO. 


Warsaw, New York 


Your BEST BUY is 


gy » CUT 
/ STEEL 
/ | | | GEARS! 


Model L f 18” and 21” 
F.O.B. Factory MODELS 
BRIGGS 
and 
STRATTON 
Powered 


Precision built: cut STEEL gears 
rugged all-steel construction 
Truly, the very finest in power 
mowers. Ask your jobbér or write 
us for complete literature on all 
hand and power models—AND our 
profitable 


DYNASWEEP LAWNSWEEPERS 


LAMBERT PRODUCTS, INC. 


515-531 Hunter Ave., Dayton 4,0 
JOBBER INQUIRIES WELCOME 
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from that currency. You read 
that, time and again, with refer- 
ence to European’ countries. 
There was a flight from the 
pound. What does it mean? 
When they get uncertain about § 
a currency, they try not to hold 
the currency, but to hold some- 
thing else. 
Flights of Currency 

You know very well that there 

is no likelihood of a flight from 


the dollar into the pound or into 

the franc. There’s no place to go 

in terms of currency. But that 

does not mean that uncertainty 

may not result in a flight from KESTER METAL MENDER 
the dollar, which would be a | 

profoundly disturbing factor to ) 

come into our business at the i oil The handy size of acid-core solder 

present time. 

I’ve heard business men talk- 
ing about the possibility of a 
new inventory boom before 1950 in a new eye catching counter 
is out. What would it mean? It 
would simply mean that your : nas 
purchasing agents, you business oe eae will grab for this item. 
people all along, would say, , Also available in the 
“Well, apparently prices are go- 
ing up and going up at an ac- 
celerating rate.”” The more you Solder (Plastic Rosin- 
expect them to go up, the more Core Solder). 
you would try to accumulate 
commodities on the present price 
basis; end you would have an 
inventory boom which would 
be a sign of uncertainty which 
was demoralizing our system. 


that is in such demand for household 


use. This fast 25c seller is packed 


display carton. Your customers 


handy size is Kester Radio 


Another one, and as I have 
been going about the country, 
people have come to me and said, 
“Well, Dr. Nourse, do you think 
that real estate is the best hedge 
against inflation?” Now, what 4 a . 
does that mean, when somebody y. KESTER 
says ‘a hedge against infla- 
tion’ ’’? It means that he’s think- METAL MENDER 
ing about trying to get a flight 
from the dollar into something 
else. And if they all go to buying FREE OFFER 
farm land, we’ll have a farm land Send for your free 
boom such as we had before the supply of Kester’s 
break of ’29. Or we'll have a big new soldering 
city land boom like the one they booklet, “Soldering 
had in Miami also preceding the Simplified.” 
break of 1929. 
There is a possible pattern of 
behavior when people become un- 
certain about the dollar. Every 
time the stock market starts to 
break loose again, I say, “Oh, oh. 
Do these boys think they are so KESTER 
quick and nimble that they can 
get in and ride a stock market SOLDER 
boom and get out before it 
crashes?” Well, if so, they could 
repeat something which we saw KESTER SOLDER COMPANY 
in 1929. Most of them would be 4201 Wrightwood Avenue, Chicago 39, Illinois * Newark, New Jersey + Brantford, Canada 
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getting out while it was crashing 
and would contribute to the 
crash. Those are possibilities. 

We are in a very delicate sit- 
uation—even the government 
people have commented on this 
—as to the level at which busi- 
ness is spending for moderniza- 
tion, for expansion, for growth, 
for this progressiveness which is 
a part of the promise of Ameri- 
can business. What would blight 
it more than a sense of uncer- 
tainty, about the dollar? As the 
common saying goes, there is 
nothing so nervous as a million 
dollars. I suppose it would be 
better to say now, “except a 
billion dollars,” which is a 
thousand times as nervous as 
a man who is trustee for a mil- 
lion dollars. And we have multi- 
billion dollar corporations. We 
have single plans announced by 
individual companies which run 
to half a billion dollars. 

Now, when people are trustees 
for that kind of money and they 
are uncertain as to this situation, 
business men as I know them are 
not going to be confident and ven- 
turesome and step out to make 
a system of private enterprise 
develop vigorously, and realize 
the promise of American busi- 
ness. They are going to be cau- 
tious. It’s typical. If the presi- 
dent doesn’t feel it, the controller 
will make him feel it. “Well, we 
better hedge. We better not com- 
mit ourselves to that amount 
until we see which way the cat 
is going to jump.” 

So if I am right—and the con- 
ditions that are developing are 
those which lay the foundation 
for broad uncertainty on the part 
of consumers, business people, 
farmers — everyone throughout 
the community. Two things 
could happen. One, they could 
try to beat the inflation game 
and give it a final whirl and a 
crash; the other, they could take 
the cautious course and say, “Be- 
cause of this uncertainty we will 
hold back on business develop- 
ments.” And thus, they could 
simply dry up the present period 
of prosperity and they could 
have the danger of being over- 
cautious, of simply stifling the 
promise of our business. 


Show Down Approaching 
Now, as I said, I don’t believe 
in prophesying. I’m not saying 
that any one of those things will 
happen in any particular way at 
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any particular time. There’s just 
one thing I’m saying to you: 
That I think that those threats 
to the promise of American busi- 
ness are vital. They are immi- 
nent. They are bringing us to a 
show-down right now. And I 
don’t want to end on a negative 
note, because when I have talked, 
frequently people have come up 
afterwards and said, “Well, sure, 
but what can we do about it?” 


Things to Do 


Well, there are several things 
that you can do about it. And 
there are more things that you 
can do about it in an election 
year than in a non-election year. 
There are a good many people in 
Washington who, if you talk to 
them about these problems of 
good national housekeeping, say, 
“Sure, we understand that. But 
this is a representative govern- 
ment. And as long as it is the 
pressure groups, the subsidy 
boys, the ‘gimme’ boys who are 
down here and putting the pres- 
sure on us, or are threatening us 
with non-election if we don’t do 
these things, those are the peo- 
ple that are going to be repre- 
sented. 

“And if at any time we, in our 
mail, in our visits, in our tele- 
grams, and in what we hear when 
we go out and put our ear down 
to the ground, find that our peo- 
ple realize these dangers and 
vote for men who will stand 
up and act on the basis of sound 
economics, as trustees of Ameri- 
can business and American wel- 
fare, when we find that that 
is the spirit of the people, then 


JOHN S. TOMAJAN 
The Washburn Co. 


AHMA 
ADVISORY 
BOARD 


we will act in response to it.” 

And it’s going to be very im- 
portant in the fall of this year— 
1 needn’t try to familiarize you 
with conditions in the State of 
Ohio, although there is a par- 
ticular instance that could be 
cited. There is one no less im- 
portant as a testing of the 
quality of American citizenship 
and intelligence coming up in 
the State of Iowa. 

To use the old phrase—“‘As 
goes Maine, so goes the nation.” 
I think if I could look into a 
crystal ball and know what Iowa 
is going to do in the issue that 
is put up, to them on this basis 
of representative government 
this year, and what Ohio is go- 
ing to do, I think I could give a 
pretty good guess as to whether 
this country is, in the next few 
years, going to get back to a 
basis of making a system of pri- 
vate enterprise work under a 
system of free government, or if 
we are slipping over into easy 
courses, into subsidy bases, into 
pressure group government, and 
into log-rolling among subsidy 
hunters. 

If it happens it will be some- 
thing. The threat that I have 
talked about will be realized. The 
promise, which we know is there, 
will not be realized. 


Up to Business 


And so it’s up to the business 
people, to business sentiment, to 
citizens and to the sentiment of 
political communities this year 
to give the answer of whether 
we get the promise or the threat 
gets us. 





HERBERT P. LADDS 
National Screw 


& Mfg. Co. 
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Fred N. Hall's Address 


(Continued from page 214) 

his weekly drawing account, or 
$2,500 quota weekly, $65,000 for 
six months and $130,000 for the 
year with a selling cost of 4 
pet which if doubled as in the 
previous example would reduce 
the selling cost to 3 pct. 

The plans go on up to “30” 
and “35.” A top salesman on 
Plan W-8-35, has a drawing ac- 
count of $150 weekly and a 
quota of $5,250 and a selling 
cost of 2.8 pct. When he gets 
into action and averages about 
$8,000 per week his earnings 
increase proportionately and the | 
selling cost is reduced to 2.5 pet. | 

This is an incentive plan pure 
and simple and where you do 
not cost your charges we recom- 
mend it as the best and simplest. 


Sales Honor Roll 


We have further incentive 
plans that work exceedingly well 
with our sales force. One is 
what we call the sales honor roll. 
Every salesman has a quota 
based upon what he is willing 
to work for and the amount we 
can allow as a selling cost. The | 
wage he wishes in the beginning 
is balanced off with a quota and 
a reasonable selling cost. 

We offer to the salesman who 
exceeds his quota by the great- 
est percent $10 cash and his 
name will appear on our bulle- 
tins at the end of each month, 
as soon as we get the sales fig- 
ures, as No. 1, top man. For 
the man who is second, whose 
sales exceed his quota by the 
greatest percent next to the top 
man, $5 and his name will be 
No. 2 on the list on the next to 
the top man. 














A. H. DEVENEY 


A. H. Deveney & Co. 
Old Guard Secretary-Treasurer 
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This is 
what you call 


RACK-ing 
Up 
Profits 


$463.00 gross profit 
from 3 sq. ft. 











The new display racks designed for 
Worthington QD Junior V-Pulleys and 
Worthington-Goodyear FHP V-belts . . . 
are scoring high in the profit column. 


More sales from less inventory 
more profit from less space . . . that’s the 
secret. The Pulley display takes up just 
11% sq. ft. of counter space—in back are 
storage shelves. And the belt display, 
occupying only 14% sq. ft., carries a sufh- 
cient assortment to handle over 70% of 
FHP requirements—no dead stock. 

From only 3 sq. ft. of counter space, 
dealers are averaging $324.00 gross profit 
based on four turnovers. 

Contact your local Worthington jobber* 
and send the coupon for more informa 
tion on the bigger profits with Worthing- 
ton FHP Profit-Maker assortments. 

*1f you are a jobber, you’re welcome, too, 
to investigate the profits in Worthington- 


Goodyear. 


A Complete V-Pulley and V-Belt Business in 
Less Space Than V- Belts Alone Usually Need! 


WORTHINGTON 


FoR * 


V-PLLLEYS 








Worthington “Profit-maker"’— compact, 


—" dicola nd-st age rack 





‘ play-and-s 
cuts inventory cost 75% due to inter- 
changeable feature of QD Jr. hub and 
pulleys. 





New, Convenient, 
Correct Way to 
Measure V-Belts 

Beltmet es outside diameters 


—you can match replacement belts 
exactly. 








Worthington - Goodyear SerVomatic — “help- 
yourself” display. “Space Miser” packaging 
reduces belts as long as 100 in. to overall 
packaged length of 15 in. Sizes clearly marked. 
Clear-vision inventory strips. 


WORTHINGTON 


— —_—s—_. —— 
—Sa aan 
Sa 


MiNi ISS 


Worthington Pump and Machinery Corporation | 
MVD Sales Division, Dept. N853, Buffalo, N. Y. 


Please tell me how | can make higher profits 
with Worthington V-Pulleys and Worthington- | 


Goodyear V-Belts. | 

I ret eh ee eth ea cd as ee | 

ii cists actamiaies | 

ADDRESS. ccccccccccccccccccccccccceccccccccocce | 

ih ibe aban es eeeren arenes anend 
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GOOD NEWS 
TRAVELS FAST 


Perfect performance of these 
heaters makes owners praise 
them highly to others. This plus 
our right price means more sales 
for you—and more profits. 





These quality vented circulators, built to sell 
at the right price, are chalking up new sales 
records all over the country. Available in 
from | to 5 room sizes with or without radi- 
ants. Approved by A.G.A. testing labora- 
tories for all types of gases. Available with 
all varieties of accessories and automatic 
controls, 





Radiant models have pyrex glass fronts 
allowing complete vision of radiant glow. 
Extra equipment includes 100% automatic 
safety pilot, non-electric thermostat and 


the combination thermostat and safety 


pilot (Unitrol) at extra cost. 


Write us today for descrip- 
tive literature and name of 
your nearest distributor. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 
QUALITY SINCE 1891 
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We never use sales figures or 
percentages on our bulletins. 
Each salesman can tell how well 
he has done by his position 
above the honor roll or how poor 
he has done by his position 
below the honor roll. This is a 
fair contest because the sales- 


man with the largest quota 
stands as good a chance as the 
man with the smallest quota. 


The inside man stands as good a 
chance to win either the $10 or 
the $5 as an outside salesman. 
Regardless of the sales plan 
you use we _ recommend the 
Sales Honor Roll as a method to 
develop top salesmen, if you 
have the material, if your men 
have the makings of top sales- 
men, because it puts them on 
their toes and keeps them there. 
It takes up the slack, it elim- 
inates the idleness, it creates 
friendly rivalry. Jt works! 


Collection Honor Roll 


Finally, we have a Collection 
Honor Roll. Since our capital 
is limited and we have to “Sell 
so we can collect and collect so 
we can sell’ a collection Honor 
Roll is announced from time to 
time wherein we furnish every 
salesman with a list of his past 
due accounts and offer $5 cash 
and the No. 1 position on the 
collection Honor Roll if he col- 
lects 40 pet of his past dues 
during the first 10 days, $3 if 
he collects 35 pct during the 
second 10-day period and $2 if 
he collects the remaining 25 pct 
the third 10-day period. In this 
way, we collect our money and 
seldom have more than 10 pct 
of our receivables past due. 

Our Collection Honor Roll 
Bulletins have: the same appear- 
ance as the Sales Honor Roll 
3ulletins and again it is the 
position, one, two or three, top 
or bottom that counts. 


Another Noble Plan 


I can also suggest what might 
be called the Master Incentive 
Plan, a plan that might be used 
by individually owned or closely 
held companies (we _ actually 
know of one) a plan, where the 
owners only wanted 6 or 10 pct 
return on the invested capital 
and requested that the remain- 
der of the net profit, after taxes, 
be distributed to the employees 
percentage-wise on a basis of 
their compensation. Such a plan 
is a true test and the greatest 
of all employee incentive plans. 





Ask Any Craftsman 
What He Asks For? 


He'll Soy — 






































Because Empire Levels, 
nationally advertised, ore 
known the country over 
for extreme accuracy, and 
because Empire Levels 
hove MORE and BETTER 
working features. 
a 


This Means 
HIGHER LEVEL 
SALES FOR YOU! 


Empire Levels are - a z J 
types, to meet any requirement for car 
penters, masons, homecrafters, or any ‘ee 
mechanics that need a level In aluminum 
alloy or wood frames, with or without 25 
Empire adjustable vial cases 

Make sure you're ready when particular crafts 
men ask for an Empire Level, Order now from 
our Jobber, or write direct for complete in- 
formation 


10930 POTTER ROAD 
MILWAUKEE 13, WIS. 


the 4 ways 
“Easier to Sell” line 


CHICAGO 


“Safety Plus” Hexagon 
Head Cap Screws 


® Constant Demand—The constant de- 
mand for the “‘Chicago’’ line makes It 
easier to sell—it’s the line for replace- 
ment used in original assembly in al 
flelds of manufacture. Why? 

© They're Stronger—More uniform—give 
a perfect nt for every replacement need, 
and... 

© They Cost Less—They fasten faster 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them “‘easier to sell.” 

© Better Service—Increased “Chicago” 
plant facilities and production means 
“round the clock” service, higher quality, 
better packaging, and a more complete 
line. Yes, here is a greater profit line for 
you to feature—all four ways. 
Remember to ask for these ‘*Chicago” 
products from you hardware distributor 
Hexagon Head Cap Screws, Steel and Brass ° 
Square Head and Headless Cup Point Set Screws 
© Semi-Finished Hexagon Nuts, Steel and Brass ° 
Hexagon Castellated Nuts ® Fillister and Flat Head 
Cap Screws * Taper Pins ® Milled Studs ° 
Socket Head Cap Screws ® Socket Set Screws ® 
Socket Pipe Plugs ®* Stripper Bolts or Shoulder 
Screws © Square Head Dog Point Set Screws 
© Keys, Assortments and Kits 


The CHICAGO SCREW COMPANY 


2509 WASHINGTON BLVD, BELLWOOD, ILL 
Establi 
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John W. Sheffield's 
Address 


(Continued from page 201) 


during the war. However, we dis- 
covered that an _ experienced 
trucker could do a better, more 
efficient and less expensive job. 
In other words a good hardware 
man doesn’t necessarily make a 
good transportation man. 

When we discontinued the 
ownership of the trucks, you 
might think that we also elimi- 
nated most of the gripes and the 
bad points of our delivery setup. 
Such wasn’t the case. 


Remaining Headaches 


The following are just a few 
of the headaches that remain: 

1. Contract trucking is un- 
economical if over 100 miles dis- 
tant. 

2. We can deliver on only three 
days—Monday, Tuesday and Fri- 
day, thus some customers get 
good service, some very poor ser- 
vice. 

3. Some merchandise is re- 
turned without authority. There 
is a tendency to double ordering 
and returns, Actually some deal- 
ers order just to look at the mer- 
chandise and then return it on 
the next trip. Some actually try 
to return goods purchased from 
our competitors. , 

4. There is a tendency to buy 
heavy and low profit merchan- 
dise from us and to buy light and 
profitable merchandise from 
other distributors from whom 
the dealer has to make his own 
pick-ups. 

5. Some local ordinances pro- 
hibit the use of trailer trucks 





GEORGE H. HARPER 


Old Guard Advisory Board Chairman 
and Secretary-Treasurer of X-Club 
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... for your customer 
and YOU, too! 


Yes, a great deal for your cus- 
tomer... because Heller ham- 
mers and trowels mean better 
performance, easier handling, 
longer service. 

And a good deal for you... 
because every Heller tool 
you sell identifies you as 

a quality dealer. Builds 

business. At a nice 
profit! 


OCTAGON PATTERN NAIL 
HAMMER No. 530 


Alloy steel, drop forged, 
fully polished. Weight, 16 oz. 
Clear lacquered, semi-octa- 
gon, selected white hickory 
handle, with rounded grip 
for comfort. 





MACHINISTS’ BALL PEIN HAMMER, No. 802 
Highly polished and baked enamel finish. Weights from 
2 oz. to 3 Ibs. Drop forged. Clear lacquered, selected white 
hickory handle. 
“MAJESTIC” PLASTERERS’ FINISHING TROWEL 
Light weight. Hi-grade spring steel blade. Aluminum alloy 
mounting. Smooth basswood handle. Sizes: No, 315-A, 4%” 
x 11”. No, 315-F, 4%” x 11%”. 

“MAJESTIC” BRICKLAYERS’ TROWEL No. 45-B 


London Pattern — Narrow. Blade, post and tang forged in 
one piece. Tempered, taper ground and polished. Hardwood 
handle set at an angle to give perfect hang and balance. 
Size: 4%” x 11”. 


HELLER 


BROTHERS COMPANY 


Newark 4, N. J. Newcomerstown, Ohio 





America’s 
Oldest File 
Manufacturers 





yi 


CONTACT YOUR JOBBER for our FULL LINE of Carpenters’, Machinists’, Tinners', Upholsterers’, 
Bricklayers’, Tilesetters’, Blacksmiths’ and Farriers’ Hammers. Also Craftmaster Scrapers, Chisels, 
Punches, Masterenches, Files, Rasps and other quality tools. 
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LARGER DOLLAR VOLUME 


PITCHER 


OBLONG DISH PAN 


a 


Ce, 
aT 7 J 
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MIXING BOWLS 





Complete your Basic Cookware Lines with 


VOLLRATH S2cxls Sia 


eVollrath offers dealers a sound, step-ahead merchandising idea 


with these new Stainless Steel accessory items—6 of which are here 


illustrated. Add selected items, or the full 51-piece line of Vollrath 


quality accessory ware to your display of cooking utensils—and 


you add needed and wanted 


items that sell profitably! Smart, 


new design and utility— 


traditional Vollrath quality! 
Call your Vollrath Ware 


jobber, or write us today for 


prompt service. 


SHEBOYGAN, WISCONSIN 
+ LOS ANGELES 


NEW YORK + CHICAGO 














backing up on a main street for 
unloading, etc. 

6. A set schedule of deliveries 
keeps salesmen in high gear, 
They can’t waste any time or 
miss good business by not being 
able to wait for customers. 

7. Dealers who make late mail 
and phone orders continue to ex- 
pect their orders to come on a 
truck, although the truck is al- 
ready loaded in proper delivery 
sequence by Saturday morning. 

8. Salesmen must sell eco- 
nomical loads for each trip sent 
by prepaid common carrier be- 
cause the goods have been sold 
on a delivered basis. 

9. Each salesman’s trip has to 
be synchronized with the sales- 
man whose territory adjoins his, 
This in itself is quite an opera- 
tion. 

10. There have been cases 
where customers have actually 
tried to have our trucks make 
local deliveries for them. 

I made the statement to our 
oldest salesman the other day, 
“What would happen to our busi- 
ness if we suddenly stopped truck 
delivery ?”” His answer surprised 
me. He said, ““You wouldn’t have 
any business.” 


It Means Something 


“Do you mean to say,” I asked, 
“that you couldn’t sell on the 
same footing as your competi- 
tion?” He said, “Yes, but not for 
Sheffield. In our territory the 
name Sheffield has become syn- 
onymous with truck delivery. 
The customers expect it. You 
can’t give them something for 
awhile and then take it away 
from them, without making them 
angry. They don’t get angry at 
the fellow who never gave de- 
liveries to them in the first place. 
That’s just human nature.” 

As to cost, delivering costs us 
3 pet of sales on goods actually 
handled by truck. It costs us 1.9 
pet of total sales. 











show this gentleman our 
line of bear traps." 


“Higgins! ... 
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This poultry supply 
window gets plenty 
of attention. The 
supplies are shown 
in the window at 
the beginning of 
the season and are 
supplemented by a 
number of interior 

poultry displays. 


Poultry Supplies Hit $25,000— 
Poultry Fencing Adds $10,000 


Bw o 


Regular annual replacements 
needed for both the poultry 
farmer and "backyard" poul- 
try raiser mean repeat sales. 
Knowledge of poultrymen’'s 
needs pays dividends to the 
Kotok Hardware Co. 
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i order to do a volume 
business in poultry supplies and 
equipment, it is necessary to have 
a background knowledge of poul- 
try raising methods and needs. It 
takes actual “know-how” to make 
volume sales. 

“We sell over $25,000 worth of 
poultry supplies and equipment a 
year, plus additional volume of 
over $10,000 for related items, 
such as wire, fencing and other 
items for poultry farmers,” says 
Harry Kotok, Kotok Hardware 


Co.. Vineland, N. J. 


“The poultry supply business is 
a good one because regular equip- 
ment must be replaced and added 
to by poultry raisers every year. 
In addition there is a very large 
turnover of ‘backyard’ poultry 
raisers who are a fairly large per- 
centage of our customers.” 

The veteran poultry raiser knows 
just what equipment and supplies 
to buy. The newcomers in the 
business and the “backyard” rais- 
ers, however, must be sold equip- 
ment by a salesperson with experi- 
ence in this field if they are to be 
properly equipped and satisfac- 
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Save on first cost! Save on upkeep cost! 
But most important—SAVE TIME thread- 
ing pipe and bolts with one or more of 
these modern "PIPE MASTER" threading 
machines. All have standard range !/4" to 
2" pipe; Extra range |/s" pipe; Range with 
drive shaft 2!/."to 8" pipe; Bolt range 
Ya" to "2". 



















No. 502 
STANDARD model. Steel 
construction. STATION- 
ARY Die-Head. ''SPIN- 
FAST" front chuck, 


© No. 502R 


STANDARD ROTARY model. 
Steel construction, REVOLY- 
ING Die-Head and 
Open-Type Vise. 


No. 502D 


DE LUXE model. ALUMI- 
NUM alloy construction. 
STATIONARY Die- 
Head. ''SPINFAST" 
front chuck. 


No. 502DR 


DE LUXE ROTARY model. 

Aluminum alloy construc- 

tion, REVOLVING Die-Head 

and Ope-Type Vise. (Nos. 

502R and 502DR thread 

BENT and straight pipe, 
conduit, etc.) 
ae. 


THE OSTER MANUFACTURING CO. 
2028 East 6lst Street + Cleveland 3, Ohio, U.S.A. 
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Mr. Kotok shows his board with the bulky poultry supplies and equipment. 
Pictures of merchandise are pasted on it with code numbers and prices. 


torily sold so that they will not 
have a “come-back” later on. 

“There is a large turnover every 
year of regular poultry raisers and 
also a large number that start their 
backyard raising,” explains Mr. 
Kotok. “These two classes present 
our largest market and must be 
served carefully.” 

When new poultry raisers take 
over, they may either increase or 
decrease their number of chicks. 
This means a change in equipment 
and supplies. Some customers tell 
Mr. Kotok the number of chicks 
that they expect to raise and out- 
line the equipment that they have. 








He must be able to suggest addi- 
tional equipment or changes. 
“Every raiser has different prob- 
lems and each must be analyzed,” 
says Mr. Kotok. “One may be able 
to use a coal brooder while an- 
other can best use an electric unit. 
Then again, others need brooders 
that use petroleum for fuel. The 
fuel used by the poultry raiser in 
his living quarters and the accessi- 
bility of other fuels to his grounds 
must be considered. This is only 
one factor in being able to satisfy 
individual poultry raisers’ needs.” 
Mr. Kotok has made it his busi- 
ness to listen closely to poultry 





Allied merchandise, such as seeds, are displayed on a table top adjacent 
to the poultry supplies. Customers for one line always see the other 
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men’s problems. In addition, he 
attends as many meetings of the 
various poultry groups in and 
around Vineland as possible and 
also carefully reads poultry sec- 
tions in the farm newspapers. In 
this way he has come to know the 
field fairly well. 

“Whenever I hear something in- 
teresting about a poultry or ‘back- 
yard raiser, | make it my business 
to visit him,” he says. “I pick up 
many tips and ideas and also make 
a friendly acquaintance. Not only 
do I learn more about the poultry 
business, but I usually make a 
customer.” 

To satisfactorily merchandise 
poultry and equipment supplies, a 
full and complete line must be han- 
dled. Raisers like to make a one- 
stop visit to get everything that 
they need. 


Seasonal Displays 

During the start of every season, 
which is February, March and 
April, the store makes a large dis- 
play of poultry supplies. After the 
big season, the store features 
chiefly the supplies needed to keep 
the poultry farms in condition. 

Displays are on platforms, about 
3 by 6 ft., with holes in each cor- 
ner for pipes. By putting in a sec- 
tion of pipe in each corner, one 


platform can be placed on top of- 


the other to provide several dis- 
play levels. These platforms can 
be built three and four high if dis- 
plays warrant it. 

For poultry equipment though, 
only ground displays are used be- 
cause of the height and weight of 
the equipment and supplies to be 
displayed. 

Three of these platforms are in 
a center floor location for the sea- 
son and are currently displaying 
fountains, egg baskets, grit and 
shell hoppers, brooder guards, 
feeders, sprayers, roof saddles and 
numerous other equipment. 

Because it would be almost im- 
possible to display the entire stock 
of poultry merchandise that this 
store carries, such as the large line 
of brooders, the store has a 36 by 
40-in. board near the poultry sup- 
plies display on which are pasted 
pictures of merchandise not dis- 
played. Beneath each picture is the 
item number and price. 

The store has two large win- 
dows. One of them contains a full 
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Authorized scale re- 
production of world- 
famous American- 
LaFrance Aerial 
Ladder. 


No other toy can 
compare with the Model 
Aerial Ladder for quality and price! 





Heavy-gauge steel and aluminum; stainless steel trim. Two scaling 
ladders, wind-up siren, mock searchlight, firebell, lucite windshield. 
Die-cast wheels—duals in rear, steerable in front—3-point suspen- 

sion. Famous-make rubber tires. Thumbscrews elevate and extend 
ladders, which rotate full 360°. Overall height, 42”; length, 33”; 
weight, 11 Ibs. 





Authorized scale re- 


More play value, more outstanding production of temous 
and familiar Euclid 
features than any other push-pull toy! ‘*Bottom-Dump" | 
Tractor unhitches and tows other Model Truck. 








| Toys! Heavy-gauge steel; aluminum trim. 
Safety-stripe bumpers, mock headlights. 





AMERICA'S 










Die-cast wheels—duals in rear, steerable BEST-BUILT . . . 
in front—3-point suspension. Famous- BEST-SELLING | 
TOYS! 







make rubber tires. Overall length, 27”; 
weight, 11 Ibs. 
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display of poultry raising equip- pans, wire fencing and other equip- in une 
. i» ‘ ugh 
( Here's the one that ) ment throughout the season. Even ment. - — 
WON'T SHRINK though the displays are changed The local newspaper, the Vine- 7 a 
: rage every two weeks with seasonal mer- — land Times Journal, features spe- shown 
This modern plastic in alia get aie ue ial Ries spdeial all Sse 
powder form makes chandise, this window Seeapene © e cial pou try sections an¢ depart- ——" 
lasting repairs in tile, same for the “poultry season.” A ments during the season. Kotok benefits 
wood or plaster, Pays large background sign reads Hardware Co. has large display OUTLO 
dealers a bigger profit. “Poultry Supplies” and with it are _ads in this section and during the to enact 
SELLS BETTER because i aulowad lectric |} | ar follows i ith smaller i directly 
it WORKS BETTER. displayed an_ electric brooder, year follows it up with smaller in- directly 
q sprayers, baskets, egg scales, feed sertions for poultry supplies. adjourn 
stead, ( 
attentio 
° ‘ i means « 
Wrapping Counter Display Aids Sales a 
Most dealers report: PP 9g Pp y the eco 
“Our sales of Dur- ee 1 ee a mee 
ham’s Rock - Hard : . . 
Water Puity keep rr tes : 2 tion 1s 
doubling, year after DURHAM } era: ures fr 
year.” What's more, 
Durham’s Rock- Ph sia change 
Hard Water Putty lowa mates 1 
gives you by far the 
best profit-margin on and eq 
any product of this 
nature. Use it yourself, and you'll quickly be dou 
see why it sells so fast, and repeats so regu- per cen 
larly. Many patching materials may shrink, li { 
fall out or chip off. Durham’s Rock-Hard von. Al 
Water Putty does not shrink. Absolutely tax lau 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth those 
finish. Easy to use. Keeps indefinitely. So might 
economical. Just mix with water as t 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 
P : 15,000 
The PLASTIC Repair Material Seush 
in POWDER Form 
Fart 
A neat wooden display rack with three shelves has been attached to the wrapping in the 
counter at the Beeman Hardware, Red Wing, Minn., where it helps the store staff odunins 
to get more sales from this heavy traffic spot. The tilted shelves permit merchandise 
ron, a ) N r N A M F to be shown at a more appealing angle. The shelves are also of a width that permits Home 
the display of seasonal merchandise in various size packages. The store staff says of Mai 
come 17,.17.1:12 ie: that many sales are made from this display unit. ial 
se . ——- plicati 
ANY PAINT naa) totalin 
Washington News and Views pleted 
z ‘(Continued from page 246) appro 
A Ready Mixed Gold... = 4,500 
or Chrome Finish | had be 
| * ° 
_ much in demand for useon | Peak Employment and Growing je : : 
radiators, picture frames, fixtures, 4 pie ate 
oe Ranks of Jobless Pose Riddle par atta 
toys, machinery, statues, auto | 
parts, office equipment, etc. Concern over the unemployment omy may then be in a somewhat Saag 
Sapolin Gold Leaf Effect and Sapolin | situation is growing by leaps and analagous position of reaching new a ra 
i igi ° antic » leveling 5 incom 
evil eal oMoay — | bounds, despite the leveling off peaks of unemployment while em- aie 
amous gilding finishes, now hi < place las . i P 
gi 7 Dot | which took place last month. In ployment is approaching new te 
ready-mixed. Easily applied, | February unemployment reached — };,), ethly . me | 
‘caiieiinn. idly nk ton. . Spe 1ighs of possibly 60,000,000 jobs. dt é 
‘ — | an 8-year high of 4,684,000. In . as 
resistant. They guarantee you sat- - ; That Congress is concerned that a 
; March it dropped by more than ae 
isfied customers. Write for com- 8 Sake ‘ about unemployment is indicated housir 
siete tebermation 500,000, a seasonal decline which ar ‘Seal a 
| came about earlier than was ex- »y the current Hood of measures OUTI 
aly. ‘lating to the problems whicl 
| pected. relating to the problems which by Ju 
Sapolin Paints Inc., | Government labor experts pre- have been dropped into the hop- ket for 
229 East 42nd St., | dict that by summer unemploy- per. These include bills calling partic 
| ment may reach 5,000,000, largely for $2.2 billion in loans to dis- Agric 
| because the economy is not ex- tressed areas, the Economic Ex- push 
| panding fast enough to absorb the pansion Act, reestablishment of gram, 
| additional 1.7 million students and the Civilian Conservation Corps, made 
| other new workers coming into the and one, authorizing placement of satis fe 
HOUSE PAINTS + ENAMELS + VARNISHES + STAINS | labor market. The national econ- Government contracts with firms source 
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in unemployment areas even 
though they may not be the low 
bidders. The President has also 
shown his concern by again asking 
Congress to expand unemployment 
benefits. 

OUTLOOK: Congress is not likely 
to enact any measures designed to 
directly affect the situation before 
adjourning for the summer. In- 
stead, Congress .might give some 
attention to devising ways and 
means of facilitating expansion of 
the economy so as to absorb the 
new workers. Some such stimula- 
tion is needed as indicated by fig- 
ures from the Securities and Ex- 
change Commission. SEC esti- 
mates that expenditures for plant 
and equipment during 1950 will 
be down about $2 billion or 11 
per cent from last year’s $18.1 bil- 
lion. Amendment of sections of the 
tax law affecting business, such as 
those pertaining to depreciation, 
might provide a partial solution. 


Oo O 


15,000 Farm Housing Loans 
Sought in Three Months 


Farm housing is getting a shot 

in the arm from the loan program 
administered by the Farmers 
Home Administration. By the end 
of March, local offices of the FHA 
had received nearly 15,000 ap- 
plications. More than 639 loans 
totaling $2,500,000 had been com- 
pleted and many more had been 
approved for completion. About 
4,500 loans totaling $15.5 million 
had been tentatively approved sub- 
ject to appraisal of the property 
and title examination. Local com- 
mittees pass on all loans under the 
program and no one is eligible 
for a loan unless his prospective 
income is deemed adequate for 
paying off the loan. However. 
loans can be made for the purpose 
of developing farm operations 
that are adequate to support good 
housing. 
OUTLOOK: 50,000 applications 
by June 30. Expanded farm mar- 
ket for household items of all types, 
particularly electrical appliances. 
Agriculture Dept. will probably 
push for expansion of the pro- 
gram, since loans can now only be 
made to those who cannot obtain 
satisfactory credit from _ other 
sources. 
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@ Popular fasteners with users and dealers alike, 


Cleveland’s High Carbon Cap Screws are made by the Kaufman 


Process. This famous Double Extrusion method assures more uni- 


form dimensions within the tolerance range in the finished prod- 
uct and creates beneficial changes in the steel’s grain flow. Com- 
plete range of sizes, diameters from %” upward. It pays you to 
stock and sell Cleveland High Carbon Heat Treated Cap Screws. 


THE CLEVELAND CAP SCREW COMPANY 


2917 East 79th Street 


Cleveland 4, Ohio 


Warehouses: Chicago, Philadelphia and New York 





_ 





ORIGINATORS OF THE 


KAUFMAN Noisy ais PROCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 
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Sidewalker Bike 


Pioneer Gen-E-Motor Corp., 5841 W. 
Dickens Ave., Chicago 39, IIL, offers 
the Pioneer Sidewalker bike. Features 
a welded tubular steel frame, roller 





chain, steel chain sprockets and chain 
guard, semi-pneumatic rubber tires, ball 
bearing wheels, 10 or 12 in., available. 
Bike also has rubber handle bar grips, 
Leatheroid cushioned steel frame saddle 
seat with springs, kick stand and steel 
fenders, 


Hollymade Locks 


Hollymade Hardware Mig. Co., 4865 
Exposition Blvd., Los Angeles 16, Cal.. 
offers a line of self-aligning cylindrical 
locks, No. 200 and 300 series. No. 300 
bedroom and bathroom lockset has 








Whats New 


In Hardware Merchandise 














push button locking with inside knob 
free. Button released by slight turning 
of inner knob. All parts of the series 
are of steel Cadmium or zinc plated, 
except trim, which is brass or bronze 
and polished and sealed with a clear, 
infra-red baked enamel. All parts are 
interchangeable and reversible and may 
be used on right or left hand doors. 


Plumb Axe Rack 


Fayette R. Plumb, Inc., Philadelphia, 
Pa., offers an axe rack which takes up 
1 sq. ft. of space, is delivered assembled, 


a 


> 


individually packed and ready to set 
up. All steel, racks have a high-lustre 
chrome-like finish. Rack holds six axes 
head down, with handles protruding 
upward. Sharp edges are guarded by 
cradle or racks. Axe rack is offered in 
one design to accommodate single bit 
axes and one for double bit axes. 


Trade Practice Rules 
For Putty Industry 


Federal Trade Commission, Wash- 
ington 25, D. C., has issued the trade 
practice rules for the putty manufactur- 
ing industry, as promulgated June 30, 


1939, 
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Ferguson Disc Plow 

Harry Ferguson, Inc., 3639 E. Mil- 
waukee Ave., Detroit 11, Mich., offers 
a dise plow weighing 500 lbs. Plowing 
depth is controlled by driver through 





Ferguson system linkage and hydraulic 
control, Two dises are 26 in. in diam. 
and 3/16 in. thick, and are spaced 10 
in, apart to give cutting width of 20 in. 
Disc supports are 4 in. diameter steel 
tubes and are welded to the basic 
frame. Dises are set at a 50 deg. angle 
to the direction of travel and can be 
adjusted vertically from 18 to 22 deg. 
to meet varying soil conditions. Side 
draft is controlled by the floating fur- 
row wheel. 


Florence Display Material 


Florence Stove Co., Gardner, Mass., 
offers window and store displays in 
connection with its promotion program 
for 1950, so that dealers may tie in 
with the four color consumer advertis- 
ing. Maker claims the material makes 
good use of the fluorescent inks and in- 
cludes three dimensional range display 


cards, cut-out letters and a 6 ft. range 
and heater background. 
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Ekco Flint 
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Wes. Size 17: 








Ekco Flint Cutlery ‘‘44’’ Assortment and 
Display Case. Uses only a foot of counter space. 
Holds 44 assorted knives. Sale of 2 knives, 
included at no cost, pays for case. 


No. 9017 Ekco Flint Cut- 
lery Display Case ...A color- 
ful, merchandising unit . . . uses 
24” x 20” x 20” of counter space. 
Sale of 10 extra knives included 
at no cost, pays for case. 


Ekco Flint Kitchen Tool 
and ‘Best’? Food Mixer Dis- 
play Case. Eye-catching. Space 
for open stock. Size 20” x 20” x 
32”. Sale of 14 wall racks in- 
cluded at no extra cost, pays 
for case. 

EKCOLINE 
STAINLESS STEEL 
KITCHEN TOOLS 


BT 


Ekco Flint Cutlery Counter Display Assortment .. . = 
lnane will aneuinn dinake : shape lla |, 
ndsome, self-service display. Holds two dozen assorted ane 
MENS 


a 4: 7 o/e0 7. we MY 
Wes. Size 1734" x 1434" x 3”. No charge for case. Cas 
age | 1 A i 
Ekcoline ‘‘Merry-Go- 

Round”’ Kitchen Tool Assort- 
ment. A brilliant sales-maker. 
Choice of 9 and 41% dozen 
assortment. Thousands now 
in use! 


B | G G E S T . : - EKCO PRODUCTS COMPANY. . . CHICAGO 39, | 


NAME IN ONE OF A SERIES OF EKCO PRODUCTS COMPANY 


HOUSEWARES PRESENTATIONS TO APPEAR IN THIS SPACI 











more and [WHAT'S NEW) Feature These Sherman 


more | Tool Display Rack 5 e $ 
Fuller Tool Co., Inc., 905 Faile St., | u 
Bronx 59, N. Y., is offering a metal | 


tool rack available free with Fuller 


alers basic assortment. Besides holding the F or Fast 1 
Jobbers g, De | Profitable Sales 
Are Choosing 


Hall-Wessel 


HARDWARE SPECIALTIES 


RUSTPROOF 




























complete basic assortment of Fuller 
Tools, the display also pushes present | ” 
stock. peed is said to ee dead “Gold Label” “Gold Label” ® 
| stock by covering the need of every Hose Nozzle Sprinkler 
customer; mechanics, electricians, etc. List, Each. . $1.10 List, Each.. $3.75 
The 48 screw drivers come in six as- 
sorted sizes; 12 wood chisels are as- 
| sorted in three sizes. Retail price for 
the complete assortment is $21.60; | 
dealer cost, $14.40. Blue and orange | 
| display permits customers to pick a | 











size with ease. Tools slip out of slots | “Handy Spray” 
easily and refills can be put in without | list, Each ....$0e 
disturbing the display. Shipping weight | ; Multiple Sprinklers 
of unit complete with assortment is 12 | ; 
lbs. packed in corrugated shipping car- | a of4$2.70 
ton. 
“Tulip” 





Sprinkler 
List, Each. .-$1 .00 


Aluminum Portfolio 


Reynolds Metals Co., Louisville, Ky., 
has issued a 53-page portfolio covering 
extruded shapes, embossed sheets, per- | 








forated sheet, plain sheet and_ plate, Here are five top values in the 
NON-RUNNING NUMBERS tubing and pipe. Portfolio is in the lawn sprinkling field, that will help 
NOTHING LIKE HALL- | form of a pocket type folder holding you reap brisk, profitable Spring 
WESSEL HARDWARE CON- | the loose sheets. sales from the garden - loving 
VENIENCES ~ Rn gen | —— trade. Every one of these is a top 
ada pi dagen st. Floor Vise | quality item, priced to move fast 
tractively styled. Precision made For installing heavy doors, windows and make money for you. Be sure 
for consistent quality. Smooth, and plywood sheets, the Drop-Klamp | to get a good stock of all five, 
handsome finish in congquaggreasee, has been devised. Weight of the ob- from your Sherman Wholesaler. 
right zinc, cadmium or ebony. ee ae: ae ee 
Trely a line that spells fast ao ee es ema ae eae onl Sherman has prepared a new 


broadside fully describing these 


over, maximum profit, repeat 
five stars, and showing how you 


. lock work, ete. Fiber-board liner pre- 
sales to. satisfied customers. P 


vents marring. Made of 12 gage steel. 


; , | ‘ 

ee th aeortes measures 9% by 7 in. and weighs 5% | can use these five items to get 
— rier ween Write te est. | lbs. packed for shipping. Suggested to more business from the gardening 
— oe retail for $4.95. Lakeshore Mfg. Co., | public. Write today for free copy. 


alog and name of nearest jobber. 


HALL-WESSEL CO. 


2116-26 W. NICHOLAS STREET 
PHILADELPHIA 21, PA. 





428 W. Second Ave., S. Minneapolis 1, 


Minn. H. B. Sherman Mfg. Co. 


Battle Creek, Michigan 






LAWN 
HOSE FITTINGS 


In Conada: 
[GEORGE S$. HALL CO. 9 Wellington 5t., 











ast, Toronto i] 
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Crystal-Mist Sprinkler 


Chicago Roller Skate Co., Lawn 
Sprinkler Division, 4450 W. Lake 5t., 
Chicago 24, IIl., offers Crystal-Mist, 
lawn sprinkler with remote control of 


spray area from 5 to 45 ft., from any 
place in the yard. Crystal-Mist can be 
completely shut off by a tug of the 
hose. Sprinkler head construction is 
scientifically designed to rotate with the 
least amount of friction when water 
pressure is applied. Corrugated wheels 
afford easy change of positions without 
cutting up sod or marring lawn, simply 
by pulling hose, it is claimed. Also 
control distribution and shutoff or spray. 
{ll operating parts of unit are made 
of brass with rust-resistant chrome plate. 
Consists of two arms, each 6 in. long, 
extending on either side of sprinkler 
head which is of brass. Brass body 
supported upon free wheeling axle with 
two cast iron wheels; and brass coup- 


ling, female type with rubber washer. 


Don Herold Booklet 


Scovill Mfg. Co., Waterbury, Conn., 
offers a 17 page Don Herold booklet 
giving do’s and don’ts of lawn care. It 
is illustrated with 16 of his cartoons. 
Also shown and explained are five 
Green Spot appliances to make lawn 
watering easier. Other Don Herold 
material is available on Green Spot 
display cards and silent salesmen. 
Dealers may obtain window banners 


and booklets by request 


Stay-W hite Paste White 


Arnesto Paint Co., 546-550 W. 46th 
St., New York City 19, offers Arnesto 
Stay-White outside Paste White. Maker 
says this product is white to start 
and stays white. Maker guarantees it 
mildew-proof and fume-proof. Prod- 
uct is said to cover about 1000 sq. ft. 
Each gal. can be thinned with a gal. 
of boiled linseed oil. Sold as a lead- 


free non-tinting outside white. 
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BOLTS. NU 


A complete line of rugged, 
precision-made fastenings . . . 
a dependable source for the 
hardware trade since 1904. 


HOLTITE Screws, Bolts, Nuts 
and allied fastenings are made 
with the precision of small tools 
from the highest grade material, 
and rigidly inspected to assure 
trouble-free performance. 


Your recommendation of 
HOLITITE fastenings to your 
customers is backed by the 
scientific vigilance of an ex- 
perienced staff of engineers, 
modern metallurgical and chem- 
ical laboratories and skilled 
workers. 


You can sell HOLTITE en- 
gineered fastenings with abso- 
lute assurance of customer satis- 
faction. Order through your 
distributor today. 


HOLTITE-Plilips 





For extra profits display the colorful 
HOLITITE-Phillips Household 
Utility Kit No. 2 containing an 
assortment of 22 dozen flat 
head steel Wood Screws in 
most commonly used lengths, 
in diameters from No. 5 to 12, 
with 2 Phillips drivers Nos. 2A 
and 3A. 





Scere Se aare 


Sc REWS 


ana caiii 


uO 








Specify 


HOLTITE 


to your 


Distributor 





/: 
New Bedford. 
» Mass. puis: 













1LD SALES 
Bn PROFITS 


with the 
COMPLETE LINE 
of 


G&B 
: WIRE FABRICS 


eg. PERMA-NETTING 
a, WELDED [VETTING 


mean Ot" 


vate @ New and Better 2” Poul- 


> eal 
ttl * 
te 

an. O o 


try Netting 

Easier to erect — Just 
Hang It — No Stretching 
Longer lasting 18-34 ga. 
at price of ordinary 20 
ga. Galv-AFTER 

® Greatest improvement in 
poultry wire in 50 years 












oenmn-GORh % 


“*—  PEAMA-GARD 
Bee WELDED AES 


e Stiffer and Stronger — 

Wire has greater tensile 

strength 

Galvanized After Weld- 

ing — Lasts years longer 

— No burned intersec- 

tions 

® Flush trimmed at angle 
for smooth edges 

Also Galvanized Before 

Welded Fabric where longer 

life is not a factor 


HEX 
NETTINGS 


@ Complete variety of 
both Light and Heavy 
Grades to suit every net- 
ting purpose 


HARDWARE 
CLOTH 


e Full range of mesh — in- 
cluding popular grades 
of Heavy Cloth to fit all 
applications 

® Most modern equipment 

for hot dip galvanizing 

produces brighter faster 
selling fabric with long- 
est life 


WIRE INSECT 
SCREENING 


In Three Price Classes 
























© Acme — Electro-Galvan- 
ized Cheapest first cost. 
Bronze — Bright and An- 
tique High first cost buf 
longest life 
@ Pearl — Richly beautiful 
and durable. A plastic 
coated screening at a 
medium price 
Most 
COMPLETE 
LINE OF 
WIRE FABRICS 


A ~~ 
Made by One (faye ed) 
Manufacturer. (eas) 


THE 
GILBERT & BENNETT 
on oF 


BLUE ISLAND ILL 







MFG. 


GEORGETOWN, CONN 7 
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| Carbide Tipped Drill 


The New England Carbide Tool Co.. 


Mass., is 
carbide-tipped 


Cyclo-Twist 
bit. 


introducing its 


| 
| Inc., 60 Brookline St., Cambridge 39. 


drill Two 


rotary 














spiral low-angle flutes are turned in 
the steel drill body. Diameter of the 
hody is the same as that of the hole to 
be drilled, therefore maximum 
support is given to the carbide tip. Said 
to remove dust as it drills. Drills avail 
able 16 in. to 1 in. 


steel 


from 3 inclusive. 


Double-Duty Gas Heater 


Armstrong Products Corp., Hunting- 
ton 12, W. Va., offers a fully vented 





circulator, model 6600. Finished in two- 
tone porcelain enamel, the unit 
tains eight heat exchangers, each with 
its own burner. The exchangers pro- 
vide, says maker, large heat transfer 
area. Outer construction is designed 
to permit effective intake of cold air 
and prompt diffusion after the air has 


con- 


been heated. AGA approved, it may be 
used with all gases. Stands 34 in. high, 
16 in. deep. 28 in. 60,000 Btu. 
Model 6150 is a smaller heater, 22 in. 
wide, with six heat exchangers, 45,000 
Btu. 


w ide, 


Roller Catch Display 
The Stanley Works, New 


Conn., has designed a counter demon- 
its No. 23 roller catch for 


Britain, 


strator for 





Customers may 
adjust observe its installation, 
finish, ete. Rack at rear holds literature 
for over the counter distribution. Dis 
play is available without charge when 


interior doors. operate, 


and 


an order for two doz, ot 
Measures 9 in. 


specified on 


more catches. wide. 


91, in. high and 4% in. deep. 


Parrot Head Pruners 


Sargent & Co., New Haven, Conn.. 
has introduced the parrot head prune 
which permit the woman gardener to 
keep her wrist straight feat 
of fatigue, it is said. Pruners weigh less 
than half a lb. but have a 600 lb. bite. 
Shears are formed in the shape of a 


with no 


parrot’s head. Nickel plated and 
polished the tool is made with a tool 
steel knife blade with a safety catch. 


Suggested to retail for $1.75. 
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Libbey Merchandising Packet 


Libbey Glass, Toledo 1, Ohio, offers 
a merchandising packet including tie-in 
newspaper ads, radio and _ television 
scripts, point-of-display suggestions and 





selling hints for sales people on the 
four Spring stemware and tumbler pat- 
terns, Crystal Leaf, Crystal Garland, 
Laurel Classic, Rose Classic, plus two 
patterns which were introduced before. 
4 merchandising calendar showing the 


issue dates for each ad is also in the 
packet. Also available in a_ point-of- 
purchase counter display fixture. It is 
said to be flexible enough to be used 
for any one of the Libbey Glass table- 
ware lines with tie-in advertising re- 
prints, 





Fans for Year ‘Round 
Comfort 


Electric Fan Section. National Elec- 
trical Mfrs. Association. 155 E. 44th 
St.. New York City 17, has issued, 
“Fans For Year “Round Comfort.” 
Covers the use of electric fans for the 
year around. Various types of electric 
fans are described and a rating table 
based on NEMA standards show how 
to choose fans. Brings together infor- 
mation on the choice and use of elec- 
trie fans for home comfort. 


Mirro Toy Line 


Aluminum Goods Mig. Co., Manito- 
woc, Wis., is packaging its toy line in 
cartons that are exact replicas of 
kitchen ranges. cabinets and cupboards. 
Other sets have good cut-outs printed 
on the boxes that can be used with the 
dishes. Line features a variety of toy 
utensil and cutlery sets, individually 
packaged items and open — stock 
numbers. 





HARDWARE AGE, APRIL 20, 1950 


WILLIAMS 


WRENCH 
DISPLAYS 





Williams Wrench Boards 
offer you I! "trade-tailor- 
ed" selections to choose 
from. You can pick the 
combinations that 
best fit your local market. 


Williams 
nationally advertised to 
professional and amateur 


tool 


Wrenches are 


mechanics and have been 
first choice in industry for 
more than half a century. 
Ask your jobber or write 
for complete information. 





SELL MORE TOOLS! 





I] DISPLAY 


BOARDS 


OFFER 
COMPLETE 
WRENCH 
SERVICE 





/ 



















J. H. WILLIAMS & CO., BUFFALO 7, N. Y. 
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Lectro | 


An elec 


CHAMPION ee 


Shelf Brackets ~y> 
Garden Beauty Sprinklers — 


Foster Aluminum Alloy Products 
Corp., Forestville 8, N. Y., introduces 


THE ORIGINAL ONE ion Sales See, Lengo oot 
PIECE BRACKET 


@ Sturdy-made of heavy gauge Cold | 
Rolled Steel | 


@ Easy to put up | 















@ Inconspicuous 


@ Affords more room when used in a 
series of shelving 


© Supplied in all sizes 





and green, they are suggested to retail 
The for 59 cents to $2.49, Illustrated are the 


CHAMPION HARDWARE (0. two which retail for 59 and 89 cents ne 


etnias They have no moving parts, but pro 
GENEVA, OHIO eS S55 duce a swirling spray. Cast of non floors we 
boats. st 
floors. 0 


corrosive metal. The 59 cent model is 
held in position with a spike and pro 









































— —— vides a 20 ft. circle. Packed 12 to box. wood tool 
mpery 2: Same type with three supporting legs Heat blac 
wines is the 98 cent model; packed six to steel tube 

| box. Two arm revolving sprinkler to Equipped 
cover 40 ft. circle retails for $1.45 and ing elem 
aid a similar unit with three arms but ele- Plug in 1 

a. vated for $1.95. Two arm sprinkler to to retail 

26 cover a 50 ft. circle with three jets. 3495 W. 

i revolves slowly and provides rain drop 

f FARM & HOME —" it is claimed. Retails for Lightw 
3 —— Bronso1 
| FREEZERS oon 
| Round Deep Fat Fryer has a lit 
a balsa v 


Burpee Can Sealer Co., Barrington, 
| TIL, offers a round, seamless, all alum- 
inum automatic electric deep fat fryer. 
Cooking well of the Burpee fryer is 
seamless. Has a satin mirror finish. 


_ SELL FASTER, 
| _ EASIER? 


“It is easier fo sell BEN-HUR 
Freezers." That's what dealers 
say who have had a chance to 
ys and sell different makes 
of freezers. Sales and production : 

. BEN-HUR 12.5 cubic foot 
records confirm this, too. size. Others, 9.2, 18.45 


spool ad. 
ing. Ma 
struction 










no tools. 


aluminun 


the stati 


Sa _ >, 
* Guaranteed by mA 
Good Housekeeping 


cubic foot capacities. 


> 
#0, * 
45 apveanisee WS 


One reason is that the outstanding modern design and beautiful 

. BEN-HUR BLUE color trim get immediate and enthusiastic atten- 
tion of your shoppers — eye appeal that gives you a chance to enlarge on other 
BEN-HUR superiorities. You can point to many PLUS values... sturdier life- 
time construction, counter-balanced, easy-lift covers, separate freezing compart- 
ment, all-around cold contact, hermetically sealed insulation, handy food baskets 
and racks, and many other features that assure improved food freezing and 
storage convenience, safety, economy. 





cil. BEN-HUR MFG. CO. Write today for all the reasons why 
oe fa Dept. HA, 634 E. Keefe Ave. a BEN-HUR dealer franchise is one of 
Milwaukee 12, Wisconsin the most profitable in the industry! Utensil comes with frying Lasket, has wind me 


Pa?) 


r a chromolox heating element embedded the level 
= FARM and HOME FREEZERS= in ceramic and an automatic thermo protected 
| stat. Retails for $24.95. Finished 
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Lectro Paint Peeler 


An’ electric tool which peels paint 
down to the bare wood in one opera- 
tion. Said not to scorch or burn wood 
surfaces. Heat does the work. For 





interior or exterior painted surfaces, 
floors woodwork, furniture, antiques, 
boats. storm windows, screens, doors, 
floors. Overall length is 12 in., hard 
wood tool type handle, 5 in. long. Pre- 
Heat blade, 2 by 3° in. High tensile 
steel tube neck. Penetrate black finish. 
Equipped with U.S.U.L. approved heat- 
ing element sealed under pressure. 
Plug in 110 volt AC outlet. Suggested 
to retail for $4.95. Lectro Weld, Inc., 
3495 W. 140th St., Cleveland 11, Ohio. 


Lightweight Reel 


Bronson Reel Co., Bronson. Mich., 
offers a J. A. Coxe reel, 30-C which 
has a line capacity of 100 yds. with | 
a balsa wood arbor and an extra-light | 
spool adaptable for tournament cast- | 
ing. Maker says Coxe cross bolt con- 
struction enables quick takedown with 
Floating spool is built with 
It revolves around 
Level- 


no tools. 
aluminum flanges. 
the stationary Coxe cross-bolt. 





wind mechanism is designed so both 
the level winding screw and pawl are 
protected from dust, sand and _ grit. 
Finished in maroon anodized aluminum. 
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Seed Planting 
Plant Staking 
Lawn Edging 
Mason’s Line 
Hedge Trimming 
Layout Lines 
Fishing Lines 
Net Repairs 


ee0e,@ee8e88e 
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KING COTTON CHALK LINE is a volume we 
sales item and it has a variety of spring King Coffon 
and summer uses. Check the above sug- LINE 
gested applications and you'll realize 

what a GOOD sales item this can be. * Sash Cord 


® Clothesline 

® Mason's Line 

* Chalk Line 

* Cable Cords 

® Venetian Blind Cord 
® Twine 


Our Chalk Line is packed in an attractive 
blue and yellow display box that is a 
real merchandiser. 


Why not write for the new King Cotton 
Catalog? 


CORDAGE 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET NEW YORK 8, N. Y. 





7. ha 






LVEN BIGGER 
BY LAW [Z 
FPROAITS FROM 


Americas 3 great 


proved, 


stroys over 
ferent kinds 


End-o-Weed . . . Im- 
selective 
lawn weed-killer de- 


i leaves, 
roots and all. 


gardening aids 





100 dif- 
of weeds 
stems, 





Vigoro* to be even y 
more popular! Now End-o-Pest 
new process . all the 


Vigoro goes further 












protection most 


than ever — nour- gardens need 
ishes plants against chewing 
longer! insects, sucking in- 





ecses 


sects and fungus dis- 


.../f you tie-in with their pow- 
erful national advertising! 








@ Year after year Vigoro sales have 
climbed. For not only are there mors 
Vigoro users ... but customers are 
finding more uses for Vigoro and are 
applying it during seasons. 
Now, it’s new process Vigoro. And 
you’ll sell more of it than ever — 
including the two companion prod- 
ucts... End-o-Pest and End-o-Weed. 
Merchandise 3 products to- 


more 


these 3 
gether. They sell one another. Sug- 
gest End-o-Pest and End-o-Weed to 
Vigoro customers. Make extra profits 
for yourself. 


* VIGORO is the trade-mark for Swift & 


Company's complete, balanced plant food 
Plant Food Division 
U. S. Yards Chicago 9, III. 


All 3 are backed by full color 
magazine ads appearing in 





AND A COMPLETE CAMPAIGN IN 
OTHER PUBLICATIONS 


284 





WHAT'S NEW 








Eversharp Mower 

Model 80 Eversharp electrically oper 
18 in. blade. De- 
Powered by 
electric 


ated mower has an 
lawns. 
Century 


signed for small 


a 1/3 hp 


enclosed 





motor, mower has 50 ft rubber encased 
cord and Both reel 
and wheels are self propelled and posi- 
drive. Ad- 
justable cutting height from 
in. Other features include: 
tion resistant rubber hand grips, self- 
aligning ball bearings. Retails for 
$64.50. Midwest Mower Corp., 2235 
O'Fallon St.. St. Louis 6. Mo. 


electric switch. 


tive powered by chain 
*% to le 


perspira- 


Continental Clean Cups 


Continental Can Co., Inc., 100° E. 
t2nd St., New York City 17, 
ducing Continental Clean Cups pack- 


is intro- 


aged in green and white cartons. Avail- 
able in two sizes, the two ply paper 
containers have large open tops. Ta- 
provides air circulation 


pered shape 


space inside the freezer and prevents 
side adherence of one container to 
another. Snug fitting easy to apply and 
remove cap acts as a_ protective seal. 


Good for frozen food containers. 





TIE IN WITH Goz@ 
Perfection WINNERS! 


Both are 
PROFITABLE 


REPEATERS 


(Trade Mark) 


MILK FILTER DISCS 
og 7” 


2. Perfection SANIT-AIDS 
(Trade Mark) 
Ideal sanitary cleaners for washing milk pails, 


Strainers, separators, milking machines, etc. 
also washing cows’ udders. (Pat. No. 2112963) 











ADVERTISED 
More than 23 million 
ads this year to dairy- 
men...yourcustomers! 





Stock up and 
Display them NOW! 





ASK YOUR SUPPLIER for Perfection 
DUBL-CHEM-FACED FILTER DISCS 
and the new Perfection SANIT-AIDS 
- » - modern sanitary cleaners 





5 
3 
2 
*o 


SCHWARTZ mec. co., two Rivers, Wis. 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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Coffee Dispensit 


Dazey Corp., Warne & Carter Ave., 
St. Louis, Mo., offers the coffee dispen- 
sit, model 180-C. One flip of the 


handle forward or backward will dis- 
pense the correct amount of coffee for 
one cup. Oval-shape of the container 
permits filling without spilling. Con- 
tainer is transparent plastic. Available 
in red, white, yellow. green and black, 
to retail for $4.95. Individually packed 
in shipping container. Holds 2 lbs. 
ground coffee. 


Larson Easy Knot Hook Card 


A red counter card now displays the 
Larson Easy Knot clothes line and 
clothes line prop hook. Card has com- 
plete illustrations and suggestions on 
use of the hook. Features a_ simple 
arrangement that ties its own knot 
when line is looped through the hook. 
Designed so it will not slip and there 
are no sharp edges to fray the line. 
The Chas. O. Larson Co., Sterling, Tl. 


Electric Sander-Polisher 


Dremel Mig. Co., Racine, Wis., offers 
a companion model to its present elec- 
tric sander-polisher. Larger model 2000 
delivers 14,400 sanding strokes per 
minute using a straight-line reciprocal 
action principle said to prevent burn- 
ing, scratching or marring of sanded 
surfaces. Unit features two moving 
parts; oil-less bearings; five lb. weight; 
21 in. of sanding surface using No. % 
abrasive or finer and a camtype paper 
holder. Included in price of $24.50, 
is an all-metal, handle attached storage 


cabinet. 
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TRAFFIC STOPPERS 


gye of every man, woman and child. Two g 
-selling, popular LIFE-TIME Enginee 
US new, interest-holding Mg 
ift Deal contai 


UNTER DISPENSER 


ures profit-making Billings 
-TIME Wrenches in one 
pre foot of magic, mag- 
selling space! Includes 
renches in 3 popular 
Increases repeat sales! 
pent of $37.92 brings 


*Pat. App. for 


ORDER BOTH 


BILLINGS & SPENCER CO 














You can... 


CAULKING 


CONTRACTORS 
If You Carry 


Exceeds 
Federal ~ 
Specifications 







Yes! You can get this profit- 
able volume business selling 
Caulking, Paint and General 
Contractors, Roofers, Sidewall 
Applicators, Insulators Main- 
tenance accounts, etc. if you let 
them know you carry Flexiseal 
"Tested Quality" Caulking 
Compound. 

HERE’S WHY THEY PREFER 

FLEXIS EAL 

@ Easy to Apply at Any Temperature, 

@ Whitest Whites Made. 

® Gives Long Life Protection; Surface 
dries quickly with a tough weather- 
proof skin, remaining soft and 
pliable underneath, 

@ Won't Crack, Crumble or Shrink; 
retains its color, has excellent 
bond and is non-staining. 


AVAILABLE IN 
CANS OR PAILS in bulk 
for Professional Users 


SPOUTED CARTRIDGES 
for skeleton guns. 


REGULAR CARTRIDGES 
for conventional guns. 
COLLAPSIBLE TUBES 
for Occasional Users 
Priced right for a Good Profit. 





ORDER FLEXISEAL FROM 
YOUR JOBBER 
or write 


LANDEN PUTTY WORKS 
MALDEN, MASS. 





286 










WHAT’S NEW 








Deluxe Golf Cart 


La Grange Metal Products, 4125 W. 
Washington Blvd., Hillside, IL, offers 
the deluxe Hillside golf cart which is 
made of “4 in. hard aluminum tubing, 
anodized. Wheels are 
heavy aluminum discs with 8 by 1% 
in. semi-pneumatic tires. Brass sleeve 
bearings. Axle is steel, 20 in. long, 
cadmium plated. Handle has adjust- 
able stops for tall or short golfers and 
to aid in adjusting weight of bag and 
clubs. Straps are of heavy webbing, 
long enough to fit large bags. Cart 


heavy gage 





weighs 744 Ibs. less bag. Packed 
three to carton, weight 24 lbs. Sug 


vested retail selling price, $13.95. 


Sawblade Window Cards 


frrow Metal Products Co., 140 W. 
Broadway, NewYork City 13, offers 
two window or counter cards for dis- 
tribution with dealer orders. Four saw- 
blades of different sizes mounted on 





colorful cards comprise each display. 


One display is for the circular sawblade 
designed for woodworkers and indus- 
trial use and the other for the home 
workshop circular sawblade. Both 
Arrow circular sawblade lines are 
available in 4 in. crosscut and 6, 7, 8 in. 
rip, crosscut and combination. All sizes 
bores available also to fit all popular 
portable saws, it is claimed. 





All-Weather Paint-Stik 


Lake Chemical Co., 3052 West Car 


roll Ave., Chicago 12, III, has made 


available an all-weather Paint-Stik for 
branding animals which is supplied 
in six strong colors. This branding 
paint is supplied in a semi-solidified 
stick. Marks are clear and do not 
rub off or smear, it is said. Maker 
claims the branding marks do _ not 
fade and last until a new growth of 
hair removes them. 


Identify Leader Lengths 


By dyeing the loops of tapered nylon 
monofilament leaders in colors accord- 
ing to length, fumbling for right 
length leader is eliminated. Marketed 
under Dyed-enD. Jim Harvey Division, 
Local Industries, Inc., Lakeville, Conn 


Screw-Holding Driver 


H. D. Hunter & Co., 3499 E. 22nd 
St., Los Angeles 23, Cal., offers a 
screw-holding screwdriver. Patented ro 
tating steel pin is employed. Maker 
says point cannot slip out to mar sur- 
faces about screw. Non-magnetic, 
shock-proof plastic handle; steel blade, 
heat treated. All metal plated and 
polished. Standard models made _ in 
four lengths, A, 4 in., B, 6 in., C, 
most popular, 8% in. and D, 11% in. 
Latter retails for $2.50 fair traded and 
the other three for $2. Tools designed 
primarily for starting and 
screws in hard to reach spot- 


removing 
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Woodworking Drills 


The Cleveland Twist Drill Co., 1242 
E. 49th St., Cleveland 14, Ohio, offers 
a set of woodworking drills which per- 
mit the boring of holes up to % in. 





diameter with any drill press, elec- 
tric drill, breast drill or ratchet drill 
having a standard %4 in. chuck. Set 
contains five drills, %4, 5/16, 34, 7/16. 
and % in. all with %4 in. shank. 
Single drills may be bought. Said to 
drill both hard and soft woods and in 
both side and end grains. Also will 
drill masonite, fiber board and _ soft 
metals. Operator can control feed. 
Precision ground, drills may be re- 
sharpened repeatedly. Made of chrome 
alloy tool steel, highly tempered. 


How to Sharpen 
Power Mowers 


Foley Mfg. Co., Minneapolis 18, 
Minn., has issued a 36-page book giv- 
ing illustrations and detailed instruc- 
tions for sharpening 26 leading makes 
of power mowers with the Foley lawn 
mower sharpener. Copies available 
upon request. 


Covered Bake Pan 


The Aluminum Cooking Utensil Co.., 
New Kensington, Pa., offers a covered 
baking pan with a utility top that 
slides on and off. Made of hard sheet 
aluminum with polished sides. Fea- 
tures scratch brush finish on bottom, 
movable handles riveted to pan. Cover 
has open easy to clean glides. Pan is 
suggested to retail for $2.50 in the 
east and $2.75 in the west. Bottom 
may be used for roasting meats or 
fowl, baking cake, biscuits, etc., and the 
top for cookies or serving tray. Parts 
together are for taking foods to picnics, 
storing foods in containers that stack. 











INSURE xenzal PROFITS 


Your rental profits depend on customer satisfaction. When he’s 
able to do a good, professional-looking job, he becomes a 
booster for your rental floor sanding business. That’s why it’s 
smart to furnish only fast, even-cutting RESINIZED SPEED- 
GRITS sanding paper. Professional floor sanders use it con- 
stantly because they want the hard, sharp silicon carbide grain 
— resin bonded to resist the loading, gumming and glazing 
caused by the heat of friction—and DURABONDED® for 
grain grip in the original cutting position. With RESINIZED 
SPEED-GRITS it’s free, “wide-open” cutting and fine, even 
finishes all the way—for the kind of job that a proud customer 


talks about, to your profit. 


FREE BUSINESS- 


GETTING FOLDERS 


New colorful 6-page Rental Floor Sanding 
Folders with helpful sales message and in- 
structions for you to give to your customers 
and prospects, to increase your business 
and profits. Write us for your free copies 
today—no charge for imprinting. 
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sift 
HIGH SPEED MOLYBDENUM 








These attractive counter dis- 
plays, put to workin your store, 
will remind your customers 
that they need new Hack Saw 
Blades. These new displays 
are all purpose, all around 
jobs—front (shown) and back 
are identical so you can use it 
on counter, shelf or island. It 
sells from any angle. 


Now Display Packed, at no 
extra charge, for More Sales! 
Get them from your jobber — 
there’s a display with High 
Speed Molybdenum Blades 
and one with Standard Tung- 
sten Blades. 


G. W. GRIFFIN CO. 


Franklin, New Hampshire — 


General Soles Agent 
John H. Graham & Co., Inc. 
105 Duane Street, New York 8, N. Y. 
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WHAT'S NEW 








Gas Conversion Burner 


The Coleman Co., Inc., Wichita, Kan.. 
offers a gas conversion burner. 
input 


Two 
rating 


offered, 302, 





60,000, 200,000 BTU’s per hr and 303. 


input rating 200,000-300,000 BTU’- 
per hr. Said to convert most any do- 
mestic furnace or boiler to a_ fully 


gas-fired heating unit. Con- 
hammer- 


automatic 
finished in tan 
loid enamel is 8 in. wide, 10 in. high 
and 10% in. 


trol housing 
long. Base legs adjust- 
burner base is elec- 
Safety 


feature is automatic cut-off which pre- 


able. One-piece 


trically welded of heavy steel. 
vents any gas reaching the main burner 
within 30 seconds after the pilot light 
is extinguished. Improved design of pri- 
total air shutters 
easy adjustment for 


permits 
efficient 


mary and 
more 


operation. 


Salvage Bar 


A single thrust of this salvage bar 


is said to first raise the tongue side 
of the 
disengaging it 
May be 


or adjacent to,double joists. 
ing 61% 


board, then draw it outward. 
from the next 


single 


board. 
joists 
Weigh- 


lbs. bar is 25 in. long and 


used astraddle 





HARDWARE AGE, 


handles board- up to 8 in. in width. 


Counter or floor display permitting 
is avail- 
Decatur 


Decatur, Ind. 


Black Flag Bug Killer 

Black Flag 
lated to destroy the hard-to-kill varie- 
ties in roaches, 


customers to put bar in use 
able. Bar retails for $4.45. 
Steel Products, Box 28. 


Bug Killer was formu- 
insect. pests such as 
water bugs, moths, silverfish, spiders, 
centipedes. Bug Killer is equipped with 
its own jet propulsion sprayer and is 
said to kill bugs on contact. Surfaces 
with this 


may be sprayed insecticide 


leav ing evidence. Contains 
chlordane. Product is 
retail for 69 cents per pt., and $1.19 


Boyle-Midway. Inc... New York 


without 


suggested to 


per qt. 
City. 


Food Chopper 


Climax — food 
ground keen edged cutters said to chop 
Liquid 


chopper with — finely 


food without tearing. tight 





barrel prevents leaking of juice. Chop- 
per made of cast iron one-piece frame. 
Spiral feed 
Tinned inside and out. Unit 


screw is accurately ma- 
chined. 
has fine, medium and coarse cutters, 
a pulveriser and a nut butter grinder. 
Landers-Frary & Clark, New Britain, 
Conn. 


G.E. Tank-Type Cleaner 


General Electric Co.. 
a streamlined tank-type 
cleaner which features self 
locking attachments, hose and 
sion tubes. Other features are an im- 
proved de-mothing system, larger throw 
away dirt bags and a portable caddy 
for the 11 accessories. Motor is quiet 
since it is suspended in rubber. Model 
has brown enamel finish, chrome trim. 
red control buttons and light-weight 
grey attachments. 


Bridgeport A 
Conn., offers 
vacuum 
exten- 
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Aluminum Roofing Display 


Kaiser ‘Aluminum & Chemical Sales, 
Inc.. Oakland, Cal., has designed a see 
and feel display that demonstrates how 
aluminum roofing makes buildings 
cooler in summer heat due to high re- 


fective qualities, according to the 
maker. Unit has two flood lights 


nected tins 


+3 Geek, + 
iret eees 1 eo 





which focus heat down on = miniature 
buildings of aluminum and two other 
roofing materials. Inside each building 
is a thermometer recording tempera- 
ture. Buildings are interchangeable to 
there is no hot spot to affect 
temperature readings. Made of card- 
hoard, display is in color. Measures 30 
in. wide by 26 high by 10 deep. Ship- 


ping weight in carton also containing 


show 


required bulbs is 14 Ibs. 


Disston Chain Saw Book 


Henry Disston & Sons, Inc., Tacony, 
Philadelphia 35, Pa., offers a handbook 
containing 36 pages crammed with 150 
photographs. Book is called, “How To 
Make Money With 


Included are pictures of 


Cut Costs and 
Chain Saws.” 
irgin-timber operations in 
Oregon, and wood-lot harvesting by 
Midwestern farmers. Disston felt that 
men who work with trees would be sold 


hy demonstration, but none could have 


cutting 


enough dealers or salesmen to put a 
saw in the hands of each of the pros- 
In order to reach these prospects. 
this story in print and picture was de- 
Book takes up maintenance prob- 


pec ts. 


vised, 
lems, specific uses, specifications and ca- 
pacities. In short it is a primer, illustrat- 
ed guide and sales manual on chain 
saws in one. It covers the entire line, one- 
man bow saw, 3.5 h.p. 18 in. to 30 in. 
straight rail types and the 12 h.p. two 
man Disston Copy may he had upon 
request, 


Draper-MaynardAssortments 


The Draper-Maynard Co., 400 York 
‘t.. Cincinnati, Ohio, has issued to its 
distributors’ salesmen a suggested list 
of three assortments for its spring and 
line of baseball and softball. 
\ssortments include only medium and 


summer 


lower price merchandise and with each 
i display material including 
collars and 


Is packed 
window 
glove stands. 


baseball 


signs 
signs, 
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@ Handy-Pack- 
contain the 

same small lot 
quantities of bolts 


that have been standard for years. Cut thread carriage and 
machine bolts have nuts attached as always. 


Rugged open 
drawer 


~d 
By Jobber Salesmen because 
the strong Handy-Pack is more 
attractive to retailers. 
tures that stimulate sales. 
give the jobber salesman some- 





ae 


thing to talk about. 





It has fea- 
.. that 


Sealed with nylon tape 


time and labor. 





boosted with 


pone 


HANDY- PACK 
BOLT CARTONS 


By Sales Clerks because the 


cover of the strong Handy-Pack 
makes a wonderful open drawer 
for bolt cabinets. 
opening cartons everytime you 
make asale. Its a strong drawer... 
won't tear, bulge or break. 


It eliminates 


Certified Reshippable 





By Warehousemen because 
the strong Handy-Pack can be 
handled or even dropped without 
breaking. It can be stacked neatly 
and easily in the warehouse. It 
wort crush or topple. It saves 


STRONG HANDY-PACK BOLT CARTONS have a certified bursting 


strength of 125 to 200 Ibs. per sq. in. depending on bolt size. The cartons are 
— in wooden boxes...can be ordered in carload or less-than-carload lots. 
‘very carton is sealed with nylon tape...is certified ten, et Tying and 


wrapping are not necessary when you reship them. Strong 


andy-Packs have 


countless advantages over old fashioned ‘paper’ boxes. They eliminate costly 
spillage. mixing. sorting and losses due to breakage of weaker cartons. Order 
vour bolts from Buffalo and get them in the new, strong Handy-Pack cartons. 






es 
wie ‘ 


nes 





WRITE 


for this free circular on quantities 
and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 





North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 


Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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Rack Up More Sales « Rake in More Profits 

wn REEVE Shure Sell 

GARDEN TOOL 
DISPLAYERS 





The new improved REEVE Shure Sell 
Garden Tool Displayers are being wel- 
comed by hardware men everywhere 
as the most practical, economical and 
sales-producing advancement in gar- 
den tool displayers in the past 10 years! 
Easy to Install... Last a Lifetime... Steel 


for Strength . . . Riveted Construction for 
Durability .. Durashine for Gleaming Beauty! 


SHOVEL 
DISPLAYER No. 418 
Holds 6 long handled shovels, 
spading forks, cultivators, lawn 
edgers or similar tools. 


RAKE— PITCHFORK 
DISPLAYER No. 420 


Holds 8 rakes or pitch- 
forks in a neat step- 
down row. 


HOE DISPLAYER No. 417 


Slanted single bar with 8 
slots for hoe display. 





Flexible, Interchangeable 


Items above are slotted for 
use on steel rails...Or 
may be screwed direct 
to wall. Displayer rails 

supplied as shown. 


WOOD CABINETS ARE NOT FURNISHED 


“D” HANDLE TOOL DISPLAYER No. 09 


— Used in pairs these steel 
SS, brackets provide space 
saving displayers for 

posthole diggers, forks and other tools best 


displayed at floor level. 


Send now for brochure giving 
full description. 

Our New Catalog Just Off the Press! 
Send for it today! Hundreds 
of new improved items from 
ticket holders to large display 
units. 











REEVE COMPANY 


“Serving America’s Retailers since 1913" 


2220S. Grand Ave.,Los Angeles 7, Calif. 
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WHAT'S NEW 








Fanwing Flyrod 


Narmco, Inc., 600 Victoria St., Costa 
Mesa, Cal., has created the Fanwing 
No. 411 which is 7 ft. 10 in. long. Rod 
is mounted on blanks weighing about 
2 oz. Made of conolon live fiber it is 





equipped with stainless steel snake 
guides and a serrated nickel silver fer- 


rule. To retail for $26.95 and up. 


Rollfast's Hoppy Bike 


D. P. Harris Hdwe. & Mfg. Co., Inc., 
99 Chambers St., New York City, offers 
a cowboy bicycle, the Hoppy bike. In 
addition to bearing the name of the 
western film actor, the Bar-20 bicycle 
is finished in black, white and chrome. 
Features a pair of built-in pistols and 
jeweled holsters, long horn handle bars, 
and individually styled horse-hair grain 
western type saddle, frontier fringed 
carrier. Hoppalong Cassidy coined me- 





dallions on tank and chrome studded 
lamp, mudguards and chain guard. The 
20, 24, and 26 in. sizes are available. 
Price is fair-traded. 


Door Guard Knocker 


The Joseph Hall Hardware Co., 
Philadelphia 4, Pa., has developed a 
door guard knocker which combines 
the features of the door knocker with 
a mirror that can be seen through its 
reverse side. A movable cover plate 
converts the see through to a mouth- 


plished 
finishes. 


brass, 
chrome 


Available in 
chrome and_ dull 
Priced at $4.50. 


piece. 


Twist-Type Masonry Drill 


Kennametal Inc., Latrobe, Pa., has 
developed a twist type masonry drill 
featuring a blade of vacuum sintered 
cemented carbide. Said to have an 
angled cutting point which practically 
eliminates motionless dead 
faster spiral claimed to clean out dust 
at an accelerated rate. Drills designed 
to fit standard rotary electric drills and 


center: a 


will drill tile, slate, stone, marble 
and other non-metallic construction 
materials. Made in 12 sizes from “4 


to 1 in. in increments of 1/16 in. 





Pre-Measured Rope 

New Bedford Cordage Co., New Bed- 
ford, Mass., is marketing pre-measured 
rope. Method used is red markings 
spaced at 10 ft. intervals along the rope. 





Rope is packaged in a colorful self 
dispensing carton, dirt and dust proof. 
No bonds to cut, no covers to remove. 


HARDWARE AGE, APRIL 20, 1950 








Of a 
jectec 
wrer 
make 
func 
Chro 
most 
corro 
a ser 
10" ¢ 
viduc 
adva 








»olished 
finishes. 


ill 
’a., has 
ry drill 
‘intered 
ave an 
ctically 
iter; a 
ut dust 
esigned 
lls and 
marble 
ruction 
rom A 
‘16 = in. 





v Bed- 
asured 
rkings 
> rope. 


ie 


self 
proof. 
move. 


1950 











(Ge hallenger | 


Moat Qu 
Hive va 


(provers in 22 Years! | 


Of all the tools manufactured, not one is sub- 
jected to the elements of rust more than a pipe 
wrench. Constant usage in water and mud 
makes the average pipe wrench a rusty, poorly 
functioning tool within a very short time. 
Chrome plating is recognized as one of the 
most effective elements of protection against 
corrosion. Penens now makes available to you 
a series of chrome plated pipe wrenches in 8”, 
10” and 14” sizes. Attractively priced and indi- 
vidually boxed. Place your order now and take 


advantage of this new profit item. 


AN EXCLUSIVE 


HERE ARE THE REST OF THE TOP QUALITY, 
COMPETITIVELY PRICED CHALLENGER TOOLS 





ALLOY ADJUSTABLE ALLOY SOCKETS 
WRENCHES ND ATTACHMENTS 


CUTTING OPEN END COMBINATION 
PLIERS PLIERS WRENCHES WRENCHES 


Mia A CORPORATION 


3900 WESLEY TERRACE SCHILLER PARK, ILLINOIS 





PEN E 


REGULAR STILLSON 
PATTERN PIPE WRENCHES 


SD 







* 200% increase in customer 
eye-appeal. 

* Nickel-chrome plated for 
effective rust-resistance. 


* Rugged Stainless Steel 
rivet. 

* Non-rusting brass springs. 

* Guaranteed. 


N S$ Pao oe Ct 


Penens Corporation 
3900 Wesley Terrace, Schiller Park, Ill. —~ 


(_] Please send catalog, price sheets and literature 


(_] Please send catalog page and prices for chrome 
plated pipe wrench. 
(_] Please have representative call 


Name 

Company 

Street Address 

City & State —_ 














A DEPENDABLE SOURCE FOR 95% 
OF YOUR VOLUME TOOL SALES | 
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IT'S JUST AS EASY 
TO SELL THE BEST! 


UA Sn DIE 4E 3 


Tool of 100/ Uses 








The lead tool of them all. 
Handee is the original 
and today’s finest to 
do the many jobs 
that need doing 
speedily and care- 
fully by mechan- 
repairmen 
homecrafters. 


ics, 
and 


Handee works on all ma- 
terials, Grinds, drills, 
polishes, cuts, engraves, routs, carves, 
Handee has a 7-bar | 
armature instead of only 3. AC or DC. 


ADVERTISED FOR 18 YEARS 


sands, saws, ete. 


| 
Handee is well known and well liked. It | 
has a reputation for dependability. 

When you sell a Handee, you make a | 
friend, who will tell a friend — and | 
that’s how your power tool and accessory | 
business grows! 


Handee with 7 accessories 


Handee with 5! accessories in 
steel case with piano-hinge lid 


$1995 | 
| 
$2495. 





A CASE OF REAL PROFIT. 


There’s a big demand for Handee acces- | 
sories. Over 500 of them to fit most 
power tools. Displayed in this dust- 
proof, theft-proof case (23” high, 16” 
wide, 12” deep) they sell themselves. 
It’s free on a special offer. 


Write for discounts, dealer aids 
and details about Display Case. 


CHICAGO WHEEL & MFG. CO. 


1161 W. Monroe St. Dept. HA Chicago 7, Ill. 
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BWHAT’S NEW 


Grillmaster Gloves 


Advance Glove Mfg. Co., 
Ontario St., Chicago 10, IIL, offers | 
a glove combining white asbestos with | 





| 
| 











| 
| 
| 


flame-resistant Canton flannel in rose. | 
Said to be light and durable. Permit | 
wearer to hold meats close to flame | 
without singeing hands. Gloves avail- | 
able in a counter display which is free | 
and occupies 7 in. of space. Gloves 
are cellophane wrapped and each fea- 
tures a wrap around making the gloves 
self-salesmen. 


Counter Display Cards 


Allan Mig. Co., 22-78 Steinway St., 
Long Island City 1, N. Y., is offering 
counter display cards to dealers. Cards 
shows a representative display of mer- 
chandise, prices featuring 
Allan’s stainless steel guides and tops. 
Three assortments available, wire frame, 
stamped frame and fresh water. Display 
available without charge, dealers pay 


sizes and 


for merchandise only. 


Window Exhaust Fan 


Dearborn Stove Co., Department E, 


1700 West Commerce, Dallas, Tex., 
offers the Orchids blade of the Sifon- 
\ire window fan. Blade is said to 


produce a smooth constant flow of air. 
Eliminate whirlpools and eddies of air 


at center and tips. Has expanded 
metal grill. Finished in pearl-grey 
hammered baked-on enamel. Pro- 
duces 2,500 cu. ft. of air per minute. 


Suggested to retail for $49.95. 








215 W. | 


REFILLABLE 
REFILLABLE 






REF ae 
REFILL = 
REFILLABLE 


Shanon Goud aud Seheat Co 


BOSTON 16, MASS. 

















PRW-1114 ROUND HEAD 
PFW-1114 FLAT HEAD 


PHILLIPS REFILLABLE 
WOOD SCREW ASSORTMENTS 





12 sizes Nickel Plated Steel Phillips 
Wood Screws, from '/2 x 4 to 2 x 10. 
1114 screws in each assortment. 


Ask your jobber or write us. 


Shavone BM and Spheat Co 


BOSTON 10. MASS. 
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first NEW 
DEVELOPMENT in 


ADJUSTABLE 


POSTS 


oe a 











Money-making dealers 
and jobbers everywhere 
will stock Red-I-Post, the 
only basement post with 
sensationally improved sup- 
port for floors. Its patented 
Ring-Lock bears upon the 
full circumference of the 
two telescoping columns, 
distributes the load uni- 
formly. 





Ww 
2. 
a 
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> 
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RING-LOCK 


NO HOLES 
NO PINS 
NO WEDGES 






No pins, no wedges, no 
holes for children’s prying 


fingers. No spreading or 
mushrooming of tubular col- 
umns with Red-I-Post Posi- 
tive Ring-Lock. It's double 
adjustable — the removable 
Ring-Lock for telescoping 
column adjustments and the 
Jack Screw for final adjust- 
ments and lifting. 


With Profitable Red-I-Post, 
you get ready sales for 
farm, home, commercial, 
and industrial use. Sell the 
complete line — telescoping 
and builders’ posts. Order 
today. 


For name of your near- “NS 


est distributor, write Saw- 


hill Manufacturing Com- NOT ane 


pany, Sharon, Penna. PRODUCT 


IMMEDIATE SHIPMENT 





KEEP FLOORS LEVEL AND SAFE 





THE SAWHILL MANUFACTURING COMPANY 
MH NSY NIA 


& N PENN vA 
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Acrobatic Bear Cub 


Ideal Toy & Novelty Co., 184-10 
Jamaica Ave., Hollis, L. I., N. Y., is 
offering Tumbling Teddy, a_ cuddly 





which 


cub 
He has a brown plush 
stuffed body with tan felt pads on feet 


motorized acrobatic bear 


stands 15 in. 
wears a ribbon bow 
To retail for $6. 


and paws and 
about his neck. 


Dealer Brochure 


F. B. Connelly Co., Seattle, 
booklet for its 
available to the 


Wash., 
has issued a dealers 
outlining its service 
dealer. 
ing to the booklet: master retail selling 


market re- 


This service includes, accord- 


catalog, buying service, 
search bureau, sales promotional staff, 
advertising staff and your own optional 
source of supply for a wide variety of 


merchandise. 


Fire Extinguisher Decals 


The Meyercord Co., 5323 W. 
St., Chicago 44, Ill, has 
three decal sets for selection of three 


Lake 


developed 


extinguishers for fires of: 
€ lectric, gas, 


types of 


wood, paper, rubber; 
chemical; and of any 
electrical. Large decal 8 by 9 in. sup- 
plied for wall above unit, and a 1% 
Decals 
and 


origin except 


in. by 2 in. for extinguisher. 
identify by 


printed instructions naming use. 


color code, designs 











FIRE EXTINGUISHER 


WOOD-PAPER RUBBISH-ETC. 


1940 w E PERKIN 











HOLD-E-ZEE 


The Original _ 
Automatic Grip 


SCREWDRIVERS 














. ++ and here’s why: 
Features are outstand- 
ing. Promotion is 
steady and right! Repu- 
tation is nation-wide 
- +. and quality, 


from hand-ground ORDER 

: THRU 
chrome-vanadium / your 
bits to unbreak- JOBBER! 


able, insulating 
handles is 
unsurpassed! 


FOR BOTH 
TYPES OF 
RECESSED 
HEAD SCREWS 


NATIONALLY 
ADVERTISED in 

@ The Saturday Evening 
Post 

@ Collier's 

@ Popular Mechanics 


’ 
D RS | © Popular Science 
IN 4 coro Monthly 





poInT-OF SALE 












. R 
ask YOUR JOBBE 


UPSON BROS. INC 
ROCHESTER 4.N Y 
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> ST 
LZ SUNSET’S 





in TO BUILD 


SALES FOR YOU! 


Oy A Aa Rg AA A TNR A, 


Something radical is going to happen in 
your store! For the first time your custom- | 
ers are going to ask for SUNSET LINES 
... not just “fishing line’’! 

Never happened before, has it? Here’s why it’s 
going to happen right after April 1st. Fishermen 
throughout the United States ...in your town... } 
are going to want to enter SUNSET’S “NATION. 

AL LIARS’ CONTEST.” They’re going all out to 
win a Willys Station Wagon, Harris Trailer, Trail- 
orboat, Martin Outboard Motor, Thompson Canoe 

and the other 650 amazing gifts in SUNSET’S 
$16,500 Liars’ Contest. | 


AND THE ONLY WAY THEY CAN COM- 
PETE IS TO SEND IN A SUNSET LINE 
LABEL WITH THEIR ENTRY! AND THE 
ONLY WAY THEY CAN GET A SUNSET 
LINE LABEL IS TO BUY OUR PRODUCT! 


How about it, Mr. Dealer? Sound like a good 
reason for your stocking Sunset Lines and identi- 
fying your store as “Liars’ Club’”’ Headquarters? 


SUNSET HAS THE QUALITY! SUNSET 
HAS THE COMPETITIVE PRICE! NOW 
SUNSET GIVES YOU CONTINUOUS NA- 
TIONAL ADVERTISING ASSURANCE OF 
QUICK TURNOVER. 


Just a penny postcard is all it takes to have a 
salesman call or to have display material and full 
details shooting the rapids right your way. DO 
IT NOW, MISTER! 


April 1st to September Ist gives 
you constant SUNSET promotion! 


WRITE 
TODAY 


FOR TIE-UP DISPLAYS } 
AND FULL CONTEST 
INFORMATION 
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WHAT’S NEW 








Barcalo Display Assortment 
Mig. Co., 


a four board 


Barcalo 


offers tool display as- 


sortment consisting of four 9 by 8 in. 


blue and white individual boards. Each 








holds a variety of tools, sizes clearly 
indicated. A spot above each group 
of tools is for prices. Each assort- 
ment is packaged individually in car- 
tons for convenient reshipping. 


Crescent Cutouts, Mats 


Crescent Tool Co., Jamestown, N. Y., 
is offering to dealers mats for news- 
paper advertising. They all measure 
one column by 5 in. and are available for 
Crescent wrenches, Crestoloy wrenches, 
Crescent pliers, Crestoloy pliers, Cres- 
cent hacksaws and Crescent snips. Also 
available are Crescent figure cutouts. 
They are people printed in bright 
colors with easel backs. Tools can 
be placed over the shoulder of the 
figure resting in the notches of the 
easel and arranged about the window 
display. 


Hypromatic Water System 


Hypro Engineering Co., 404 Wash- 
ington Ave. N., Minneapolis, Minn., 
offers a water system made for resorts, 
cottages, farms and suburban homes. 
This Steady-flow water system does not 
require a storage tank but pumps di- 





Buffalo, N. Y., 


rectly from well-cistern, spring or lake. 
Consists of a % h.p. heavy duty motor, 
rotary roller pump, mounted on a 
baked enamel aluminum base and pres- 
sure control dome. Built-in relief valve 
said to assure steady flow of water. 
Pump delivers up to five gals. of water 
a minute; pressure ranges from 20 to 
10 lbs. Suggested to retail for $59.50. 


Automatic Dryer 


Frigidaire Division, General Motors 
Corp., Dayton 1, Ohio, is offering a 
115 volt automatic electric tumble- 
action clothes dryer designed to operate 
as a plug-in appliance in conjunction 
with Frigidaire’s automatic clothes 
washer. Model TJ-61 is the same as 
the 220 volt dryer, TJ-60 with these 
exceptions: it is equipped with a timer 
to eliminate re-dialing for extra drying 
1,400 watt, 115 volt heating 
element and an appliance cord _per- 
mitting installation as a plug-in appli 
ance. Maker says approximate drying 
time for an 8 lb. load of cotton is 50 
minutes for damp drying and 90 min- 
utes for complete drying. 


Chrome Clad Tape Rules 


The Lufkin Mesurall and Wizard Jr., 
steel tape-rules now feature Chrome- 
Clad non glare finish blades. Maker 


time; a 





says the blades absorb disturbing light 
reflections. Black markings and gradu 
ations are permanently bonded to the 


steel and sunk below the surface 
Blades will not chip, crack or peel. 
Blades are manually operated. Im- 
proved heavily plated cases have flush 
inset side plated in red and white. The 
Lufkin Rule Co., Saginaw, Mich. 


Conroy-Prugh Catalog 


Conroy-Prugh Glass Co., 1430 West- 
ern Ave., Pittsburgh 12, Pa., offers its 
1950 catalog. Over 50 new mirror 
designs have been added including 20 
plateau, 15 Venetian, 14 hand, four 
purse, and five picture frames. New 
lines include seamed edge Venetian, 
crystal sheet plateaus, scalloped edge 
easel type, triplicate vanity mirror, 
plate glass plateau, non-tarnishing gold 
finish easel picture frames. 
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Ballonoff Cherry Pad 


Ballonof' Metal Products Co., 1820 
E. 37th St., Cleveland 14, Ohio, has 
added an all purpose pad with a cherry 
design top to its Pro-Tex line. Con- 
struction features include air cell in- 
sulation and soft asbestos base. Avail- 


hes opening your best” marker. 


for 


BRAND 


INSECT WIRE SCREENING 


Keep an eye on the windows in your area. 
When they start staying up, that's the time 
to have plenty of Cortland Brand Wire 
Screening on hand. 





able in 18 by 20, 14 by 17, 8% by 20, 


7 in. sq., 7 in. round and 8% in. round 





sizes. | Every open window ... door . . . and porch is 
mi a potential market for this popular, profit-making 
Five Shelvadors screen. What's more, your customers will buy Cort- 


land Brand Wire Screen because it's priced to fit their purses . . . 


Crosley Division, Avco Mig. Corp., ° ° ° 
gives them years of long-lasting screen protection. 


Cincinnati, Ohio, is making available 

five Shelvador pelzignraters in shana Order Cortland Brand Wire Screening now — a favorite for over 

or pits et ge yi 75 years. Made to U. S. Department of Commerce, National 

ranging from $189.95 to $329.95. Also Bureau of Standards’ specifications. In 18 x 14 mesh, 24” to 48”, 
ines in 100 linear foot rolls. Wide widths for porches and breezeways ( 


introduced was a kitchen freezer, de- . s m 
ees por ooh sink and laundry bowl also available in Bronze and Aluminum. 54”, 60”, 66” and 72” 
widths. ne 


with sliding drainboard and _ other 





















kitchen equipment. The DMB-7, at ““— ae Rita 

° d ’ ee DAY.WICkK we 
$239.95, offers a full-width horizontal Cortiand GRAY-WICK ay 
freezer compartment, separate frozen The popular, all-purpose insect wire screening. Pe 


storage tray and the Shelvador’s space. 
Kitchen freezer has 4.1 cu. ft. capacity 
and holds up to 140 lbs. of food. Also 
provides 6 sq. ft. of vinyl covered 
work surface on top. Vinyl tops are | 
available in four colors and_ black. 
Base and wall cabinets in 27 and 36 
in. widths are available and a 48 in. 
cabinet sink and laundry bowl. Kitchen 
wall and base unit now range in width 
from 15 to 36 in. and sinks from 42 to 
66 in. Vinyl counter tops for cabinets 
are also available in the four colors | 
and black. A hard maple top fits 24 in. | 
base cabinets. Said to be resistant to | 
heat and cold. | 


zinc galvanizing and enameling with pigmented 
finish. Has "glare-proofed" finish. 


Cortland BRONZE 

Rustless under all weather conditions—unaftected 
by salt air, acids or gases. Has greater strength 
and durability than copper screening. Available 
in bright or dark bronze "antique" finish, 


Cortland ALUMINUM 


Can't rust or stain because it's made of full gauge 
Alclad aluminum wire. Exceptionally strong and 
light—only one-third the weight of steel insect 


wire screening. 


Doubly protected against corrosion by electro- & 








Nesco Display Kit 

An eight-piece display kit on the 
Nesco line of hot dipped galvanized 
ware has been designed by The Na- 
tional Enameling & Stamping Co., 
Milwaukee 1, Wis. The set is packed 
in one envelope with illustrated instruc- 
tion sheets showing how the various 
pieces can be used individually or to- 
gether, for window, wall or hanger dis- | 
plays. Streamers available in two and | WICKWIRE BROTHERS, INC., Cortland, N.Y. 


three colors. 
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Advertised for Your Benefit in the 





3 _—__ am 


FREE FLOWING SEWERS, 
DRAINS, SINKS, TOILETS, 
SEPTIC TANKS 


If tree roots have clogged your sewer, 
use DIG-NO-MOR. This chemical com- 
pound works like magic to eat away 
roots, paper, hair, coffee grounds and 
other organic obstructions in sewers and 
drains. Retards future growth of roots. 
Cleans out sewers filled with leaves from 
down spouts. 





Save expensive, back-breaking digging, 
by using DIG-NO-MOR to free all your 
plumbing drains and keep free by an 
occasional application. Easy to apply. 
Does not deteriorate in storage. Guar- 
anteed. Sold by leading plumbers, hard- 


ware stores and janitors 

supply houses, in 20 Ib. 40 = : 

Ib. and 100 Ib. steel drums. / 
For complete information / “nt. 

and prices— write KR: 

Rie, 






for FREE FOLDER 


DIG-NO-MOR DIVISION 
ASSOCIATED SPECIALTIES CO., INC. 
10650 Gratiot Ave. @ Detroit 13, Mich. 


DIG-NO-MOR is 


© Advertised in The Saturday Eve- 
ning POST and other national pub- 
lications. 
RETAIL PRICES 
20 Ib. Drum $8.35 
40 lb. Drum 14.60 
100 Ib. Drum 24.90 


Attractive Discounts 


|i 
, 








© Distributed through the regular 
channels. If your jobber has not 
yet stocked DIG-NO-MOR, we will 
drop ship and bill through your 
jobber if you give us his name. 


ORDER FROM YOUR JOBBER OR SUPPLY HOUSE 
LITERATURE ON REQUEST 


ASSOCIATED 
SPECIALTIES CO. 


10674 GRATIOT AVE. 
DETROIT 13, MICH. 
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WHAT'S NEW 


Forged-Head Hammer 


Capewell Mig. Co., Hartford, Conn., 





is introducing a hammer whose forged- 
head is given Technamatic heat treat- 
ing. This is said to be an automatic 
process designed to assure uniformity 
differential 


and proper hetween the 





Maker guar- 


striking face and claw. 
antees heads for life against chipping, 
Features polished 


breaking or cracking. 
round face and poll, top of claw, eye 
and sides of claw. Also black under 
claw and on neck and hickory handle. 
Identified by gold band on handle. 


Waste Disposer Booklet 


Mullins Mfg. Corp.. Warren, Ohio, 
Youngstown Kitchens Div., offers a 
booklet on the use of a food waste dis- 
poser with a septic tank. Book recom- 
mends that a septic tank of at least 
500 gal. capacity be installed when a 
food waste disposer is used. Includes 
tables showing method of determining 
the size of a tank suitable for families 
and houses of different sizes. Illustrated 
with line drawings, the booklet pro- 
vides a large volume of information on 
operation of a septic tank. 


Three Power Field Glass 


Central Die Casting & Mig. Co., 
2935 W. 47th St., Chicago 32, Ill., has 
developed a three power field glass to 
$1.49. molded 


retail for Lenses are 


from crystal-clear plastic material, said 
unbreakable and 


to be shatterproof. 





They are set in a light-weight die-cast 
metal body. Maker claims lenses are 
molded to accurate optical specifica- 
tions. 















A 
“ 
ss 


In HARDWARE 
HOUSEWARES 
DEPARTMENT STORES 
Buyers Proclaim 
‘“TIDBIT"’ 


a sensational hit 


2 Tier in 


Charm String 





3 Tier in 


English Ivy 





A colorful TIDBIT for the gracious hostess 


who serves a variety of nuts, chips, flakes, 
and hors d'oeuvres. Spacious 10” base tray 
and 8” top plate of beautiful 3 ply maple. 
Top bowl on 3-tier is extra deep 6” hard 


maple bowl. 

Use TIDBIT by itself or as an attractive cen- 
terpiece on Rio Grande Lazy Susan. Available 
in any of 7 exclusive Rio Grande handpainted 
patterns. Highly polished brass plated hard- 
ward. Ships knocked down with instructions 
for easy assembly. 





CAESAR SALAD BOWL 
for Gourmets 


The Caesar Salad craze is sweeping the coun- 
try. Here’s the Caesar Salad Bowl with treated 
open pores to hold the garlic flavor. Recipe 
for Caesat Salad on bottom of bowl. 





Send for Colorful 
1950 Catalog 


and 


Price List 





DALLAS. TEX 
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DeWitt Line Packages 


For, family identification, effective 
display and easier stocking, Bill DeWitt 
Div., Auburn, N. Y., offers its line in 
new cartons. Background is orange with 





an over-all pattern consisting of Bill 
DeWitt and the BD trade-mark. Fish 
hook cartons also have a fish hook 
drawing enclosing the words, Good 
Hooks. Name of item, catalog number, 
description and in some cases an illus- 
tration of item are marked. 


Reel, Plumb Bob Combine 


Cedarberg Mig. Co., 533 S. 4th St., 
Minneapolis 15, Minn., is making the 
No. 41 Dandee reel and plumb bob 
with a spring bracket to hold the 
plumb bob when it is not in use. Reel 
contains a full 100 ft. of No. 18 yellow 
mason line and has the Dandee anti- 
back-lash feature. Plumb bob is an 8 
oz. bob made from heat-treated chrome 
plated steel with removable brass cap. 
Retailing for $2.50, the shipping weight 
is 1 Tb. 4 oz. 


Outdoor Cook-Nook Booklet 


The Majestic Co., Huntington, Ind., 
has issued a revised edition of the 
% page book, “How To Enjoy An 
Outdoor Cook-Nook.” Featured in this 
edition is the TV Cook-Nook. With 
the TV Cook-Nook design, Majestic 
introduces three metal parts and ac- 
cessories suitable for use in other 
styles of Cook-Nooks. Model OF 48 
unit is in two removable sections. Rear 
half, solid surface with lift-up 6% in. 
stove lid. Front is a grill grate with 
bars tapered and notched. Two part 
hottom grate may be raised for char- 
coal or lowered for wood. Also new 
is the barbecue smoke hood accessory. 
OF49. Frame rests on top angles of 
fireplace unit and holds sheet metal 
hood in position. Spit model OF234 
may be placed on models OF28, OF38 
and OF48 fireplace units. By notches 
in supporting end brackets, spit may 
be raised or lowered to vary its height 
above the fire. Cast iron brackets, 
attached with set-screw clamps are 
movable along the fireplace angle 
frames to any position desired. Work- 
ing drawings and specifications ena- 
hling one to build the TV Cook-Nook 
are available in blueprint form as plan 


No. BP-H14 for $3. 
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In Trailer Couplings 


a «IT’S FULTON 


| fee. for Dependability 





* Proved by 15 years of leadership. 
’ ¥% Advertised in SATURDAY EVENING POST. 
; * Continually improved to match modern cars. 


| FULTON Features That SELL COUPLINGS! 


Made of quality pressed steel for greatest tensile strength. 
Can be welded to trailer tongues without injury to coupling. 
Easily operated, ratchet-type hand wheels . . . positive safety 
latches . . . die-formed steel balls ... heat-treated bolts. Meet 
current standards of Society of Automotive Engineers. 


No. A-6 TRAILER COUPLING 


For extra heavy-duty use with trucks, trac- 
tors and road machinery. Loads up to 8,000 


Ibs. List $7.15. — 
B-6 Coupling, 6,000 lb. capacity, list $5.85. 


No. 0-7 TRAILER COUPLING 


2 
wail For use on most types of two-wheel utility) 
trailers. Loads up to 4,000 Ibs. List $3.75. 
No. 0-6 (for 2-inch pipe tongues), 4,000 lbs. capacity, $3.75. 
Extra BALL ASSEMBLIES. Die-formed steel ball assures 
uniform fit and bearing in sockets. Complete with nut and lock 
washer. For all models of Fulton Couplings. List $1.10 to $2.50. 







No. 30 TRAILER TONGUE STAND 


Supports two-wheel utility trailers at average 
hauling level for easy loading, unloading and 
parking. Sturdy, pressed-steel stand is adjust- 
able in height. Bolted or welded to trailer 
tongue. Stand locks in vertical and horizontal 
position. List $4.95. 


~~ No. 25 BUMPER CLAMP 


A secure, all-steel anchor for trailer coupling. 
Adjustable for most bumper shapes. Rubber 
cushions prevent marring bumper face. List $6.25. 





U-2-B Bumper Clamp, for older model, flatter- 
style bumpers, list $1.80. 





TC-22 Twin-Clamp Hitch, for older cars. Wide 2-point attachment 
with connecting bar. 
List $5.00. 


No. 26 BUMPER CLAMP 
CONNECTING BAR 


Used with two No. 25 Bumper Clamps where clamp mounting 
at center of bumper is impossible or better load distribution is 
desired. Complete with bolts, nuts and lock washers. List $4.50. 





Request “Fulton” from your jobber for quality and satisfaction in trailer coup 
ling business. Write for illustrated catalog—please mention “Hardware Age Ad”. 


THE FULTON COMPANY 


Milwaukee 14, Wisconsin 
In Canada: J. C. Adams Co., Ltd., Toronto, Ontario 
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springtime | WHAT'S NEW 





Spring electric fence sales and 
profits have already started for 
many dealers. Between now and 
the end of June, over 60% of the 
year’s controller sales will be 
made. Your profits will be great- 
er if you display and push Prime 
—the best name in electric fence. 


NEW PRICES TO HELP YOU SELL 


Look at the new prices for leading 
Prime models. Model 486 has been 
reduced to prewar price. Note the 
new price for the two-circuit 
Model 2C-1. On Prime high-quality 
battery controllers retail prices 
have been increased slightly — 
extra profits for you. Model 333 
(shown with cover removed) is 
priced at $24.95. Model 33, at $18.50. 
Retail price for the Test-Rite 6- 
light tester is now reduced to $1.95. 


The PRIME Manufacturing Co. 


1669 South First St. * Milwaukee 4, Wisconsin 
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Electric Drill Bits 


Greenlee Tool Co., Rockford, IIl., in 
introducing a line of wood-boring bits 
for use in % in. portable electric drills. 





Designed for wood workers using drills 
for boring % in. or smaller holes in 
soft or hard wood. Bits are heat-treated 
and of solid center design. They have 
the single-cutter, extension lip type 
head with outlining spur. Shanks are 
sized to %4 in. diameter. Packaged as 
set of five in metal edge display box. 


No Sweat Insulation 


{ssociated Specialties Co., Inc., 10640 
Gratiot Ave., Detroit 13, Mich., is mak- 
ing No Sweat, a fire-proof, vermin- 
proof insulation made of Fiberglass 
which is designed to prevent conden- 
sation on basement water pipes. In- 
sulation is wrapped with a_ special, 
semi-elastic vapor seal tape. Packaged 
in 40 ft. rolls, which will protect about 
20 ft. of % in. pipe. Retails for $1.50 


a box. 





Key Machine Safety Switch 


Keil Lock Co.. Inc., Charlestown, 
N. H., is incorporating an automatic 
safety switch in its LA and 1% AC key 
duplicating machines. Switch cuts off 
the electric current while the goose- 
neck gage is raised for inserting keys 
in the vise jaws. It is necessary to 
lower gooseneck before the machine 
can be started. 
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Adams-Rite, the originators of the ex- 
clusive extruded design in Surface, Slide 
and Cremone Bolts, is still the only 
source for all styles! This patented con- 
struction with concealed guides elimi- 
nates all unsightly straps and scratching. 
Solid brass throughout. Four screws to 
each bolt insure rigid strength. Installa- 
tion is easy and error proof and adjust- 
ments are made on the job without 
taking the bolt apart. Spring tension 
gives uniform pressure at all points. 


All 3 widths of rods—*4", 4”and | 
54”—have the extruded design 
Lengths to 48”. Harmonizes 
with any architectural design. 
Mortise and rim strikes fur- 
nished. 10 standard finishes. 





Extruded design in 2 sizes—2'%” 

x 14” and 3” x 54”. Ideal for stall 

and Dutch doors and for use in 

place of mortise and gem bolts. 

Surface, rim and mortise strikes 
] furnished. 10 standard finishes 


New narrow, modern design enhances 
French windows and doors. Especially 
suited to very narrow wood or metal 
stiles. Rods, all with extruded design, 
in 3 widths—*4”, 19” and 54”. Reversi- 
ble as to hand. One or 2 handles 
available. Thumb button deadlock 
optional. Mortise, rim, angle and sur- 
face strikes furnished. 7 standard 
finishes. 


SOTH 
ANNIVERSARY 


ADAMS-RITE MANUFACTURING C0 








—)\ 
1900-1950 \A 





40 WEST CHEVY CHASE ORIVE GLENDALE 4 CALIFORNIA U 5S A 
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Ekco Egg Beater 

Ekco Products Co., Chicago, II, 
offers an egg beater featuring Nylon 
pinion gears. Maker says the tests 
showed the units showed no signs of | 





wear after 500 hrs. of continual oper- 


ation. Known as Best Egg Beater, the 
product retails for $4.95. Also equip- 
ped with chrome plated die cast frame, 
drive wheel and crank. Black plastic 
handle, beater blades are of stainless 
steel. 





Water Systems Promotion | 


Plumbing & Heating Industries Bu- 
reau, 35 E. Wacker Drive, Chicago 1, | 
Ill., has prepared a sales promotion kit | 
for National Water Systems Month. | 
Consists of five main pieces: streamer, | 
38 in. long, at the end of which is a | 
miniature heart and the slogan, “Run- 
ning Water-Heart of Today’s Living”; 
cartoon mailing piece, which describes 
the “Case of the Missing Heart”; large 
heart with “Running Water—Heart of 
Today’s Living”; nine circular display 
cards; and a tip sheet on merchandis- 
ing on demonstrating with diagrams to 
color how dealers can employ window 
displays for extra profits. 


Kanteen Jug 


Hemp & Co., 1211 E. Murray St., 
Macomb, IIl., offers the Little Brown 
Jug Kanteen the top of which will hold 
16 cups of hot or cold drinks. Bottom | 
part will hold 12 sandwiches or enough 





| 

| 

, — 

steaks for four. Snap-on bottom is | 

large enough for swimming suit, beach | 
shoes, etc. Fisherman could carry extra 

line, plugs, etc. 
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A UNIQUE PROFIT BUILDER 


ae N@.@:4(7 3 
for HOME 
PAINTERS 





To help you get a larger dollar volume, Robinson has attrac- 
tively packaged all the brushes and accessories necessary 


to do a good paint and decorating job. 
The Robinson Home Painter's Kit sells 
itself on your counter and combines 
into one sale eleven individual low 
volume sales. Stock now for increased 
profits. Immediate delivery. 


MR. DEALER: To give you increased 
profits through a.lower inventory cost, 
Robinson has a compact Merchandising 
Brush display. The customer can select 
the high quality Robinson bristle or 
nylon brush to fit the price and the job. 


Use the coupon below to get additional 
information on the Home Painter’s Kit 
and the Robinson Brush Display. 


in CORPORATED 














ROBINSON 
NYLON ane BRISTLE 
PAINT BRUSHES 
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EDWARD E. ROBINSON, Inc. 
95 Park Avenue, Nutley 10, N. J. 


| want to increase my paint brush 


1 

i 

i 

i 

I 

i . 

i inventory. 

Merchandising Aids. 

: Pa snicasarctinniniaincinis 

PI oss is occtioesessuctvetncsurcens 

; Re  iveinniiarind tpnstonassilap iebnsevicmacidiistion 
: NID cli iescticcnstaitnnnentnirninncmpianainnte 
g HA-2 





Send me information on the Edward E. Robinson 


I 
I 
I 
I 
1 
I 
I 
a | 


profits and reduce my 
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: safety reel 
Noble''33"' Hammerless Rifle 
T UJ W N és i K L ‘ . Noble Mfg. Co., Haydenville, Mass., 
(C L} offers the model “33” hammerless .22 


Cal. slide action, repeating rifle. Maker 
WHAT D Oo YO U NE ED ? | says it is impossible to beat the action 
on the “33.” Trigger cannot be pulled 
until breech bolt is completely and 


} 
finally locked in position. Visible feed- 
i 














\ We carry in stock Galvanized Steel, Self- 
- Colored Steel or Bronze Turnbuckles in 
either open or pipe type bodies — with Hook, ing mechanism shows whether action 

Eye, Jaw or Stub End fittings. Available in and magazine are empty or loaded. 





all standard lengths in sizes from 1/4” to 2” 
diameter. 

The W-C line of Heavy and Shelf Hard- 
ware also includes items ranging from Blocks 
& Pulleys to Drop Forged 
Steel Shackles. For com- 
plete information on the 
“Dependable” Line write to- 
day for your free copy of 
our new 1950 Catalog “H”. 


coil secure 


keeps the 


tated relea 
out on sid 
remaining. 
width, typ 
contents. 











tainer in 
to type, s 
end label. 





Stock and slide handle are made of 
Tenite. Barrel is 24 in. long, precision 
rifled and chambered for .22 cal. short, 








= long and long rifle catridges. Adjust- Tubular 

7 1 ‘ 1 ~ able sporting rear sight with Lyman The iter 
W ILCOX, CRIT TENDEN & CO.., INC. gold-color bead front sight. Receiver is in Sten 
i ENTRY . ‘DER arte | polished and blued of selected steel. AGE. desc 

A CENTURY OF DEPENDABILITY ce gi once Pore yng AGE, des 


77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT fluted comb. 














; alt Water System Catalog 


Peerless Pump Division, Food Ma- 


chinery & Chemical Corp., 2005 North- 
western Ave., Indianapolis, Ind., offers 
ELECTRIC SOLDERING TOOLS 


a catalog describing the complete line 
ALL PARTS REPLACEABLE 


of Peerless water systems; including 
by simply removing 








deep and shallow well jet systems; the 
Water King pumping system; shallow 
| well tank-mounted system, model H; 
| deep well reciprocating pumps and a 
| number of other farm and home pumps. 
| 





540 W. Ch 
Cal., illust 
lar latch s 
the same 
Lock Co.., 
tubular la 









Contains tabulated data including head 
capacity rating charts and dimension 
tables, cutaway view and descriptions 
of parts and pages of helpful general 
data. 





Champ-ltems Merchandiser 

Display card No. 521-C for window 
| handle crank knobs holds 12. Knobs, 
| made of polished aluminum, are said to 
fit all makes and models of cars and 
trucks. Champ-Items, Inc., 6191 Maple 
Ave., St. Louis 14, Mo. 


Come-A-Part 
Fisherman Shears 


| H. Boker & Co., Inc., 101 Duane St., 
| New York City 7, is making Boker 


4 screws. 


50 Watts '4,"' Tip Diameter 
100 Watts %"' Tip Diameter 
150 Watts %"' Tip Diameter 
150 Watts '/."' Tip Diameter 
200 Watts 5"' Tip Diameter 
300 Watts %"' Tip Diameter 



















ASK YOUR JOBBER FOR COLORFUL DISPLAY BOARD 


VULCAN ELECTRIC COMPANY 


DANVERS 3, MASS. 


Makers of Vulcan Electric Screw Tip, Plug Tip, Pygmy and Mercury 
Soldering Tools, Vulcan Electric Solder Pots, Giue Pots and Branding Sd 


Come-A-Part fisherman shears which 
can be used for scaling, gilling, gutting 
as well as cutting off fins, heads and 
| tails. Hook extractor disengages hook 
easily, maker states. Blades which are 
| made of drop-forged steel, come apart. 


















Irons. 
ul | Available in chrome plated with baked “ 
red handles, No. 395, and de luxe fully 
plated blades and handles, No. 495. - 
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Band Saw Coil Stock 

The-L. S. Starrett Co.. Athol, Mass., 
is offering a band saw coil stock. This 
safety reel dispenser holds a 100 ft. 





coil secured by a revolving arm which 
keeps the stock in place and when ro- 
tated releases any desired length. Cut- 
out on side shows the amount of stock 
remaining. Each reel is labeled to show 
width, type, gage and teeth-per-in of 
contents. An outer carton type con- 
tainer in red and yellow has data as 
to type, size, etc., of contents on an 


end label. 


Tubular Latch Set 


The item published on page 186 of 
the March 9th issue of HARDWARE 
AGE, describing the sliding door lock 
being made by Adams-Rite Mig. Co.., 





540 W. Chevy Chase Drive, Glendale 4, 
Cal., illustrated the ball bearing tubu- 
lar latch set described on page 201 of 
the same issue made by The Clinton 
Lock Co., Clinton, lowa. The Clinton 
tubular latch set is illustrated. 










HAROWaRe 
APPLiance- 


SERVICE Dept 


“Quart of gas, check the 
oil and wipe my glasses." 
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Fuuts THE BEST Tous 


(weuce 
mann 


A complete line of all standard shapes, 
sizes and cuts of files and rasps.. . each 
one guaranteed to be of the top-notch fast- 
filing, long-wearing quality that will win 
customer satisfaction and repeat orders for 
you. Write for our AMSWISS Catalog. 
describing and listing these profit-making 
tools. 


AMERICAN SWISS FILE & TOOL CO. 


410 TRUMBULL STREET, ELIZABETH 1, N. J. 


Also manufacturers of Swiss-Pattern files, milled curved tooth files, 
rotary files, and mechanics’ hand tools. 





eh 
MILWAUKEE 


WROT. WASHERS 





7%e SYMBOL of QUALITY for 62 YEARS 


WASHERS . . . Standard and Special, Every Type, Material, Purpose, 
Finish ... STAMPINGS of every Description . . . Blanking, Forming, 
Drawing, Extruding. 





Your most dependable source of supply — the world's largest manutac- 
turer of Washers, serving Industry since 1887. Over 22,000 sets of Dies. 


Submit your blueprints and quantity requirements for estimates. 


MANUFACTURING CO. 


The World's Largest Producer of Washers 


2218 S. BAY ST., MILWAUKEE 7, WIS 





| : 
‘WROUGHT WASHER 
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The Southern Chain & Mfg. Co. 
Formed; Willingham Gen. Mgr. 


James W. Dickey, 


dent and general manager of the 


vice-presi- 


Round Associate Chain Co., has 
announced the formation of The 
Southern Chain & Mfg. Co., 1224 


Second Ave.. 
Ala. 


North, 


Birmingham, 





JAMES W. DICKEY 


This company will operate as 
an independent concern affiliated 
with Round Associate Chain 
Co.’s, and will be managed and 
operated entirely by southern 
personnel. 

It will distribute the products 
of other Round associate com- 
panies which produce industrial, 
marine, railway, automotive, 
building, home and farm chain 
of every type as well as chain 
hoists and other material-han- 
dling equipment. 

A. J. Willingham, Jr., will 
serve as general manager of the 
new company. He was formerly 
affliated with The U. S. Pipe & 
Foundry Co., and Moore-Handley 
Hardware Co. 

Raymond L. Round, president 
of Southern Chain & Mfg. Co., 
holds a similar position in all 
the Round associate companies. 
He is a grandson of David 
Round who founded the Round 
chain companies in 1869 and a 
son of the late Louis D. Round, 
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| second 


of the 





former president. James 
Dickey, 
surer of the Round 
Co.’s, serve in a like 


pacity with Southern Chain. 


will 


Through arrangement with The 


Cleveland Chain & Mfg. Co., 
emergency needs of that com- 


pany’s customers will be shipped 
from Birmingham by The South- 
ern Chain & Mfg. Co. Establish- 


| ment of the company marks the 


major expansion 
Associate Chain 


recent 
Round 





A. J. WILLINGHAM, JR. 


Co.’s, the first being the organi- 
zation of The Round Chain & 
Mfg. Co., in Chicago, Feb. 1. 


FAIRBANKS, MORSE 
ELECTS O. O. LEWIS 
VICE-PRES. OF SALES 


At a recent meeting of the 
board of directors of Fairbanks, 
Morse & Co., 600 S. Michigan 
Ave., Chicago, following its an- 
nual shareholders’ meeting, O. O. 
Lewis was elected vice-president 
in charge of sales. 

Mr. Lewis joined the organi- 
zation in 1908 as a clerk. For a 
number of years he was a sales 
engineer in Indiana, Ohio and 
Michigan territories. 


vice-president and _ trea- 
Associate 
ca- 


Read it in HARDWARE 


EWS OF 








| 





In 1932 he was appointed man- 
ager of the company’s Atlanta 
branch house, which position he 
filled until December, 1943, when 
he was moved to Chicago head- 
quarters and appointed assistant 
sales manager. In 1948 he was 
promoted to sales manager, and 
now vice-president of sales. He 
was also elected a director of 
the company. 


ANDERSON NAMED 
AER*A*SOL PRODUCTS 
SALES MANAGER 
Austin R. Zender, vice-presi- 
dent in charge of sales at Bridge- 


port Brass Co., Bridgeport, 
Conn., announced that Walter 


E. Anderson, who up until April 
1 was in charge of the midwest- 
ern Aer*a*sol sales for the com- 
pany, has been promoted to sales 
manager of Aer*a*sol products. 
Mr. Anderson had served the 
Aer*a*sol department as_ the 
head of sales for the midwest- 





ern territories for the past 15 
months. 

He will become associated with 
John H. Mills, sales manager of 
the consumer products division, 
and his offices will be located at 
the East Main St. plant where, 
under the new plan of organiza- 
tion announced by Herman W. 


Steinkraus, president and gen- 
eral manager, the Aer*a*sol 
sales and advertising division 
will now be located. 
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PROTECTALL SAFE CORP. 


APPOINTS SALES MGR. 


Archie P. Danos has _ been 
named sales manager of Pro- 
tectall Safe Corp., Syracuse, 
nm. Y. 

For many years Mr. Danos 





ARCHIE P. DANOS 


was associated with the Eber- 
hard Faber Pencil Co. in a sales 
executive capacity, and more re- 
cently was sales manager of the 
General Pencil Co., Jersey City, 
it is 

With an extensive background 
in sales management, Mr. Danos 
has already assumed the duties 


involved in his recent appoint- 
ment and is now engaged in 


various sales terri- 


company. 


visiting the 
tories of the 


PHOENIX HARDWARE CO. 

OPENS NEW WAREHOUSE 
The 

held 


new 


Hardware Co. 
the grand opening of its 
offices and wholesale ware- 
house at 1021 N. 21st Ave. 
Phoenix, Ariz., during the last 
week in February, with a show 
of hardware, housefurnishings, 
plumbing, electrical merchan- 
dise and furniture. 

Officers of this company, which 


Phoenix 


was organized two years ago, 
are: I. Katzke, president: H. 
Kay, vice-president; and P. 
Katzke, secretary-treasurer. The 


firm reports that it has six sales- 
men covering Arizona, parts of 
New Mexico and California. 
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PROMOTE C. W. STOUP 
TO HARRY FERGUSON’S 
GEN. SALES MANAGER 
Curry W. Stoup has been pro- 
moted to general sales manager 
of Harry Ferguson, Inc., Detroit, 
according to an announcement 





CURRY W. STOUP 


by Horace D’Angelo, executive 
vice-president of the company. 

In his new capacity, Mr. Stoup 
will direct the sales activities of 
the Ferguson organization in the 
United States, Canada and South 
America. He also will supervise 
advertising and sales promotion, 
product education, service and 
parts sales. 

Mr. Stoup has more than 20 
years experience in sales, adver- 
tising and sales promotion with 
an extensive background in the 
agricultural machinery field. He 
has served as sales manager for 
the Kitchen Aid division, Hobart 
Mfg. Co., Troy, Ohio, and with 
Fuller, Smith & Ross, Inc., ad- 
vertising agency of Cleveland, 
Ohio. 

From 1941 to 1944 Mr. Stoup 
held the position of advertising 
director with the Ferguson Com- 
pany before leaving to join 
Foote, Cone & Belding, opening 
the Dayton, Ohio, branch of that 
advertising agency. He later 
moved to the Chicago office 
where he acted as account super- 
visor for the Frigidaire and 
Delco divisions of General 





Motors. Since April 1, 1949, 
when Mr. Stoup rejoined the 
Ferguson organization as adver- 
tising and sales promotion man- 
ager, he has travelled extensively, 
contacting over 1,000 dealers in 
all sections of the United States 
and parts of Canada. 





APPOINT A. F. LOECHER 
UNIVERSAL CONTRACT 
DEPARTMENT MANAGER 
Adam F. Loecher, has recently 
been appointed manager of new 
contract department of Landers, 





ADAM F. LOECHER 


Frary & Clark, New Britain, 
Conn. In his position, Mr. 
Loecher will contact architects 
and builders throughout the 
country relative to the Universal 
Select - A - Range conventional 
ranges, and water heaters. 

He was formerly associated 
with the Evans Product Corp., 
Plymouth, Mich. Prior to his 
association with Evans, he was 
with the Miller Co., Meriden, 
Conn.; the Perfection Air Corp; 
Westinghouse Electric Mfg. Co.; 
Gibson Electric Co.; Montgom- 
ery Ward Co.; and the Kelvi- 
nator Corp. 

Also announced was the ap- 
pointment of Richard R. Averill 
as district manager of the range, 
water heater, and home laundry 
equipment divisions of the com- 
pany in Louisiana, Northern 
Texas, Arkansas and Oklahoma. 
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BLANCHARD ELECTED 
PRESIDENT OF HOOD 


Raymond H. Blanchard, vice 
president of the Hood Rubber 
Co., Watertown, Mass., a divi- 
sion of The B. F. Goodrich Co., 
has been elected president of 
Hood, it was announced by John 
L. Collyer, president, The B. F. 
Goodrich Co. Mr. Blanchard 
succeeds the late C. Lawrence 
Miinch as fourth president of 
the pioneer New England rubber 
company. 

The new president of Hood 
has been a member of the or- 
ganization since 1917. 

He was first employed in the 
Hood laboratories, later assum- 
ing responsibilities for the mix- 
ing and reclaim divisions. 

He became factory manager 
in 1927, production  superin- 
tendent the following year, and 
in 1932 was elected vice presi- 
dent in charge of all company 
manufacturing. 

He is a veteran of World War 
I and during World War II was 
a member of the Greater Boston 
War Manpower Commission, and 
on the National War Stabiliza- 
tion Board in Boston. 


OBERLIN HEADS SALES 
AT ENTERPRISE 


Enterprise Aluminum Co., 
Massillon, Ohio, has announced 
the appointment of Harry H. 
Oberlin as general sales manager 





HARRY B. OBERLIN 





of the Oberlin 
has been with the 
company for the past 30 years. 
Joining Enterprise in 1920, Mr. 
Oberlin has served the company 
in various capacities, in produc- 


Mr. 


connected 


company. 


tion, advertising and sales. Until 
his present appointment, he was 
assistant general sales manager 
directly in charge of department 
store sales. 


AMERICAN SCREW NAMES 
ASS’T SALES MGR. 


Arthur L. Fleck, general sales 
manager of American Screw Co., 
Providence, R. I., has appointed 
John J. Coy assistant sales man- 


ager. 





JOHN J. COY 


Mr. Coy has been a sales rep- 
resentative of American Screw 
Co. for the past 12 years, with 
headquarters in Dayton, Ohio. 


FULTON MGR. GLIDDEN’S 
WEST COAST PAINT DIV. 


The appointment of L. S. Ful- 
ton as manager of the Glidden 
Co.’s West Coast paint division, 
succeeding Z. G. Peck, who has 
retired after 30 years of service 
with Glidden, was announced re- 
cently by A. D. Duncan, vice- 
president in charge of the paint 
and varnish division. 

Mr. Fulton formerly serviced 
as director of regional distribu- 
tion in Glidden’s Cleveland head- 
quarters. He joined the com- 
pany in 1920 and subsequently 
served as auditor of retail stores, 
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J. O. WHITE MADE 
GENERAL SALES MGR. 
ALADDIN INDUSTRIES 
Victor S. Johnson, president of 

Aladdin Industries, led a 
day conference at the vacuum 
bottle division, Nashville, Tenn., 





J. O. WHITE 


and announced the appointment 
of J. O. White to the post of 
vice-president and general sales 
manager. Mr. White for the past 
15 years has been vice-president 
in charze of sales of the lamp 
and heater division. 

As charge 
of sales of the lamp and heater 
division of Aladdin, Mr. White 
has made many design changes 
and manufacturing improvements 
on the Aladdin line. 

Also announced the ap- 
pointment of Vernon K. Church 
as sales manager of the vacuum 
bottle division. 


vice-president in 


was 


BRIDES’; MOTHERS’ DAY 
PROMOTION SUBJECT OF 
* CORNING MEETINGS 


Corning Glass Works’ Con- 
sumer Products sales organiza- 


tion recently concluded a series 
' ° ° . . 
of meetings in the five national 


two: | 


districts of the distributor sales | tribution 


of the Monitor Line 


department at which were dis | will begin in the spring through 


cussed sales promotion plans for 
the balance of 1950. 
Heading the list of 
| discussed at the five 
| was the forthcoming Brides’ and 
Mothers’ Day promotion of Pyrex 


subjects 
meetings 





| housewares which the division 
| will launch nationally during 
May and August. 

| 


lowing cities: 

| New York City, James Harden- 
| bergh, manager: Atlantic dis- | 
trict, Atlanta, Ga.. John Echter- 
| nach, manager: central district. 
| Chicago, Edward Keller, man- 


ager: southern district, Dallas, 
John During, manager: western 
| district, San Francisco, Walter 


| Hansen, manager. 


| TOWNSEND HEADS BAKER 
| BLOOMINGTON BRANCH 


The Baker Mfg. Co., of Evans- 
ville, Wis., has announced that 
D. 


Bruce Townsend has _ been 








BRUCE D. TOWNSEND 


Meetings were held in the fol- | 
Eastern district. | Salesman. 


| cently 


the branch, whose head- 
quarters will 401 South 
| Center Street, Bloomington. 

| The new branch manager has 
| been with the Baker Mfg. Co. 
for the ll years, having 
worked and 
in the 
ganization, 
the Cedar 


new 
be 


past 
manufacturing, 
branch 


in 
firm’s 
most 


Rapids 


house or- 


recently with 


branch as 





GLIDDEN NAMES NAT’L 
SALES MANAGER 


Robert B. Simpson has been 
advanced to the position of na- 
tional trade sales manager of 
the Glidden Co. Mr. Simpson, 
who succeeds L. S. Fulton, re- 
named regional director 


| of Glidden’s West Coast division, 


| Mass., 


| directors 


will be responsible for paint and 
varnish division sales through 
retail channels. 
RE-ELECT FLORENCE 
OFFICERS, DIRECTORS 


At the annual meeting of 
stockholders and directors of 
Florence Stove Co., Gardner, 


held recently in Boston, 
all present officers and 
of the company were 
re-elected and William A. Cool- 
idge of Boston was added to 
the board of directors. Robert 
L. Fowler is chairman of the 
board of directors and Robert 
H. Taylor is president. 

Other officers re-elected were: 
Theodore E. Keller, vice-presi- 
dent in charge of the Gardner, 
Mass., plant; George B. Colburn, 
vice-president in charge of the 
Lewisburg, Tenn., factory; Wil- 
liam T. MacKay. vice-president 
in charge of Kankakee, IIl., op- 


Mass., 


| erations, and C. Fred Lucas, vice- 


|promoted to the position of 
branch manager to take over | 
the firm’s newly established 


| eames at Bloomington, Ill. Dis- 


sales. 


of 


re-elected 


president in charge 
Albert E. Luke 
treasurer and secretary and Bevis 
O. Ashworth is assistant trea- 
surer and secretary. 


was 











Igoe Bros., Inc., 73 Metropolitan Ave., New York City, hardware wholesalers, has a 


warehouse in Plainville, Conn., shown above. 


The warehouse 


is of brick construction 


and has a 25,000 sq. ft. floor area, and four tailgate level loading platforms with over- 
head doors. Material handling is done entirely by lift truck using pallets and shipment 
of material is made by company trucks. Robert P. Rose is manager of the unit and there 
are three salesmen working out of Plainville covering roughly a 50 mile radius from there. 
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JULIUS M. 


GLICKMAN 


J. M. GLICKMAN HEADS 
SALES FOR KEIL LOCK 


Richard G. Plumley, general 
manager of Keil Lock Co., Inc., 
Charlestown, N. H., announced 
the appointment of Julius M. 


Glickman to the position of 
sales manager. 
Mr. Glickmans’ former con- 


nection in the industry was with 
Independent Lock Co. 


CENTURY DRILL OFFERS 
PRICE REDUCTION ON 
WOOD BITS, SETS 


The Century Drill & Tool 
Works, Chicago, has announced 
a 10 pet. price reduction on the 
list its Century wood 
bit sets for use in 4-in. electric 
drills. The whole- 
sale distributors and dealers re- 


price of 


discounts to 


mains the same. 


BARRETT DIV. BUILDS 
ROOFING PLANT 
The Barrett Allied 
Chemical & Dye Corp., has an- 


Division, 


nounced its intention to expand 
facilities 
construc- 
plant in 


its manufacturing in 
the South through the 
new roohng 
Birmingham, Ala. 


The plant will be 


tion of a 


devoted to 


the manufacture of asphalt 
shingles, roll roofings, sidings 


and other prepared roofing prod- 
ucts. It be constructed at 
the company’s present plant site 


will 


in suburban Fairfield. 


KEEN RESUMES MFG. 
OF KEENCO STEPSTOOL 


E. M. Keen, president of 
Keen Mfg. Corp., Vineland, 
N. J., has announced that the 


company is resuming production 
of the Keenco stepstool, manu- 
facture of which was interrupted 
in 1948 by a fire which destroyed 
the factory and offices of the 
plant. 
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REYNOLDS /ifetime ALUMINUM 
GUTTERS AND DOWNSPOUTS 


@ A high percentage of your store customers need 
gutter replacements—they know it. 


@ The beauty of Reynolds gutters on display stops them. 


@ Rustproof permanence at half the price of other rustproof 
materials sells them. No painting. 


®@ Slip joints—no soldering—means they put ’em up themselves, 
or get a handy man to help. 


@ They’re light weight—easy to take home. 
Customers walk away with them. 


10S 
RENO AINUN 
R 


—, e opucts 


This rustproof gutter package adds up to impor- guid! 








TRIAL 
ORDER 


25 10’ Eaves Troughs 

6 Outside Mitres 

3 Inside Mitres 
15 Sections with Outlet 
45 Slip Connectors 
18 End Caps 
90 Hanger Straps 
15 75° Round Elbows (18 for Ogee) 
15 10’ Conductor Pipe 
25 Conductor Pipe Bands 

9 Strainers 

5 Ibs. Aluminum Nails 

3 % pt. cans Mastic 

1 Almastigun 

$122.56 for Half-Round 

$138.40 for Ogee 
(Prices vary slightly with location) 
Call your jobber now, or address 
us direct! 








tant profits—a high unit dollar sale. And it speaks _—_— =a ae VON a lhmeelll jel hr 
[meme 


for and sells itself. It’s the world’s best buy in 
rustproof gutters and it’s a hardware store buy. Building Products Section ‘ 
; 2026 S. Ninth St., Louisville 1, Ky. 
Stock that trial order now, with powerful sales : é 
bas ; ‘ , ‘ Send me full information on 
aids including color display with cross section 





sample. Also envelope stuffers and folders. Ls oe CL) ashing: 7 
a eR a eT Le TE ae TT 

Reynolds Metals Company, 

Building Products Section, Louisville 1, Kentucky. My Nome ~- ase enenamenneenanaees 
Address. a 





Offices in 32 principal cities. 


REYNOLDS ALUMINUM 
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NEW 


FLOOR FINISH 


WILCO "55" 


QUICK DRYING 
FLOOR FINISH 


Now you can cash in on that large volume of sales awaiting 
the dealer who can supply a really superior surface floor 


finish that is QUICK DRYING—and not a lacquer. 


Wilco “55” produces a hard, durable finish that will not 
chip, crack or flake, and it is highly water resistant. Heel 
marks, grease, ink, alcoholic beverages will not harm it. It 
is even impervious to iodine! 


Ideal for stores, offices, showrooms, as well as homes — 
for 2 coats can be applied in a very short time. 


Requires no filler. One gallon covers 600 square feet. 
And though it produces a finish that has a rich gloss, it is not 
slippery. 

BEST OF ALL— Wilco 55” 
that yields you a good profit. 


Wilson-Imperial Company, 120 Chestnut St., Newark 5, N. J. 


sells at a popular price 


MAIL COUPON FOR PROFITABLE FACTS 


ee ee ee ee ee ee ee ee ee ee ee ee ee ee ey 








' 

. Wilson-Imperial Co., 120 Chestnut St., Newark 5, N. J. : 
i Kindly send full information on Wilco ‘'55"'. ; 
; 1 
t i 
1 Name ™ = ' 
' 1 
t 1 
1 Street + 
| 1 
' { 
1 City State ! 





ee ee 
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Parsons, Gen. Mgr. Stanley Tools Marks 
70th Birthday; 50 Years of Service 


Robert M. Parsons, general 
sales manager of Stanley Tools, 
New Britain, Conn., recently 
celebrated his 70th birthday and 
his completion of 50 years of 
continuous service with the com- 
pany. At a special gathering, at- 
tended by a large group of Stan- 
ley Tool employees, M. A. Coe, 
general manager, presented Mr. 
Parsons with a 50 year pin and 
with a miniature tool box con- 
taining fifty silver dollars, which 
are symbolic remembrances of a 
half century of service with the 
company. 

Mr. Parsons went to work at 
the Stanley Rule & Level Co., 
on April 4, 1900, at the age of 
20. Working first in the packing 
room and then in the office in- 
voice department, he was soon 
transferred into sales and began 
calling on accounts in New 
England and Canada. In 1913 
he was appointed manager of the 
New York office of the Stanley 
Rule & Level Co., and in 1920 
he became manager of the At- 
lanta office. In 1922, Mr. Parsons 
returned to New Britain as sales 
manager of Stanley Tools Divi- 
sion, The Stanley Works, and in 
1945 he was appointed general 
sales manager. 








ROBERT M. PARSONS 


Originator of the widely known 
Stanley Tools slogan, “The Tool 
Box of the World,” Mr. Parsons 
has seen Stanley Tools shipments 
grow to where they are greater 
in one month today than they 
were in an entire year when he 
started work 50 years ago. 

Following the anniversary 
presentation, which was held on 
Mr. Parson’s birthday, he was 
entertained at a birthday lunch- 
eon celebration. 








New England Housewares Club Show to Aim 
For Increased Buyer Attendance 


In a final report on the 1950 
New England Housewares Show, 
Jack R. Hildreth, New England 
district manager of the Cory 
Corp., and chairman of the show, 
recommended that the House- 
wares Club of New England set 
aside a substantial part of the 
proceeds for the promotion of 
increased buyer attendance at 
the 18th annual show early next 
year. 


Mr. Hildreth said that next 
years committee should seek 
new ways to make the show 


more attractive to buyers in the 


| area. He pointed out that the 


recent all-open, one-floor show 
met the unanimous approval of 
exhibitors, and that the space 
problem to accommodate new 
exhibitors had been alleviated. 
With these problems out of the 
way, he stated, there could be 
a concentrated effort to expand 
buyer attendance. 

Another major project of the 
Housewares Club of New 
England is a buyer’s guide for 





housewares, electrical appli- 
ances, china and glass. Joseph 
Umans, manufacturers’ represen- 
tative, chairman for this project, 
has announced that the publica- 
tion date will be Sept. 15 for 
the 1950-51 edition, and that the 
production and promotion of the 
yearbook has been assigned to 
Buyers’ Guide Publishing Co., 
170 Atlantic Avenue, Boston. 
The directory will list members 
of the Housewares Club, manu- 
facturers’ representatives, manu- 
facturers, products, brand names 
and distributors. Supported by 
advertising, the directory will go 
to over 3000 New England buy- 
ers without charge. 





LEITZ ISSUES FISHING 
TACKLE CATALOG 


Leitz Hardware & Paint Co., 
Inc., 44 South 3rd St., Min- 
neapolis 1, Minn., wholesalers, 
has issued a fishing tackle cata- 
log, SF350, which illustrates and 
describes in 46 pages, fishing 
tackle and accessories. 
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Hotpoint Holds Series of Distributor 


Meets Outlining 1950 Sales Strategy | 


An outline of Hotpoint’s sales 
strategy for 1950 together with | 
new sales programs and _ prod- | 
ucts highlighted a series of dis- | 
tributor meetings held in March | 
and April in 13 key cities 
throughout the country. The | 
initial meeting was held in Chi- 
cago while subsequent confer- 
ences were conducted-by market- | 
ing crews for the company’s en- 
tire distributor organization. 

The Chicago meeting was key- 
noted by Fred J. Walters, vice- 
president. He told the distrib- 
utors that merchandise shortages 
had delayed the meetings some- 
what from an originally sched- 
uled earlier date and that the 
industry faced a “mixed” out- 
look, with “the start of the year 
appearing to have easy sailing 
for dealers in the face of sound 
business and depleted  inven- 
tories.” He added that following 
the spring selling season, com- 
petitive conditions would return 
and could possibly be more stern 
than a year ago. 

Mr. Walters said that the most 





conspicuous facets of the 1950 
Hotpoint program would be: 1) 
an aggressive dealer program: 
2) a well-timed program for elec- 
tric utility companies: 3) 
builder and apartment house 
program. Mr. Walters closed his 
remarks by saying that back of 
other aims was the objective of 
getting “an increased number of 
Hotpoint dealers on Main Street 
|= 1950.” 


i) 


Under the heading. “Oppor- 
Penns Unlimited,” Edward R. 
Taylor, sales manager, showed 


charts that brought out that re- 
frigerators were becoming a re- 
placement appliance with 80 per 
cent saturation, with many of 
the company’s lines—notably au- 
tomatic washers, dishwashers, 
water heaters and even electric 
ranges—falling into the low sat- 
uration group. He characterized 


these as having the greatest 
future. 
Following this series, dealer 


meetings will be held at which 
the 1950 lines will be shown. 








KROMEX NAMES WEST 
COAST SALES MGR. 


S. H. Schaeffer, general man- 
ager of Kromex Corp., has an- 
nounced the appointment of 
Kermit Baumoel as West Coast 
sales manager for the company’s 
aluminum housewares. Mr. 
Baumoel will be headquartered 
in Los Angeles and direct 
Kromex sales for the far west 
states. 


BURGESS TESTS PAINTS 
FOR SPRAYING 


As a special service to paint 
manufacturers, hardware and 
paint distributors and _ retail 
sales help in paint and hardware 
a laboratory testing ser- 
vice has been established by 
Burgess Vibrocrafters, Inc., to re- 
port on the proper mixing and 
spraying of individual types and 
brands of paint for use in their 
plug-in electric paint sprayer. 

Plans are to maintain the 
Vibro-Sprayer laboratory service 
on a continuous and individual 
basis. The report list will be 
revised constantly and brought 
up to date as new products are 
received and tested. 


outlets, 


Any paint or hardware dis- 
tributor or outlet may request 
the list by brand name or paint 
type or both, and be certain of 
receiving from Burgess Vibro- 
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crafters an individually assem- 
bled report containing the latest 


laboratory information. 


CONNER COMPLETES 
40 YEARS WITH 
B. F. GOODRICH CO. 


Chester F. Conner, manager of 
industrial products sales of The 
B. F. Goodrich Co., Akron, Ohio, 
recently completed 40 years of 
service with his organization. 
Mr. Conner started with the 
company in Akron as a sales 
correspondent in industrial prod- 
ucts. Transferring to the Boston 
district six years later, he be- 
came assistant district manager 
there in 1920 and in 1923 re- 
turned to Akron headquarters. 
Since then he has held a num- 
ber of posts in industrial prod- 
ucts sales, including manager- 
ship of sales promotion, mana- 
ger of distributors’ sales and 
merchandise manager. 


FIRESTONE PLASTIC 
NAMES FACTORY AGENT 
S. G. Keiller, manager of fila- 
ment and extrusion of Firestone 
Plastic Co., Pottstown, Pa., has 


announced the appointment of 
Feuer & Co., 1150 Broadway, 
New York City. as _ factory 
agents for Firestone Velon gar- 
den hose in New York, Phila- 
delphia and the metropolitan 
| area. 
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or CONTRO 
LAWN SPRINKLER 


Whe Finest Sprinkler-Uert le Raitt , 





SPRAY 


‘Slight Tug of Hose — REGULATES 
‘or SHUTS IT OFF * No Walking Back to Tap 





This Remote Control principle is taking 
the country by storm. Home owners wel- 
come this feature and are demanding it. 
Saves hours of WALKING BACK AND 
FORTH TO TAP. A slight tug of the hose 
regulates spray from 45 feet down to 5 feet 
or completely shuts off the water. The cor- 
rugated wheels are easy on the lawns and 
will not disturb grass roots. 


| SELLS ON SIGHT— 


Nationally Advertised 


Crystal Mist Remote Control Sprinkler is 
a rapid turnover item. Home owners buy 
on sight when they learn what Remote 
Control does. Each one sold becomes a sales 
demonstrator for several more orders. 
Crystal Mist Remote Control Sprinkler is 
advertised in leading garden magazines reaching over 1,500,000 
homes. Investigate! Be ready to supply your customers when 
they inquire. 


ORDER NOW! Get FREE DEALER HELPS 


The season is here! Order a stock NOW! Watch this New 
Sprinkler with Remote Control outsell all others. Get a supply 
| of beautiful circulars to enclose in your mailings. Attractive 
display cue and Window Streamer included FREE. List Price 
Only $7.25. Your Price $4.50 each. Packed 6 to Carton. 


Write or Wire Today! 
‘CHICAGO ROLLER SKATE CO. 


SPRINKLER DIVISION 
4471 W. LAKE STREET . CHICAGO 24, 


REMOTE CONTROL 


ee 
—_ 


FULL 45 FOOT RANGE 


DOWN TO 5 FOOT RANGE 


OR COMPLETE SHUT-OFF 








ILLINOIS 
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McDOUGALL-BUTLER 
MOVES TO NEW PLANT 


The McDougall-Butler  Co., 
Inc., of Buffalo, New York, has 
announced its scheduled move 
from the present site at 6 Evans 
Street, to a newer and larger 
plant located at 2929 Main 
Street in Buffalo. Plans for 
readying the new site for pro- 
duction are now in progress and 
actual moving of machinery and 
stocks will commence shortly. 


TINNERMAN OPENS 
ST. LOUIS OFFICE 


The opening of a district of- 
fice in St. Louis by Tinnerman 
Products, Inc., has been  an- 
nounced in Cleveland by H. R. 
Russell, general sales manager. 


At the same time Mr. Russell 


revealed that Carl F. Marcussen, | 


formerly with the 
Chicago district office, has been 
named manager of the new dis- 
trict. He has been with the 
company two years. 

The new territory, known as 
the Central states district, con- 
Kansas and 
Illinois. The dis- 
trict offices are located at 7614 
Wydown Blvd., St. Louis 17, Mo. 


sists of Missouri. 


southwestern 





Tinnerman | 








VIRGINIA ASSOCIATION CONVENTION: Meeting for 
its annual convention at Roanoke, Va., March 21-23, the 
Virginia Retail Hardware Association elected the following 
officers: president, J. B. Carpenter, Central Hdwe. Co., Cul- 
peper, succeeding C. M. Hayter, Pulaski; vice-president, W. 
L. Heartwell, Jr., Thomas Hdwe. & Furn. Co., Lawrenceville. 
George T. Omohundro, Jr., Scottsville, was reelected secre- 
tary. New association directors are George A. Carter, Dan- 
ville, and J. A. Lindamood, Jr., Wytheville. Shown in the 
photograph, left to right, are Messrs. Omohundro, Heartwell, 
Carpenter, and Hayter. 








GRAHAM RILEY JOINS | York, Pennsylvania, West Vir- 
MURRAY CORP. | ginia, Virginia, and Illinois. 


| 

Graham Riley has been wll Formerly district sales man- 
pointed a regional sales manager | ager for the American Central 
of the Home Appliance Division | Division of Aveo, Mr. Riley has 
of The Murray Corp., of Amer-| also held sales and managerial 
was an-| Goodyear 
nounced recently. | Aircraft Corporation, the Elec- 
Mr. Riley’s region comprises | tronic Instrument Company, 
Indiana, Kentucky, Ohio, lower | and Columbia Gas & Electric 


New | ( 0.’s. 


ica, Scranton, Pa., it positions with the 


Michigan; and parts of 





C. B. SPENCER SPEAKS 
AT DALLAS HDWE. CLUB 


speaker for the 
monthly meeting of the Dallas 
Hardware & Implement Club 
held in Dallas, recently, was 
c. & Spencer of 
cultural director of the 
Cotton Seed Crushers 
tion. 

Mr. Spencer spoke on “What’= 
Ahead for Texas Agriculture.” 
He was named Texas Man ol 
the Year in the Jan issue of the 
Progressive Farmer for his work 


The guest 


Dallas, agri- 
Texas 
Associa 


in agriculture. 


EKCO STARTER SET 

WINS DESIGN AWARD 

A cooking utensil gift pack- 
age, designed by Raymond 
Loewy Associates for Ekco Prod- 
ucts Co., Chicago, was one of 
the award winners at the 23rd 
annual Exhibition of Design in 
Chicago Printing held recently. 

The package contains an Ekco 
stainless steel bottom 
ware starter set consisting of a 
seven-inch skillet, a one-quart 
and a one and one-half quart 
saucepan. A stainless steel hang 
up wall rack also is included in 
the package. 


copper 





J SUPERIOR 










ing FULL 


DeLuxe Home Barrows 


SUPERIOR CONSTRUCTION 
OFFERS EXPANDED SALES 
OPPORTUNITIES TO FARM 
AND HOME USERS 


Weighing only 37 Ibs., 
smash boasts steel pipe handles support- 
length 
edges with continuous steel rods, braced 
and bolted channel steel legs, front tray 
braces for extra support and ball bear- 
ing wheels with semi-pneumatic, punc- 
ture proof tires. 


These are only a few of the features that 
assure long use and great popularity. 


this new sales 


of tray, rolled tray 
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Available in two styles: 
Pal DeLuxe 275—Round Front 


| 
i} 
i PRODUCTS 
Jax DeLuxe 275—Square Front 


SINCE 1876 
Packed 3 in a carton—handles bundled 
separately. 














JACKSON MANUFACTURING CO. fim 
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GOULD CORP. ADVANCES | eastern 


MILLER, JANIS 


Gould Storage Battery Corp., 
Trenton, N. J., has announced 
the appointment of F. A. Miller 
as Northeast regional manager 








F. A. MILLER 


and the advancement of Mal 
Janis to the post of New York 
district manager, the position 
formerly held by Mr. Miller. 
Fred Miller has a 22-year 
background of battery experi- 
ence, both in production and in 
sales. The Northeast region con- 
northern New Jersey, 


sists of 


New York and New 
England. 
Mal Janis became associated 


with the battery business through 
afhliation with a firm manufac- 
turing battery equipped com- 
munications equipment. For the 
past seven years he has repre- 
sented Gould in the New 
City area. 


prime purpose for entering the | 


| boat field in 1945 was to intro- 


duce aluminum as a boat build- 
ing material. 
Freeland will build the boats 


in two 12 ft. models, the stan- 
| dard and the deluxe with one 
piece hull made from heavy 


York 


Fred Miller entered the indus- | 


try at the Philadelphia plant of 
Philco Corporation in 1928. In 
1936 he entered the planning 
department, and in 1938 was 
made supervisor of scheduling 
and stores for the battery divi- 
of Philco. In 1942 Mr. 
Miller was transferred to head- 
quarters sales as manager of the 
order department, and in July, 
1947, appointed district 
sales manager in New York, 
which position he has held until 
his recent promotion. 


sion 


was 


FREELAND ACQUIRES 
REYNOLDS BOATS 


Freeland Sons Co., Sturgis. 


Mich., has announced the pur- | 
chase of the exclusive rights to | 


the manufacture, sale and distri- 
bution of the aluminum boat 
line made by Reynolds Metals 
Co., Louisville, Ky. 


gage marine aluminum alloy. 


LIBBEY GLASS NAMES 
TOLEDO DIST. MGR. 


The appointment of F. M. 
Gehring as Toledo branch mana- 
ger for the Libbey Glass Divisior: 
of Owens-Illinois Glass Co., 
Toledo, Ohio, has been an- 
nounced by W. M. Beckler, gen- 
eral sales manager. 

Mr. been with 
Libbey 1926. He 
started in the firm’s cost depart- 
ment, later was paymaster for 
the Libbey plant, and in 
joined the sales control depart- 
ment where he remained until 
his present promotion. 


Gehring has 


Glass since 


HOLLYMADE HDWE. 
OPENS NEW YORK OFFICE 
Hollymade Hardware Mfg. 
Co., 4865 Exposition Blvd., Los 
Angeles 16, Cal., has announced 


the opening of offices in New | 


| York City at 67 Vestry St., un- 


Reynolds in a statement to its | 


that 


dealers, pointed out 





GENUINE 


CONOLON 


he 


TRADE MARK 


Personally designed 
by 
Earl Osten 
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its | 


der the direction of Bernard 


Schulman. 





1938 | 


MILWAUKEE ELECTRIC 
|NAMES SMITH SALESMAN 


| William A. Smith has _ been 
named Milwaukee Electric Tool 
Corp., Milwaukee, Wis., repre- 
sentative in four eastern states 
| and the District of Columbia. 
His territory will include east- 
~ Pennsylvania, southern New 
| Jersey, Delaware, Maryland and 
| Washington, D. C., according to 
| Curtis Meyer, sales manager. 
Mr. Meyer announced 
that the firm had appointed four 
new authorized service stations. 
They include the John Overberg, 
| Jr., Co., serving the Cincinnati- 
| Norwood, Ohio, area; The Par- 
| son’s Electric Co., Minneapolis; 
and Instrument Laboratory, Inc., 


also 


| with branches in Portland, Ore- 
gon, and Seattle, Washington. 


| s 
| 45 ATTEND NORTHWEST 
HARDWARE MEETING 


A. W. Cullen, 
surer, Northwest Hardware Club, 


secretary-trea 


2642 University Ave., St. Paul 4, 
Minn., has announced that the 
club’s recent meeting was. at- 


tended by 45 members with 
T. M. Jacobson, Our Own Hard- 
president, 


ware Co., club 


| siding. Meeting included a social 


hour before the dinner, followed 


by entertainment. 
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pump and 
on and kill 
Nrod...drop 
#, Those Gnd other top- 
quality ature: ) assure your customers the 
most value per dollar of investment in 
a water system. 
The 1950 line of Deming Water Systems 
is BIGGER and BETTER than ever! That 
means BIGGER and BETTER sales and 
profits for YOU when you SELL DEMING! 
Write for complete details! 





Send for new, illustrated folder 
on Deming Shallow Well Water 
Systems prepared for YOUR 
prospects. Then tell us how 
many copies you can use. 


THE DEMING COMPANY 


517 Broadway «* Salem, Ohio 














SAGER NAMED WESTERN 
HOUSEWARES SHOW 
CHAIRMAN 


El Sager, Cory Corp., Chicago, 
has recently been appointed com- 
mittee chairman for the second 
Western Housewares Show, to 
be held in the Biltmore Hotel, 
Los Angeles, Aug. 27-30. 





E. L. SAGER 


Among those serving on the 
committee are: John Adams, Os- 
good & Howell, Agnes Anderson, 
Auerback’s, Salt Lake City; Lee 
Arter; Kenneth Campbell, Mce- 
Graw Electric Co.; A. H. Clark; 
Charles Culbert; Proctor Electric 
Co.; Harry Johnston, Seal Sac, 
Inc., T. M. Moroney, Glen B. 
White Associates; T. M. Neblett, 
Los Angeles Ladder Co; Harold 
Norton, William P. Horn Co.; 


Weldin R. Read. California 
Hardware Co.; Milton Rosen- 
feld; Fred W. Stokes, Jense- 


Byrd, Spokane, Wash.; and Ed- 
win A. Straube, Butts Mfg. Co. 

About 12,000 buyers in 11 
western states have been con- 


| tacted by direct mail and will be 
| kept informed up to show time. 





This is in addition to personal 
visit to retailers in key locations 
made by George L. Pascoe, gen- 
eral manager of Los Angeles 
Trade Fair and Mr. Klingborg. 





YOUNGSTOWN SPONSORS 
SALESMANSHIP COURSE 


To help the more than 10,000 
retail Youngstown Kitchen sales- 
men, Youngstown is providing 
its distributors and dealers with 
a five-hour course in the funda- 
mentals of salesmanship. 

Entitled “Five Steps to Selling 
Action,” the session is an ad- 
vanced part of the company’s 
regular training course which has 
been carried on since 1940. This 
is the first time that emphasis 
has been put on how to make 
a sale. Other parts of the course 
deal mainly with kitchen plan- 
ning with Youngstown’s products. 

The entire session in selling 
is recorded on sound slide films 





and in motion pictures. Through 
this device, the identical story 
is told to all trained Youngs- 
town dealers. Each of the com- 
pany’s 64 national distributors 
are now presenting the course 
to its dealers. Harry A. Arm. 
bright, Youngstown’s Kitchens’ 
sales training director, said near- 
ly all salesmen will have seen 
the presentation by June 1. 

The selling steps covered in 
the session include: (1) ways of 
finding prospective customers; 
(2) how to tell the product 
story; (3) how to answer ob 
jections; (4) how to close a 
sale; and (5) the proper meth 
ods of following up a sale. 

At the end of each 
the meeting director leads a floor 
discussion on the subject. 


section 


Concluding the five-hour sell 
ing lesson is a “story” motion 
picture showing how a typical 
salesman became successful by 
following the basic rules of 
selling. 

After the “Five Steps to Sell- 
ing Action” course has been 
given to all previously trained 
dealers, it will become a part of 
Youngstown’s regular training 
program. 

NESCO BUYS RUBBER 
GARBAGE PAIL PATENTS 


All patents and applications 
for the Plia-Pail rubber garbage 
can, made in Los Angeles, have 
been purchased by National 
Enameling & Stamping Co., Mil- 
waukee, 

Arthur Keating, president of 
Nesco, said the price of the con- 
tainers, which will be made in 10 
or 12-gal. sizes for various house- 
hold uses will be fair-traded. He 
also said the new pliable con- 
tainer will hold ordinary house 
fats without injuring the rubber 
and that it is equipped with a 
bayonet lock top which keeps 
odors inside and flies out. Mr 
Keating predicted that Nesco 
will soon expand into the elec 
trical appliance field. 

Richard Gray, formerly gen 
eral manager of Plia-Pail, will 
continue with Nesco as division 
manager of the company’s rub 
ber goods division. He will be 
under the supervision of Ed 
Altemeier, sales manager for 
Nesco’s metal goods division, at 
the company’s Milwaukee head 
quarters. 

MANSFIELD AQUA-MITE 

NAMES DEL MAR 


The Mansfield Aqua-Mite Fil- 
ter Co., 3029 N. Austin Ave., 
Chicago, has named Del Mar 
Services, 3939Milwaukee Ave., as 
its exclusive sales agency for 
sales and distribution. 
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NICHOLSON FILE ADDS 
TWO SALESMEN 
Nicholson File Co., Providence, 
R. I., has announced the appoint- 
ment of James Jaques as repre- 





JAMES JAQUES 


sentative in charge of sales and 
service in Indiana and south- 
western Michigan. Mr. Jaques, 
who joined Nicholson in Decem- 
ber of 1946, spent six months in 
the company’s Providence plant 
where he intensive 
training in the manufacturing 
and research departments. 


received 


Since the completion of his 
training in 1947, Mr. Jaques has 
been in the greater New York 
and New Jersey area where he 
has done industrial 
work under the 
Paul J. Roddy. 

Also announced was the ap- 
pointment of C. E. Ingham as 
representative in the Greater 
New York and New Jersey areas 
where he will replace James 
Jaques, who has been transferred 
to the Middle West. Mr. Ingham 
was formerly with Brown & 
Sharpe of Providence, R. I., and 
with Crown Mfg. Co., Pawtucket, 
R. I. Mr. Ingham will work 
under the supervision of Paul J. 
Roddy, Nicholson area manager. 


ROSSIE GIBSON JOINS 
L & H STAFF 


Rossie Ann Gibson has joined 
the home economics staff of A. J. 
Lindemann & Hoverson Co., Mil- 
waukee. Miss Gibson has had a 
wide range of experience from 
canteen service during the war 
to appliance demonstration work 
for Rural Gravure Service. 

Her new activities with L&H 
will consist of testing procedure 
in the L&H kitchens and con- 
ducting meetings on the full line 
of the L&H electric ranges, 
refrigerators, water heaters and 
freezers. 


EASTERN SALES MGR. 
FOR KROMEX CORP. 


Bennett Asquith has been ap- 
pointed eastern sales manager 
for Kromex Corp., according to 
an announcement by S. H. 
Schaeffer, general manager of the 


| company. 


He will work out of the com- 


| pany’s New York office at 1150 


Broadway, and will direct sales 
of Kromex aluminum _house- 
wares fcr the East Coast states. 





SCOVILL MFG. OPENS 
CHICAGO OFFICE 


Scovill Mfg. Co., Waterbury, 
Conn., has built a new depot at 
4105 West Chicago Ave., Chi- 
cago 5], Ill. 

This new depot is designed to 
provide the most streamlined ser- 
vice that modern engineering 
ingenuity can provide. Covering 
27,000 square feet of floor space, 
and equipped with the up-to-date 
materials-handling facilities, the 
new depot is laid out for 
“straight-line-flow” of materials 
from incoming rail shipments to 


| outgoing deliveries to Scovill 
customers. 
Scovill established its _ first 





| branch office in Chicago in 1871, 
'taking desk space in a large 
‘office. In 1872, Scovill opened 
its own office at 105 Randolph 
Street, and in 1887 installed a 
brass mill products depot to 
serve the general Chicago area. 


missionary | 
direction of 


SCHABERG-DETRICH 
NOW WHOLESALERS 


Schaberg-Dietrich | Hardware 
Co., 430 N. Larch St., Lansing, 
Mich., has announced that its 
retail operations only were sold 
on 232 N. Washington Ave., 
Lansing, in Nov., 1949. The 
Schaberg-Dietrich Hardware Co. 
is now exclusively wholesale dis- 
tributor. Since being entirely 
wholesale, all efforts of the or- 
ganization are being concentrated 
on exclusive wholesale distribu- 
tion through retail dealers. All 
of the officers and directors of 
the company remain the same. 
They are: S. R. Dietrich, presi- 
dent; J. H. Dietrich, vice presi- 
dent, A. R. Schaberg, secretary, 
and W. M. Dietrich, treasurer. 


LABELLE INDUSTRIES 

NAMES SALES AGENT 

Samuel Zielstein, 45-41 39th 
Place, Long Island City 4, N. Y., 
| has been named to represent La 
Belle Industries, Oconomowoc, 
| Wis., in Metropolitan New York 
| and that area of New Jersey in- 
| cluding Jersey City, Newark and 
vicinity and Paterson. 
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Here’s how fred LU. LWappat 


Dy, Electric Hand Saws 


UP 





SELL THEMSELVES 
on our unusual 
FREE TRIAL OFFER 


it doesn't cost you a penny to 
have a Fred W. Wappat Saw 
work for you. By using our Free 
Trial Offer, you let them prove 
themselves . sell themselves. 
Write today. 


INVESTIGATE the 
Prsed US LU appat 


Dealer Plan 


No red tape to handling and 
selling Fred W. Wappot Saws. 
Learn about the profitable and 
dependable Fred W. Wappot 
Dealer Plan. Write today for 
full details 





THEY'RE PRICED 
Bgto SELL to ALI 
BUILDERS 


—this wider market 
means more sales for you! 


QUALITY TOC products 
of 25 years’ experience! 
THEY'RE ADVER in 
Practical Builder, American 
Builder, etc., to make 
more prospects for you! 


Powerful Fred W. Wappat 
Electric Hand Saws bring 
you more sales, greater 
profits! 25 years of spe- 
cialized experience in de- 
signing and building fine 
electric hand saws makes 
possible a price within 
reach of all your builder 
customers. Advertisements 
in the leading trade maga- 
zines are telling your build- 
er customers how dependa- 
ble Fred W. Wappat Saws 
can save money for them by 
efficient, more accurate 
work, on a variety of cut- 
ting jobs. 


NEW! Fred W. Wappat 
MAXAW — the 6" Saw 
‘with “Big Saw" Fea- 
tures. Write now for 
dealer information. 


Pred LS. US appa: Ine 


139 Valley St., Mayville, N. Y. 
on Chautauqua Lake 





BENTZEL MANAGES 
ENTERPRISE SALES 
IN SPECIALTY DIVISION 
Richard F. Krause, president 
of The Enterprise Aluminum Co.. 
Massillon, Ohio, has announced 





RONALD D. BENTZEL 


the appointment of Ronald D. 
Bentzel as manager of sales of 
the newly established specialty 
division. Mr. Bentzel has been 
associated with the sales and 
service departments of the com 
pany since 1946. This division 
will handle the sales and dis- 


tribution of all electrical appli- 
ances and specialty items manu- 
factured the for 
both home and commercial uses. 


by company 


SPECIAL TRAIN FOR 
ATLANTIC CITY 
HOUSEWARES SHOW 


A first class special through 


train from Chicago to Atlantic 
City, N. J., will be operated by 


the Pennsylvania Railroad in co- 


operation with the National 
Housewares Manufacturers Asso- 
ciation, for the 13th National 


Housewares and Home Appliance 
Exhibit to be held July 10-14 in 
the auditorium, according to A. 
W. Buddenberg, executive secre- 
tary, NHMA. 
Known the 
Show Special,” 


as 


“Housewares 


the train will 


leave Chicago on Saturday, July | 


8, at 2:15 P.M., CST, and will | 


go direct to Atlantic City for | 
arrival Sunday. July 9, at 8:00 
A.M., thus eliminating the in- 


convenience of changing trains 
at North Philadelphia. 


A similar service will be pro- | 


vided by the Pennsylvania Rail- 
road back to Chicago after the 
close of the special 
train will leave Atlantic City on 
Friday, July 14, at 5:25 P.M., 


show. A 


EST, and will arrive in Chicago 
on Saturday, July 
A.M., CST. 


Both trains, according to offi- 


15, at 9:45 


312 





road, will comprise 
duplex single rooms, bedrooms. 
compartments and drawing 
rooms. 


Additional information regard- 


| ing the special trains may be had 


by writing to the NHMA offices, 
1140 Merchandise Mart, Chicago 
54, Tll.. or direct to R. C. Cald- 
well, Pennsylvania Railroad, 16 
S. La Salle St., Chicago 3, Ill. 





W. T. MAY HEADS GAIR 
CONTAINER OPERATIONS 


William T. May, sales manager 
of Robert Gair Co.'s containers 
division, has placed in 
charge of the containers opera- 


been 


tions of the company, succeeding 
Sumner R. Cahoon, who has re- 
signed as vice-president in charge 
of container operations. 

Mr. Cahoon will continue with 
the company in an advisory ca- 
pacity until Aug. 1, 1950, when 
he plans to join the Binghamton 
Container Co., Inc., Binghamton. 
N.. 7, 

ELECT C. G. NICHOLS 

PRESIDENT, NRDGA 


The National Retail 
Goods Association at its 
36th annual convention held at 
the Statler Hotel, New York 
City, elected Charles G. Nichols. 
president and general manager 
of the G. M. McKelvey Co., 
Youngstown, Ohio, and chairman 
of the association’s board for the 
past year, president. 

Lew Hahn, the retiring presi- 
dent, was the title of 
president emeritus, Other officials 


given 


named include: George Hansen. 
president of Chandler & Co., 
Boston, chairman of the execu- 


tive committee, vice-president for 


New England; Irwin D. Wolf. 
vice-president, Kaufmann De- 
| partment Store. Pittsburgh, 
vice-president for mid-Atlantic 


states. J. Gordon Dakins was re- 
elected general manager 
treasurer with George F. Plant 
named assistant treasurer. 


and 





DAZEY EXPANDS N. Y. 

OFFICE, SHOWROOMS 

The Dazey Corp. of St. Louis, 
Mo., with its wholly owned sub- 


sidiary, Standard Churn Co., 
Wapakoneta, Ohio, is occupying 
the entire third floor of 1164 


Dry | 
recent | 


| cials of the Pennsylvania Rail- | 
roomettes, | 


WRIGHT & WILHELMY 
OFFER HDWE. WEEK 
PROMOTION 


William F. Bailey, sales man- | 


ager, Wright & Wilhelmy Corp.. 


hardware wholesalers, 10th and 


| Jackson, Omaha 8, Neb., has ad- 


vised that the company is_par- 
ticipating with the National 


Hardware Week promotion and 
is offering its dealers many of 
the specials brought out by its 
manufacturers plus several items 


| from its own stock. 





HARRY E. FRIEND 


recently elected president 
The Nutmeggers Inc., 124 New- 


ington Rd. Elmwood, Conn. 
| Other officers include: Arch 
| Lade, Jr.. first vice-president, 


Broadway, New York, N. Y., for | 


| ner chairmen. 


its new office and showrooms. 
Formal opening of the new quar- 
ters will be around May 1. 

The company opened its first 
showroom in the history of Dazey 
last June at 1150 Broadway, New 
York City. 

Jerome L. Lane, New York 
sales manager, is in charge of 
the office. 








Shea. second vice- 
president; C. C. Bernard, secre- 
tary-treasurer and E. C. Sulli- 
van, assistant treasurer. 


Dennis J. 








ELECT WEINBERG HEAD 
JEWISH FUND APPEAL 


James Weinberg, of American 
Tack Co., was elected chairman 
of the United Appeal, 
Hardware Division 1950, at 
meeting held 
Restaurant 
to make plans for insuring in- 
for the cur- 


Jewish 
for 
an organizational 
recently at Gasner’s 


dustrywide support 


rent UJA campaign for overseas | 


relief, rehabilitation and reset- 
tlement. 
Honorary 
vision is Abe Rosenberg, of Gen- 
eral Hardware Co. Dave Baum- 
rin, of Baumrin Bros., 
mour Weinstein, of 


Hardware Co., were elected din- 


Members of the Shelf Hard- 
ware Committee include: Max 
Baer, of Ferum Co.; Max Baum- 
rin, of Baumrin Bros.: Milton 
Kahn, of Wm. R. Blumberg Co.; 
Abraham Lewis. of Globe Hard- 
ware Co.: and Sidney Silber- 


man, of Parker Hardware Mfg. | 
| Co. 





of | 


chairman of the di- | 


and Sey- | 





Serving in the Builders’ Hard- 
Committee are: Murray 
Goldman, of Semel Goldman; 
| Stanley Klarman; Sidney Levin, 
of Levin & Marks; and Martin 
Messenger, of Independent Lock 
| Co. 

Among the members thus far 
of the Tools Committee are: 
Morris Dworetz, of Worth Hard- 


ware 


ware Co.; Bernard Fuller, of 
Fuller Tool Co.; and A. R. 
| Kiesler. 

| Serving in the Nuts, Bolts & 
| Screws Committee are: Irving 
Feldman, of Keystone Bolt & 


| Nut; Nat Josephy, of Warren 
Fastenings; Sidney Scheinert, of 
Scheinert Bros. and Seymour 
Schraeger, of D. E. Kessler Co. 

H. J. Lasky, of Whitlock Co.; 
and H. P. Zipser, of Courtney 
Locks, will direct the Locksmith 
Committee. Among the members 
of the Retailers are: Al Chargin. 
of Pioneer Hardware; Benjamin 


Horowitz, of Glenmore Hard- 
ware: Irving Osias of Selmar 
Hardware; and Bert Stein, of 


| Charap Hardware. 

| —_—_—— 

HARDWARE TRADE ASSN. 
LUNCHEON MEETING 


More than 35 members an 
guests attended the March 21 
luncheon meeting of the Hard- 
ware Trade Association of New 
York, at the Railroad Machinery 
Club. 30 Church St., New York, 
entertainment being provided by 


| a magician and_ sleight-of-hand 
| artist. 
HORROCKS-IBBOTSON 
NAMES ASSISTANT 
SALESMAN 
The Horrocks-Tbbotson  Co.. 
Utica, N. Y., has announced the 


appointment of Charlie Witcher. 
Jr.. as an assistant sales repre- 
sentative. 

Mr. Witcher, of At- 
lanta, Ga., has been manager and 
buyer of the gun and tackle de- 
partment of Reeder & McGaughy, 
Atlanta, and was associated with 


a native 


| Cac’s Sporting Goods of that 
| city. 

Mr. Witcher will handle the 
| H-I line of fishing tackle in 


| Tennessee, Mississippi, Alabama, 
| Georgia, the Carolinas and Vir- 
ginia, under W. J. (Bill) Crum, 
H-I representative for that area. 


General 


NAME DETROIT-MICHIGAN 
| STOVE DIST. MANAGER 


L. E. Clancy, director of sales 

of Detroit-Michigan Stove Co.. 
| Detroit, Mich., has announced 
| the appointment of James F. 


| Whisler as district manager cov- 

| ering the Indiana-Kentucky area. 

| Mr. Whisler will work under thi 

| direction of Ward Jacobson. Cen- 
tral division manager. 
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900-735—-For Apartments, Public Build- 
ings and Office Doors. Similar to 900-780 
except that key-operated cylinder in in- 
side knob replaces turn piece. Tamper- 
proof locking security. 







900-710 — 
Interior 
Door Latch- 
set. Operates 
by knob from 
either side at 
all times. 


900-740—Designed for School, Class- 
room Doors. Key operated locking 
mechanism in outside knob only. Nor- # 
mal turn of inside knob opens door at ay 
all times. 


Practical and Stylish these Corbin Units in cast 
brass or bronze are factory assembled for 
ONE-PIECE, fast installation. There is no costly 
mortising required. Vault-like strength assures 
greater protection and longer trouble-free 

use. Every good building deserves Corbin 

900" Series Unit. 





APRIL 20. 1950 











FIVE FUNCTIONAL TYPES 


Complete the Scope of Corbin 
Famed “900” Series 
Unit Locks and Latches 


900-730 — 
Privacy 
Lockset for 
Bath or Bed- 
room Doors. 
Operates by 
knob from 
either side 
except when 
locked by 
push-button 
in inside 
knob. Turn of 
inside knob 
releases lock- 
ing mechan- 
ism. 






900-780 — For Residences, Apart- 
ments and Office Doors. Operates 
by knob from either side and by key 
from outside when locked by turn 
piece in inside knob. 


P. « F. Corbin 


DIVISION 
THE AMERICAN HARDWARE CORPORATION 


New Britain, Connecticut 















J. P. CUMMINGS RETIRES 
FROM SEATTLE FIRM 
AFTER 41 YEARS 
James P. Cummings, who for 
nearly 41 years has been con- 


nected with the Schwabacher 


en 





J. P. CUMMINGS 


Hardware Seattle, Wash. 
wholesale hardware firm, retired 


Lo., 


on April 1, after 53 years in 
this trade. Mr. Cummings or- 


ganized the housewares and elec- 
trical departments for the Seat- 
tle firm a number of years ago. 

Mr. Cummings, who is 73, is 
a member of the Harpwarr AGE 
Fifty Year Club. 

Succeeding Mr. Cummings as 
head of the major appliance de- 
partment is Clifford G. Knapp 
who was formerly Emerson rep- 
resentative in the Seattle area. 





MD. COLLEGE, DEALERS 
SEEK EFFICIENCY 

The University of Maryland’s 
college of administra- 
tion, in cooperation with the Re- 
tail Merchants Associations of 
Baltimore and other Maryland 
cities, has arranged an all day 
merchandising and management 
conference, May 15, to discuss 
the latest 
tailing efficiency. 

The conference will be con- 
ducted by retailing authorities 
of the East, headed by Charles 
G. Nichols, president of the Na- 
Retail Dry 


business 


developments in re- 


tional Goods Asso- 
ciation. 

Designed to show how manage- 
ment, employees and customers 
can be benefited through adop- 
tion of recently developed man- 
agement techniques., the 
ference will consist of three main 
sessions. Topics to be discussed 
include: Getting Results through 
Modern Selection and Training 
Methods, Selling Success through 
Effective Motivation and Super- 
vision, How Methods Engineer- 
ing Promote Retailing Efficiency: 


con- 


314 


| The Customers Role in 
the Customer expects in Retail- 
ing Performance, and How To 
Increase Retailing Efficiency 
through Customer Cooperation. 
NINETEEN HUNDRED 
BUYS ELECTRIC, GAS 


CLOTHES DRYER PLANT 


A factory for the production 
of gas and electric clothes dry- 
ers was acquired recently by the 
Nineteen Hundred Corp., St. 
Joseph, Mich. 

The acquisition of two build- 
ings in St. Joseph was an- 
nounced by Elisha Gray, presi- 
| dent. 





The new dryer plant will be | 


| in operation within five months, 
| the company said. Present dryer 
| manufacturing operations will be 
| moved there without loss of pro- 
| duction, and space now used for 


| making dryers will be devoted 
|to production of automatic 
washers. 

With the added space, Nine- 


teen Hundred now occupies 865,- 
000 sq. ft. of factory area in the 
twin cities of St. Joseph and 
Benton Harbor. 

Also announced was the ap- 
pointment of John F. Knott, Jr., 
as Whirlpool regional sales man- 
ager for the Northeast territory. 

Mr. Knott, who comes to 
Whirlpool from Detroit, will 
work in Maine, New Hampshire, 
Massachusetts, Connecticut, Ver- 
mont, Rhode Island, and New 
York state outside the metropoli- 
tan area. 

Before joining Whirlpool, he 
was sales supervisor in the home 
laundry department of Norge. 





NORTHWEST HDWE. CLUB 
PARTY AT DES MOINES 


During the recent annual 
convention of the Iowa Retail 
Hardware Association — several 


wholesalers were guests of the 
Northwest Hardware Club at an 
informal dinner _ get-together. 
Present were M. M. McCahill, 
Fayetter R. Plumb, Inc.; G. L. 
Wharton, Ames Baldwin Wyom- 
ing Co.; Art R. Carlson, Harper 
& McIntire Co., Ottumwa, Iowa; 
A. H. Hawkinson, Greenlee Tool 
Co.; J. Rayner Harper, Harper 
& McIntire Co.; Jack Chappel, 
Greenlee Tool Co.; R. S. Wild 
and M. M. Whitfield, Harpware 
Ace; Bob Tiernan, Meredith 
Publishing Co.; Russell W. Har- 
per, Harper & McIntire Co.; G. 
H. Schimmel, E. C. Atkins & 
Co.; Ed Henle, Joe Homolka, 
Stanley Tools; Bob Kramer, Na- 
tional Lock Co.; Stanley Haw 
and M. M. McMillan, Haw 
Hdwe. Co.: D. J. Hillery, A. E. 


Woods and Farl Lewis. 





Facili- | 
tating Retailing Efficiency, What | 


SONNEBORN FORMS 
PAINT DIVISION 
LIEBER MADE MGR. 


The formation of a separate 
paint division to promote the sale 


| of paints and varnishes has been 
| announced by L. Sonneborn Sons, 
| lnc., New York. Sales activities 
| of the new division will be inde- 





pendent of those of the Sonne- 
born building products division, 
which will continue to sell paints 
and varnishes as well as other 
Sonneborn building product spe- 
cialties such as concrete and mor- 
tar admixtures, waterproofing, 
dampproofing and caulking com- 
pounds, roof coatings and floor 
waxes. 

The new paint division is lo- 
cated at the Sonneborn factory 
in Nutley, N. J., and is headed by 
Milton D. Lieber, who has been 
active for many years in indus- 
trial and trade sales paint mer- 
chandising and in the improve- 
ment of paint store sales tech- 
niques. 

Following his appointment in 
1941 as executive secretary of 
Paint Dealers Association, Inc., 
New York, Mr. Lieber directed 
the association’s campaign to im- 
prove the standards of merchan- 
dising in the paint trade through- 
out the New York metropolitan 
area. 

Mr. Lieber was also one of the 
founders of the Paint Merchants 
Clinics, which were later super- 
seded by dealer-clerk training 
courses at New York University 
and other nearby colleges. 

In addition to these activities, 
Mr. Lieber edited Paint Logic 
magazine from 1941 until 1946, 
when he joined Roberts Paint 
Corp., New York, as general man- 
ager. While in this position, he 
continued his general activities 
in the industry, serving for one 
year as a director of Paint & Al- 
lied Industries Credit Association. 
for two years on the Public Re- 
lations Committee of the New 
York Paint, Varnish & Lacquer 
Association, and for three years 
on the trade sales committee of 
that group. 


AUBURN HDWE. PLANS 
ADDITION TO BUILDING 


C. E. Frederick, chairman of 
the board, Auburn Hardware, 
Inc., 411 N. Indiana Ave., Au- 
burn, Ind., hardware wholesalers, 
has announced that it is in the 
process of constructing an addi- 
tion to its office building that 
will double the office space and 
also that plans are in progress 
to add 60,000 sq. ft. to the ware- 
house building. 

The company was incorporated 
in 1918 at which time the com- 





pany started with a retail store 
later purchasing four others in 
Dendallville, Stroh and _ Fort 
Wayne. In 1932, all the retail 
stores were sold and the com 
pany moved to its present loca 
tion to operate as a wholesale 
distributor only. 

In the beginning, half of the 
building was used. In 1936, the 
entire building was occupied. 
Two years later three times the 
office space was added to the 
offices and in 1946, 20,000 sq. 
ft. were added to the warehouse 
building. ‘To provide more ware- 
house space, Auburn purchased 
a factory building near its pres 
ent location early in 1950. 





APPOINT MANAGER OF 
WESTINGHOUSE NEW 
LAMP SALES DIVISION 


The appointment of Robert J. 
Arnold as manager of the newly- 
formed Indianapolis lamp sales 
division of Westinghouse has 
been announced. 

The new sales unit, with head- 
quarters at 137 South Pennsy)- 
vania Street, Indianapolis, em- 
braces all Indiana except the 
Ohio Valley and _ northwestern 
counties, the southwestern corner 
of Michigan, and Paulding and 
Van Wert counties in Ohio. 

Mr. Arnold for 27 years has 
been a Westinghouse lamp rep- 
resentative in Indiana, Illinois, 
Michigan, Ohio, and Kentucky. 





MURRAY ADDS DIST. MGR. 
IN SOUTHERN CAL. 


George Dean Field has been 
appointed district sales manager 
for southern California by the 
home appliance division of The 
Murray Corp. of America, Scran- 
ton, Pa. Mr. Field’s appointment 
was announced by H. C. Beres- 
ford, sales manager. 

Formerly a distributor and 
sales representative for Western 
Metalcraft, Inc., Mr. Field has 
been in the appliance sales field 
for more than 10 years. 

As district sales manager for 
the Murray home appliance di 
vision, Mr. Field will make his 
headquarters at Los Angeles. 


NEW LOCATION FOR 
RAYBESTOS-MANHATTAN 
MARKETING DEPARTMENT 


J. F. D. Rohrback, president 
of Raybestos-Manhattan, Inc.. 
has announced the location of its 
department of marketing and 
merchandising at the executive 
headquarters, 61 Willett St., Pas 
saic, N. J. The department’s ac- 
tivities will continue under 
Franklin A. Miller as director of 
marketing and _ merchandising 
and J. W. Brush, Jr., as assistant 
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0 TERRIFIC VALUES 


.++ TWO 22's 
with a Brilliant Sales 
Past... Present... Future 



















865 


"PLAINSMANY 


22 BOLT ACTION REPEATER 


Speed-E-Jec clip ejector for faster re- 









loading. Bulls-eye Broach Rifling 7 


99 modEL ( 
765 


for absolute accuracy. Stream- 


oape 
lined. Perfect balance. Low- / | Pioneer 






est price of any bolt action 


repeater. 


.22 CALIBER SINGLE SHOT RIFLE 


J H & R Redi-feed loading platform for fast 
“PLAINSMAN” , i; reloading. Self-cocking action. Side thumb 
REPEATER : safety. Genuine American walnut stock. 
Lowest priced full size single shot 
.22. In any other make you 
would have to charge 
your customers 
$6.45 more. 









“PIONEER” 
Single Shot 







Today's buyers want price, sales plan. You get more margin 








features and quality, and they with no quantity requirements. 
are finding them in H & R's two Freight prepaid on 14 guns. Less 
price and feature leaders. than 14 guns FOB -warehouse in 
It is a bigger value for you too seein 
D under H & R's direct-to-retailer — tae 5 
Vp a ee St 
Sd OVER aid OVER iF 
tk Hd $ ee 
Your customers will know about these two values and look \ : [ Send fer 
to you to have them. They will be reading and hearing | , 
about them over and over in big, demand creating ads = SF Catalog and — 
carried in leading magazines. 7 of H&R Line 


HARRINGTON & RICHARDSON ARMS COMPANY 


321-B Park Avenue — Worcester, Massachusetts 
(eR 2 RNR A Rl TD iltieniens LS RENE! RPE WRMEN 
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Palace Hdwe. and Chanslor and Lyon Merge; 
Name Now Chanslor and Lyon-Palace Corp. 


Combining more than a cear 
tury of experience in their re- | 
fields, 


| 


| 


spective the 59-year old 





BRUCE DOHRMANN 


Palace Hardware and the 46- 
year old Chanslor & Lyon Co’s 
of San Francisco have been 
merged to form Chanslor & 
Lyon-Palace Corp. Ownership 
has been broadened to include 
eastern capital and assets of the 
merged company total approxi- 


$3,700,000. 


mately 





ROBERT DOHRMANN 


Bruce Dohrmann is president 
of the merged company and will 
continue as of the 
Palace Hardware _ Division. 
Robert Dohrmann is vice-presi- 
dent and secretary of the new 
company, and will continue as 
a vice-president of Palace Hard- 
ware, where he will head the 
builders’ supply division. Jerry 
Dohrmann will continue to man- 
age the retail operations of the 
Palace Division. 


president 





Palace Hardware Company 
was incorporated in 1891 and 
was originally located in the 
316 


famous Palace Hotel building. 
In 1918 A.B.C. Dohrmann 
bought the business and in 1936 
the management was taken over 
by his sons Bruce and Robert. 
Modern, streamlined retail stores 


are located in downtown San 
Francisco, in the Lakeside dis- 
trict and in Burlingame. The 


builders’ hardware business is 
conducted out of warehouses in 
San Francisco and Fresno, and 
through a subsidiary company 
in Los Angeles. 

Chanslor & Lyon Company, 
was founded in 1904 is 
said to be California’s largest 
distributor of automotive parts 
and equipment, and _ operates 
stores in 19 of California’s prin- 
cipal cities. While definite plans 
for the future have not been 
announced, it is understood that 
an expansion program is being 
planned. 


which 


TRUSCON LAB SPONSORS 
SUCCESS STORY CONTEST 

A contest $1200 in 
prizes will be paid for the best 
about a paint 
launched 


in which 
“success stories” 
product has _ been 
among dealers and their sales- 
men by the Truscon Laborato 
ries division of Devoe & Raynolds 
Company, Inc., Detroit, Mich. 

George L. Turner, Truscon 
vice president in charge of sales, 
announced that 19 gold watches 
will be dealers or 
dealer salesmen who send in the 
noteworthy letters from 
customers relating unusual ex- 
periences with Paratex or Para- 
Stone Tex, cement floor and wall 
coatings. Customers may be 
home owners, contractors or pro- 
fessional painters. No new sales 
or sales quotas are required ¥0 
qualify in the contest. 

Mr. Turner said “The purpose 
of the contest find out 
through our dealers all of the 
various uses to which the prod- 


awarded to 


most 


is to 


ucts are being put.” 


ROYAL SEAT NAMES 
MAYFIELD 


Howard Royal, president 
Royal Mfg. Co., has announced 
the appointment of the W. T. 
Mayfield Co., P. O. Box 1189, 
Birmingham, Ala., to represent 
Royal seats in the states of 
Georgia, Alabama. Tennessee, 
Florida, North Carolina, and 
South Carolina. 

Also announced was the ap- 
pointment of the C. F. Adams 
Co., 420 Lake Street, Fort Worth, 
Tex.. to handle Texas. 


of 








EKCO ACQUIRES CONTROL 
OF GLACO COMPANIES 


Arthur Keating, chairman of 
the board of Ekco Products Co., 
Chicago, IIl., has announced the 
purchase of the Glaco Cos’ of 
California. Operated by an Ekco 
subsidiary, National Glaco Chem- 
ical plants now are in 
operation in Los Angeles, San 
Francisco, Chicago and New 


York. 


Corp., 


CLARVAN ANNOUNCES 
PERSONNEL CHANGES 


Clarvan Corp. has made seve- 
ral additions and promotions to 
its sales executive staff in the 
general offices at 
Wis., according to J. L 
president. 

Ira Gold has been named sales 
manager, toy division. He comes 
to the company with 18 years of 
experience as a creator and mer- 
chandizer. 


R. J. Newell has been pro- 


Clark, 


| moted to sales manager of the 


consumer goods division follow- 
ing several years of association 
with the firm in sales and sales 
supervisory capacities. He will 
direct the wholesaler operations 
of the consumer goods division. 

Walter E. Quinby has been 
promoted from sales manager of 
industrial division to sales man- 
ager of custom consumers divi- 
sion. 

Roger W. Rodgers has joined 


| the Clarvan Corp. recently as 


manager of industrial sales. He 
comes to the firm with a broad 
experience in the manufacture 
and sales of specialty products. 


ELECT W. W. SMITH, JR. 
EXEC. VICE-PRESIDENT 
OF JOHN HASSALL, INC. 


Announcement was made re- 
cently by John Hassall, Inc., 124 
Clay Street, Brooklyn, N. Y., of the 
election of William W. Smith, 
Jr., to the newly created posts 
of executive vice-president and 
secretary of the company. Mr. 
Smith takes over his new du- 
ties as this company, manufac- 
turers of special nails, rivets 
and screws, celebrates its 100th 
anniversary. 


FATHER’S DAY INTER- 
INDUSTRY LUNCHEON 
TO BE HELD MAY 25 


The Father’s Day Council, 50 
E. 42nd St., New York City, has 
announced that the inter-industry 
Annual Award Luncheon will be 
held Thursday, May 25, in the 
Grand Ballroom of the Waldorf- 
Astoria Hotel in New York. 

Firms are asked to reserve full 
tables for their executives and 
business friends, on the theory 


Milwaukee. | 





that the bigger the crowd, the 
more impressive is the over-a!] 


build up of the Father’s Day 
season. 

The program will be based on 
the theme “For a Safe World 
Tomorrow Teach Democracy 
Today.” All activities will be 


slanted towards the central idea 
of father’s influence youn 
children in constructing a safe, 
free world. 


on 


democratic, 


Reservations may be made by 


| writing or phoning to Father's 





Day Council, att.: Alvin Austin, 
executive director, 50 East 42nd 
Street, New York 17, N. |S 
Mu 7-6952. 


CRUMPTON HEADS 


FABRIC SALES FOR 
LUMITE DIV. 


William Crumpton been 


has 


| named fabric sales manager for 


the Lumite Division of Chicopee 
Mfg. Corp., makers of screen- 
ing and fabrics. 

Mr. Crumpton was previously 
in charge of Lumite fabric sales 


in the southeastern states. Be- 
fore joining the company, Mr. 


Crumpton was Southeast senior 
salesman for Encyclopedia Bri- 
tannica. 

Roy W. Smith, formerly screen 
territory salesman in Florida and 
Georgia, succeeds Mr. Crumpton 
in handling fabric sales in the 
Southeast. 

Richard H. Flick. 
sistant to the office manager, has 
been made fabric salesman in 
the middle Atlantic states. 

Arthur H. Shea has been ap- 
pointed assistant to screen sales 
manager. He was previously an 
operations representative for Pan 
American World Airways. 

Also announced were the ap- 
pointments of five new Lumite 


former as- 


screen junior salesmen. They 
are: Douglas C. Davies, Jr., Wil- 
liam Michael Heffernan, Irvin 
Leswing, Vincent F. Boles, and 
Charles M. Short, who succeeds 
Mr. Smith in Florida and 


Georgia. 


REYNOLDS ADDS TWO 
IN ALUMINUM DIV. 


David P. Reynolds, vice-presi- 
dent and manager of Reynolds 
Metals general sales division, 
Louisville, Ky., recently  an- 
nounced two appointments in the 
company’s aluminum division. 

F. F. Tiffany, formerly district 
manager of the Dayton, Ohio, 
office, has taken over the duties 
of division manager in the Pitts- 
burgh area. 

T. D. Lewis is now division 
manager located in the Atlanta 
office, after having served for 
some time as sales representative 
in the San Francisco area. 
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Pol-mer-ik Raw or Pol-mer-ik Boiled is factory packed in pint, quart, 
one-gallon, five-gallon square tin and five-gallon steel drum containers. 


Pol-mer-ik Boiled 





"Supertreated 





For Better Painting” Has “101 Handy Home Uses” 


Pol-mer-ik is 100% pure linseed oil, supertreated to 
strengthen its molecular structure. It brushes more 
smoothly, levels better, forms a tougher film, and 
adds durability and beauty to. the paint job. 


Pol merik 


as a furniture polish; as a rust inhibitor on screens, 
tools, sporting equipment, etc; as a natural finish for 
pine paneling, antiques, gun stocks, etc. It protects 
and beautifies practically all metal and wood surfaces. 





100% PURE LINSEED OIL 


ARCHER-DANIELS-MIDLAND COMPANY * MINNEAPOLIS 2, MINNESOTA 
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HARDWARE BRIEFS 








CALIFORNIA 


Don Hall Hardware store, es- 
tablished five years ago on Holf 
Ave., Pomona, recently opened 
in new and modern quarters at 
1407 N. Garey Ave. The new 
building provides two and a half 
times as much floor space as the 
previous and ample off- 
street parking space is provided 
in an arcade. 


store 


GEORGIA 


Hoyt Edwards has assumed 
active management of Calhoun 


Hardware Co., Calhoun, succeed- 
ing his late father, C. A. Ed- 
wards. He had been a partner in 
the business with his dad and 
his brother, W. A. Edwards. 


INDIANA 


The Ross Hardware Co., Mari- 
on, which was damaged by fire 
at 3005 S. Washington St., has 
moved its remaining stock to 
14th and Adams St. 


KENTUCKY 


O. S. Moore, Louisa, has pur- 
chased Quality Hardware & Ap- 
pliance, East Main St., from Mrs. 
A. M. Brickley in Mt. Sterling. 


LOUISIANA 


Ruston Hardware & Furniture 
Co., Ruston, recently marked its 
60th anniversary. 


NEBRASKA 
Benjamin’s 
Arapahoe, recently completed 
the remodeling of a section of 
its basement for the display of 
appliances. 


Hardware store, 


NEW YORK 


April Ist marked the 75th an- 
niversary of C. M. Fort & Son, 
Mechanicville, be the 
established business in 
the city. The house attached to 
the store built before the 
revolution and was originally the 
home of a Tory. 


said to 
oldest 


was 


NORTH CAROLINA 


The Hardware & 
Paint Conover, has been 
opened by Glenn Rowe, Sr., and 
Glenn Rowe, Jr. 

The Builders Hardware Co., 
Charlotte, has moved to its new 
location at 912 West Trade St. 
Constructed of brick, 


General 
Co., 


concrete 


and steel, the building has about | 
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} 
| 





3400 sq. ft. of floor space. The 
interior is finished in seven dif- 
ferent pastel colors with light 
blue as the basic theme. The 
displays in the center portion 
of the building are pyramid 
style and the wall are 
made of a combination of 
bleached blonde wood and _ nat- 
ural walnut. The store is de- 
partmentalized. Slimline fluores- 
cent lamps have been installed 
throughout and the floors are 
covered with asphalt tile. 


cases 


OHIO 


The formal opening of the en- 
larged Eureka Hardware, River 
and Canal Sts., Coshocton, Ohio, 
was held recently. The addition 
to the store provides a total of 
3250 sq. ft. of store floor space. 
Ralph Portz, manager, has been 
such for 13 years. 


Charles E. Feaver has an- 
nounced the purchase of the 
Morral Hardware store, Green 
Camp, from H. C. Kennard. 


Stanley Feaver will be associated 
with his father in the business. 
Earl Cunningham, Sr., has 
been elected president of Doerr’s 
Hardware Co., Portsmouth. The 
business was taken over by the 
Earl Cunningham family recent- 
ly and has been incorporated 
under the name of Doerr’s Hard- 
No change in policies 
will be made. 


ware Co. 
or management 


PENNSYLVANIA 


Whittam & Son, Inc., of New- 
opened its new show 
rooms The appliance 
display room will feature an op- 
erating electrical kitchen where 
one may see each appliance in 
operation. Also an_ operating 
laundry will be displayed. 


town, 
recently. 


SOUTH CAROLINA 


J. Betts has 
elected president-treasurer of 
M. H. Lazarus Co., 254 King St.. 
Charleston, succeeding his unc'e. 
the late W. Harry Simmons. 
Other officers include: Mrs. 
Julia Cordes Simmons,  vice- 
president, and Mrs. Edith B. 
Simmons, wife of the late J. 
Betts Simmons, secretary. 


Simmons been 


TEXAS 


The retail department of Har- 
ris-Luckett Hardware Co., 108- 
110 S. Chadbourne St., San An- 


gelo, was recently purchased by | 





—— | the new management all per- 


sonnel of the retail department 


| will be retained including J. W. 


Henson, manager. 


The stocks of the Scull Hard- 
ware Co. and the Scheurer Bros. 
Hardware Co., 105-107 S. Travis, 
Sherman, have been combined. 
This step necessitated remodel- 
ing the interior of the stores and 
connecting them by two arch- 
ways in the separating partition. 
The firm is to be known as the 
Scheurer Bros. Hardware. 


Mitchell - Goodwin Hardware, 
C.aude, opened a wall paper de- 
partment in a new room espe- 
cially designed for wall paper 
recently, 

WISCONSIN 

The Mohr-Jones Hardware Co., 
315-319 Sixth St., Racine, Wis., 
has recently announced a mod- 
ernization and streamlining pro 
gram of its building at a cost of 
about $50,000. 








EVEREDY CO. NAMES 
DISTRICT SALES AGENTS 

The Everedy Co., Frederick, 
Md., has announced that the new 
district sales representative for 
the southeastern territory is 
L. H. Reid, 129 Ridgeland Way, 
N. E., Atlanta, Ga. 

As the company’s direct repre- 
North Carolina, 
South Carolina, Tennessee, Geor- 
gia, Alabama and Florida, Mr. 
Reid will sell the 


Everedy line. 


sentative in 


complete 


The company also announced 
that the new district sales repre- 
sentative for the St. Louis terri- 
tory is Earl A. Thomas, 1123 
Washington Avenue, St. Louis 1, 
Mo. Mr. Thomas will have asso- 
ciated with him, at the same ad- 
dress, J. C. True, as special sales 
representative. As the company’s 
direct representatives in Mis- 
souri, Kansas and Nebraska, Mr. 
Thomas and Mr. True will sell 
the complete Everedy line. 


FRISCH & CO. NAMES 
NEW ENGLAND AGENTS 


The Manhattan Co.. 
Providence, R. I., has been ap- 
pointed New England sales agents 
for Frisch & Co., Inc., New York. 
The company, which travels two 
men in the territory, was formed 
in 1937 by Maurice I. Chorney, 


Sales 


to represent the greater New 
York manufacturers. The com- 


pany also handles products for 
Brooklyn Fibre Broom Co., Inc., 
and the Manhattan Brush Co., 


Foxworth Hardware Co. Under | Inc. 





POT & KETTLES CHOOSE 
WESTERN THEME FOR 
ANNUAL MEETING 


The Western theme has been 
selected for the annual conven- 
tion of the Associated Pot & 
Kettle Clubs of America when 
they meet at Feather River Inn 
from June 21 to 24, according 
to Al Auger, general chairman. 
The San Francisco Pot & Kettle 
Club will act as host for dele- 
gates, members and their wives 
of the other six clubs. 

At the same time, Mr. Auger 
announced the committee chair- 
men in charge of various activi- 
ties. They are as follows: reser- 
vations—Frank Speckman, rep- 
resentative; location—D. J. Bar- 


telme, Bart-Kinnison Co.; bud- 
get—Walter Stone, Wm. P. 


Horn Co.; publicity—Milton Al- 
bin, Hardware World; sports— 


Al Ormsbee, Jr., A. C. Gilbert 
Co.;  registration—Art Green- 
berg; entertainment George 
Gillespie, General Mills; ban- 
quets and decorations—Charles 
Chinn, manufacturers’ agent; 
prizes and favors—R. W. Tull, 
manufacturers’ agent; women’s 
activities—Barbara McDonald; 


and master of ceremonies—Ernie 
Happoldt, president San Fran- 
cisco Pot & Kettle Club. 

Mr. Speckman, who is in 
charge of reservations, urges all 
members to make reservations as 
early as possible, because space 
as requested will be assigned as 
received. 

REYNOLDS METALS FORMS 
FARM INSTITUTE 


Reynolds Metals Co., Louis- 
vilie, Ky., has announced the 
foundation of the Reynolds Farm 
Institute, with headquarters in 
Louisville. The institute has 
started research into the many 
uses of aluminum on farms to 
instruct and guide farmers in the 
proper and most effective use of 
the metal. 

The purpose of the institute, 
according to W. S. Reynolds, 
vice-president, is to explore every 
possible farm use of this metal 
and demonstrate to farmers that 
they will profit by using alumi- 
num which is said to eliminate 
maintenance. The institute has 
compiled all the latest technical 
information based on_ research 
and tests under the title, “Alu- 
minum for Farm Structures,” 
and it may be had by writing 
the institute. The manual is a 
detailed technical which 
will enable county and 
vocational agricultural teachers 
to instruct the farmer in the 
proper use of aluminum prod- 
ucts for livestock, barns, storage, 
poultry and hog houses and farm 
homes. 


guide 
agents 
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OBITUARIES 








WALTER E. POOR 


Walter E. Poor, 64, chairman 
of the board and a director of 
Sylvania Electric Products, Inc., 
500 Fifth Ave., New York City, 
died recently at St. Luke’s Hos- 
pital. Mr. Poor was an electri- 
cal engineer for the Boston Ele- 
vated Railway from 1908 to 1909 


and the Hugh Naron Contract- 
ing Co. from 1909 to 1911. In 
that year he joined with his 


brothers in the manufacture of 
electric lamps with the Hygrade 
Lamp Co., Danvers, Mass. He 
remained with the company 
when it was reorganized as the 
Hygrade Sylvania Corp. in 1931 
and later in 1942 when it adopt- 
ed its present name. In the orig- 
inal company and its successors 
he advanced to vice-president and 
general manager in 1929, execu- 
tive vice-president in 1940, presi- 
dent in 1943 and three years later 
was made chairman of the board. 

Mr. Poor trustee of 
Salem Hospital, Salem, a direc- 
tor of Sound Scriber Corp., New 
Haven, Conn., and a member of 
the committee on corporations of 
the development fund of Massa- 
chusetts Institute of Technology. 
He was a member of the Ameri- 
can Institute of Electrical En- 
gineers and the Institute of Ra- 
dio Engineers. 


was a 


His survivors are his widow, 
Mary Bradshaw Poor, and two 
sons, George and Arthur. 


J. FRED HERMS 


J. Fred Herms, 53, assistant 
sales manager, Belknap Hard- 
ware & Mfg. Co., Louisville, Ky., 
died April 8 at the St. Joseph 
Infirmary after a brief illness. 
Mr. Herms had been associated 
with the company 35 years. He 
is survived by a son, John W. 
Herms. 


SAMUEL P. MOFFIT 


Samuel P. Moffit, 53, executive 
vice-president of the Ruberoid 
Co. since 1945, died recently at 
Flower Hospital, New York City. 
Mr. Moffit was president of the 
Asbestos Cement Products Asso- 
ciation from 1940 to 1946. He 
had been with the company since 
1930. He became assistant to 
the president and in 1936 was 
elected a director and vice-presi- 
dent in charge of sales. 

In 1915 he joined Ehret Mag- 
nesia Co. Two years later he 
entered the sales department of 
the American Insulation Co., and 





in 1926 became sales manager 
of Eternit, Inc., St. Louis, pro- 


ducers of asbestos shingles and 
He is survived by his 
Mrs. Esta Lade Moffit. 


sidings. 
widow, 


WILLIAM A. LEISCHNER 

Wm. A. Leischner, the New 
York-New England States repre- 
sentative for Peerless Mfg. Corp., 





WM. A. LEISCHNER 


Louisville, Ky., died recently 
after a lengthy illness. Mr. 
Leischner sold fireplace fixtures, 
builders specialties and gas heat- 
ing products for Peerless for 23 
years in the eastern states area. 


JAMES A. MUDD 


James Arthur Mudd, represen- 
tative of the Louisville Tin & 
Stove Co., Louisville, Ky., for 52 
years, died recently. During that 
time he represented the 
pany he traveled in various parts 
of the state of Kentucky, pri- 
marily in the central section. 


com- 


JOHN YEO 


John 84, for 25 
operator of a hardware store at 
Weston, Ontario, died recently, 
four years after his retirement 
from business. He had previous- 
ly operated a store at Shelburne, 


Yeo, years 


Ontario. 


THEODORE W. KLINE 
Theodore W. Kline, 83, who 


had been in the hardware busi- 
ness for 50 years in Tipton, 
Mo., died recently at his store. 
He started the hardware firm 


after two years in a partnership | 


in the same business at Bunce 


ton. 
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BARTON A. HINCKLEY 


Barton A. Hinckley, 48, presi- 
dent of the General Water Heat- 
Burbank, Cal., died 
recently at his home at 1309 
Cordell Place, Beverly Hills, Cal. 
He had joined the company in 

1927 and succeeded his father as 
| president in 1943. Surviving are 
| his widow, Helen F. Hinckley, 


and a daughter, Nancy. 


ELIZABETH C. STREVELL 

Elizabeth C. Strevell, 
of the co-founder of the Strevell- 
Patterson Hardware Co., whole- 
salers, Salt Lake City, Utah, died 
residence. She 
Charles Nettle- 
1880. Mr. Stre- 
vell founded the company in Og- 
den in 1895. They moved to 
Salt Lake City in 1899, 


widow 


recently at her 


was married to 


ton Strevell in 


M. H. PAINE 


M. H. Paine, 98, founder of 
the Paine Co., of Chicago, re- 
cently died quietly. Mr. Paine 
formed company after 
from the Hay- 
Co., 


his own 
he was retired 
wood- Wakefield 
of 60. He 
spring wing toggle bolt, the steel 
expansion shell, and the outlet 


at the age 


was inventor of the 


box and fixture hanger—hang- 
ing and fastening devices. He 


was active in his company’s af- 
fairs until his retirement in 1940. 


HENRY G. BREINIG 


Breinig, 76, for 58 
member of the firm of 
Breinig Hardware Co., 16 E. 
Main St., Chillicothe, Ohio, died 
recently in Chillicothe hospital 


Henry G. 
years a 


after a short illness. He became 
associated with his father in the 
hardware business which 
founded in 1882, at the age of 
18. Mr. Breinig is 


his widow and two daughters. 


was 


survived by 


VIRGIL RICHARD 


Virgil Richard, 49, district 
manager of Remington 
Arms Co., Inc., Pittsburgh, Pa., 
died recently after a lengthy ill 
ness at his Pittsburgh home. 


sales 


Mr. Richard had been a mem- 
ber of Remington’s 
since 1931. Several times a mem- 
ber of the International Dewar 
Rifle Team, he was well known 
in rifle, pistol and shotgun com- 


sales 





petition circles, 


ROBERT LEE SALTER 


Chestnut - Salter - Best Hardware 
Co., Danville, Ky., died recently 
at his home on West Broadway. 


| He had been in the hardware 





Robert Lee Salter, 76, president, 


staff | 


1892. For 
member of the 
directors of the Dan- 
ville Chamber of Commerce. He 


business since many 


years he was a 
board of 
also served as a trustee for the 
First Christian Church for 43 
years. Survivors include his 
widow, Mayme Wilson C. Salter, 
and a sister. 


ARTHUR B. LANDER 
Arthur B. 


dealer of 
after 


Lander, 70, hard- 
Lafayette, Ky., 
suffering a 


ware 
died recently 
heart attack. He was past presi- 
dent of the Kentucky Retail 
Hardware Implement 
tion. Prior to organizing his own 
store, Mr. Lander had been con- 
nected with the Belknap Hard- 


Associa- 


ware Mfg. Co., Louisville, Ky. 
He is survived by his widow 


and two sons. 








199 AT LOS ANGELES 
POT & KETTLE DINNER 
One-hundred-nine members ol 
the Los Angeles Pot & Kettle 
Club turned out for the group’s 
first night dinner meeting held 
March 14, at Eaton’s Ardmore, 
dining on fried chicken, listening 


to Dr. Redi L. McClung, Dean 
of the College of Commerce, 


University of Southern Califor- 
nia, and enjoying chairman Ed 


Hallock’s special pre-St..  Pat- 
rick’s Day program. 

Dr. McClung’s topic, “Give 
America Back to the Indians” 
discussed racial tolerance in 


various phases of our daily life. 
Business men through their con- 
tacts with the public and as em- 
ployers hold a key to the solu- 
tion of the must 
be aware of the problems. 


situation and 
Plans were completed for the 
Pot & Kettle Club’s annual Golf 
Tournament and Hi-Jinks to be 
held April 4 at the Oakmont 
Country Club. A traditicnal 
steak dinner will be provided at 
7 p.m. and the affair “will end 
when everyone goes home.” 


STAR MFG. CO. 
OCCUPIES NEW PLANT 
The Star Mfg. Co., steel fabri- 

cators, has production lines mov- 
ing in its new factory at Turner, 
Kan., of Kansas City, 


Kan. which has 


just west 


This 


company, 


| been expanding its operations in 


| tral location 


| 


Oklahoma, Texas, Colorado and 
now Kansas, around 
the first of the year it would move 
this major fabricating activity 
from Amarillo, Tex. Company of- 
ficials explained that the move 
was made to provide a more cen- 
for national distri- 


announced 


bution. 
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wer HOSE CADDY 


Sells on Sight at $198 


It’s a Hose Reel and Sprinkler in One! | 
Move it without shutting off water or wading in 


soggy grass * Adjustable sprinkling angle * Easy 





to handle * Easy to store * Hang Caddy with Hose 


on two nails in garage or basement °¢ All steel con- 


NORMA! 


struction * Holds 50 feet of one-inch hose * Long _ | 
sod prongs hold it steady and firm. Ask about free yc | 
Mason. | 
the A. M. 


display stand, ad mats and display card. 
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E. JULIUS CAPPEL- 
| MANN, started on the path 
| to the presidency of C. D. 

Francke & Co., Charleston, 
S. C., hardware firm, by the 
arduous route of office boy, 
: stock clerk, order and billing 
clerk, traveling salesman, buy- 
er and then vice president. 
Mr. Cappelmann was just a 
lad of 14 when he went to 
work for the firm at $10 wages. 
For two years he filled the 
ancient ink pots, saw that the 
Spencerian pen points were 
renewed periodically and ran 
errands around Charleston. 











For a number of years Mr. E. J. CAPPELMANN 
P Cappelmann travelled  Vir- 
ginia, and North and South Carolina. He was vice presi- 
dent from 1921 until 1947 when he succeeded to the presi FRANK 
dency. He is a member of the Friendly Society, Hibernian 
Society, Chamber of Commerce, Propeller Society, Knights lis local 
r i | of Pythias, and Elks, and is a director of the American master. 
Order through your jobber or write... | Mutual Insurance Co., all of Charleston. Fishing is his Trout Cl 
| favorite diversion. Stafford 
FAWSCO MFG. DIV., Falls Stamping & Welding Co. 
CUYAHOGA FALLS OHIO | wwe een 





320 HARDWARE AGE, APRIL 20, 1950 HARDW 











ANN 


> presi- 
> presi 
ernian 
‘nights 
1erican 

is his 


, 1950 








NORMAN B. HOLTER, 
president of the A. M. Holter 
Hardware Co., which operates 
wholesale and retail hardware 
businesses in Helena. Mont., is 
still active in business despite 
his 82 years. Mr. Holter was 
born in the building which 
houses part of the Holter hard- 
ware store. Mr. Holter has 
had many business and civic 
honors. He was Montana 
chairman for Government 
loans in World War I. For 15 
years he was a director of the 
Federal Reserve Bank, Minne- 
apolis. He is an ex-president 
and director for 22 years of 
the Montana Taxpayers Asso- 
ciation; a director of the Montana Power Co., and a 
director of Montana Flour Mills Co. Mr. Holter is a 
Mason. His son, Norman J. Holter, is vice president of 


the A. M. Holter Hardware Co. 





NORMAN B. HOLTER 


nn 4 foam) 


E. B. FRAHM, sales rep- 
resentative for the A. Y. Mc- 
Donald Mfg. Co., Dubuque, 
lowa, completed 50 years in 
the plumbing and _ heating 
business, on March ll. He 
started as an office boy with 
the L. Wolff Mfg. Co., now out 
of business. Mr. Frahm joined 
the McDonald company in 
1933 as jobber representative 
and during the past 17 years 
he has called on jobbers in all 
but six of the states, and re- 
cently took on additional re- 
ponsibilities. His home is at 
5247 Patterson Ave., Chicago. 


E. B. FRAHM 


oo 
FRANK E. STAFFORD 


completed 65 years in the 
hardware trade in Stowe, Vt., 
on Oct. 24. At the age of 15 
he entered his father’s hard- 
ware store to learn to be a 
tinsmith. Now in his 80th 
year, Mr. Stafford spent his 
entire life in Stowe and held 
numerous public offices in- 
cluding those of justice of 
peace, village trustee, superin- 
tendent of water works, school 
director, and cemetery com- 
missioner. He was a drum- 
mer in the town band for over 
30 years, and was a scout- 
master and library commis- 
sioner. He was treasurer of 
lis local F. & A. M. lodge for 49 years and is also a past 
master. He is a charter member of the Lake Mansfield 
Trout Club. Even though he will be 8] next May 22, Mr. 
Stafford stili likes to hike to his camp. 





FRANK E. STAFFORD 
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Palmer Huskee 


Fastest moving in the 
United States today 


HARDENED 


BAKED BLACK 


DROP FORGED 
DOUBLE CLOSE TRIMMED 
WEDGED » HEAD 


ENAMEL @& 


fl 
’ 
> * nan 
POLISHED tie. 


FACE AND 
POLE 


CLEAR WAXED 
HICKORY 
. HANDLE 


Strongest 
hammer 
made 


Retails 9: \'" 
for 


Stock this 16 oz. hammer as a leader. 

Guaranteed to attract the customer who's 
looking for a bargain in both quality 
and price. 

Those who attended the recent National 
Hardware Show and witnessed the amazing 
strength of this hammer will probably be sur- 
prised at its price, but nevertheless, this is it! 


SAMPLES AVAILABLE 


DROP FORGED from special alloy steel with the name imprinted on 
the label that assures the customer of high quality regardless of 
low price. 4 complete hammer price lines—complete range of sizes. 


4 Jobbers, dealers, territories open. Inquiries invited. y 


almen wes) “Toul 


MEADVILLE> PENNSYLVANIA 





$21 








__, —. - . ee. KK 





ADVANCES 
Plate and window glass. One pitcher spout pump. Zinc. 
DECLINES 
Tin. One wood bit set. 





Residence air-conditioners— 
On April 4, Frigidaire Division of Gen- 
eral Motors announced 10 to 19 pct 
cuts in the suggested retail prices of 
window room air conditioning units. 

* ” * 

Tin prices waver—On April 
3, the New York tin market underwent 
a further “sinking spell,” which carried 
the price of Grade A tin for prompt de- 
livery to 74%4¢ per pound, down 3'4¢ 
from the top level reached on March 23 
during the recent rally. The recent er- 
ratic actions of the market have con- 
sumers mystified, and they apparently 
made few purchases on the decline ex- 
cept for prompt delivery. On April 5, 
the price of tin advanced % cent, to 
74% ¢ per lb., New York. On that rise, 
market sources estimated that at least 
200 tons were sold to industrial users, 
including makers of tin plate. 

* * 8 

Zine rise continues—On April 
3, the price of zinc was advanced %4¢ 
per Ib., to 10%¢ East St. Louis. This 
was the third advance of %¢ per lb. 
for zinc since March 14, when it moved 
up to 10 cents from 9%¢ per lb. On 
April 3, the price was marked up an- 
other % cent to 10%4¢. Demand for the 
metal has been heavy since the end of 
the soft coal strike last month and the 
resumption of full-scale operations by 
steel mills, particularly from galvanizers 
and makers of die castings. At the 
same time a shortage of high-grade 
zinc has developed. With demand so 
brisk, metal men think the price in- 
creases up to now, may be followed by 
a further rise. Zinc is still well below 
its price level of a year ago—when it 


sold for 16¢. 
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Wood bits and sets—Century 
Drill & Tool Works, 311 S. Green St., 
Chicago, has announced a 10 pct re- 
duction, effective March 13, on the list 
price of its Century Wood Bit Sets for 
use in 4-in. electric drills. Discounts 
to distributors and dealers remain un- 
changed. The company claims the re- 
duction was made possible by changing 
to mass production on faster machin- 


ery. 


Pitcher spout pump—Colum- 
biana Pump Co., Columbiana, O., an- 
nounces a price advance on its Fig. 19 
No. 2 all-iron pitcher spout pump, effec- 
tive April 1. The new price advances 
approximately 6 pct on truckload or 
carload quantities, and approximately 
2 pet on all LCL or LTL shipments. 


‘ 





Commodity index up—Whole- 
sale commodity prices throughout the 
United States rose an average of 0.3 pct 
in the week ended March 28, the 
Bureau of Labor Statistics reported. 
The Bureau placed its new index at 
152.1 pct of the 1926 average. This 
figure is still 0.3 pct below four weeks 
ago, and 3.8 pct under the like week of 
1949. Compared with the year-ago 
levels, farm products averaged down 7.4 
pet (though grains were 3.5 pct high- 
er); metals and metal products were 
2.4 pet lower; building materials were 
off 3 pet, and gasoline was down 22.2 
pet. 

* * « 

Purchasing agents pretty 
cheerful—That business is snapping 
back fast from the effects of the coal 
strike, and probably will continue ac- 
celerating for the next two months, 
summarizes the mass reaction of pur- 
chasing executives for March. Their 
reports indicate that March business is 
ahead of February, and is close to the 
high for the quarter set in January. In 
its monthly report, the National Asso- 
ciation of Purchasing Agents said new 
orders in March were running ahead 
of December and February, and are 









February Hardware Sales Top January by 2% 
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Retail hardware sales in February were 2 pct above the January figure. Total sales 

for the month, as estimated by the Department of Commerce, were $169 million, as 

compared with $167 million in January. February sales were 7.1 pct lower than those 
for the same month of the previous year. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 
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DISTRIBUTOR 






Assure satisfaction and dependability 
by selling RB&W Plow, Step and Elevator 
Bolts . . . the products of more than 
a century of continuous research 
and progressive development 
in fastener manufacturing... 
backed by the skill of four 


generations of RB&W men and women. 


Plants at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, ill., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, 


Detroit, Chicago, Chattanooga, Oakland, 


THE COMPLETE QUALITY LINE Portiand, Seattle 








104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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Estimated Sales of Wholesale Hardware Distributors 


By Months 1939 to February, 1950 


(Expressed in Millions of Dollars) 























‘Month 1939 1940 1941 1942 1933 1944 1945 1946 1947 1948 1949 1950 
EY cp vitinewignige ewes 39 44 55 89 59 72 87 120 185 204 184 160 
UE a6 othcvinlowiase ose 37 41 52 83 64 82 85 126 191 207 178 173 
Total First Two Months... 76 85 107 172 123 154 172 246 376 411 362 333 
DE cca Varw eanwnee~mnas 48 49 61 93 73 89 103 141 219 246 222 
er ere ee ‘ 47 55 74 93 74 85 97 154 227 256 204 
er eee 52 57 77 78 71 86 93 159 216 233 206 
ES ee re oir ees 51 56 77 80 76 89 92 157 202 237 198 
ME wciviioewacaen es a 55 79 73 73 82 89 162 200 227 171 
Pr reer er 50 59 82 74 75 91 96 174 204 248 192 
PE 6 6800 seesceaae 60 63 87 73 73 90 97 176 222 253 213 
| eee 60 71 91 74 76 94 113 214 254 262 212 
Eb :tieareecd oarwes 54 65 80 58 77 89 108 195 212 241 197 
ND bb ter saeuecaee a9 67 82 58 75 82 103 185 211 212 175 
Grand Total for Year .... 592 682 897 926 866 1031 1163 1963 2543 2826 2352 
Source: Office of Business Economics, Department of Commerce. 
only a little below January, while pro- tons. Return of the steel industry to mittee. Their statement. made public 


duction increased at a slightly higher 
rate. The majority of industrial buyers 
expect increasing business through 
April and May, and a somewhat more 
than seasonal decline in July. 
* + + 

Steel output climbs—-The na- 
tion’s steel industry, in the final March 
week, was slated to produce the greatest 


March 
American Iron & 


tonnage since the week ended 
21, 1949, said the 
Steel Institute. Operations for the week 
96.7 pet 
capacity, an increase of 1.2 points, and 
produce 1,843,400 net 
steel. A month ago the rate was 73.7 — 
pet, with a tonnage of 1,404,900, and 
a year ago it was 99.8 pct and 1,839,800 


were scheduled at of rated 


would tons of | 


full production, says The Iron Age, 


Chilton Co. 
Harpware AcE, has caused no cancella- 


publication affiliated with 


tion of orders placed during the coal 
strike, which were then thought to be 
“hedges” against the possibility of pro- 
longed scant output and_ rationing. 
Pressure of demand for steel products, 
says this trade journal, must be ex- 
pected to ease off during the second 


half of the 


“terrific.” 


year but is just now 


* * ak 


Criticizing the steel advance 
—Steel price increases averaging 4 pct 
that were made last winter were labeled 
“unwarranted” by majority members of 
the joint Congressional Economic Com- 


March 26, following an inquiry into the 
advances, added that the increases may 
touch off a 
the nation’s 


“substantial” downturn in 
economy late this year. 
Republican members of the committee 
dissented strongly. They said the state- 
ment is “a contention of the majority,” 
not a summary of the evidence. Mean- 
while, Senator O’Mahoney, chairman of 
the committee, plans to initiate a new 
inquiry in the Senate, into the question 
of bringing the steel industry under 
federal regulation as a “public utility.” 
- od * 

Rate cuts asked for steel 
—On March 30, the first of a series 
effect 


permanent rate cuts of about 25 pet 


of applications, to put into 


Wholesale Hardware Inventories° 


By Geographic Divisions, for February, 1950 


GEOGRAPHIC 
DIVISION 
Number 
of 
Firms 

UNITED STATES TOTAL 233 
New England 15 
Middle Atlantic 44 
East North Central 37 
West North Central 30 
South Atlantic 48 
East South Central 14 
West South Central 14 
Mountain 9 
Pacific 22 


Bureau of the Census. 


End-of-Month Inventories (Cost) 


Percent Change 


February 1950 Amount (Add 000) 


vs. 
Feb. Jan. | Feb. Feb. Jan. 
1949 1950 1950 1949 1950 
- 9 + 5 $128,920 | $142,253 $122,823 
— 8 5 4,095 4,462 3,882 
— § + 6 13,588 14,371 12,760 
—10 + 6 21,457 23,768 20,337 
— 8 +9 24,246 26,351 22,195 
-9 + 2 20,020 21,975 19,719 
2 + 2 6,314 6,464 6,195 
—13 — 3 12,643 14,604 13,032 
21 +31 3,078 2,540 2,356 
15 5 23,479 27,718 22,347 


a Includes 16 reports received too late to be incorporated in the Bureau of Census published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 


* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 
Sales include direct shipments and consignment business. Weeks’ supply is lower than if based on cost of sales from owned stocks. 


= Sea 


324 


Stock-Sales-Ratios b 
—— Weeks’ Supply 
of Inventory 


on Hand* 
Feb. Feb. Jan. Feb. Feb. 
1950 1949 1950 1950 1949 
269 285 265 14.3 15.2 
397 428 356 21.2 22.8 
220 212 210 11.7 11.3 
239 283 254 12.7 15.1 
297 308 301 15.8 16.4 
228 241 223 12.2 12.9 
251 248 251 13.4 13.2 
256 265 250 13.7 14.1 
471 363 238 25.1 19.4 
347 382 355 18.5 20.4 


Current Wholesale Trade. 
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on certain iron and steel items, was 
fled with the Interstate Commerce 
Commission by the eastern railroads. 
These cuts would permit the railroads 
to compete with truck and water trans- 
portation in the area east of the Mis- 
sissippi and Ohio Rivers, and north of 
the Potomac. They would also apply 
on shipments to bordering states such 
as Towa, Missouri, Kentucky, Tennessee 
and West Virginia. The eastern rail- 
roads held hearings in Pittsburgh earlier 
last month to iron out details of the 
25 pet rate cut. The reductions are 
filed to become effective May 1, unless 
suspended by the I.C.C. A. significant 
incident—on March 30, the Interstate 
Commerce Commission permitted the 
railroads to cut their rates for the 
shipment of iron and _ steel products 
from Chicago area mills, needed to 
construct petroleum storage tanks at 
Superior, Wis., from $1.04 to 45 cents 
per 100 pounds. The rate slash, to re- 
main in effect until Nov. 30, was made 
so that the railroads could move 5800 
tons of iron and steel products from 
Chicago and Gary, Ind., to Superior. 
The railroads pointed out that the Chi- 
cago fabricator could ship this 5800 
tons of tank materials by lake vessel 
for $8.32 a net ton. The regular rail 
rate would be $20.80 a ton, and the 
slashed rate is $9 a ton. The road 
urged the temporary cut in order to 
gain “this attractive tonnage” which 


“is greatly needed to con- 


tribute to their expenses of operation, 
particularly in the present period of 
high operating expenses and_ strong. 
competition.” 


* * * 


Prices are strong — Com- 
modity prices are tending slightly up- 


ward with an inclination to level off. 


Inventories as a whole are almost 


static, though some tendency to build 
up is reported. Buying policy is still 
generally conservative, within 60-day 
range. Most commodity price changes in 


March were moderate, with increases 


noted on 23 items and decreases on 11. 


Coal and zinc were up, while fuel 


oil and lead were down. Demand still 
outran supply on aluminum, benzol, 


burlap, cellophane, coal, coke, copper 


scrap, some grades of lumber, kraft 


paper, pipe, steel and zine oxide. 
* * & 


Business volume holds well 
Business volume throughout the coun- 
try in the April 1 week was little below 
a year ago. It advanced to 111.7 pet (of 
the 1935-39 “base” average) from 110.8 
in the preceding week, according to 
Barron’s Index. The level a year ago 
was 111.8. In early March, just prior to 
settlement of the coal strike, the index 
sank to 100.7. This was nearly 13 
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FOR FARM 








Model 6-S, 1 h.p., 
6” MITERING SAW 


$64.50 


Ball and 
Roller Bearings 
throughout... 
complete with 
depth gauge, rip Gm 
guide, telescoping 
guard, miter shoe. 
Full 2” straight 
cut — 13%” 
bevel cut. 


QUALITY TOOLS 


AND HOME WORKSHOPS 
















MODEL 14-D %4-INCH DRILL 


One of our line of famous 
HOLE-SHOOTER electric drills. $ 5 
Used also asa disc-sander, buffer, 


grinder, paint mixer, milk cooler, 


GROWING ACCEPTANCE OF DYNA- 
FLASH Portable Electric Tools is con- 
vincing proof of the increasing de- 
mand for quality tools, among your 
customers as well, Compare Dyna- 
Flash Tools, feature for feature, with 


any other tools. The extra reserve 





MODEL 12-D 1/)-INCH DRILL 


This HOLE-SHOOTER is the 
only 2” electric drill — at is 95 
rice — with 1/3 H. P. motor. 


nmatched for close-corner work. 


power, ball and roller bearings, 
hardened shafts and gears of Dyna- 
Flash tools are sales builders. The 
Dyna-Flash franchise includes FREE 
sales and advertising helps. Write 
today for free DY NA-FLASH 
Catalog-Folder No. 115. Address... 


MILWAUKEE ELECTRIC TOOL CORP. 
For 25 years, makers of famous HOLE-SHOOTER Drills 


5358 W. State Street e 


——— «2 


Milwaukee 8, Wisconsin 


— La 
2? UyNA-FLASH POWER TOOLS 

















@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 
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\ \ ag iu \ 
Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled) 
steel, galvanized and solid brass. 


DEPTH: %«”, %”. Ya", %", %”, %e", 1” 
CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 










—SPECIAL SIZES TO ORDER 


IN BULK: in kegs of 50 of 100 Ibs., and car- 
tons of 500 or 1000. 








Most Popular Wood Joiner— 


Z 











— For Everyone! 

OW NATIONALLY ADVERTISED! 

See your jobber —or write direct! 
DAL RAD 


vie he i 





RING OF Corr ucatt®? 
*REG. U. S. PAT. OFF. 
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Independent Metal Strap Co., Inc. 


t TAR Hf 


232 Third St., Brooklyn 15, N.Y. 
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Wholesale Hardware Sales ° 
By Geographic Divisions, for February, 1950 


SALES REPORTED 


Percent Change 


GEOGRAPHIC February 1950 
DIVISION vs. 
Number 
of 
Firms Feb. Jan. 
c 1949 1950 
U. S. TOTAL 300 5 + 3 
u~ 
New England 20 2 6 
Middle Atlantic 66 11 0 
East North Central 44 + 6 +11 
West North Central 35 5 +10 
South Atlantic 53 4 2 
East South Central... 18 0 0 
West South Central 22 8 1 
Mountain 12 4 7 
Pacific 30 —11 + 5 


CUMULATIVE SALES b 


Amourt (Add 000) 
January- January- 
Feb. Feb. 
Feb. Feb. Jan. 1950 1949 Percent 
1950 1949 1950 (Add 000)|(Add 000)| Change 


$57,848 | $60,807 | $55,923 | $112,967 | $121,851 7 
1,207 1,236 1,285 | 2,372 2,478, —4 
7,575 8,512 7,556 | 14,478 16,100 —10 
9,946 9,340 8,923 | 18,503 18,496 0 
9,663 | 10,123 8,805 18,812 | 20,354 8 
9,276 9,663 9,418 384) 18,611 7 
3,070 3,078 3,063 428 | 8,113 8 
7,431 8,098 7,507 14,938 | 15,859 6 
1,515 1,578 1,623 3,138 3,314 — § 
8,165 9,179 7,743 15,914 18,526 —14 





Bureau of the Census. 


Current Wholesale Trade. 


a Includes 19 reports received too late to be incorporated in Census Bureau published release. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the cumulative figures. 


States Comprising Regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 
Middle Atiantic—(N. J., N. Y., Pa.) 
East North Centrai—(Iil., Ind., Mich., Ohio, Wis.) 


West North Central—(lowa, Kan. 


. Minn., Mo., Neb., N. D., S. D.) 


South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 


points lower than it had been at the 
like stage of 1949. 
loadings in the April 1 week totaled 
720,353 cars. 


Railroad freight 


This was 5,270 cars, or 
0.7 pet below a year ago. Coal load- 
ings were 32,139 cars above the like 
1949 period when soft coal mines re- 
operations after a two-week 
shutdown. On the other hand, the 
latest week’s iron ore loadings were 
32,658 cars below the 1949 level. Ore 


shipments on the Great Lakes got un- 


sumed 


der way last year in late March, and 
are much slower in starting this year. 
Steel mills, however, have ample ore 
supplies because of low operations dur- 
ing the coal strike. 
* * & 
March mail order sales 

Sales of Sears, Roebuck & Co. Jast 
month increased from a year ago and 
those of Montgomery Ward & Co. de- 
creased, continuing the February trend 
when Sears’ sales were at an all-time 
high for that month and those of Ward 
showed a substantial reduction. The 
March total for Sears was $182,844,632, 
a gain of 7.9 pct over March, 1949. 
February and March combined sales in- 
creased 9.2 pet. Ward sales in March 
dropped 4 pct from a year earlier, to 
$85,638,713. February and March sales 
totaled $149,443.750, a decrease of 5.1 
pet. 


Other ups and downs—In the 
variety chain group, March sales of 
F. W. Woolworth Co. totaled $46,252,- 
685, an increase of 3.65 pct over the 
1949 period. For the three months, 
Woolworth’s gain was 1.31 pet. S. S. 
Kresge Co. reported March sales were 
1.9 pct above the year-ago month. For 
the first quarter, there was a 1.9 pct 
decrease. W. T. Grant Co. showed a 
shade (.43 pet) decrease from March, 
1949, but this was an improvement over 
February. Spiegel, Inc., reported a 
surprising gain of 28.2 pct in March, 
over a year ago, and this followed a 
Butler 
Brothers said their consolidated March 


February increase of 15.7 pet. 


gross sales dropped 21.22 pct from a 
year ago. In the quarter ended March 
31, Butler’s decrease was 15.19 pet 
* ak a 

Major appliances Factory 
sales of standard-size household wash- 
ers in February were higher, with one 
exception, than in any month since 
October, 1948, according to industry- 
wide figures announced by the Ameri- 
can Home Laundry Manufacturers’ As- 
sociation. The February total was 342,- 
967 units, compared to 357,281 last 
September, and was an increase of 24.4 
pet. over 275,576 in Jan., 1950, and up 
70.3 pet from 201,300 in Feb., 1949 
Factory sales of ironers in February 
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FOR "PARKING" THINGS 
WHERE YOU WANT THEM 





Just turn the screw. That's all 
you do—to make them fit any 
size handle! 





Small 
Medium... .8¢ or 2 for 15 
ere 10¢ each 


IN ATTRACTIVE DISPLAY BOXES 


Ask your jobber or write 





ARTHUR I. PLATT CO. 
Fairfield, Conn. 


— FINGER GRIP CLIPS — 


Ra 

















SHELBY 'S MONTHLY FEATUR 


WINDOW 
SCREEN 
HANGERS 


Series 
77 00 8 


BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 
builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


« Chel 


Since 1898 


SHELBY, OHIO 
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SPRING HINGE CO. 











totaled 27,600 units, compared to 20,300 
in January, an increase of 36 pet, and 
off 2.3 pet from 28,250 in Feb., 1949. 
totaled 19,389 in 
compared to 19,495 in January, and 
were up 106.1 pet over 9,407 in Feb., 
1949. Monthly 


standard-size 


Dryers February, 


factory sales totals of 


washers since last Sep- 


tember have been as follows: 


October 333,728 


November 298,717 
December 237,591 


275,576 


342,967 


January 
February 


a a » 
Glass increase reaches the 
consumer—lIn the final March week, 


retail prices of plate and window glass 
were raised by 15 to 20 pet in one of 
the widest price increases for this prod- 
uct in years. The largest portion of 
the markups was made by distributors 
who are now passing on to retailers, 
for the first time, a manufacturers’ price 
increase made last July, together with 
a more recent increase earlier last 
month. One large distributor explained 
that competitive and general business 


conditions forced the glass jobbers to 


absorb the increase of about 10 pet in 
prices almost a 


manufacturers’ yeal 


ago, rather than pass it on to retailers 


as they normally would have done. 
Then, last month, Pittsburgh Plate 
Glass Co., Libbey-Owens-Ford and 
other manufacturers raised factory 


prices by about 6 to 10 pet. In passing 
on to retailers the latest increase, dis- 
tributors “have gone back and _ picked 
up the previous one of last July, and 
took 


operating costs during the past year,” 


also into account their higher 
the distributor spokesman said. 
* * 


Consumer credit off slightly 

The total volume of consumer credit 
declined slightly in February because 
of a cutback in charge accounts, the 
But 
installment buying, which accounts for 


Federal Reserve Board reported. 


more than half of all consumer credit, 
continued to rise, particularly in the 
field. Total 
credit was $18,126 million, a decline of 
$221 the 
down $662 million from the top record 


automobile consumer 


million during month and 


reached last December. Installment 
credit was $10,892 million, of which 
$3,258 million represented automobile 


1949, 
Board said, total installment credit has 


purchases. Since February. the 
climbed $2,553 million, with more than 
half the rise accounted for by new and 


used car buying. 
ca oo * 
Spiegel “anniversary 
ductions”- 
as 18 pct below year ago levels are be- 


re- 


Prices said to be as much 


ing featured in Spiegel, Inc.’s 1950 an- 





|A fine Tool now sensationally 





| der from your Jobber TODAY! \ 














DRIVERS 


improved to bring you greater 
sales with its Greater Safety 
—Greater Strength! The new 
NOCOMBO Handle of ex- 
truded TENITE II presents no 
more fire hazard than hard 
wood! It’s stronger than any | 
other plastic Tool Handle ever | 
made! It won't bend when warm 
or shatter when cold, and it’s a 
superior electrical insulator. 
Tough alloy steel Blades are 
forged in one piece in Round 
Shank or new Forsberg Rein- 
forced Square Grooved Design 
. . Stronger than a square blade! 
Neither type can be turned in 
nor driven into the handle! 

















Your customers will go for 
these big sales features! . . . or- 


Brighten your sales 
picture by showing a quality tool 
and a famous brand name with this 
colorful counter merchandiser! It 
takes little space but gets plenty of 


attention from your customers! 





Send for the new Forsberg Catalog—your 


guide to greater sales! WHALE & VIKING 
Screw 
Hack Saw Frames and Blades, 
Band 


Brand Wood Turning Tool 
Drivers, 
Coping Saw Frames and Blades, 
Saws, Breast Drills, Hand Drills. 


Sets, 


_ —, 
& want 


(UAY ber 


MFG. CO., BRIDGEPORT, CONN., U.S.A. 











RYERSON 
STEEL 
for HARDWARE 








ofaster turnover + less outlay j 
omore customers 





Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t ca in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates © Sheets 
Tubing @ Allegheny Stainless ° Alloy 
Steel © Safety Floor Plate * Babbitt 
Selder © Metal Werking Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plonts: New York, Boston, Philadelphio, 
Detroit, Cincinnati, Clevelond, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 


in stock 
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COMPLETE LINES© 


OF BUILDERS HARDWARE. 





OFFERED BY 


and profit. 


, HARDWARE @ 


TRENTON © 4 © 
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MANUFACTURING CO. 
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niversary book, recently mailed to cus- 
tomers. Among items showing the 
largest reductions are picnic baskets, 
hammocks, charcoal grills and auto ac- 
cessories. Featured on the back cover 
50-foot $3.98 
compared with $4.95 for a similar hose 


sold last 


is a plastic hose for 


year, also a 1.6-horsepower 
lawn mower for $69.96, compared with 
a one-horsepower mower selling for 
$99.50 a year ago. 

* a * 

Dept. store sales steady 
Department store sales in the U.S. in the 
April 1 week were unchanged in dollar 
volume from the like 1949 period, the 
Federal Reserve Board reported. Re- 
serve officials said this indicated Easter 
shopping had been disappointing to 
that point. With Easter coming a week 
earlier than it did last year, they figured 
sales should have been running 2 pet 
to 3 pet higher than a year ago. Store 
sales for the period Jan. 1-April 1, have 
under the like 1949 
quarter, the Board said. 


averaged 2 pct 


* & * 


Slashes in mail-order offer- 


ings—lIts “biggest-ever” spring supple- 
mentary catalog is being mailed by 


Sears, Roebuck & Co., to about seven 
million customers. Sears says it shows 
price reduction on some 600 items. Ad- 
vertising the biggest hardware bargains 
in Sears’ history, the firm devotes 18 
pages of its spring supplement to price 
reductions in this field. Included are a 
pair of straight shears for 79 cents that 
were formerly $1.49; an 8-inch smooth 


plane for $1.98 that was $2.89; duck- 
bill-type tinners’ snips for 95 cents that 
bench 
Among 


were $1.35; a semi-steel-bodied 
vise for $3.50 that was $3.98. 

reduced garden items are a 14-inch-cut 
lawn mower for $12.95 that was $14.50; 
a 1/3-hp. power lawn mower sells for 
$79.50, $87.50. 


reductions include 


formerly Other price 


fencing, furniture 
covers, electric appliances, stoves, wall 
papers, paints, automobile accessories, 
and others. 
a om 
New construction record 

New construction put in place during 
the first quarter of 1950 totaled $4,400 
million, a new record and 18 pct above 
the like 1949 quarter, reports the U. S. 
Departments of Commerce and Labor. 
Private construction was up 17 pct and 
public building rose 21 pct. Non-farm 
home building accounted for 44 pct of 
the quarter’s total, against 35 pct in 
1949. Construction in March was valued 
at $1,500 million, 8 pet above February 
and 18 pet higher than March, 1949. 


* a” * 


Job picture brighter — Em 
ployment stepped up notably in March. 
The Census Bureau reported the num- 
ber of persons at work climbed to 57, 
551,000, up 598,000 from February. At 
the same time, unemployment declined 
to 4,123,000, a decrease of 561,000 from 
February when unemployment reached 
an eight-year high. The increase in em- 
ployment was greater than the drop in 
unemployment, because of new addi- 


tions to the labor force. Secretary of 





INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 20 CITIES IN THE UNITED STATES 


February, 1950 


compared with 


Feb. 
Cities 

Feb. 

California—Los Angeles l 
San Francisco + 5 
District of Columbia—Washington 16 
Illinois— Chicago 16 
Maryland—Baltimore 13 
Massachusetts—Boston 17 
Michigan—Detroit + 9 
Minnesota—-Minneapolis 5 
Missouri—St. Louis 5 
Nebraska—Omaha 12 
New York—Buffalo 21 
New York City 3 
Ohio—Cleveland +29 
Toledo 10 
Youngstown 7 
Pennsylvania—Philadelphia 12 
Texas—-Dallas ] 
Virginia—Norfolk +17 
Washington—Seattle ae 
Wisconsin— Milwaukee +13 


———-Pe tient time 3 


2 mos. 1950 Feb. 1950 


compared with comparei with 


1950 


1949 2 mos. 1949 Jan. 1950 

10 +25 

l 2 

16 . r 3 
10 1] 
13 5 
20 3 

- 8 2 
7 ll 

gy + 21 

7 10 

1] 12 

6 4 
+23 +11 
15 7 
10 rt 3 

A 17 

8 r 3 
+14 +23 
—10 +15 
+ 6 10 
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Commerce Sawyer said the “encourag- 
ing” improvement in the job situation 
indicated the spring upturn in business 
had started earlier than anticipated. 
But, he added, “it is too early to say 
whether it reflects much more than the 
normal pick-up in seasonal industries,” 
and settlement of the coal strike early 
last month. 
* * al 


The flaxseed “headache” — 
From flaxseed is produced linseed oil, 
and it is a major raw material in the 
manufacture of paint and _ linoleum 
floor coverings. Today’s flaxseed sur- 
plus is a big, but little publicized, bur- 
den for Washington price supporters, 
“us, the public,” 
the money. Farmers produced 43 mil- 
lion bushels of this crop in 1949. Of 
the total, nearly 12 million bushels 
Officials 


hope they won't have to take so much 


and for who put up 


landed in the federal “lap.” 


this year—but some fear they may have 
to buy even more than in 1949. Imports 
of flaxseed are now prohibited by law 
under a wartime statute, but this law 
will expire June 30, unless extended by 
Congress. An influx of foreign seed 
would hammer down prices and send 
the whole 1950 U. S. crop scampering 
for price-support shelter. Government 
holdings of flaxseed—from 1949 and 
earlier crops—already add up to more 
than 34 million bushels, far more than 
the nation consumes in a full year. 
e¢*h6f6h6©f 


Furniture market strong— 
So far this year, furniture sales . have 
been running not only ahead of the 
corresponding months last year but 
also have exceeded the 1949 monthly 
average, according to the Commerce 
Department. Revival of demand _ is 
partly caused by continuation of the 
building boom which is also running 
ahead of 1949 figures. New dwelling 
units are coming on the market at a 
rate of a million a year and $1 billion 
a year is being spent for home modern- 
ization and improvement such as addi- 
tion of extra rooms. Furniture demand 
looks good for months to come. Despite 
high building rate, the wartime back- 
log of home demand is still 2,000,000 
units with a normal demand for about 
500,000 new units each year. No dras- 
lic price changes are foreseen in the 
near future. Both lumber and furniture 
costs have been increased by overtime 
work as well as the increase in mini- 
mum wage. 


* * * 


TV bigger than radio—In 
terms of dollar volume, television has 
replaced radio as the chief product of 
the combined radio-television industry. 
Total business of the industry in 1949 
was estimated at $850 million. Sales of 
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“Il never realized how 
little running water 
would cost!” 


YOUR CUSTOMERS WANT 
THIS AMAZING NEW 


WATER SYSTEM! 





NO TANK 
NECESSARY! 
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THE HYPROMATIC 
STEADY FLOW WATER SYSTEM 


A real demand exists for this low priced, easy-to- install water 
system. A small ad appearing once in a Midwest newspaper 
drew over 1000 letters and phone calls in one week! Adapt- 
able for many uses: pumps from well or cistern, lake or 
stream. Use the Hypromatic as booster or replacement pump 
on farm or home. Unit is compact, and completely automatic. 
A turn of faucet delivers up to five gallons of water per minute. 
Shipping Wt. 50 Ibs. Cash in on the big spring and summet 
sales of the 

HYPROMATIC STEADY FLOW WATER SYSTEM! 

Dealers and Distributors Wanted. Write for literature today. 


HYPRO ENGINEERING, INC. 


404 Washington Avenue North, Dept. HA, Minneapolis, Minnesota 














Packaged to Sell ue 
= eS SPECIAL NAILS RIVETS SCREWS 
= 


Brass or steel escutcheon pins of fine quality... 
tive metal-edge boxes that act as sturdy containers and make 
eye-catching displays—or, if you prefer, in 100 Ib. kegs...Stand- 
plain or plated finishes...made in special 
metals on request. Special nails, rivets and screws made to order 
..Economy, quality and quick delivery in large or small orders 
_.WRITE FOR PRICES...We will send quotations promptly... Ask 
for free Catalog and Decimal Equivalents Chart. 


JOHN HASSALL, INC. - 
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419 Oakland Street 
Brooklyn 22, N.Y. 


Manufacturers of Cold-Headed Specialties — Established 1850 
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basis, however, radio production last 
year was about 10,000,000 sets com- oe 
pared with about 3,500,000 video re- _ - 
ceivers. The outlook is that produc- a id 
tion, which jumped from 500 TV sets a 
a month in 1946 to a rate of 40,000 a re tg 
month by the end of 1949, will con- ty 
tinue to increase. —s 
| more t 
s 68 ports © 
i 
Mills running at top speed aga « 
| Steel demand is so strong at present Pi 
| that there’s no way to measure it. | " andy 
ee d . : “a 8” x 10” carton display doubt 
| Every major mill in the country is | * printed in red and black ‘ 
| booked to capacity for months ahead even casds Corbin Gaptay —— 
s Some 
| on every major product, according to | Here's a wood joiner that really er 
| The Iron Age. national metal-working HOLDS .. - and holds without | SCREENS “ae n 
weekly affiliated with Harpware Acer. | cutting as splitting wood fibers. ae © 
Steel j 8 Applied like a nail. Patented up on 
Stee - moving to customers = the | prongs pull wood together for wediilin 
allocation system developed during the | tight strong joint. Works equally alt 
hectic postwar period. Mills are being well on square, mitre, "T", split or mest 
swamped with requests for steel faster dado joints. Perfect for Yor 
“esi “ania Se d i a making screens, etc. Easily dis- 
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that the second half will see a drop | Free Sales Helps eee vanced 
| in demand. That is to be expected. | Sample wood foints that show uses base) 
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Mills today are still fighting to make counter folder are yours FREE. Ask! Cupinc week, : 
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; t] reel ) strik Ther erous supply. Dept. HAI. on 
ing le stee and coa strikes, ere y; . 
is no real evidence that there will be SUPERIOR FASTENER CORP. with 1 
any serious drop in steel demand _ be- 2949 ELSTON AVE... CHICAGO 16, ILL. SIGNS Reserv: 














fore the end of the third quarter, states | GRIPS LIKE A VISE dex of 


The Iron Age. A careful check by its | __ be slig 


editors in major market areas through- averag 
out the country revealed no cracks in of es sonal « 
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front line demand for steel. On the dex fig 
contrary, most of those who had been farthes 
predicting a slump at the end of the HOM: CALK from | 
first half are extending their predic- bottom 


tions to the end of the third quarter COMBINATION year, t 


and they aren’t so sure it will come 
then. Operations in the first week of 


April were scheduled at 97 pet of rated on the market! Fors 
—ame cau = °° 0° ae 


capacity. On an annual basis this is 








You'll hit pay-dirt 
with these strong- 
selling POWER 
brand shovels! 
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instance, that some appliance makers 
are holding back expansion plans or 
new models for lack of the extra steel 
required. Conversion deals are still go- 
ing strong, indicating that buyers are 
just as anxious as ever to obtain steel. 
Orders for sheet and strip are booked 
through June. Some are even being 
taken for July delivery, although the 
mills aren’t anxious for commitments 
more than 3 months in advance. Re- 
ports of inroads in the market by for- 
eign steel are snowballing. So far the 
tonnage involved is not as large as 
these reports indicate, but there is no 
doubt that the rate of increase of for- 
eign steel shipments is significant. 
Some eastern steel warehouses which 
have not handled foreign steel in more 
than a decade are thinking of stocking 
up on it. They would then be in a 
position to offer both foreign and do- 
mestic steel. 
* * * 


Another slight “up” re- 
ported—tThe physical volume of busi- 
ness in the week ended March 25 ad- 
vanced to 119.8 pet (of the 1935-39 
base) from 109.4 in the preceding 
week, according to Barron’s Index. The 
current level compares with the Janu- 
ary, 1948, postwar high of 119.9 and 
with 110.5 a year ago. The Federal 
Reserve Board estimated that its in- 
dex of industrial output for March will 
be slightly over 183 pct of the 1935-39 
average, after allowing for normal sea- 
sonal changes. The Board’s January in- 
dex figure of 183 pct had marked the 
farthest advance to date in the recovery 
from last year’s “recession.” At the 
bottom of the set-back, in July, last 
year, the index hit 161. 


” ” * 


Farm prices holding steady 

Farm prices remained “about un- 
changed” during the month ended 
March 15. The Bureau of Agricultural 
Economics said the index of prices 
received by farmers, during the 30-day 
period ended March 15, remained the 
same as a month earlier, at 237 pet of 
the base period average (1910-14 
equals 100). At the same time, B.A.E. 
reported the index of prices paid by 
farmers, including interest, taxes and 
wages, rose during the month nearly 1 
pet. B.A.E. said farmers paid higher 
prices for commodities for both living 
and production needs. Feeder _live- 
“substan- 
tially” in price, while building ma- 


stock during the month rose 


terials, food and feed prices climbed 
“moderately.” On the income side, 
B.A.E. reported farmers received 
higher prices for fruit, cotton, grain, 
meat animals, poultry and eggs. But 
these increases were offset by drops in 
the price of truck crops and dairy 
products. 
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PEERLESS—The Dealer's Favorite 


The Freezer 
with the 6 
Easy Selling 

Features 












Popular models and sizes for every 
family need. This modern hand- 
some freezer sells itself when its 
easy freezing and economy features 
are pointed out. Makes wonderfully 
smooth ice cream in a jiffy. 


Household Sizes: 2 to 10 Ots. 
Hotel Sizes: 12 to 20 QOts. 


THE SIX BIG PEERLESS FEATURES 








ASK YOUR JOBBER 
THE PEERLESS FREEZER Co., WINCHENDON, Mass. 











: NEW CONVENIENCE! (NEW DESIGN! 
with 
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PistoGrip 
BLOW TORCH 


First radical change in blow torch 
design in 30 years ready NOW at 
NO EXTRA COST! 


MORE SALES FOR YOU! PistoGrip Blow Torch is easier to 
sell because it's easier to handle. Light-weight composition handle 
with finger grip indentations revolutionizes present design. Availa- 
ble for wh ton delivery in all popular-priced models at NO 
EXTRA COST! Why sell obsolete models? Be the first to show the 
new P, Wall PistoGrip! 


SHOWN: Model 330 S$ Superior with the new PistoGrip handle 
WRITE TODAY FOR THE NEW P. WALL CATALOG 


P. WALL MFG. CO. 


215 Erie Street Grove City, Pa. 
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STAP LE-t. save time | 


... speed up production 








T-32 Gun Tacker A many purpose 
tool replacing hammer and tacks at trigger 
rate speed. Shoots a staple wherever a 
tack can be driven. Ideal for Carpenters, 
Displaymen, Insulators, Upholsterers, etc. 
Special screen and window shade attach- 
ments. Same machine takes a 3/16’’, 1/4’ 
and 5/16’ staple. Loads 150 staples, $8.50 


Rustproof “Monel” staples available. 





P-22 Hand Stapler a heavy duty 
(industrial plier that ‘‘reaches into hard-to- 
get-at places’’. Ideal for tagging, labeling, 
wrappings, sealing bags, containers and 
boxes. Same machine takes 1/4"’ and 5/16" 
staples. Loads 150 staples, $6.00. 

Slightly higher in the West and Canada. 


SOME DEALERSHIPS OPEN, WRITE DEPT. HA 


ARROW FASTENER COMPANY, INC. 


30-38 Maujer St., Bkiyn. 6, New York 


IN THE SPOTLIGHT 
FOR OVER 
=, 100 YEARS 















Long experience 
and = specialization 
Brooks 


Hooks and 


Wire Forms a standard of qual- 


has made 


ity recognized by hardware 


dealers from coast to coast. 


M. S. Brooks & Sons, Inc., Chester, Conn. | 
Since 1848 


| 
BROGKS PHOGKS B 
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More buying power for labor 
~The purchasing power of an hour’s 
work almost doubled from 1914 to 
1948, according to a study by the Na- 
tional Industrial Board. 
This is because the average factory 
workers’ wages rose twice as much as 


The average 1914 wage earner 
‘ 


Conference 


prices. 
worked 51 hours a week, but 
other member of the family had to 


‘some 


earn additional income” to supply the 
needed by the 
family, the states. The 1948 
worker had to work only 34 hours to 
supply his family with the higher stan- 
dard which was considered average that 
year. To supply his family with the 
goods and services the 1948 worker’s 
have had to work 96 hours a week at 
his 1914 wages to pay for them,” the 
report said. 


goods and_ services 


report 


* * * 


Home-builders to pay more 

In February, and doubtless through 
March, construction of homes continued 
at a high level. Builders started 80,000 
new dwelling units in February, about 
as many as were begun in January, and 
almost 30,000 more than were started a 
year earlier. But the family now in the 
market for a new home probably will 
have to pay more for one this spring, 
than they would have a year ago. 
Climbing material and labor costs are 
the reason. Some builders have already 
raised their house prices to offset big- 
ger construction bills. Many say they’ll 
follow suit in the coming weeks. Only 
a few—cautious of buyer resistance— 
plan to absorb the cost rise. Costlier 


materials are reported by builders al- | 
most everywhere. Skilled construction 


workers are getting premiums in seve- | 


ral areas. Lumber’s much-publicized 


price rise is being accompanied by 


substantial increases in such materials 


| as pipe, bricks, plumbing fixtures, paint 


and nails. Some industry members feel 


1% 


that home builders’ “will do well” to 
hold spring price increases within 5 
pet of today’s levels. And they think 
shrinking profit margins will make it 
rough on the smaller builders. But 
others point to the current building 
boom—some 240,000 units were begun 
in the past three months, a winter con- 
recocd—and wonder if the 
market can stand price hikes while ab- 
sorbing so many new homes. They also 


stress that continued brisk demand for 


new homes hinges in great part on the 


economic well-being of the nation. 
a 


Expect TV price-cutting to 


ease—That the public should not expect 


any more big slashes in the prices of | 


sets is the belief of J. B. Elliott, vice 
president of Radio Corp. of America. 


He explains: Television sets must have 
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America’s 
fastest- 
selling 

ice cream 
freezers 


2 QUART 
ELECTRIC 


MR. DEALER: This feature-packed 
2-quart Dolly Madison ELECTRIC 
ice cream freezer is the star of 1950. 
Operates with the contents of three 
ice cube trays! Show it and watch 
sales soar! Available also in 4-quart 
and 6-quart sizes. Backed by modern 
merchandising helps for the dealer. 
Write for details. 
HUSKY HAND FREEZER 
Stock America’s favor- 
ste hand freezer. Qual- 
ity throughout, but 
priced to sell on sight, 
with a generous deal- 
er profit. 2-, 4- and 
6-quart sizes. 

If your jobber can’t supply, write the factory 


ORDER NOW 
THE J. E. PORTER CORPORATION 


America’s Largest Manufacturers of Home 
Ice Cream Freezers —82 Years Old 
501-2 BROADWAY © OTTAWA, ILLINOIS 

















NEW PROFITS FOR YOU!!! 


NEVARUST 
Drawn Aluminum 


MAILBOX 


@ The ultimate in authentic modern design 







@ Sturdy drawn-aluminum construction 





@ Beautiful satin-etched, non-reflecting finish 





@ Leak-proof, pilfer-proof, fool-proof 





@ Cannot stain house walls. Made to last 






@ Adaptable to ony style of home 





‘1.98 


RETAIL 







DISTRIBUTED NATIONALLY 
THROUGH RECOGNIZED 
HARDWARE JOBBERS 


“Styled in the Age of Flight” 
B &M METAL PRODUCTS CORP. 


14 FACTORY STREET, CEDAR GROVE, NEW JERSEY 
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FUL-STOP-GUIDE 
‘A Positive Guide 


— The lower 
wire operates 
within the 
channel and 
cylindrical 
bearing 











e——Sr CS i ” 
| 


THUMB 
SCREWS forcing it 
to reseat 
properly 
and it can- 
ed 
- not bend. 
50. Fits all 
ch 1, size overflows. 


art q Adjustable. 
ki: If your jobber 


BACK VIEW. cannot supply 
OF GUIDE write us. 























Free display 
stand. 











ry FULTON PRODUCTS CO. 
Bernardsville, N. J. 
ne 

$s 


bad 


FARM TARPS |. 


AND s 


TRUCK TARPS 


BE THE ‘‘TARP 
HEADQUARTERS” 
IN YOUR TOWN 


You'll be surprised how 
many farmers will come 
to you for advice in buy- 
ing tarps when you 
handle the famous 
nationally advertised 
Eagle Tarps. 


Double sewed 
throughout — 
seams, hems 
and corners. 
Grommets an- 
chored against 
rope sewed in 
hem. 


Four out of five whole- 
sale hardware and 
implement jobbers 
carry Eagle Tarps. 
Order from your 
favorite supplier now. 


MFG. BY 


H. WENZEL TENT & DUCK CO. 


1035 PAUL ST. wd ST. LOUIS, MO. 
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a minimum number of tubes, possibly 
15, with future technical developments, 
to give satisfactory performance. With 
the trend toward larger viewing tubes, 
there are sharp limits to how small a 
cabinet can be. As development pro- 
ceeds, it appears there can be only com- 
paratively minor savings in component 
production and_ distribution costs. 
“Therefore.” Mr. Elliott said in a re- 
unlikely 


that any price decline we may experi- 


cent address, “it is extremely 


ence in the future will compare with 
that of the beginning of 1950, in either 
dollars-per-set or per cent of retail 
The price cuts of this year, he 
“the 


reach the 


price.” 


added, reflected manufacturers’ 


determination to greatest 


possible number of people.” = Mr. 


Elliott 


mendous grip on set owners, demon- 


declared television has a tre- 
strated by the negligible number of sets 
reclaimed for failure to keep up install- 
ment payments. He predicted 1950 will 
see no drop in the demand for sets, 


Federal 


“freeze” on 


despite the Communications 


Commission granting li- 
censes to new telecasters. 
. * * 

Sears vs. Ward “policies” — 
The Wall Street Journal says investors 
have been watching the comparative 
records of Sears, Roebuck & Co. and 
Montgomery Ward & Co. since the end 
of the war because of the opposite at- 
titudes of the respective managements 
as to expansion. Sears has spent $238 
million between the end of the war and 
Jan. 31, 1940. Ward’s conservative pol- 
icy on expansion is based on the com- 
pany’s fear of an economic collapse, 
which Sewell L. Avery, chairman, has 
repeatedly predicted. In each year since 
the war Sears has made a better sales 
showing than Ward. In the fiscal year 
ended Jan. 31, 1950, Sears had sales 

















"Please, Ma'am your threats of re- 

prisals will avail you nothing. We 

do not guarantee fuses against blow- 
outs.” 


Get on the G@¥-74HN Sell the SENSATION “money maker” line 





00 


See your jobber or write factory for full line folder HASO. 
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GAS POWERED MOWERS 









TOMY: 
Manufacturedby SENSATION MOWER, INC., RALSTON, NEBR. 


















: a}, 
— [4 4 . 
=o CONDITIONER 
Rie 






BEITER 
PROFITS 








333 














ARMSTRONG + BRAY 


WIREGRIP precision made 
Belt Hooks come with 
extra (patented) blue 
aligning cards—are held 



















more rigid, assur- 
ing perfect align- 
ment of hooks— 
less hook loss from han- 
dling—a better job when 
applied with any make 
lacing machine. 6 sizes. 


PLATEGRIP Fasteners 
for . . . Conveyor 
Belts. Made strong 
dust-tight joints in 
belts, of any width. 
Spread tension uniform- 
ly across belt, allow 
natural troughing of belt 4 : 
and operate smoothly Bet Wy, 
over flat, crowned or yh 

take-up pulleys. Sizes Sr 

for belts from '%4"' 
to I'/)"" thick. Easily ap- 
plied anywhere 


STEELGRIP Flexible Lacing, applied with a hammer, 
clinches over and protects end of belt. Makes 
strong, flexible joints. Boxed with 2-piece hinged 
rocker pins or can be obtained in long lengths for 
conveyor belt use. 


ARMSTRONG-BRAY & C0. 


The Belt Lacing People 


5348 Northwest Hwy. Chicago, Ill. 





Lest Cll! 


HERE’S YOUR 


EAGLE RULE 


NATIONAL HARDWARE 
WEEK SPECIAL 











NATIONAL HARDWARE WEEK 





AN EAGLE RULE for every purse and 
purpose rules at 69c, 85c, $1.00, 


$1.25. |'/2 dozen Dis splay Packaged 6' 
Eagle Folding Rules with choice of regu- 
lar or inside markings. Order from your 
wholesaler who is featuring this National 
Hardware Week Special. Your cost only 
$11.50. 






RULE MFG. CORP 


NEW YORK 59, N.Y 


melee 
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declines in all but the last two months 
(December and January) from the like 
months of the previous year, but the 
declines were not nearly as sharp as 
those experienced by Ward, which did 
not enjoy the December-January rise. 
Ward has had, through February, 14 
consecutive months of declining sales 
from the like months of the previous 
year. Sears, whose sales also turned 
down in December, 1948, now has re- 
ported three consecutive months of im- 
proved sales and expects March to be 
a fourth. Sears sales improvement was 
particularly sharp in February. While 
Ward reported a 6.6 pet sales decline 
for the month compared with Feb- 
ruary, 1949, Sears experienced a 10.9 
pet increase. Probably the major reason 
for Sears’ better showing since the end 
of the war is the company’s large post- 
war expansion, inspired by Sears’ ex- 
pectation of continued prosperity, due 
mainly to the country’s population 
growth in the decade from 1940-50. 
Robert E. Wood, Sears’ chairman, be- 
lieves other factors that should con- 
tinue to protect the nation’s prosperity 
are government control of banking, 
credit and the money supply and the 
continued decentralization of industry 
toward the sources of raw materials. 
Another reason for the widened gap 
between the nation’s two largest gen- 
eral merchandisers probably lies in 
Sears’ greater attention to “hard goods” 
lines. Since last fall, and especially in 
February, sales of such items as wash- 
ing machines, refrigerators and similar 
kitchen appliances have been particu- 
larly good. Sears’ officials believe there 
may even be a shortage in some of 
these items in another month. Mean- 
while, sales of “soft goods” continued 
to decline, with sales of Easter apparel 
especially disappointing. 








out 

- 2 

{y fp 4? — 
| \ rh 





"We do a tremendous volume of busi- 
ness but we can't seem to make any 


money.” 











RANSON 


Household Scale = mode! 1308 


NEW — MODERN — BEAUTIFUL 
A Scale that Appeals to Women 
Every housewife will be delighted with this smart 
new scale. Body made of styron plastic in red, 
yellow, and white; colors that fic the modern 
streamlined kitchen. Platform stainless steel. 
Capacity 8 Ibs. by 2 ounces. Special dial 
graduations measures shortening by cups. Kilo 
graduations for continental cooking recipes. 
Order from your jobber 
HANSON SCALE CO., CHICAGO 22, ILL. 
Makers of household scales since 1888 














The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e Oil TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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J. J. Callahan's Address 


(Continued from page 199) 


fications well in advance of that 
time. 

In some years the industry is 
required to produce quantities 
approaching one billion shot 
shells to supply shooters’ require- 
ments. A large proportion of 
these are not consumed until the 
hunting seasons begin. I realize 
how hard it is to visualize a bil- 
lion of anything. However, I can 
tell you that the scheduling and 
production of such a vast quan- 
tity, made up of an extensive 
variety of items, is a gigantic job 
which must commence the early 
months of the year. At the same 
time, the output should begin to 
flow on its way through the dis- 
tribution channels if it is to be 
on the retail counter when the 
hunter wants it. 

Surely this problem is a mu- 
tual one. Perhaps there is no 
quick answer, or standard for- 
mula, that everyone can use but 
here’s a check list of things to 
consider in determining if you 
are doing all that can be done to 
improve the condition: 

(1) Are your salesmen equip- 
ped with the “reasons why” of 
anticipation buying — are they 
skilled in presenting them? 

(2) Have you carefully ex- 
amined the operating technique 
of your salesmen who are suc- 
cessful in such selling for clues 
that might be passed along to 
less productive men? 

(3) Are you using the ammu- 
nition check sheet as an order 
starter? It is designed to quick- 
ly determine a retailer’s inven- 
tory position and establishes a 
common meeting ground for 
salesmen and buyer to discuss 
present and future requirements. 

(4) Have you considered a 
sales contest as a means of stim- 
ulating your force? The wide- 
spread use of sales contests over 
the years by both large and small 
firms is good evidence that they 
produce the results claimed for 
them. By focusing attention on 
accomplishing specific objectives 
within a_ specified time, they 
exert considerable influence on 
the enthusiasm and teamwork of 
a sales force. 

As a manufacturer, we have 
for many years relied on the 
placing of early specifications so 
that we would have at least a 
good idea of what our total pro- 
duction should be and some fair- 
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ly satisfactory information on 
the breakdown into loads and 
calibers. Without such assis- 
tance, our production scheduling 
will be a mere guess, and even 
if it were a good guess, we still 
would not be able to satisfy 
everybody by getting the ammu- 
nition out at the exact time it 
was needed. Lack of advance 
specifications to guide the man- 
ufacturer cannot help but upset 
the flow of merchandise, result- 
ing in out-of-balance stocks and 
lost business, lost profits and lost 
employment. 


Help the Dealer 
Build Store Traffic 


One of the greatest weak- 
nesses of the store in a small 
town (and 70 pct of your retail 
outlets are located in towns of 
less than 25,000) is to attract 
enough store traffic. How to get 
the consumer in the store in the 
first place is a knotty problem 
confronting many dealers and 
especially the newcomers. Gen- 
erally speaking, the devices and 
plans that are available can be 
divided into two groups: In the 
first are local newspaper and di- 
rect mail campaigns. When a 
dealer will add his local prestige 
to that of a national advertiser, 
you have a combination that is 
hard to beat. And scores of mats, 
electrotypes and very attractive 
direct mail materials are avail- 
able to the dealers who will use 
them. Here again, your salesmen 
need to be intimately acquainted 
with the tools required and avail- 
able for this type of selling. 

In the second group there is 
rather a long list of store pro- 
motion plans which have been 
tried and tested — that have 
shown that they can stop people 
and bring them in. Foremost 
among the traffic builders are 
window displays. In addition to 
devoting an entire window dis- 
play to firearms and ammunition 
each spring and fall, there are 
many occasions vacation, 
graduation, Father’s Day and the 
Christmas season, for example 

. when it will pay a dealer to 
give these products a prominent 
place in his window. There is no 
place where advertising is better 
timed to produce an influence on 
a shopper than the point where 
the product is available. 

Practical suggestions for store 

















LOW PRICES 


make you 


MORE SALES 


You sell the line that’s priced to make 
customers buy when you sell Famous 
Ladders. Sound construction with 
thoroughly dry, seasoned woods... . 
strong steel braces and hinges .. . 
smooth, clean finish. These features 
at the Famous low price make sales 

. . and satisfied cutomers. There is 
a Famous ladder for every need in the 
home, in industry, commercially and 
on the farm. 


BEST-SELLING FAMOUS LADDERS 


The SECURITY, a 
top - quality ladder 
at a selling price. 
All hardware fin- 
ished in Chinese 
Red. Other models 
in all price ranges. 





FRUIT STEP lad- 
der gives a steady 
stand even on 
rough ground. 
Pointed leg is 
hinged to go 
through branches 
or over limbs. 



















COMBINATION 
TRESTLE and EX- 
TENSION ladder 
A four purpose 
ladder can be used 
as a step ladder, 
trestle, extension 
or two single 


ladders. 


HOUSEHOLD 
STEP STOOL. At- 
tractive and low in 
price, this handy 
step stool is a sure 
seller. 
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Af = = catalog. It includes the com- 
pe ee plete line of Famous Ladders 
oe plus the Famous line of Iron- 
ae ing Tables. 

x 

GOSHEN CHURN & LADDER, INC. 


ee Dept. | Goshen, Indiana 
a Leaders in Quality Woodenware over 48 years 
é 
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Easy to Sell and Use 


er ey TAS me. 








“Your Silent Salesman” 
® 24—25¢ Pkgs. on Card, Retail $6.00 e 
Dealer Price $3.60—Profit $2.40 


New, large package—16 Baits. Forti- 
fied Red Squill—Machine Made Baits. 
Sell Your Customers the Best! Satis- 
faction Guaranteed. Order from Your 
Jobber or Direct. 


THE OHIO PRODUCTS CO. 


NORTH MADISON !, OHIO 
“Sell Mouse Jinx. Kills Mice—25¢ Pkg.” 








THE LAST WORD IN 





BRASS, COPPER, DARK, / 
TINNED, GALVANIZED _/ 
\ COILS AND SPOOLS 
\ 10Z.TO 201B. / 
\ PACKAGES /. 





STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
ASSORTMENT WIRE 





STRANDED AND SOLID 
CLOTHES LINE WIRE 
STRANDED AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 





SOLD THROUGH 
JOBBERS ONLY 
ASK YOURS FOR PARTICULARS 











WIRE CORPORATION 


AVe 
YORK 


JAMAICA 
NEW 


183-16 


JAMAICA 3, LONG ISLAND 
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promotion and a list of the ma- 
terials supplied by manufac- 
turers, should be a part of the 
sales kit of every salesman who 
is alert to assisting dealers in 
building store traffic. The field 
of possibilities ranges all the way 
from give-aways, such as paper 
targets for rifle shooters, to pro- 
viding some type of shooting 
range for hunters and shooters. 
How, when and where to use 
these traffic builders depends, of 
course, upon a number of local 
factors, including the dealer’s 
budget. However, the salesman 
well versed in the techniques of 
selling ideas is usually able to 
evaluate these local conditions 
and come up with a tailor-made 
suggestion that will click in a 
particular situation. 


Look for the Plus Business 


As the possibilities are sur- 
veyed for plus business in fire- 
arms and ammunition, they are 
rather impressive. To illustrate 
the point, I’d like to briefly tell 
you about our recent experiences 
with two ideas: Christmas pack- 
aging and the Lay-Away Club 
Plan. 

Something new was added to 
22 cartridges last Christmas with 
the introduction, for the first 
time, of attractive sleeves in 
holiday colors that fitted over 
our cartons of 500 cartridges. 
They were offered as free items 
—no string attached. The re- 
sponse direct from retailers and 
the helpful cooperation of your 
salesmen was most encouraging. 

We want to know more about 
the possibilities of firearms and 
ammunition as Christmas gifts. 
Therefore, a limited market sur- 
vey is underway to determine 
the facts that will guide our fu- 
ture efforts. 

Pretty much in the same cate- 
gory is the Lay-Away Club Plan. 
Certainly there is nothing new 
in the idea of setting aside a 
product on the payment of a 
small deposit and then of accept- 
ing small regular payments and 
making delivery when the full 
price has been paid. 

We've hit the high spots on 
the means of improving the sales 
of your dealers on sporting goods 
in general and sporting arms and 
ammunition in particular. Let 
me repeat the four basic points: 

1. Better training leads to bet- 
ter sales. 















Tightens loose furniture 
WITHOUT taking it apart 


CHAIR-LOG 





WOOD JOINTS TIGHT 


THE CHAIR-LOC COMPANY, Freeport, N.Y. 


& 
SoH 
Circular Saws 
and Dado Heads 
SoHi TOOL CO., INC. 


OSHKOSH, WISCONSIN 











U 
, NEW Farm-wisE 
ELECTRIC STOCK WATERER 


Offers Quick Sales—More Profits 


Makes possible low-cost, automatic out- 
door watering the year-round—even la 
FREEZING weather. Easy to install. 
Guaranteed for one year. Standard trade 
discounts. Delivery NOW! 


Write tor Catalog Sheets and Prices 


CALF-TERIA SALES, INC. 
Dept. B Fort Wayne 3, Indiana 
MEETS om 


pate in 


SUNSHINE 


REG. U.S. PAT. OFF. 






® EASIER TO USE 
*® LASTS LONGER 
* CLEANS BETTER 








FRENCH PROCESS | asx vour Josser 
CHAMOIS pnvedinggen 
GENUINE cu tay | DOUBLE DUTY CHAMOIS 
MADE USA | DOUBLE VALUE TO THE 
: pove.e ouTy \ CONSUMER 





HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 





WEW COLUMBIANA “‘ALL-IRON’’ PITCHER SPOUT PUMP 
Here are some of the outstanding 
features that make Columbiana the 
preferred name in hand pumps ter 
the entire world: 
* NON-DRIP SPOUT 
*% ADJUSTABLE REVOLVING 
{ BEARER 
* ANTI-FREEZE ACTION 
% CUTAWAY BASE permits plae- 
ing bucket directly under spout 
Designed for wells and cisterns 
up to 25 feet deep. This low-price, 
high-quality, 20-pound pump is 
18%” high, has a 3” polished cyl- 
inder diameter and s a suction 
¥ connection for standard pipe tap. 
Fig. 19, No. 2 Finished in handsome green enamel 
Write today fur complete information. Established 1888. 


COLUMBIANA PUMP COMPANY 
COLUMBIANA, OHIO, U.S.A. 








Buy Savings Bonds 
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“THE IDEAL 
PREMIUM FOR 
TEA AND COFFEE 

PROMOTIONS 









Smart, colorful and highly useful, 
these beautifully molded plastic 
spoons are welcomed in every 
household. Available in assortments of 
several brilliant colors. Packed 12 
dozen to a carton; 12 gross to a ship- 
ping case. Ready now for prompt de- 
livery in large quantities. Call or write 
for prices and complete MACK pre- 
mium catalog. 











; _ MACK. MOLDING CO. 


INCORPORATED 
“ARLINGTON © VERMONT ™ 








PUSH OR PULL ACTION 


The beauty of this new latch is its de- 
sign and ease of installation. Requires 
no mortising—simply bore a one inch 
hole and insert screws. Four screws 
(two concealed) hold latch securely to 
the door. It closes silently and locks 
with a convenient slide bolt instead of 
the previous swing lever. Handles are 
heavy castings in aluminum, brass or 
bronze. Beveled escutcheon plates. Ab- 
solutely guaranteed against breakage. 
Also available with locking mechanism 
and two keys at 25c extra retail. Dis- 
play models for dealers 


Display Moaets for Dealers 
Ask your Jobber 


BRASS WORKS. INC. 
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"250 EAST FIFTH STREET 
ST PAUL 1, MINNESOTA 
[om ble GML ES saat i § 


2. Spotlight arms and ammu- 
nition. 

3. Help the dealer build store 
traffic and 

4. Look for the plus business. 

It’s a lot easier to talk about 
all these things than to do some- 
thing about them. So, let me 
offer a suggestion for your con- 
sideration which can serve as the 
spring-board for action. First, 
however, there are some influ- 
encing factors which you have, 
as wholesalers of sporting goods 
in the South, which should be 
mentioned: 

lst, The natura] economic ad- 
vantages of having sportsminded 
people, open spaces, variety of 
fish and game, and year-around 
good climate. 

As to the interest in the shoot- 
ing sports, the sales of hunting 
licenses is a good index. In the 
ten-year period from 1940 to 
1950, hunting license sales in the 
southern states increased 106 
pet while the national increase 
was but 61 pct. 

2nd, Both as an organization, 
and as individuals, you are keen- 
ly interested in developing ways 
and means of assisting your re- 
tailers to get their share of the 
big sporting goods market. 

Therefore, I should think the 
first step toward securing action 
might be the creation of a sport- 
ing goods panel to be composed 
of a limited number of dealers, 
wholesalers and manufacturers 
interested in modern merchan- 
dising and working under the 
guidance of your organization 
and with the cooperation of the 
state retail hardware associa- 
tions. The objectives of the 
panel would be: 

To find out what the South- 
ern dealer wants and needs in 
the way of sales training and 
promotion helps; 

To determine the effective- 
ness of the material now avail- 
able and to point out to your own 
group, and to the interested man- 
ufacturers, what additional or 
different sales tools are required ; 

To coordinate a plan for the 
most satisfactory use of this ma- 
terial during the periods of the 
year in which it would do the 
most good. 

I realize this proposal is no 
cure-all for solving our mutual 
problems, but I believe that such 
a move would be a step in the 
direction of further progress in 
the promotion of sporting goods 
in the South. 





©) 10 models meet every family 





MILLIONS 


laugh and play with 


SouTH Benb Croquet! 
































Why ?— “= 


The one game the whole 


family can play 


Inexpensive 


requirement 


Satisfies increased interest in 


family recreation 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —Louis Williams & Co., 3rd National 

Bank Blidg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S$. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.—Standard Toy Agencies, 718 Mission, 

San Francisco, Calif. 

Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 

SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH BEND 


Croquet 


AMERICA’S FAMILY GAME 
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onty ONE NAME 


TO REMEMBER FOR 


ANY PAINT NEED 


The effect of 
frosted glass 

















. . . widely used for residential, 
commercial or industrial applica- 
tion — for windows, mirrors, par- 
titions, doors or lights; excellent 
to reduce glare, increase privacy 
or safeguard against burglary. 


Sapolin Glass Frosting — applied by 
brush or spray — costs a penny per 
square foot. Washable . . . pleas- 
ingly effective. Write for com- 
plete information 
today. 


Sapolin Paints Inc., 
229 East 42nd St., 
N.Y. 17,.4.%. 


HOUSE PAINTS + ENAMELS + VARNISHES + STAINS 


NOW! FOR EVERY 
HARDWARE STORE 


POWER 
MOWER 














With 

i the Amazing 

'. New Automatic 
Clutch Control 


New! Outstanding! Building your DEMAND 
po to new heights—for HOMKO J DEPENDABLE 


as all those features your customers 
have been clamoring for! Automatic Homko 
operation—no gadget or lever to use ! 
Walking speeds are easily regulated TRULY A 
by engine acceleration. Massive rub- QUALITY 
ber tired wheels with a choice of PRODUCT 
standard, or over-size ures for high 
cut of grass. Easy storage. Write 
today and learn how you can profit 


with HOMKO Lawn Equipment! CHOICE OF 
Built-in Recoil Starter available BRIGGS OR 
at slight additional cost. CLINTON 


18” to retail under $90 
20” to retail under $100 ENGINE 
24” to retail under $150 


WESTERN TOOL & STAMPING CO. 


2725 SECOND AVENUE, DES MOINES 13, IOWA 
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Alabama Retail Hardware Associa- 
tion, annual convention and exhibit, 
May 17-19, at the Tutwiler Hotel, Bir- 
mingham, Mrs. Euna G. Ramsey, 509 
North 19th St., Birmingham 3, secre- 
tary. 

Builders’ Hardware Conference, 
Fifth Annual Pacific Coast Regional 
Conference, May 17-19, at the Ahwah- 
nee Hotel, Yosemite National Park, 
Cal. Sponsored by Districts 18, 19 and 
20 of the National Contract Hardware 
Association and of the American So- 
ciety of Architectural Hardware Con- 
sultants, 420 Madison Ave., New York 
City 17. John R. Schoemer, managing 
director. 

Carolinas, Hardware Association of, 
annual convention, June 13-14 at the 
George Vanderbilt Hotel, Asheville, 
N. C. Sally Couch Masten, 118% E. 
Fourth St., Charlotte 2, N. C., is see- 
retary. 

Cotter & Co. Fall Merchandise 
Show and Dealer Meeting, July 31- 
Aug. 1, at company offices and ware- 
house, 365 E. Illinois St., Chicago 11, 
Ill. 

Florida Retail 
Georgia Retail Hardware Associations 


Hardware and 


will hold their joint annual convention 
May 22-23, George Washington Hotel, 
Jacksonville. Flas William W. Howell, 


Waycross, Ga., secretary for both 
groups. 
Industrial Supply Convention, 


May 22-24, at Atlantic City, N. J. Con- 
ference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Distributors’ 
Assn., secretary-treasurer, E, L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 

Mississippi Retail Hardware Asso- 
ciation, annual convention, June 5-6, at 
the Buena Vista Hotel, Biloxi, David O. 
Mansfield, 26 S. State St., Jackson, is 
secretary. 


Machinery 


CONVENTIONS 


AND 
EVENTS 





National Contract Hardware As- 
sociation and its affiliate, the Ameri- 
can Society of Architectural Hard- 
ware Consultants, annual convention, 
Sept. 18-21 at the Kiel Auditorium, St. 
Louis, Mo. John R. Schoemer, man- 
aging director, is located at 420 Madi- 
son Ave., New York City 17. W. E. 
Peterson, Shapleigh Hardware Co., is 
chairman of the General Convention 
Committee. 

National Hardware Show, Oct. 
2-6 at Grand Central Palace, New York 
City, Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York City; Frank M. Yeager, director. 

National Retail Hardware Asso- 
ciation annual congress, July 17-20, at 
Olympic Hotel, Seattle, Wash. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, Ind., managing director. 

National Housewares and Home 
Appliance exhibit, July 10-14, at Au- 
ditorium, Atlantic City, N. J. Spon- 
sored by the National Housewares 
Manufacturers Assn., 1140 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg, 
executive secretary. 

H. Schultz & Sons, 620 Market 
St., Newark, N. J., spring dealer show- 
ing, April 23-25, at the Newark Armory. 

Triple Mill Supply convention, see 
listing under Industrial Supply con- 
vention. 
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READY FOR USE 

















WARWOOD TOOL COMPANY « Wheeling, W. Va. “a> 
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Type BUT2001 


Modern Button 
Tip Ornamentation 


Chicago 


CHICA 


















ARCHITECTS ond BUILDERS 
AGREE ON ~»(CHICAGO) 


as 


o Spring Ninae Co. 


Streamlined "TRIPLEX" 


Every year more and more Archi- 
tects and Builders of Modern arch- 


“Triplex” Spring Butt Hinges and 
here are a few of the reasons why: 


SPRING HINGES 


SPRING BUTT-HINGES 


tecture are specifying Chicago 


They are smart looking and 
streamlined to harmonize with 
the most modern architectural 
requirements. 


. Careful and capable designing 
has created many superior fea- 
tures of time tested advantages. 


. Here is a product that main- 
tains our tradition for quality 
. @ tradition that has guided 

us through more than 60 years. 


Spring Hinges of Quality 








U.S.A. NEW YORK 
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e Buyers look to Warwood for 
tools of correct design, accurate 
forging, scientific heat treatment 
and finest finish. For nearly 100 
years, the name WARWOOD 
has stood for the best in forged 
tools. Most attractive in appear- 


oie Ee 


ance with blue heads and clear 


white handles. Here are the kind 





of tools it pays to sell. 


— TOOLS FOR: 
General Construction 


Agriculture and Gardening see 


a 


Mining and Industry 
Railroad Track Maintenance 


| SINCE 1854 















A 


IMPROVED 
1950 “BROIL- AIR” 





y, ' 
y Faster Selling 
BLOWER POWERED! THAN EVER BEFORE! 
PORTABLE BARBECUE! 


@ Easy to assemble—ready for use in 5 minutes! 


@ Easily brought to broiling heat in 3 minutes! 

@ Favorite of The Gourmet—makes outdoor cooking 
fun! 

@ Easily moved to site on its rubber-tired wheels! 

@ Efficient blower needs no attention! 

@ Broil-Air is easy to clean after using! 

@ Thousands sold last year! With a dozen improved 
features, it's more popular than ever! 

@ Write for Complete Details and Prices! 


BUFFALO FORGE COMPANY 


222 MORTIMER STREET BUFFALO, N. Y. 


Canadian Blower & Forge Co. ltd, Kitchener, Ont 
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You can open up new sales oppor- 
tunities by stocking the modern 
Hurd Caster and Super Caster. 
Each includes exclusive, patented 
features of wide appeal. Ask your 
jobber about prices and profits. 


Pat. D145625. Other Pats. Pending. Right to make speci- 
fication changes is reserved, without obligation 


HURD LOCK & MANUFACTURING CO. 
DETROIT 2, MICHIGAN 








Police Departments Throughout the U. S. recognize the 


PEERLESS HANDCUFFS 


as the best Handcuff made | 
} 
| 
| 


weicut 10 ounces 
puerto 








g 
PEERLESS HANDCUFF CO. 
SPRINGFIELD, MASS. 


There Is no satisfactory substitute 
for a Peerless Handcuff 


ROLLER SKATES < 


ey 
‘ ct IN THE Copm=a—ena 
FE, POPULAR PRICE (Gee 


MARKET 


KINGSTON PRODUCTS CORP., Hwd. Div. A-3, Kokomo, Ind. | 









FOR COMPLETE 
INFORMATION 















ALL ANY GUN NEEDS! a SSS 
A FIEND OF A SOLVENT! 2 
RESIDUE—PRIMER—FOULING QE=== 


FIENDOIL! 


Preferred by Hunters for Rifles, 
Shotguns, Scopes and Sights. 


RETAIL OEALER PRICE 
Size PRICE FOB JOBBER 
EACH PER DOZEN 
3 Oz. Cans $0.40 $ 3.20 
Pints 1.60 12.80 
Gallons 9.60 


McCambridge & McCambridge 
BALTIMORE, MARYLAND 


















PREVENTIVE 
LuBRicant 
On ease mnmssTO# 
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FOR YOUR DIRECT MAIL 


SALES PROMOTION 
USE 


HARDWARE AGE 
DIRECT MAIL ADDRESSING 
AND MAILING SERVICE 


IT WILL ASSURE YOU MAXIMUM SUCCESS AT 
MINIMUM COST 


WE ADDRESS AND MAIL CIRCULAR MATTER 
TO THE FOLLOWING LISTS: 

14,688 MAJOR RETAIL HARDWARE DEALERS 

WHOSE SALES EXCEED $30,000.00 ANNUALLY 


4,258 INTERMEDIATE RETAIL HARDWARE DEAL- 
ERS WHOSE SALES ARE BETWEEN $20,000.00 
AND $30,000.00 


21,683 MINOR RETAIL HARDWARE DEALERS 
WHOSE SALES ARE LESS THAN $20,000.00 


5,297 OUTSTANDING MAJOR HARDWARE 
DEALERS WHOSE SALES EXCEED $50,000.00 
ANNUALLY 


548 GENERAL WHOLESALE HARDWARE 
HOUSES 


134 WHOLESALE HEAVY HARDWARE HOUSES 


111 WHOLESALE HARDWARE HOUSES IN 
CANADA 


2,084 DISTRIBUTORS OF MILL SUPPLIES 


154 DISTRIBUTORS OF MILL SUPPLIES IN 
CANADA 


11,353 LUMBER YARDS 
882 DEPARTMENT STORES HANDLING HARD- 
WARE AND HOUSE FURNISHINGS 


THESE LISTS ARE CORRECTED RIGHT UP TO 
THE MINUTE WE ADDRESS YOUR MAILING. 


OBVIOUSLY AN ADVANTAGE OF OUTSTAND- 
ING VALUE TO YOUR DIRECT MAIL SALES 
PROMOTION 


ONLY OUR MANY YEARS DAILY CONTACT 
WITH THE HARDWARE TRADE MAKES IT POS- 
SIBLE FOR US TO SUPPLY YOU WITH SUCH A 
HIGHLY EFFECTIVE SERVICE 


WRITE FOR DETAILS 


HARDWARE AGE 
DIRECT MAIL ADDRESSING DEPARTMENT 


100 EAST 42nd STREET = NEW YORK 17, WN. Y. 
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RATED "HOT ror PROMOTION Bis 


#49 $.D. Twin sink model Vinylite 
Plastic Coated Dish Drainer, avail- 
able in red, white or yellow. Overall 


size 144%" x 132" x 4” 98c 


Can be retailed at 


#49 B. B. Extra large size— 162” 
x 13%" x 4”. Can be 
retailed at 


$1.19 





Artistic Wire Products are hot volume 
sellers ...low price, plus quality! 
You buyers of housewares will find 
this combination of the famous Viny- 
lite Plastic Coating* with Artistic’s 
fine workmanship and practical design 
an unbeatable combination in depend- 
able merchandise with high public 
acceptance. 
#50 G. D. Here is a sensationally selling combina- 


tion glass and dish drainer. Coated in durable 
Vinylite plastic coating. Available in red, white or 





#48 S. R. Nickel plated handy 
wall Utility Rack with a towel bor. 
Holds two large boxes. 
Can be retailed at 


#48-1. Nickel-plated Roast Rack. 
Adjustable to two positions. Over- 
oll size 12” long, 9” wide. Can be 


opened to 12” x 12”. 98c 


Con be retailed at 


yellow. Overall size 16%4"' long, 13!/2"' wide, 7'/4" 
high with glass drainer attached. 


Priced for volume sales at $949 complete 
—— 





NYLUTE 
——— 
* PLASTIC COATED « 























#49. Vinylite Plastic Coated 
Plate Storage Rack. Available in 
red, white, or yellow. Overall size 


11” x 6%” x 54%”. Con 89c 


be retailed ot 


*VINYLITE PLASTIC COAT- 
INGS will not blister, soften 





#48-E. Egg Basket cooted in 
durable Vinylite plastic coating. 
Available in red, white, or yellow. 
7” long x 7” wide x 
3%” high. Can be re- 
tailed at 


39¢ 








or become gummy. They 
resist acids and alkalis. A 
product of the Bakelite 
Corporation. 


Contact your nearest distributor for cost prices and 
ti tional all es, or write direct to our main office 
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The Perfection No-Mar 
Adjustable Gate Holder 








EAST HAMPTON, CONN. 






#49-9. Twin sink model Vinylite 
Plastic Coated Sink Rack. Avail- 
able in red, white or yellow. Over- 


all size 124” x 10a" x 69c 


1”. Can be retailed at 


#48-9. Large size — 1644" & 
12%” x 1”. Can be 89c 


retailed at 








If WIRE PRODUCTS CO. : 


GATES 


“DUCK BILL” 
PATTERN 


(ILLUSTRATED) 


steel rods. 
Highly varnished. 





(PAT. PEND.) 





THE FINEST... 
at a far lower price! 


SIZE LIST PRICE 


oun. ae COMPARE 
12% inch * $2.00 BLUE BIRD in 








DROP FORGED 


SNIPS 









Quality, Finish 
AND PRICE! 





eSecures safety gate in arch and doorways 
without drilling holes or marring woodwork. 
Solid metal construction 
with rubber inserts . . . 
easy to install. 


L. HOPKINS MFG. CO. 


ESTABLISHED 1895 


NORTH GIRARD, PA. 


HARDWARE AGE, APRIL 20, 1950 













No finer solid drop forged 
snips on the market — at 
any price! Longer-lasting 
cutting edge, accurately 
adjusted, fully guaranteed. 







Also a 
Complete line of 


Straight Pattern Snips ; 
Write for complete catalog. 





Ber gman TOOL MFG. CO., INC. 


1573 NIAGARA ST. BUFFALO 13, N. Y. 
Established 1899—Menufacturing Fine Quolity Tools Over 50 Years 
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for every caulking job 


It’s easy to sell CALBAR 

caulking compound to roofing contractors, 
glaziers, painters .... even to home owners! 
It’s ‘‘elasticized’’ to insure non-hardening 

and prevent staining. Available in a full selection 
of grades, colors and container sizes. 





FREE— 
Cartridge and Caulking 
Gun Display to help 


CALBAR. Ask for 

ie" yours today, 

sk (Merchandise 
a ay) not included). 





=~ 

43 Qa aa 

Lae 
ee ’ 


| 


CALBAR PAINT 

& VARNISH CO. 

Manufacturers of Technical Products 
2612-26 N. Martha St. 
Philadelphia 25, Pa. 















EASY SELLING 


HURRICANE 


Wm Rotary Power Lawnmower 


NEW Low Price 
NEW 1950 Model 
NEW Sales Features 


One look at this brand new 1950 HURRICANE 
practically closes the sale . . . prospects 
turn into customers as if by magic! But 
it’s no wonder—those many, many 
HURRICANE sales features and that 
new low price for a big deluxe mower 
will make HURRICANE your best 
seller, tool 
If you do not have the Hurricane 
line now, send us the coupon be- 
low. By return mail, you'll re- 
ceive all the facts about this 
new, fast selling 1950 HURRI- 
CANE... ACT NOW 


MAIL THIS COUPON TODAY 


NATIONAL METAL PRODUCTS COMPANY, INC. 
Department E-5, 2722 Cherry Street 

Kansas City 8, Missouri 

Gentlemen: Send me, without obligation, all the facts about your 
new, low-priced 1950 HURRICANE Rotary Power Lawnmower, | 
want more lawnmower profits! 














¢ 1y Name 


p 















Address 
City_ , al acsipeieeicainiaaeds 
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you sell more 

































Something different in 
a rake! Selected, seasoned 
(7 years), quality bamboo 
..with the tough, iron-like joint 
sections cut to form the teeth 
tips. Longer lasting, stronger, 
does better work. 33 teeth, 18" 
spread, copper wire bound, 
necked with U metal clamp. 
48" handle. 1950 Best Seller. 


Write for Prices and Information 
*Trade Mark Registered. Pat. Pend. 

























TRADE MARK REG. 


SOLDERING FLUX 
Liquid and Paste 


For customer satisfaction and more 
profits to you. 

Sells on sight from self - selling 
counter display cartons. 





See your jobber or write 


RUBY CHEMICAL CO. 


58 McDowell St. Columbus, O. 











3,000,000 READERS OF BETTER HOMES & GARDENS, 
MARCH, LEARN “A SLICER CAN DO THE JOB BETTER” 
—TIE-IN WITH YOUR “CUT-UP” DISPLAY FEATUR- 


ING ALL YOUR SLICING, CUTTING & CHOPPING 
EQUIPMENT. 


Feature General's 
famous household 
Rotary Slicers priced 
from $12.95 for big- 
ger profits from your 
spring promotions. 
Over one million 
now in use. 










Write 
Dept. 158 








O}R stars Lee 


SELLS ON SIGHT! 
Only 5-3/8” long. Transparent plastic barrel. Metal ends 





VISIBLE OIL SUPPLY! 


and cap. Especially designed needle 
nozzle for oiling those “hard-to-get- 


aa 
iE ——- 


A 











\B) Ollette Lubricates thousands of such every day items 


~~) as fishing reels, guns, model trains and planes, sew- 
ing machines, hinges, typewriters, etc., individually 
boxed 2 dox. to carton. List $1.00. 


Malko-Wortell, Inc., 3524 N. Halsted, Chicago 13 


time SALES OFFICE 1414 S. MICHIGAN AVE., CHICAGO 5 
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Meet Customer Demand Day In and Day Out... 


L9 § oe i r\ = 


e with a dependable line of everyday utilities aiccomnssowan scorn co. 


Meet the constant demand for good builders similar product on the market. Available 


hardware with the fastest growing line in the polished brass, chrome, nickel, satin, bronze 
trade. Modern pressure casting methods give and natural finishes. Guaranteed rustproof. 
Joseph Hall hardware items greater impact Priced to give you more profit, greater volume Write for Free Catalog and information on 


strength, impart a finish superior to any other Order through your jobber 


ur 
1° | 
The Joseph Hall line is also stocked by: 


1215 Pine St., St. Louis, Mo. 


ARNOLD'S SALES SYSTEM 
906 South Pearl St., Denver, Colo. 


in 


display deals and merchandise discounts. 








Joseph Hall Company, 3420 Market St., Philadelphia, 4, Pa. 








Timdfiteces wilh an Cxtea Mews§ivw Of Vultte... 


For reliable accuracy, 

top-level quality and smart, 

modern elegance—for every 

feature you'd desire in a fine watch 
—you can't beat a Hallmark. Made 


wi 


parts. Packed in handsome presentation boxes, NATIONALLY 
FULLY GUARANTEED—SOLD ONLY THROUGH WHOLESALERS ADVERTISED 





Make America 


HALLMARK 


FINE WATCHES | 


© SHOCK - PROTECTED 
@ DUST-PROTECTED 
@ METAL BRACELETS 





13 Fresh Water Models 
14 Salt Water Models 





Fast Action! 


Will Not Set! 





3 Piece Fly Red Blank 


Quick Recovery! <— 


Maximum Strength! 
Minimum Weight! This name stamped perma- 





The highest quality ferrules especially designed for each 
blenk, expertly mounted on all fresh water blanks at the 
factory. Write for Price List. 


NOW! 2 KITS 


Sile-flex Kits ere completed rods witheut guides end top. All fresn 
weter blenks furnished 


Sila-jlex GLASS FIBER 


BLANKS 


's Finest —‘ Fishing Rods 









Be Sure 
it's Gen- 
vine Sile- 
flex. 





















nently on the butt of every 
blank. 




















th standardized, interchangeable 


For Full Details, Write or Phone 


HALLMARK Watch Corporation 


Horry Aronson, President 


5 NORTH WABASH AVENUE, CHICAGO 2, ILLINOIS 








- - 
\ en \ ale el 
\ wr ———— es 
casting ROD KITS SALT WATER KITS 


plastic cloth which will not deteriorate or stick te rod varnish. Write for 
complete, illustrated price list 


PACIFIC LAMINATES 


1550 NEWPORT AVE., 


in soft, Pp coses, solt water kits with 
or without soft cases. 


Kits are made of Polyethylene, @ transperent 












COSTA MESA, CALIF. 














ae 








One set on a Card R ° . 
12 Cards in a box. save floors and furniture. For years the favorite with house- 
ine aye 1a” 1" %* %" Owners and furniture manufacturers. 





Ask your jobber or write 








sriciva. DOMES OF SILENCE .=-"" 
in carton joe 
ORIGINAL Sizes 
SELL ON SIGHT when these attention-compelling con- 4 oo ar Ber 


tainers, box or card are displayed on counters. Genuine DOMES 
OF SILENCE glide softly, silently, smoothly over all flooring; 


DOMES OF SILENCE, Division of 
ROBERT E. MILLER & CO. INC. 


35 PEARL STREET NEW YORK CITY 


One Set in a 
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STEVENS LEVELS 





sell themselves! —ISo le 


VEN S old by 
kseibii jobbers 





STEVENS LEVEL «: 








hott ther Sales Sensation! 


eee “ROUND” MUFFIN PAN 





MoeraTin MOLD | 


(inverted) 






OUSEWIVES GRAB these double-duty pans 
wherever displayed. For gelatin salads and desserts 
they fill the hollows with cheese, crab meat, fruit, 
etc. Conveniently packed 4 doz. per carton. Ship- 
ping weight 25 Ibs. Immediate delivery. 

Pm Ask about our popular heart-shaped cake 

TERS. SIZES P pans; they hold conventional 9” cake pan 
From 4” To 10 Y recipe. Over 500,000 in use. 


MALCO ¢o. 280 E. SLAUSON AVE., LOS ANGELES 11, CALIF. 


COMPLETE LINE 
OF PIE « CAKE 
PANS WITH OR 
WitHout CurT- 















NOW! _ quam COMPLETELY 

Ce | ASSEMBLED 
ALL IN ONE 
PACKAGE 















Customer 
Satisfaction 


Dealer 
Convenience 


Famed Minute Mop now comes com- 
pletely assembled ready for imme- 
diate use with clamp, handle, mophead and drainer 
all attractively packed the way customers like to buy 
it and efficient dealers like to sell it. A faster sell- 


ing package for the nation’s largest selling cellu- 
lose sponge mop! Call your jobber today. 


Model No. 101,$1.95Listprice | 





| MINUTE MOP (0. cricece iS 


New! ZIMBALIST CL187 
“KLEENLINE GIANT SUPER” 
Ball-Bearing Washline Pulley 


The only fully-enclosed pulley with 
these quick-profit features: 








© Bristle brush cleans line auto- 
matically. 


© Controls line, works effortlessly. 


® Rust - resistant, made of cold 
drawn steel. 


Size: 6" x 4'/2"' 


Also: #80, same pulley as above, 
without brush. 


#40, 3¥2'' x 2%'', without brush. 


WM. H. ZIMBALIST, INC. 
262 Greene Ave., Bklyn. 5, N. Y. 

















ie next order 


Before you place 
for PAINT BRUSHES write for oer 
New Catalog and Price Lict. 
Attention Salesmeal Territories Opes 





PLAS-TEX 
CORPORATION 
ee 





—\_ MUG, 1107 
= £ 
— PLAS- TEX, =f 1-066 
Immediate Catolog sheets 
Delivery on request 


2525 MILITARY AVENUE 





SALT & PEPPER SET PT-890 LOS ANGELES. 25, beanie PICNIC PLATE, CUP, TUMBLER 
‘SUGAR PT-8905, FLOUR PT-890F tig - ee gh 


CHEESE PT-890¢ ee ee PT-876, PT-885, PT-965 











REPRESENTATIVE 
WANTED 


by established manufacturer of finest 
quality entry and interior bore-in 
door locks in low price range. Line 
has immediate recognition and ac- 
ceptance. Want Commission Repre- 
sentative with building material or 
hardware experience. Desirable to 
have contacts with wholesale jobber 
and contract dealer trade. Several 
desirable territories available. State 
full particulars first letter. Confiden- 
tial. Write to 


WESTWOOD Manufacturing Co. 
1420 So. Evergreen Ave., Los Angeles 23, Calif. 





“BRUSHWISE 


CORPORATION 


ADDRESS Ail INQUIRIES TO BRUSHWISE CORPORATION, WEST FOURTH AT MERCER ST.. NEW YORK 12, N.Y 
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Farmers 
look first 
for 











Myers Hay Tools are built of tough malleable 
iron. Operate on all standard steel track. Fa- 
vored everywhere for rugged durability, power- 
ful locking and work-saving efficiency. Myers 
Double Steel Track is installed in half the time 
of any other make—non-sagging under heavy 
loads. Order and display Myers Hay Tools now. 


. gpnavens wer 










THE F. E. MYERS 
& BRO. CO. 
Dept. S-50, 
Ashland, Ohio 


A 
vane off YOUR " 

















Se 


<% 
- i os 


Pee iss oe : 
ti 6+ ie ee 
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HELLER EQUIPMENT IS THE 
RIGHT TOUCH YOUR STORE 
NEEDS FOR.. BEAUTY- BETTER 
MERCHAND/S/NG -/MPROVED 
BUSINESS- GREATER PROFITS. 











HELLER STORE FIXTURES 


It has been repeatedly proven that stores equip- 
ped with Heller Fixtures attract trade, have faster 
merchandise turnover and improve financially. 
Heller equipment will give your store extra beauty 
—extra pulling and selling power—extra profits 
through increased sales—and go far in paying for 
new modern store fixtures. Today, by improved 
manufacturing facilities, Heller offers you this 
exceptionally beautiful and well made equip- 
ment at greatly reduced prices. Compare Heller 
equipment before you buy. Send measurements 
of store for free store plans. Ask for catalog 50. 


W. C. HELLER and COMPANY 


50 PLATT ST. MONTPELIER, OHIO 


ASK FOR 


Wee Store Plast / 


1950 





A TWO PURPOSE HOOK 
NO. 32U 


EASY KNOT 


CLOTHES LINE AND NO SLIP /@ 
CLOTHES PROP HOOK = \." 





As a Clothes 





’ Line Hook 








Larson patented heavy zinc 


coated hook, built large and 
strong, no sharp edges to cut 
line. Simple to tie. Same hook 
makes a sturdy clothes prop 
and line tightener. 

Ask Your Jobber About This 


AsaClothes | \ \ 
Line Prop ~ % . 


Good Seller, or Write To x % 


CHAS. O. LARSON CO. 


STERLING « ILLINOIS 














WIRTHMORE 


REG. U. 8. PAT. OFF. 


DRIP-PROOF PAINT BRUSH 


Think of a new and 
different paint brush, 
so constructed that 
paint can never drip 
from it! Every paint- 
er and home owner is 
a prospective customer 
for the Wirthmore 
DRIP - PROOF Paint 
Brush. It positively 





U. S. PAT. NO. 2498329 


PREVENTS PAINT DRIPPING ON HANDS, 
CLOTHING, FLOOR OR FURNITURE... 


because excess paint passes through a slotted ferrule into a 
removable metal cup as shown above. No more wasted 
paint! Brushes are light weight, durably constructed, sim- 


ple to operate. 100% Chinese bristle, vule. in rubber. Avail 
able in 4” widths and 3”, 344” and 3” lengths. Suggested 
to retail profitably for $3.95, $4.95 and $5.95 each. Packed 
1 doz. in attractive display carton furnished free. Order 
from your jobber or write direct. 


WIRTHMORE DIVISION 
Independent Brush & Specialty Co. 


369 East 200th St. Cleveland 19, Ohio 
Est. 1921 
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* MARSHALLTOWN TROWELS *« 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 




















Kromex 


S| 
"U" flanged posts with self-fastening 
lugs. No Staples Required. 
DEALERS! If your jobber cannot supply, 


write us. Attractive prices and 
delivery dates. ; ...@ safe combination for correlated selling! 


Ent ae 
Kromex 































Manufactured by 
RUDOLPH POULTRY EQUIPMENT CO. 











CLEVELAND 3, OHIO 
RE-BUILD FAUCETS EASILY 
WITHOUT SPECIAL TOOLS 
with CLEVALVE universal FAUCET REPAIR STEM 


IT’S HERE! THE ONLY PLASTIC, HIGH-LUSTRE 
FINISH DEVELOPED FOR ASPHALT TILE! 
Provides new stem and threads, new body ane me 
avast, Spee ne uni Ely naa ASPHALT TILE 
— a en to metal seat aa 
ee LUSTRE 


Lett or right hand PLASTIC 
Open up a big, new market with RA-GLO! Gives 


The original faucet insert 
asphalt tile a non-slippery, transparent, high-lustre, 
EVAL enamel finish. Water-resisting, weather resisting. 





If your jobber cannot supply you write direct. 
SP of Some Choice Territories For 
met = Dealers And Distributors Available 
wg, Me 


THE CLEVELAND VALVE CO., CLEVELAND 11, OHIO RADAR PAINT CO 1769 Carter Avenue 


Copyrighted 1950, Cleveland Valve Co 


- ~e 
NOR-SURF .,=2q 


BRAIDED NYLON wn pe. ed 
oe SURF or a a | 
WWF 4 TROLLING LINE 











New York 57, N. Y. 








i BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 


Enameling Lacquering 


















Take advantage of customer preference with 
NOR-SURF! Packaged 6 50-yard connected 
spools... 24, 27, 36, 45, 54, 63, 72 |b. tests 
Permanent sand color. This coreless, soft- 
braided Nylon Line has no objectionable stretch 

{+ long life! Also on tubes of 400, 500, and 


1000 yards ... same Tests and quality! boxes 


Send for Descriptive Folder. AL GRUMBACHER 


Order from your Jobber 464 WEST 24h STREET NEW YORK | NEW YORE 





MORWICH. LINE COMPANY, INC. 





he Line of Champions NORWICH, N. Y. 











FOLLOW THE LEADER IN “Want Ad" ADVERTISING— 


Year after year HARDWARE AGE has led its field in Those who contact the hardware trade know from ex- 

the volume of CLASSIFIED as well as DISPLAY adver- perience that HARDWARE AGE is the logical medium 

tising. Its classified columns bring together buyer and to use to secure RESULTS from their classified adver- 

seller, employer and employee. tising. Follow the leader. 

HARDWARE AGE _ Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. Y- 
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¢ GREAT NECK SAW MFRS., inc. - Mineola, N.Y. « 





ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices 


*@ hack saws 
© panel saws 
© pruning saws 
block planes 


© hand saws Is 
© mitre saws 


© wood chisels 
© fore planes 
FOR ACTION SALES... 


Nationally Advertised Products 


© hack saw frames 





© keyhole saws 
© coping saw frames 
© screw drivers 
© jack planes 
Way SEE YOUR JOBBER IMMEDIATELY! 


© coping saws 
© compass saws & nests 
© smooth planes 























“te hang Mp 7 
PICTURE HANGERS 





| 
PUSH-PINS ; 
Vo pun upo things 


Your customers deserve the best and they'll get 
them Moore products. Nationally advertised to help you sell more 


it when you sell 








MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST 


PHILADELPHIA 44, PA. 





LaGRANGE SELECTOR WHEEL RACK 
Of Quality Rubber Tired Steel-Disc Wheels— 


A self-service sales rack, dis- | | 
plays 7 types of our 9 best 
selling steel disc wheels from 
4" to 10" diam. Load capac- 
ity 70 to 250 Ibs. Total 30 
wheels with semi-pneumatic 
puncture-proof and extruded 
solid rubber tires. Also with ball 
bearings for !/." and 3" axles. 
~ Ready seller to the “Handy- 
man" who makes his own carts, 
wagons, outdoor furniture, 

trucks, light portable tool trucks, wheel- 
barrows, etc. Rack sent FREE with order for 30 wheels. Send for 
wheel circular and price list which gives complete information. 








LaGRANGE METAL PRODUCTS, HILLSIDE, ILLINOIS 














SPARKY 


The only lighter that sparks at the 
mantles where needed, yet pulls away 
heat when lantern is lit! 
Push up To Light ‘1-9 


< List 
Price 


Pull Down when Lit 


from damaging 








Positive Action—Longer Life 
Dependable 


The SWAN-RUSS Corp. 


CLEVELAND 9, OHIO 








ee | ~~ 


for Home Plumbing Needs 
Sells on Sight to All! 


Suggested Retail Price, 8’ unit: $1.10 ea. 


® Sturdy, Quick, Easy-to-Use 

@ Works where Chemicals Fail 
© Every Homeowner a Prospect 
@ Eye-stopper Display Box 
Sells on Counter or Shelf 










For steady, profitable 
business, get Ge — 
Cleanout Auger Dis 
Unit TODAY! Packed 
1 to box; 24 to cart 

’, 15’, 25’ lengths 








NERAL ng 
GENERAL WIRE SPRING CO. 


904 Sarah St. Pittsburgh 3, Pa. 












y NOW TO DO 
E#" HOUSEHOLD CAULKING JOBS 


SEAL RITE CALK-O-TUBE 


Makes quick work of filling cracks around sinks 
and bathtubs. Just squeeze it like a toothpaste 
tube. Unequalled for filling seams in kitchen and 
bathroom tile—does not dry out and crack like 
the cement. Seals openings around windows, 
doors, etc. Stops insects, roaches and bugs. Avail- 
able in white or gray. 


SEAL RITE CAULKING CO., Inc. 


Mfrs. of 5 sizes of Caulking Guns 


LOS ANGELES 44, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y. 
6001 So. Gramercy Place 6335 Lyndon 192 Green St. 





World’s Largest Producers of Caulking Materials 














Controllers 
Three models which 


serve all purposes. 
Model PH-5 All-Elec- 
tric retails $14.35. 
DeLuxe AC retails at 
$19.50. 


Liberal Margins. 


Model D 
$10.25 


| Retail 
| Battery Operated 
See Your Jobber or Write 


GUARANTEED PRODUCTS, INC., WELLINGTON, OHIO 


GUARANTEED PRODUCTS COF 


SHOX-STOK Fence 





















ELECTRIC FENCE CONTROLLERS 





2 we OOD 


ee AND ALUMINUM 


ASK YOUR DEALER 


ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY- 


= ee, MASONS 
one Sa 
UMI uM Sy 


or Ne Olce Ze): ) 
ASKING 


as | 


mavestoos (MAYES BROS.TOOL MANUFACTURING CO. Inc. PortAustin,Micu. 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Positions Wanted 


(Special Rate) 
0 words 


Allow Seven Words for Keyed Address 
or Your Address 





Set solid, maximum, 50 words...... - $5.00 
Each additional word......... 10 


Each additional word......... 05 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR rey: DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















[Help Wanted 





EXPERIENCED CONTRACT BUILDER’S 


HARDWARE MAN. Location on Long Island 
Twenty Miles from New York City. Must 
have complete understanding of Hardware and 
Writing Specifications. Pleasant surroundings 


and working conditions. Address Box N-778, 








care of Harpware Ace, 100 East 42nd St., New 
York 17, N 

SULTAN BROS., INC., 1470 39th St., 
BROOKLYN, NEW YORK, MANUFAC.- 
TURERS OF QUALITY LINE of Builders’ 
Hardware, such as inside sets, front door sets, 


PAINT SALESMEN, or Manufacturer’s Rep- 
resentative for complete line quality paint manu- 
facturer. Openings in several select territories. 
Replies confidential. Address Box N-739, care 
of Harpware Acez, 100 East 42nd St., New 
York 17, N. Y 


PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) Territories Open. 
| Commission. Replies confidential. Address Box 

= ie care of Harpware Ace, 100 East 42nd 
New York 17, N. 


tubular sets, flush bolts, kitchen cabinet hardware, | 


etc. Want commission salesmen who are calling 
on lumber yards and large hardware dealers, for 
Eastern and Middle Western States. 





| rial Supply, Building Hardware, 


SIDELINE SALESMEN CALLING ON RE- 
TAIL HARDWARE STORES. Line of Plumb- 
ing and Heating Specialties. Several choice terri- | 
tories available on an exclusive basis. Give terri- 
tory covered and other lines handled. Address 
Box N-727, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 


WANTED: SIDELINE SALES REPRE- | 
SENTATIVES calling on Retail Hardware Out- | 
lets to sell the famous, nationally advertised, con- | 
sumer-accepted Christy Sliding Blade Pocket Knife 
on profitable, Exclusive Territory basis. Write 
for proposition today. Address Christy Company, 
Fremont, Ohio 





SIDELINE SALESMEN 


Calling on Retail Hardware and General 
Merchandise Stores. Our Line of Fly Hooks, 
Fish Stringers, Creels, Shot Gun Cases, Shop- 
ping Bags and Other Items will buy you a 
new car on 10% commission basis. Write us. 


THE MISSOURI INDUSTRIES, INC. 
423 Buder Building St. Louis 1, Missouri 














SALESMEN WANTED 


To sell Cellulose Sponge Mops and other 
products to retailers. In answering, state 
territory and lines now selling. 


Write Box N-774, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











| and District of Columbia for capable hardware 


TO CALL ON Building Mate- 
Mill and Lum- 
ber Accounts, also Tile and Plumbing Supply 
Contractors, to sell a full line of Modern, Com- 
petitively Priced, One Piece Steel Bathroom 
Cabinets. Ten percent commission basis and ex- 
clusive territory. Address Fries & Son Co., 
Second & Madison, Covington, Kentucky. 


SALESMEN 


_] [Sales Reprenentiokives Wanted]! Sales Representatives Wanted] 


OLD ESTABLISHED MANUFACTURER 
REQUIRES COMMISSION SALESMEN hav 


| ing established clientele among Retail Hardware 


| East 42nd St., 





| 
| 


Stores and Jobbers selling tools in States of 
Tennessee and Michigan. Correspondence invited 
Address Box N-781, care of HarpWARE AGE, 100 
New York 17, N. Y 





WANTED SALESMEN NOW CALLING ON 
Retail Implement, Hardware and Garden Supply 
Stores, in 13 Eastern States, for a 50-year-old 
Midwest Farm Machinery Manufacturer, who 
specializes in production of farm machinery and 








garden equipment. Commission basis. Please 
write G & D Mfg. Co., 41 Park Row, New York 
7, m. Us 

SALESMEN WANTED TO SELL COM 


PLETE LINE OF PAINT BRUSHES at com- 
petitive prices. Sideline men considered. Some 
Midwestern territories open. Commission basis 
References desired. Address Box N-779, care of 








WANTED SALESMEN OR REPRESENTA- 
| TIVES TO SEL 


L a General Line of Highest 
Quality Wood and Brass Bound Levels for the 
manufacturer. Liberal commissions. Detailed re- 


| plies as to territory—experience—other lines rep- 


etc., treated confidentially. 
100 


resented—references, 
Address Box N-750, care of Harnpware AGE, 
East 42nd St., New York 17, N. Y 


SALESMEN CALLING ON VARIETY, 
HARDWARE, HOUSEWARE, & ELECTRICAL 
TRADE, as well as other outlets—to represent 
prominent manufacturer—with a fast selling, com- 
plete line of housewares and electrical supplies. 


Commission. State territory desired and _back- 
ground in your reply. All replies confidential. Ad- 
dress Box N-764, care of HARDWARE Ace, 100 


East 42nd St., New York 17, N. 


BUILDERS HARDWARE SALESMEN — 
Nationally known builders hardware manufac- | 
turer has the following territories open: Arizona, | 
Arkansas, Colorado, Florida, Georgia, Kansas, 
Kentucky, Nebraska, North Carolina, Maryland, 
New Mexico, North Dakota, South Carolina, South 
Dakota, Tennessee, Wyoming, Texas, Virginia 


lumber and hardware trade on 

Builders hardware experience 
details, materials being | 
covered. Address 
100 East | 


men calling on 
commission basis. 
preterable. Give full 
handled and territory now 
Box N-710, care of Harpware AGE, 
42nd St., New York 17, N. Y. 





Haroware Ace, 100 East 42nd St., New York 
5 ae es 
MANUFACTURER'S REPRESENTATIVE 


WANTED selling to Wholesale and Retail Hard- 
ware, Houseware, Department Stores and Auto 
motive Outlets on Commission Basis. Territories 
fully protected. Item repeats successfully. Address 
reply to: Merit Products, Inc., 7500 Stanton Ave., 
Cleveland 4, Ohio. 








MANUFACTURER OF CLAMPS FOR 
WOODWORKING AND METALWORKING 
REQUIRES REPRESENTATIVES 


with related lines, calling on hardware jobbers, mill 
supply houses, woodworking shops, etc. Volume items. 
Good commissions. Many territories open. 
Address Box N-766, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 
Casement Hardware to Builders’ Hardware 
Dealers and Lumber Yards. Liberal Com- 
missions. Exclusive Territory. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, lilinols 











HARDWARE AGE, APRIL 20, 1950 








SALES 
ING PAI 
ers and 
partment 
product v 
Sandpaper 
conditions 
Write, w 
Baltimore 


HARD" 
WANTEI 
Area. Al 
sylvania 
known cor 
on jobber. 
only. Ter 
care of H 
York 17, 


SALES 
Well kno 
clusive ag 
tail Hard 
Stores—O 
consin, M 
vise lines 
rience ant 
dress Box 
East 42nd 


—_ 


MANUI 
Establishec 
der houses 
supplies, 
Items. St 
Efficient 
four men. 
Ace, 100 | 


MANU! 
WHOLES 
Furnishing 
in Norther 
Cutlery L 
wanted at 
seasonable 
HARDWARE 
mw. S. 


WELL 
REPRESE 
Hardware 
tract hard 
and Kentu 
Good Cons 
and Pittsb 
excellent 1 
Address B 
East 42nd 


CAPABI 
brokerage | 

hio, avai 
hardware, | 
bers, chain: 
users. We 
lines and \ 
of twenty 
HARDWARE 
17, N 


HARDW. 





s, 


nt 


er 
ys 








Classihied Opporiunitiea. Section... 

















TURER 
=N hav- 
lardware 
tates of 
invited 
AcE, 100 


NG ON 
Supply 
-year-old 
+r, who 
ery and 

Please 
ww York 


COM 
at com- 
Some 
1 basis 
care of 
w York 


ATIVE 
| Hard- 
1 Auto- 
ritories 
Address 


n Ave., 


, mill 
items. 


GE 











Sales j 


SALES REPRESENTATIVES NOW SELL- | 


Wanted | 


ING PAINT AND HARDWARE Jobbers, Deal- 
ers and Department Stores. A natural for de- 
partment stores especially. A greatly needed 


product with a perfect self-selling name—Liquid 
Sandpaper. Prepares surfaces for repainting, re- 
conditions hardwood floors, etc. Without Sanding. 
Write, wire or ames General Liquids Corp., 
Baltimore 2, 


HARDWARE SALES REPRESENTATIVE 
WANTED for New York Outside Metropolitan 
Area. Also man for West Virginia and Penn- 
sylvania west of Harrisburg. Only nationally 
known companies represented. Calling exclusively 
on jobbers and chain-store outlets. Commissions 
only, Territories protected. Address Box N-742, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


SALES REPRESENTATIVES WANTED. 
Well known New York firm with several ex- | 
clusive agencies needs Men calling on Better Re- | 
tail Hardware Cutlery Dealers and Department 
Stores—Ohio, Indiana, Michigan,. Illinois, Wis- | 
consin, Missouri, Iowa, Minnesota, Kansas. Ad- 
vise lines now handled, territory covered, expe- 
rience and references. Straight commission. Ad 
dress Box N-716, care of Harpware AGE, 100 | 
East 42nd St., New York 17, N. Y 





| Accounts Wanted 


MANUFACTURERS REPRESENTATIVES, 
Established contacting hardware jobbers, mail or- 
der houses, chain outlets, electrical jobbers, mill 
supplies, automotive jobbers selling Hardware 
Items. States of Wisconsin, Illinois, and Indiana. 
Efficient and personal representation, traveling 
four men. Address Box N-772, care of Haroware | 
Ace, 100 East 42nd St., New York 17, N. Y 





| Missouri. 


MANUFACTURERS’ AGENTS COVERING 
WHOLESALE AND RETAIL Hardware, House 
Furnishing, Sporting Goods and Variety Trades | 
in Northern California want Hardware, Tool and | 
Cutlery Lines or Specialties. Seasonable Items 
wanted at once. Can warehouse limited stock of 
seasonable specialties. Address Box N-767, care of 
~~ Ace, 100 East 42nd St., New York 17, 
ny. 


WELL ESTABLISHED MANUFACTURERS 
REPRESENTATIVE selling Top Line of Shelf 
Hardware to best hardware wholesalers and con- 
tract hardware firms in Ohio, Michigan, Indiana 
and Kentucky desires Additional Lines. Can offer 
Good Conscientious Representation in above area, 
and Pittsburgh area as well. Will gladly furnish 
excellent references as to character and ability. 
Address Box N-768, care of .. ARE AGE, 100 | 
East 42nd St., New York 17, N. Y 





CAPABLE SALES REPRESENTATION, on 
brokerage basis, for Michigan, Indiana, Kentucky, 
Ohio, available to reputable manufacturers of 
hardware, houseware products only, selling to job- 
bers, chains, department stores and premium good 
users. We are firmly established with number one 
lines and well known to the trade over a period 
of twenty years. Address Box N-734, care of 
Harpware Ace, 100 East 42nd St., New York 
7. m. Fv. 


Accounts Wanted =| 





[Recounts Wanted ||| 


ARIZONA CONSTRUCTION EXPERT DE- | 


NATIONAL 
Distributorship, 


SIRES CONTACT 
TURER for Franchised 
agent, 
and New Mexico 
for good proposition 
Jackson St., Phoenix, 


Mfg. 


Capital and personnel av ailable 
Write Bursons, 152 
Arizona 


MANUFACTURERS REPRESENTATIVE 
IN CENTRAL NEW YORK STATE calling on 
Jobbers Large Retailers—Mill Supplies — Elec- 
trical Jobbers and Department Stores. Aggressive, 
reliable, excellent coverage would act as Stocking 
Distributor. Address MacWard Tool Co., Union 
Springs, New York. 

PAINT ROLLER WANTED. Now selling 


| direct 300 paint and wallpaper stores (and better 


jobbers) in Chicago and State of Illinois. Ready to 
make strong push for Paint Roller sales. Will also 
consider any allied product sold direct to paint 
stores. Address Box N-763, care 
Ace, 100 East 42nd St., New York 17, N. Y. 


UPSTATE NEW YORK REP- 
CAN HANDLE AN ADDI- 
Must be quality merchandise 
properly priced. I call on jobbers, chains, depart- 
ment, variety, lumber yards, etc. I have a good 
following. Calling on trade for twenty-five years. 
Address Box N-771, care of Harpware Ace, 100 
East 42nd St., New York 17, N. 


CENTRAL, 
SSENTATIVE 
TIONAL LINE. 





ESTABLISHED MANUFACTURERS REP- 
RESENTATIVES calling on jobbers, chains 
and industrial accounts desire Additional Major 
Lines Have warehousing facilities or carload 
shipments, well manned office and a corp of 
experienced salesmen. Address M. K. Crews & 
Associates, 2406 So. 7th Blvd., St. Louis 4, 


HARD HITTING SALES ORGANIZATION 
TRAVELING THREE MEN calling on Hard 
ware, Farm Implements and Building Supplies 
Dealers, covering Central and Northern New York 
wants Additional Nationally Advertised Lines. 
Address Box N-782, care of Harpware Ace, 100 
East 42nd St., New York 17, N 





ATTENTION MANUFACTURERS: 


Financially responsible sales organization cover- 
ing Midwest States interested in securing the 
distribution or warehousing of any hard line 
product on a commission basis or handle the 
accounts ourselves. Give full particulars. 


Ed Swade, 624 S. Michigan, Rm. 1114, Chicago 5, II!. 








MANUFAC. | 


of HarpWare | 


| 
| 


for building and related items, for Arizona, | 


SALES REPRESENTATIVE CALLING ON 


Hardware Jobbers, Hardware and Mill Supplies 
} and Electronic Parts Jobbers with good following 
desires Additional Lines. Territory covered Brook- 
Ivn, Manhattan and the Bronx Address Box 


N-770, care of Harpware Ace, 100 East 42nd St., 
Y 


New York 17, N 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detrott 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 


the accounts or you can bill direct. 
Write for further information and references. 

















SOUTHEASTERN STATES 

Agents. Established 1926. 

Cover trade 4 times yearly. 
Inquiries invited. 


Manufacturer's 
Staff of 5 men. 
Commission basis. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue, Miami 38, Florida 














Accounts Wanted 


HARD HITTING AGENCY, ESTABLISHED 
TWENTY YEARS, WILL ACCEPT GOOD LINES 
IN CHICAGO AREA. KNOW ALL HARD- 


WARE, HOUSEWARE, DEPARTMENT STORE 
AND CHAIN BUYERS. FOR COMPLETE IN- 
FORMATION 


Address Box N-684, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 














ACCOUNTS WANTED 


CONSUMER HARDWARE SPECIALTIES 
FOR LOS ANGELES COUNTY, FOUR 
MILLION BUYERS, FAST MOVING CHAIN 
STORE ITEMS. AS EXCLUSIVE MANU- 
FACTURER’S REPRESENTATIVE ONLY. 
P. 0. BOX 9836, LOS ANGELES 27, CALIF. 














LINE WANTED 
Two Representatives, well known, long experi- 
enced, intimate knowledge housewares industry 
seek connection with manufacturer for promo- 
tion through jobbers, department stores and key 
retail accounts in Metropolitan New York, 
Philadelphia and Surrounding Territory. Ample 
time available. 
Address Box N-775, sare of paneer. AGE 
100 East 42nd St., New York 17, 














MANHATTAN SALES CO. 


FACTORY SALES AGENTS enjoying excellent 
volume with the wholesale hardware and paint 
trade of New England and Canada. 

Available for additional lines with offices, dis- 
play rooms ond warehousing. 

We invite your inquiries. 








| |. 357 Westminster Street, Providence, R. |. __ 








WANTED TO SELL 


Hardware Lines and Building Products to Wholesale 
Hardware Companies and Building Material Jobbers 
on commission basis Manufacturers Representative 
with four experienced salesmen Established 20 years 
in Indiana, Illinois, Southern Wisconsin, Michigan, 
Ohio, Kentucky and Tennessee 


Address Box N-765, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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ment anywhere. 


janitors’ supply houses, etc. 


of putting greens in 3 or 4 seconds. 


WANTED NATIONALLY KNOWN MANUFACTURER 


TO MANUFACTURE AND MARKET NEW "PICK-UP" GARDEN TOOL 


A NEWLY PATENTED AUTOMATIC HIGH SPEED SANITARY RUBBISH PICKER. Really sensational. 
of its kind. Unlimited market—millions can be sold. Will sell on sight. 
rod, bushings, spring and steel spikes—weight only one pound, five ounces. 
and cigar butts, sticks, twigs, paper, bones out of barberry bushes, privet hedges, gardens, lawns, etc. 


Picks up exc 


Rubbish is picked up and discharged with one stroke of the hand or foot without bending over or 
touching it. Can be used to aeriferous hard ground in lawns, lift small hollow spots in lawns, lifts golf ball holes out 
Practical demonstration can be made in one minute—outdoors or indoors. 
armed person, also any child can use this tool with ease. Would like to hear from reputable manufacturers with national 
distribution through jobbers contacting the following trades: hardware, seed houses, chain stores, auto accessory, 
Write Box N-777, care of HARDWARE AGE, 100 East 42nd St., New York 17, N. Y. 


Only patented tool 
Made from aluminum tubing with aluminum 
This tool will pick up leaves, cigarette 


A one- 


re- 











WE BUY 
{ BU 
Close-outs, job lots, surplus stocks, 


ware, hand tools, automotive 
appliances, sporting goods and 


* TANROSS SUPPLY 
80 WASHINGTON ST., 
BOSTON. 8, 


hard- 
supplies, 
cutlery. 


co. 
DEPT. € 
MASS.—LAfayette 3-7622 

















HARDWARE STORES WANTED 


Anywhere in the U.S.A. 
Substantial Cash Buyers Waiting 
No obligation to list with us 


GOLDEN BUSINESS AGENCY 


kst. since 1918, Founded on Fidelity 





2525 BROADWAY, NEW YORK 76, N. Y.__ 





Over 60% Off! 


Brand new $200.00 show- 
cases for $75.00... brand 
new $60.00 flush type 
counters for $24.00. Yes, 
brand new ... in their 
original crates in Grand 
Rapids, Michigan. The rea- 
son? We ordered too many 
..- more than we could 
use. We're clearing them 
out at a fraction of their 
original worth or today's 
replacement cost. For full 
information write: 


Address Box N-740, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








| Low 


FOR SALE HARDWARE STORE «in fast 
growing city in southern Idaho. Modern store 
front, beautiful fixtures, clean stock. Potential 


gross sales $100,000. Approximately $20,000 will 
handle. No charge for goodwill. Partners disagree 
and desire to liquidate. Address Box N-769, care 
of Harpware Acer, 100 East 42nd St., New York 
a ae 


FOR SALE--GENERAL HARDWARE 
STORE in small N.W. Penn. town. Famous for 
variety of hardware including leading lines of 
Appliances. Paints and Farm Supplies. 8 mile 
radius trading area, doing excellent business. No 
competition New consolidated schools, churches. 

overhead. Established over 50 yrs. Owner 
wishes to retire. Address Box N-776, care of 
Harpware Ace, 100 East 42nd St., New York 17, 


FOR SALE — 
SUPPLY 
Florida 


-WHOLESALE HARDWARE 
HOUSE well established in South 
area with main outlet Miami. Minimum 
capital required $75,000.00. Owner must leave 
town. Reply Box N-748, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 





FOR SALE — HARDWARE STORE 


For over forty-seven years recognized as one of the 
finest, best stocked, hardware stores west of the 
Mississippi Modern two story building, with fuil 
basement display. This stere has exceptionally fine 
location in a city located at the gateway to the new 
Atomic Energy Plant in Southeastern Idaho. Owners 
dissolving partnership, selling stock and fixtures only 
Address Box N-754, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 











SURPLUS STOCK. LAWNMOWER BO 


TOM BLADES, MAPLE ROLLERS, handles in 
all standard sizes. Blades are blank can be 
punched, drilled to fit all mowers. Five patterns 
of flat and lipped Hicarmaloy and Nichromoloy 
steel standardized for repairmen. Low cost, big 
profit items. Address Special Equipment Service, 
(Division: Clinton Kent Bradley), Mountain View, 
Ne Ww Je rsey 





PLASTIC WIRE SCREENING 


ONLY 2c PER SQ. FOOT 
F.O.B. YOUR PLANT 
Available in 29'' wide, 60 foot rolls. 
Limited supply. 
SCANDO TRADING CO. 
154 Nassau Street, New York 7, N.Y. 








| AS SALES 


| both concerns 





| _ Positions Wanted 





SALESMAN 
Hardware, Ele« 
tery and Flashlight Manufacturer, Metre 
New York, wishes to Make a Change. Will 
references on request. Address Box N-77: 
of HArpware AGe, 100 East 42nd St., 
17, N 


PRESENTLY 


YOUNG 
MAN 


AMBITIOUS SALES 
desires Wholesale Selling 
years selling experience in retail 
farm implements. Excellent references 

upon request. Prefer location in the Nortl 
Box N-783, care of 
42nd St., New York 17, N 


MI 


dress 


East 





SALES EXECUTIVE 
MANAGER 


NOW 
for a 
pany, 
earnings 
ucts 
Canada College 
resume furnished 
N-784, care of 
St. New 


Experience 


graduate age 35 
upon request. Addres 
Harpware Ace, 1/0 
York 17, N. Y 


POSITION WANTED 
AGE 
large statistical 


YOUNG 
company. Also has 
iptitudes. Desires position with opportun 
fice. stock or shipping department of wh 
hardware or machine supply 

York City. Excellent references 
Fenner, Jr., 89-14 34th Ave., 

VOY 


Address ( 
Jackson H 


LOS 
RIED, 


ANGELES AREA. VET. 25, 
CAR, 6 YEARS EXPERIENCE 
WARE. Past 3 years managed 
in New York City. Did buying, 
lation and some repairing of 
hardware, (electrical supplies 
fixtures)) plumbing, paints, housewares, 
cabinets, venetian blinds, window 
and other hardware items. Before 
ployed with large hardware jobber 
geles for three years. Excellent references 
Will arrive in Los Angeles 
Write Box N-762, care of HAR 
100 East 42nd St., 
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Listed of you 


pie As elwey’. Printers’ tak ste 
* Hardware Age 4,121 up of le ders —sishth 1 
: ; : : 
Qiao en ae published in Americe bee 
a, ~ Saturdey Evening Pos 
Engineering ; 
3,677 feta)! 
pers Of course, it’s well-know 


publishes the most pegs? 
Gd. « Co Re We 


this broader picture. 


aa made. Every held 
that’s where you find th: 
the greatest soles pot 
you find the most odver 


3.106 in Printers’ Ink. It's sa 
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This is not our story. It appeared 
in the March 3, 1950 issue of 
Printer's Ink, acknowledged au- 
thority of the advertising field. 
Part of their advertisement is 
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Again the Customer Makes 
HARDWARE AGE the No. I 


MERCHANDISING PUBLICATION 
in the Country! 





And in the Hardware Trade 
| it’s HARDWARE AGE 2 fo 7! 





FIRST IN VOLUNTARY, PREPAID CIRCULATION. 
@ Greatest Unit Store Coverage. 


FIRST IN EDITORIAL CONTENT: 





First in News 





in in 1949, the © 
need in Printers 
cied the most ped 






Of the 6,883 magazines of all types published in the country in 
1949, customers put HARDWARE AGE in fifth place and made 
it the No. 1 merchandising publication in the country, the only 
one among top 25 magazines. Moreover, in this field of all 
magazines — general, technical, farm, industrial and trade — 
they placed HARDWARE AGE in the forefront of such distin- 
guished company as the Saturday Evening Post, Life, Time, 


New Yorker and Newsweek in the point of advertising pages 
carried. 


Here are a Few Reasons for 


HARDWARE AGE Leadership: 


24,400 retailers and retail salesmen in more than 22,600 stores 
offer practical saturation of the important outlets throughout 
the country. There is at least one merchant subscriber in 9,020 
towns and cities throughout the nation, 

Largest Wholesaler Coverage. 


6,100 executives, buyers and salesmen in the 545 wholesalers 
subscribe to HARDWARE AGE, This is nearly 50% greater 
coverage of the key men in the wholesale field than provided by 
any other national hardware paper. 

Largest Effective Audience in the Trade. 

HARDWARE AGE reaches the largest effective audience in the 
trade with more than 35,400 of voluntary, prepaid subscribers 


in every section of the country - your assurance of active reader 
interest. : 


In 1949 HARDWARE AGE published a total of 1,739 editorial 
pages, 40% more than any other hardware magazine. HARD- 
WARE AGE is truly the magazine of merchandising experience. 
33% of the editorial pages were devoted to current and actual 
successful merchandising practices for the dealers’ consideration 
and practical application. 


What better proof is there of the pre-eminent value HARDWARE 
AGE offers than proof expressed by the toughest jury of them all 
— those we must regard as experts — the customers themselves! 








HARDWARE AGE 


A Chilton @ Publication 
100 EAST 42ND STREET 


Charter @ Member 
NEW YORK 17, N. Y. 
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Clemson Brothers, Inc. ; =a 
Cleveland Cap Screw Co. 275 
Cleveland Chain & Mfg. Co. . 219 
Cleveland Valve Co. 346 


Coburn Products Dept. 7I 
Coldwell-Phila. Lawn Mower Co. 
Inc. WW 


Collins Company 234 
Colonial Brush Mfg. Co., Inc. 249 
Colorado Fuel & Iron Corp. 233 
Columbia Steel Co. 155 


Columbian Vise & Mfg. Co. re 


Grabler Mfg. Co., The 75 | 
Graham Co., Inc., John H... .283, 288 | 
Great Neck Saw Mffrs., Inc. . 347 | 
Greenlee Tool Co. 257 | 
| Griffin Co., G. W. 288 | 
Griffin Mfg. Co. - 152 
Griffon Cutlery Works, Inc. ft a 
Grote Mfg. Co., Inc., The... ww 
Grumbacher Inc., M. 345 
Guaranteed Products, Inc 347 | 
H 
Hall Co., Joseph 343 
Hal!-Wessel Co. 278 | 
Hallmark Watch Corp. . 43 
Hanson Scale Co. . 334 


Columbiana Pump Co. . 336 | 
Columbus-McKinnon Chain Gere. i12 
Congress Drives Div., Tann Corp. 134 
Consumers Glue Co. 149 
Continental Screw Co. 279 
Corbin, P. & F. 313 
Cornish Wire Company, Inc. 130 | 
Crescent Tool Co. 181 
Cyclone Fence Div 63 
D 
Davis Corp., G. W. 58-59 
Dearborn Stove Co 131 
Deming Co., The 310 
Dempster Mill Mfg. Co. 90 
Dieiz Co., The R. E 35-36 
Disston & Sons, Inc., Henry 40-4) 
Doepke Mfg. Co., Charles Wm... 273 
Domes of Silence 343 
Dow Chemical Co. 163 
Du Pont de Nemours & Co., E. |. 
Organic Chem. Dept., Rubber 
Chem. Div. 18-19 
Durham Co., Donald 274 
Duro Metal Prod. Co. 

Power Tool Div. 183 
Small Tool Div 182 
E 
Eagle Mfg. Co. 136 
Eagle Rule Mfg. Corp. 334 
| Eagle Woodenware Mfg. Co., The 158 
Earl Products Co. 134 
Ekco Products Co. 277 
Embury Mfg. Co. 264 
Empire Level Mfg. Co. 268 
F 
Fairchild Industries, Inc. 151 
Fasco Industries, Inc. 236 
Fawsco Mfg. Div. * . 320 
Faucet-Queen, Inc., The soeae ee 
Federal Tool Corp. : 44 
Federated Metals Div. ae 
Ferry Cap & Set Screw Co. 156 
Firestone Plastics Co. ......... 65 
Fitler Co., Edwin H. 144 
Fletcher-Terry Co. . onan 
Flour City Brush Co. . 129) 
Ford Motor Co. 166 
Forsberg Mfg. Co. 327 


94 | 


A 
Accurate Mfg. Co. 134 
Adams Rite Mfg. Co. 298 
Air Control Products, Inc. 32 
Akron Hardware Mfg. Corp. 247 
Alabama Manufacturing Co. 223 
Aladdin Industries 172 
Aluminum Company of America 729 
Aluminum Goods Mfg. Co. 45 
Aluminum Industries, Inc. 26 
America & Southern 112 
American Chain & Cable Co 186 
American Fl. Surfacing Mch. Co.. 261 
American Grease Stick Co. 92 
American Home Chemical Co. 354 
American Mfg. Co. . 221 
American Steel & Wire Co. 63, 155 
American Swiss File & Tool Co 301 
American Thermos Bottle Co., The 50 
American Turpentine Farmers As- 

sociation 27 

Ames Baldwin Wyoming Co. 178 
Anchor Wire Corp 336 
Anderson Brass Co. 152 
Animal Trap Co. of America 262 
Archer-Daniels-Midland Co. 317 
Armstrong-Bray & Co. 334 
Arrow Fastener Co., Inc. 332 
Artistic Wire Products Co., Inc. 341 
Associated Specialties Co., Inc. 2% 
Atkins & Co., E. C. 147 
Atlas Asbestos Co. 92 
Automatic Products Co. 2! 

8 
BMC Mfg. Corp 90 
B & M Metal Products Co. 332 
B & T Metals Co. 68 
Ballonof Metal Prod. Co 106 
Barr & Co., W. M. 225 
Bassick Co., The 233 
Behr-Manning Corp. 287 
Ben Hur Mfg. Co. . 282 
Bergman Tool Mfg. Co., Inc. 41 
Billings & Spencer Company 285 
Black & Decker Mfg. Co 52-53 
Blisscraft of Hollywood it 
Boss Mfg. Co. 254 
Boston Woven Hose & Rubber Co. 149 
Boyle-Midway, Inc. 160 
Brainard Steel Co. 73 
Brooks & Sons, M. S. 332 
Bruce Wire & Metal Products 130 
Brushwise Corp 344 
Buffalo Bolt Co. 289 
Buffalo Forge Co 339 
Burroughs Mfg. Corp 127 

c 
Calbar Paint & Varnish Co. 342 
Calf-Teria Co. 336 
Cambridge Tile Mfg. Co. . 168 
Carborundum Co. 28-29 
Carlisle Mfg. Co. <> 7 
Central States Paper & Bag Co... 66 
Century Plastic Products Inc. : oe 
Chair-Loc Co. 336 
Champion DeArment Tool Co 240 
Champion Hardware Co. . 282 
Champ-ltems, Inc. sabe 
Chattanooga Imp. & Mig. Co. 268 
Cheney Hammer Corp., Henry co 
Chevrolet Motor Division 10 
Chicago Die Casting Mfg. Co. 176 
Chicago-Latrobe Twist Drill Works 

Div. 101 

Chicago Roller Skate Co. 307 
Chicago Screw Co. .............. 268 | 
Chicago Spring Hinge Co. . 339 
Chicago Wheel & Mfg. Co. 292 
Clark Mfg. Co., J. L. . 146 
Clark Co., J. R. 87 


352 


Frantz Manufacturing Co. . %4 


Malco Co., The ‘ 
Malko-Wortell Mfg. Co. 
Mall Tool Co. : 
Marquette Appliances, Inc. . 
Marshalltown Trowel Co. 
Martin Stamping & Stove Co. . 
Mast-Foos Mfg. Co. ..... 
Mayes Bros. Tool Mfg. Co., 
McCambridge 
Co. 


Inc. 


& wueeeeeiene 
vw 


344 
342 


. 142 
. 258 


150 
118 


| McGill Metal Products Co. 324 
McKay Company, The . 121 
McKinney Mfg. Co. 224 
Metal Textile Corp. 110 
Metalcraft Mfg. Corp. . 110 
Midway Tool Co., Inc., The 245 
Mikado & Co. 342 
Miller, Inc., Robert E. 343 
Millers Falls Co. 62 
Milwaukee Electric Tool Co. 325 
Minute Mop Co. 344 
Moline Iron Works 164 
Moniaque Rod & Reel Co. 51 
Moore Push Pin Co. 347 
Mouli Mfg. Corp. 170 
Murphy's Sons Co., Robert 170 
Murray Ohio Mfg. Co., The 79 
Myers & Bro. Co., F. E. 345 

N 
Narmco, Inc 309 
National Can Corp. 73 
National Enamel. & Stpg. Co. 88 
National Hardware Show, Inc. 12 
National Housewares Mfrs. Assoc. /6 
National Lock Co. 13 
National Mfg. Co. 24 

National Metal Prod. Co., Kansas 
City, Mo. 342 
National Metal Prod. Co., ‘Pitts- 

burgh, Pa. . 239 
National Screen Co., Inc. 168 
New Britain Machine Co. 180 
New York Wire Cloth Co. 33 
Newell Mfg. Co. 353 
Nicholson File Co. ............... 184 
Noblift-Sparks Industries, tes. 20, 161 
Norwich Line Company, Inc. 346 

O° 
Ocean City Mfg. Co. 5! 
Ohio Products Co. 336 
Old Pal Fishing Goods Mfrs. Div. 150 
O'Malley Valve Co., Edward..... 164 
Oster Mfg. Co., The ..........-+: 272 
Ox Fibre Brush Company 82 

P 
Pacific Laminates 343 
Palmer Mfg. Corp. ...........+.: 126 
| Palmer Welloct Tool Co. iv ae 
Park Metalware Co., Inc. ... . 142 
Parker Mfg. Co. . 

| Patent Cereals Co. 140 
Patterson-Sargent Co. 125 
Patton Tool Co. . 120 
Pearl-Wick Corp. . 175 
Peck, Stow & Wilcox Co. ... vow Coe 
Peerless Freezer Co., The . 331 
Peerless Handcuff Co. ........... 340 
Peerless Pump Div. . 14 
Pee “SE SS cana si cescsasateons 291 
Penn Metal Ware Co. Poe 150 
Peoria Malleable Castings Co. . 263 
Peters Cartridge Div. . 2is 
Petko Industries, Inc 7 
Phoenix Table Mat Co. . 45 
Pioneer Rubber Co. .. 174 

| Pitegoff Brothers, Inc. ............ 122 
Pittsburgh Plate Glass Co., (Store 

Front Div.) 149 
Pittsburgh Steel Co. » % 
Plas-Tex Corp . 44 


Hardwore Age, Direct Mail Dept. 340 
Harrington & Richardson Arms Co. 315 
Hassall, Inc., John 329 
Hawkirs Co 56 
Heineke & Co. 64 
Heller Brothers Company 269 
Heller & Co., W.C. 345 
Hemp & Co 83 
Hodell Chain Co 37 
Hoover Co., The . 86 
Hopkins & Son, L. 341 
Hoppe, Inc., Frank A. 166 
Hoyt & Worthen Tanning Corp... 336 
Hurd Lock & Mfg. Co. 340 
Hyde Mfg. Co. 164 
Hypro Engineering, Inc. 329 
| 
Ideal Brass Works 337 
Independent Brush & Specialty Co. 345 | 
independent Metal Strap Co. 326 
Ingersoll Steel Div. 42 
Inland Steel Products Co. 119 | 
'nternational Hardware Show . 
J 
Jackson Mfg. Co. 308 | 
Jacobus’ Sons, Inc., A. G. 136 
Johnson Tool & Die Co. 182 | 
Judsen Rubber Works, Inc. . 140 
K 
K. C. Fountain Brush Co. 132 | 
Kay-Tite Company ee 243 | 
| Keil Lock Co. 143 
Kester Solder Co. 265 | 
Koutlel & Geser Co. .....ccccseses 102 | 
Keystone Steel & Wire Co. 117 
Kilgore Mfg. Co. .... 154 | 
Kingston Products Corp. 340 | 
Klein & Sons, Mothias 100 | 
Kromex Corp. / 346 | 
Kwikset Locks Inc. eiaxense 
L 
LaGrange Metal Products 347 
Lambert Products Co. . 264 | 
Lamson & Sessions Co. 241 | 
Landen Putty Works .. asigagea eee 
Landers, Frary & Clark 107-108-109 
Larson Co., Charles O. . 345 
Libbey Glass Div. . 85] 
Libbey-Owens-Ford Glass Co. . 153 | 
Lincoln Schlueter Floor Mchy. Co. 144 | 
Listo Pencil! Corp. . 124 
Lockwood Hdwe. Mfg. Co. 189 
Lodge & Shipley Co. .. 18 | 
Lowe Brothers Co. ....... ... 145 | 
Lucas & Co., Inc., John . 165 | 
| 
M | 
Mack Molding, Inc. puatnds ae 
Macklanburg-Duncan Co. ....... 97 
Magor Car Corp. -o. Se | 
Majestic Co., The . 146 | 


Fulton Bag & Cotton Mills . 14 
Fulton Co., The 297 | 
Fulton Products Co. 333 
G 
Gardner Wire Co. Sets 353 
Garrett Co., Inc., George K. 262 
Gates Rubber Co. .. 137-138 
General Electric Co., Lamp Div. 17 
General Screw Mch. Products, Inc. 116 | 
General Slicing Machine Co., Inc. 342 
General Wire Spring Co. 347 
| Gifford-Wood Co. 263 
Gilbert & Bennett Mfg. Co., The. . 280 | 
Gillis Shoe Corp., Geo. 166 
Goodrich Co., B. F. 22-23 
Goodyear Tire & Rubber Co., Inc. 15 
Goshen Churn & Ladder Co. 335 
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Platt & Co., , 
Plymouth Cor 
Porter Cable 
Porter Corp., 
Prime Mfg. C 
Puritan Cord 


Quijada Tooi 


Radar Paint 


Raybestos-Mai 
tos Textile 


Red Devil Toc 
Reeve Compa 
Reeves Steel ¢ 
Reflector Har 
Republic Stee 
Revere Coppe 
Reynolds Met: 
Rhodes & Co 
Rich, Inc., He 
Riegel Textile 
Rival Mfg. C 
Robinson, Inc. 
Roebling's So 
Rome Mfg. C 
Royal Electric 
Ruby Chemicc 
Rudolph Poult 


Russell, Burds: 
Nut Co. 
Russell & Erwii 


Ryerson & Son 


S & W Moldin 
Safe Padlock | 
St. Louis Core 
Samson Corde 
Sandee Mfg. 
Sapolin Paints 


Savage Arms 
Lawn Mower 


Sawhill Mfg. ¢ 
Schlage Lock 
Schwartz Mfg. 
Scott Port-A-F 
Screens & Fab 
Seal Rite Cau 
Seedmaster 
Sensation Mow 
Sharon Bolt & 
Sheffield Bron: 
Shelby Spring 
Sheldon-Wells 
Sherman Mfg. 
Sherwin-Willia 
Siebert Co., C 
Simoniz Co., 
Simonsen Indu 
Skillman Hard 
Skilsaw, Inc. 
Slaymaker Loc 
Sohi Tool Co., 
South Bend To 
Southington H 
Standard Dry ' 
Standard Hors 
Stanley Tools 
Star Heel Plat 
Star Mfg. Co 
Starrett Co., 1 
Stevens Level | 
Stratton & Ter 
Sunset Line & 
Superior Faste: 
Swan Rubber (| 
Swan-Russ Cor 
Swift & Co. 
Sythax Compa 
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344 
342 Platt & Co., Arthur |. . ‘ 327 | T 
142 Plymouth Cordage Co. . 34 | Tatcher, Ernest 84 
_ 258 Porter Cable Machine Co. 157 | Taylor Lock Co. Sate i146 
346 Porter Corp., The J. E. 332 | Tennessee Coal, Iron & Railroad 
180 Prime Mfg. Co. 293| Co. 155 
Ne Puritan Cordage Mills 25 — a te - 30 
ip-Top Products Co. 354 
_ ad ° Tobacco By-Products & Chemical 
.. 40 ijada Tool Co. 120 Corp. sh 
324 Puiia Tremco Mfg. Co 123 
121 R Triplex Screw Co. 237 
224 Radar Paint Co. 345 | ewe Yomper Corp. 9 
110 Raybestos-Manhattan, Inc. Asbes- Turnbuckles, Inc. 260 
ilo tos Textile Div. . 162 | Turner & Seymour Mfg. Co. 174 
245 Red Devil Tools 355 
342 Reeve Company 290 
343 Reeves Steel & Mfg. Co. 133 U 
62 Reflector Hardware Corp. 124 | Union Fork & Hoe Co., The 356 
325 Republic Steel Corp. 72 | Union Steel Chest Corp. . 142 
344 Revere Copper & Brass Inc. 173 | United States Rubber Co. i26 
164 Reynolds Metals Co. 305 | United States Steel Corp. 54-55, 43, 155 
5I Rhodes & Co., James H. 74| United States Steel Corp. of Del- 
347 Rich, Inc., Howard B. 152} aware 54 
170 Riegel Textile Corp. . 139) Universal Metal Products Co 255 
_ 170 Rival Mfg. Co. 130 | Universal Price Marking Systems. . 124 
719 Robinson, Inc., Edward E. . 299 | Upson Brothers, Inc. 293 
345 Roebling's Sons Co., John A..... 264 
Rome Mfg. Co. Div. oe) , y 
Royal Electric Co., Inc. ... 150} 
Ruby Chemical Co. ssn a Van Cleef Bros., Inc. - 
309 Rudolph Poultry Equipment ee, 346 Vaughan & Bushnell Mfg. Co 179 
78 Russell, Burdsall & Ward Bolt & | Vaughan Mfg. Co. 170 | 
88 Nut Co. 323 | Vital Products Mfg. Co., The 330 
12 Russell & Erwin Div. 96 | Vollrath Co., The 270 
c. 16 Ryerson & Son, Inc., Jos. T 323 | Vulcan Electric Co. 300 
13 
24 
15 . . w 
-. 342 S & W Molding Co. '70 | Wall Mfg. Co., P. 331 
s- Safe Padlock & Hardware Co. 128 Wiatiies Dies. Biv. & Wallace 2 
. 239 St. Louis Cordage Mills 221 Sons Mfg. Co. 171 
.. 168 Samson Cordage Works ! Wappot, Inc., Fred W. 311 
. 180 Sandee Mfg. Co 9! Warren Tool Corp. 23 
33 Sapolin Paints Inc. 254, 274, 238 | Warseed Teel Company 339 
a YSeroae ars, Son, Me | Wenn Co, The ‘ 
» 16 Sawhill Mfg. Co., The 293 | aterbury Tool ow. Vickers, Inc. 235 
‘ 246 Schlage Lock Co. 227 | Waterloo Valve Spring Compressor - 
Schwartz Mfg. Co. te ‘ 
Scott Port-A-Fold Seat Co. 146 | Wenzel Tent & Duck Co., H 233 
Screens & Fabricated Metals Corp. 6| Werner Co., R. D. 93 
5! Seal Rite Caulking Co. _.. 347 | Western Cartridge Co. 57 
336 Sacliten _ 116 | Western States Cutlery Co. . 255 
» Sensation Mower, nen 333 | Western Tool & Stamping Co. 338 
1s Sharon Bolt & Screw Co. . 292| Westwood Mfg. Co. 344 
a72 Sheffield Bronze Palnt Corp. 144 | Wheeling Corrugating Co. ....... 67 
a Shelby Spring Hinge Co. ........ 327 | White Mop Wringer Co. . 106 
Sheldon-Wells Co. 353 | White Studios 2% 
243 Sherman Mfg. Co., H. B. 278 | Whitman & Barnes ee. 39 
126 Sherwin-Williams Co., The ...3}, 66-41 Wickwire Brothers, Inc. ..... 295 
321 Siebert Co., O. W. ..... 253 | Wickwire Spencer Steel ......... 233 
142 Simoniz Co., The 46 | Wilcox, Crittenden & Company .. 300 
98 Simonsen Industries, Inc. : 353 Williams & Co., J. H. 281 
140 Stillman Hardware Mfg. Co. 328 Wilson-Imperial Co. 306 
125 Skilsaw, Inc. 77 Winchester Repeating Arms Co. 
120 Slaymaker Lock Co. -69-70 49, 80-81 
175 Sohi Tool Co., Inc., The 336 | Wiss & Sons Co., J. ......103, 104-105 
1s South Bend Toy Mfg. Co. . 337 Witt Cornice Co. ... .. 231 
331 Southington Hdwe. Mfg. Co., The 128 | Woodmark industries, Inc. . . 158 
" 340 Standard Dry Wall Products Co... 148 Weester Brath Co. . Peaks Ge 
114 sag, ee galt a Wooster Rubber Co. 141 
291 Star Heel Plate Co. . 354 Worcester Lawn Mower Compan 113 
po Star Mfg. Co. Div. eo et eee, 
"21s ee Go., He & $ 135 | Wright Steel & Wire Co., G. F... 132 
7 evens Level Co., E. A. . 344 Wrought Washer Mfg. Co 201 
Stratton & Terstegge Co. 128 
a Sunset Line & Twine Co. 294 
Superior Fastener Corp. . 330 Y 
- 122 Swan Rubber Co. . 159 | Yale & Towne Mfg. Co. 3 
. 149 Swan-Russ Corp. 347 
8 Swift & Co. . 284 Z 
(344 Sythax Company . 354| Zimbalist, Inc., William H. 144 
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rae The House of Quality 
America’s Fastest Selling 


TOOL CASE 


Here’s a tool box that’s 
the favorite of mechanics 
everywhere, 4 tray canti- 
lever action, baked ham- 
mer finish. 18 . Pigs x 
13”, also in 20”- sizes. 
2 side bolts, 1 es lock- 
ing hasp. Form fitting 
handle. Made of heavy 
gauge steel. 
SIMONSEN INDUSTRIES INC. 
1410 S. MICHIGAN AVE. 
CHICAGO, ILLINOIS 


184-H 








Newell Streamliner Closer 


No. 009 











Has no rival in its class 


THE SENSATION OF 1950 
Stock and Sell the Closer that SELLS ITSELF! 


Sales literature on this and our other items 
of Builders’ Hardware sent free on request. 


NEWELL MANUFACTURING CO. 
LOWELL, MICHIGAN, U.S. A. 














THE ORIGINAL 









TOWNSEND WIRE STRETCHER 


The most popular one man fence wire Stretcher on the 
market. Proven over 30 years—the fastest, easiest, and 
most economical for single and barbed wire. 

Now attractively enameled for Weather protection— 
Visibility—Sales appeal. Write for Catalog page and 
full information. 

GUARANTEED AND MANUFACTURED BY 


SHELDON-WELLS CO., KINZUA, PA. 


SUCCESSORS TO B. W. TOWNSEND 

















GARDNER’ S CLEANOUT AUGERS 


Gardner’s Cleanout Augers 
furnished in five lengths, 
eight to twenty-five feet — 
complete with adjustable, 
tubular handles. Series 1940, 
quality spring wire—Series 
1950, music wire. The ideal 
tool for cleaning clogged 
drains and closets. Complete 
information on request. Write 
today! 


GARDNER WIRE Co. 
1329 So. CICERO AVE. 
CHICAGO 50, ILLINOIS 


Each Auger packed individually 
in attractive, 2-color, die-cut, 
Ox. 


counter display 













STAR 


CAST IRON QUOITS 


co gH 





STAR Cast Iron Quoits are an up-to-date line that you will 

find worth stocking. Sizes—I!/,, 2, 2!/4, 3, 3!/2 and 4 | 
pounds. Correct models and weights. Attractive black | 
and red enamel finish. 2 black and 2 red quoits furnished | 
with each set. Quoit pins—length 1134 inches. Diameter | 
9/16 inches. 


Also STAR Malleable Iron Quoits guaranteed against | 
breakage. One size: 2!/, pounds. Overall size 7 inches; 
hole 5 inches. All evenly balanced and correctly designed. 
Also make Iron Put Shots and Iron Dumb Bells. Get in 
your order for your season's requirements. 


STAR HEEL PLATE CO. 


NEWARK, NEW JERSEY 


SEWER TROUBLE? 
use ROOT ELIMINATOR 


NEW 


PROFIT 


aedhctony OPPORTUNITY 


SEWER 
TREATMENT 
* 


AFTER 
wa | SEWER 
TREATMENT 
‘ « 


Root Eliminator is 

a year ’round profit 

opportunity for 

you, Mr. Dealer... 

Because... sewer 

roots grow all year 

‘round and must 

be combatted every month in the year. 

And home owners, everywhere, have learned— 
through national advertising in American Home 
and Better Homes & Gardens—that the sure, safe, 
easy, money-saving way to avoid serious sewer 
trouble is to use Root Eliminator—a year’s supply 
for only $3.95—one chemical briquette in the wall 
tank each month. 

Attractive dealer proposition upon request. 
Today! 


Write 


Manufactured And Guaranteed By 


AMERICAN HOME CHEMICAL CO. 


275 Berkley Road, Indianapolis 8, Indiana 
RR 5 I ERNE RRS 








SS UIKT an ant cote ee : 


5 PRACTICAL TOOLS IN 1 
{Scythe—Brush Hook—Hoe—Weed Cutter—Axe) 


A quick profitable selling tool for all these uses: Scythe 
—does twice the work in the same time with half the 
effort. Brush Hook—cuts brush and heavy cane. Hoe— 
for around maintenance poles, etc. Weed Cutter— 
cuts any kind of weeds. Axe—cuts smaller grubs. 


Made with strong, hardwood, oval shaped handle. 
Patented sigmoidal shank gives proper balance. 
Has high steel socket double riveted. Steel 
Channel support for blade eliminates vibra- 
Double edge blade of fine tool steel, 
easily sharpened without removal. 


tion. 


Sells for home use, railroads, highway de- 
partments, government projects, etc. 
Packed '/. dozen to bundle. Weight 


BLADE: per dozen 55 lbs. 


11% ins. 
long, 
31% ins. 
wide. 


Write for Literature 
and Trade-prices 


SYTHAX CO. 


445 TENNESSEE STREET, MEMPHIS 3, TENNESSEE 

















A FAST SELLER—PRICED 

FOR EXTRA PROFITS 
if Now offered in sparkling new 
self-merchandising displays. 
Tip-Top Liquid Solder and 
Cement are priced for greater 
mark-up—greater profits. Old 
established line — nationally 
advertised. Ask your jobber or 
write direct today. 


No. 1200—New, reversible dis- 
play holds 6 tubes each side. 
The Original Liquid Solder. 
Mends metals, most everything. 


No. 1201—New “‘tent type’’ dis- 
play. Reversible—6 tubes each 
side, Catches traffic both direc- 
tions. Mends most materials. 


No. 1202—Completely new! For 
fast pick-up sales. Holds 12 
boxed tubes of clear, waterproof 
cement, ~ 


770 Too PRODUCTS CO. Omaha, 
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